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INSIDE INFO FROM HOLO-KROME 


Holo-Krome 
is telling 
YOUR 
customers 


The secret’s in the socket! 


| WHAT: 7 A new and different advertising campaign ! 
| WHEN: 4 Every month in '56! 
| WHERE: } Purchasing, Purchasing News, Modern 


Machine Shop, Mill & Factory, American 
Machinist, Canadian Machinery, Design 
News, Machine Design, Product Engineering. 


Over 311,000 management executives, 

production engineers, purchasing agents 
and design engineers—across-the-board 
coverage of your main buying influences ! 


For the finest in socket screw products... 

For unmatched SAME-DAY SERVICE... 

For pre-selling advertising and promotion... 
LOOK TO HOLO-KROME! 
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THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Seattle firm develops product interest through tool 
know-how 
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Here's how management and salesmen of a Portland, 
Ore., distributor firm feel about it 
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York salesman services furniture industry 


Read More and Enrich Yourself 


Boston distributor firm surveys personnel's reading 
habits 


Sale, Inconsequential . . . but Service, 
Terrific! 


Rochester branch gives 100-mile-an-hour service for 
10¢ sale 


West Coast Distributors Meet in Los Angeles 108 


Two-day session attracts 175; future conferences 
planned 


So You Want to Put on a Show 


Sumter, S. C., distributor gives some pointers based 
on his experience 


Margins, Methods, Main Topics at 
Broadmoor 
250 attend two-day session at Colorado Springs 





SALES ANALYSIS 





Both management and 
salesmen in a Portland, 
Ore., firm favor it. Month 
ly sales are broken down 
into 10 major products 
with one group further 
subdivided into nine 
classes. You can read all 
about it on page 97 


A 10¢ SALE 
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But the Rochester branch 
of a distributor firm gave 
100-mile-an-hour service. 
Page 106 gives the de 
tails, down to the time 
table schedule involved 


Reading is a complete, 
quick and current source 
of learning. But are you 
utilizing all of its possibil- 
ities? A Boston salesman, 
for example, peruses “Help 
Wanted” ads for leads on 
new companies and poten 
tial sales. Why not read — 
ind learn? See page 102 
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SALES PROMOTION 
LITERATURE: — 
Sells RED-E 


Most complete data ever assembled 
wanted and needed, and wel 


comed by your customers. 


ADVERT Sing - 
PUBLICITY, 
Selis RED.¢ 
Hord-hiny 
Plenty an Selling” 


news SOpy o 
year ‘round worthy Publicity ro 


ENGINEERING 
LITERATURE: — 
Sells RED-€ 


Taper, Center hole and other engi- 
neering charts and date establishes 
RED-E os on outhority 


CENTER Speciclists Since 


ind 


4% 


“RED-E is the world’s largest manufacturer of 
anti-friction superaccurate Centers now selling 
through Industrial Distributors. Their new dis- 
tributor sales policy makes RED-E a leader in 
its field, so we are more than happy to go along 
with them. Congratulations from customers in 
having been selected as a RED-E distributor 
have been great and they all seem pleased to 
have a ready source for their center needs. 
These facts, plus the service and cooperation 
of the Ready Tool Company has increased our 
center sales about 54%.” So comments Mr. 
William C. Johnston, Sales'Manager of H. D. 
Taylor Co., Buffalo, N. Y. 


Distributor sales climb under the RED-E 
Policy ... because of the RED-E power packed 
sales program of personal sales aids. 
Printed Sales Agreement is written just 
for you. 
Advertising and publicity is hard hitting. 
Sales promotion and literature is com- 
plete. 
Engineering literature is exclusive, 
timely. 


Ask your RED-E Rep for the complete story 


or write Ready Tool Company — 


1908 


563 lIranistan Ave., Bridgeport 5, Conn. 
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Link-Belt Introduces New L 
Of Compact Enclose 


Includes Gearmotors, Motogears 
And In-Line Helical Gear Drives 


A new line of Link-Belt enclosed 
drives is now being introduced 


to industry. 
% Sales Simple and 
Meeting compact, these 
“ = drives are de- 
in Print signed for use 
with the new 

NEMA motors. 

LINK-BELT GEARMOTORS 
are the answer to applications up 
to 30 hp where space is limited 
and the use of an integrally 
mounted motor is advantageous 
Permanent alignment of motor 
is built-in through use of a rab- 
bet-fit motor flange. Whether 
floor, wall or ceiling mounted, 
they provide quiet, dependable 
service. 


LINK-BELT MOTOGEARS 
are available up to 60 hp and 
can accommodate a wide range 
of motors. They are ideally suited 
to applications where the need 
for continuous operation of 
drives makes downtime especial 
ly costly. Replacement of motor 
is quick and easy—draining of 





oil is unnecessary. Motor mount- 
ing bracket design facilitates 
rapid re-alignment of motor 

LINK-BELT IN-LINE HELI- 
CAL GEAR DRIVES solve the 
situation where (1) the cus 
tomer has his own motor, (2) 
has machinery already equipped 
for mounting motor and drive, 
(3) where motor and drive will 
be connected by a chain, belt or 
gears. 

All three drives have cast iron 
housings designed for oil-tight, 
quiet operation. All have one 
low-speed gear set per drive size, 
and maximum accessibility of all 
operating parts simplifies main- 
tenance. All combine utmost 
simplicity with greatest possible 
standardization. Where desired, 
an integral backstop can be sup- 
plied to prevent reverse move- 
ment of conveyors, elevators or 
other driven equipment. 

Books 2447 and 2651 plus 
Folder 2590 help in demonstrat 
ing the many cost-saving features 
of these drives 


ine 
Drives! 





In-Line Helical Gear Drive 
—compact, double or triple 
reduction, up to 118 hp. 


Gearmotor — maintains 
positive alignment with 
flange-mounted NEMA mo- 
tor, up to 30 hp 





Book 2447 gives full story 
on Gearmotors and Moto- 
gears — Book 2651 on In- 
Line Helical Gear Drives 








Motogear — a packaged 
gear drive with coupling, 
motor bracket and motor, 
up to 60 hp 











How Shippers Protect Perishables 


There’s no more effective way to 
top-ice railroad cars and trucks 
containing perishable products 
than with a Link-Belt Ice Crush- 
er-Slinger. It's fast, easy and 
economical . . . assures shippers 
of fruits, vegetables, seafoods and 
dairy products that their mer- 
chandise wiil arrive in tip-top 
condition—command top mar- 
ket prices. In addition, refrig- 
eration and ice dealers are pro- 





vided with an excellent means to 
improve service, boost business 
and increase profits. 


Link-Belt Ice Crusher-Slingers 
are available in capacities from 
15 to 60 tons per hour. Choose 
from portable or stationary units 
powered by electric motor or 
gasoline engine. Book 2382 con- 
tains full information on Link 
Belt icing equipment. 





Finish on Locknuts, Lockwashers 


Helps Maintain Good Appearance 


Of all locknuts and lockwashers 
currently on the market, only 
Link-Belt offers the blue-black 
finish to improve and maintain 
good appearance. This Pentrate 
coating prevents stains in han- 
dling . . . enables quality-con 
scious buyers to recognize and 
know they're getting Link-Belt 

These locknuts and lockwash 
ers are used throughout industry 
for effectively locking bearings 
in correct position on shafts 
They're precision-made to ABEC 
and SAE standards . . . are vibra- 
tion-proof, burr-free, easily in 
stalled and removed. And the 
complete Link-Belt line satisfies 
all requirements—for shaft sizes 
from 5/16 to 8% in. dia. Data 
Folder 2348 contains full work 
ing information 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 








LINK-BELT COMPANY 
Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta * Colmar 
Pa. * Houston * Minneapo 
lis + San Francisco + Los 
Angeles * Seattle 19.008 

Offices in Principal Cities 











...for piloted taps from stock 


we OP ies 


FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 


A OLE ER 


Mode by THREADWELL, Greenfield, Moss. 
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The Cover 


“The pen is mightier than the sword” 

and never more so than when it’s in the 
hand of a woman with an opinion. And 
when an industrial distributor salesman’s 
wife writes what she thinks about her 
husband's job, her opinion counts heavily. 
So, here’s our nomination for the “cover 
gal” of the year—Mrs. I. D. Salesman. 
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When You Sell PROTO Tools © 


HERE’S WHY... 


1. You are served by an old and stable company of high integrity. 

2. Policies are sound and fair. 

3. You are protected by controlled and limited distribution. 

4. PROTO is the nation’s No. 1 line—first in acceptance. 

5. Industrial users prefer PROTO professional quality. 

6. The PROTO line is very extensive for industry. 

7. Patented TAC open end ratchet tools are exclusive with PROTO. 

8. Torquers and many other superior, exclusive tools are offered. 

9. PROTO makes thousands of special tools to users’ specs. 
10. Powerful advertising increases demand and your sales. 
11. The line is fully covered by easy-to-use catalogs. FP _ re io 
12. Over 40 effective promotion aids help you boost your volume. TO A 
13. You receive valuable services from full-time representatives. *ec—ooY™ 
14, Your salesmen are trained to develop greater tool sales. 
15. Technical assistance on tool problems is available. 
16. PROTO warehouses process your orders quickly, efficiently. 
17. You are assured of a steady, dependable source of supply. 


18. The whole PROTO organization is characterized by a friendly, 
understanding relationship with customers, a desire to serve 
accounts well, and an intense pride in PROTO’s leadership. 


Leading industrial distributors who 
handle PROTO enjoy these many i, of ott ne 
advantages in selling the leading line of : a a 
hand tools. They are “going places” ] Q ] TQ » A ee 
with PROTO. Send for catalog of al 0 0 L : 
entire line to PROTO TOOLS PROTO means PROfessional TOols oo 


2227 Santa Fe Ave., Los Angeles 54, Calif. 
Eastern Warehouse & Factory, Jamestown, N.Y., Canadian Factory, London, Ont. 
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Engineered and Built by Dodge 


for High Quality at a Moderate Price — 


sc 


FOR NORMAL DUTY 
30,000 HOUR LINE 


‘The Seal 
Wont Blow! 


THE TRANSMISSIONEER is 
featured in Dodge advertise- 
ments, which appear in lead- 
ing industrial publications 
Prospects are directed to ‘call 
your local Dodge Distributor’ 
for information and assistance 
on new developments in pow- 
er transmission machinery. 


SCM 


FOR MEDIUM DUTY 
30,000 HOUR LINE 


Fully self-aligning. 

Rugged one-piece housing. 

Fully assembled and pre-lubricated at the factory. 
Sealed both on and off the shaft. 


Metallic backed synthetic rubber seals keep lub- 
ricant in, dust and dirt out. Engineered to stay 
put—the seal won’t blow! 


Pillow block and flange cartridge types. 


Available for your stocks in following shaft sizes 
—SC from 3/4” to 2°7/16”; SCM from 1-7/16” to 
3-7/16”, 


Write for bulletin with complete application data; 
engineering drawings, dimensions, weights and 
radial load ratings. 


DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, Indiana 


DOEDG 


of Mishawaka, Ind. 


mt 
om 
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A look at sales figures prompts dis- 


tributor’s call for more manufacturer 


cooperation ; 


manufacturer 


examines 


distributors’ profit “plight” 


“Plus Marks” 


CONNECTICUT 


There is nothing nicer to look at 
than plus marks on your financial 
picture, but there is nothing worse 
to look at than a year like we had in 
1954 when we did not have plus 
marks all over our picture. 

Of course, the increase in sales 
has made the difference this last 
year, but here is what I would like 
to say in regard to this situation. If 
our volume drops 15% to 20% dui 
ing the year, we are in trouble be 
cause, over a period of the last 10 
years, we have had a decrease in 
profit of around 55% and, as you 
know, our overhead has climbed 
steadily during that time. 

What we are alarmed about is 
the fact that 
from whom we buy have done noth 


the manufacturers 
ing about this situation with the ex 
ception ot three OI four Companies 
I am just hoping that some day we 
will be able to sell them the idea 
that, when they make a price in 
crease, the dealer will be taken into 
consideration. 

\ Disrrmuror 


Sales Effort 
New York, N. Y. 

My attention has been brought 
to your editorial in the February 
issue on “Where Do The Orders 
From?” | 


with your comments more heartily. 


Come could not agree 
In many years of observing sales 


efforts in hundreds of companies 
across the country, I have been 
singularly impressed with the idea 
that industrial and consumer goods 
can be shoved in at one end of the 
pipeline and that ends the manu 


facturer’s sales effort. There are a 


few graphic phrases that explain 
what happens when this occurs. 
Of course, the answer is not black 
or white. Many manufacturers and, 
I believe you will agree, not all in- 
dustrial distributors or wholesalers 
are creative in their sales efforts. 
They certainly should be 
Biaine S. Brirron 
Editor 
Selling & Merchandising Div 
I'he Research Institute of America, 
Inc 


@ We're always happy to receive 
carbon copies of letters dealing with 
industry problems. Here’s waat a 
manufacturer wrote one of his dis 
tributors who had sent him the 
Distributor Associations bulletin on 
“shrinking net profits.” 


Price Maintenance 
AKRON, OuHIO 


I have given vour letter consider 
able thought. I am familiar with the 
effort upon the part of National 
Industrial Distributors’ Association 
to foster the idea that manufacturers 
be made to recognize the so-called 
“sorry plight” of distributors, and 
co something about it 

In my travels throughout the 
country, not one, but many, of out 
own distributors went to great 
lengths to apprize me of the situa 
found them 


which they 


In most cases they told me 


tion in 
selves. 

that their profit margins were far 
too small for a satisfactory operation 
and that it was absolutely necessary 
that the manufacturers provide a 
greater margin between the distribu 
tors’ purchasing price and the going 
level for the products which they 
sold. It was also evident, however, 
that in 
distributors were making little or no 


many cases those same 
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You Said lt 


effort to obtain higher prices for the 
products they sold. 

In all too many cases, a rumored 
price by somebody else was the 
guide mark upon which they made 
their own quotations. This practice, 
in many areas, resulted in continu 
ally driving the resale price down 
ward and, from our point of view, 
price to 


forced us to reduce our 


our own distributors. ‘Too often, 
I believe, we made this concession 
without any true basis of fact. 

I would be the first one to admit 
that the rubber goods 
industry has contributed in a greater 
or lesser degree to this price instabil 
ity. During 1954, particularly, it 


was true that the overall market for 


industrial 


industrial rubber goods was much 
less than the actual capacity of in 
dustry to produce. Some misguided 
companies, I am sure, adopted the 
policy of lower prices because they 
thought it would get them more 
whereas, in effect, it is 
extremely doubtful that reduced 
prices sold one additional foot of 
belting or of hose. The downward 
price trend that was precipitated 
by just one company reducing its 
price to distributors soon became a 
stampede on the part of everyone 
to meet what they thought were 
competitive prices. The end result 
was that not only did the industrial 
rubber goods manufacturers operate 
at a very lessened margin of profit 
but many distributors were forced 
into a similar position. Thus I am 
constrained to say that both distri- 
butors and suppliers were at fault 
in the situation that resulted. 

It has often been said, and in 
many cases it is true, that in their 
zeal to get additional business many 
will give away any 


(Continued on page 10) 


business 


distributors 
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APPLICATIONS 


mean new valve business for you! 


The new higher-pressure 1Q600-200 is repeating the tremendous success of the 
original LQ600-150 . . . thanks to the fine introductory selling job distributor 


salesmen are doing. 


LQ600-200 opens literally thousands of new selling opportunities in services 
where LQ600-150 could not be used because of pressure limitations. Now, with 
both valves, you can offer LQ600 dependability for every application where bronze 


globe valves are used in the pressure range. 


LQ600 is the only valve that requires no repair or replacement of seats and 

discs . . . It is no longer necessary for your customers to buy globe valves with 
replaceable seats and discs in the 150-lb. and 200-lb. pressure classes. Over 
100,000 installations of LQ600 valves and five years of previous fields tests have 
proved that Brinalloy Seats and Discs do not need replacing. Put the unmatched, 
patented features of LQ600 to use for your customers . . . take advantage of 

this opportunity to sell a key off-the-shelf distributor line at a fair distributor 


profit ... and at same time do your customer a real favor. 


| ; Shetty FIG. 1Q.600-200 or FIG. LQ600-150 ON YOUR ORDERS 
= .BRONZE - IRON - STEEL - PVC 


LUN KENHEIMER. 
THE ONE (feat wane IN VALVES 
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“Makers of Fine Tools Since 1848" 


WHITMAN s BARNES 


DRIELS REAMERS COUNTERBORES COUNTER SINKS, TOOL BITS, CARBIDE TOOLS, SPECIAL TOOLS 


40010 PLYMOUTH ROAD ° PLYMOUTH, MICHIGAN 


NEW YORK a CHICAGO © LOS ANGELES 
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You Said It 


Starts on page 





additional margin that the manufac 
turer many give him rather than 
make a determined effort to support 
what would be a price level which 
would be profitable to himself. He 
has found it easier to obtain con 
cessions from his supplier than to 
make such a determined effort. 

While this letter may seem to 
you extraordinarily long, I feel it is 
desirable to cover my thoughts re 
garding industrial distribution. 

Industrial distribution was origi 
nally conceived and set up many, 
many years ago on the theory that 
a local operator could provide a 
service to the ultimate consumer of 
industrial items that the manufac 
turer could not, would not, or pet 
haps did not have the opportunity 
to provide. It was on this basis that 
the profession, if you will, was es 
tablished. In that early period, the 
industrial distributor was a very in 
dependent individual. He was prob 
ably a true example of the type of 
business that represents the compet 
itive system upon which this coun 
try of ours is built. He bought from 
his principal the items which he 
could sell to his own particular area 
of endeavor. He then resold those 
items at a satisfactory profit margin 
to himself, but was able to accom 
plish such sales because he had met 
chandise in stock, provided imme 
diate service, performed other 
functions which his customers de 
manded, and in many cases, through 
friendship and through service, con 
tributed materially to the success of 
the customers’ endeavors. 

[ am afraid that concept of dis 
tribution has fallen by the wayside. 
loo many distributors have lost 
their independent attitude in a given 
area, are refusing to stock merchan 
dise, are not selling service as a ma 
jor reason for doing business with 
them, and are ready and willing at 
any time to change their buying 
habits. In the latter case, price, to 

Continued on page 14) 





Gar... 
General-Purpose S 


with 
High Speed 
Accuracy, Economy 


Model 4B/M2/E2 
Equipped with standard 
work track 
(Optional Equipment). 


MARVEL No. 4B 


Let t th 
reasons why this MARVEL HIGH SPEED HACK SAW 


Hack Sew offers the cheapest, Exclusive fealures 
most accurate and fastest “cut- 
off” method available to you . Horizontal Ball Bearing Saw Frame. 
at a low initial cost. . Screw Feed—Automatic or Hand Operated. 

tal tial cost s Feed—A Hand O 

Ask your dealer, or write us -. Quick Return Stroke—allows greater number 

for Bulletin GP35 which fully F Set oer eet. 
deacrthen and ‘ilustretes the . Simple Positive Coolant System. 
many exclusive features which 
makes this Hack Saw Machine . Speed Range—available in 1, 2 or 4 speed 
your “‘best buy”’. models for wider range of work. 


. Adjustable Stroke—can be shortened for larger 
capacity. 


Better Machines-Better Blades 


~ 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Avenue + CHICAGO 33, ILL. 
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Tough TV-tube conveyor 
Steiner-lves and Morse 


General Chain and Belt Company uses combination 
of service and engineering to get the big sales 


Coating and vacuumizing TV picture 
tubes in quantity had long been a problem 
in the industry. Old methods were slow, 
costly; produced only one tube per man 
per hour. 


When Steiner-Ives Co. developed their 
first in-line exhaust oven to speed up 
this process, they faced unusual problems 
in power transmission. Harry Jensen, Sales 
Engineer of General Chain and Belt Co.., 
New York City, the local Morse Distribu- 


The problem essentially was to design a smoothly 
operating indexing chain drive for the conveyor, 
which would not impart injurious vibration to the 
vacuum tubes in process. Jensen has the answer. 


tor, knew he could help solve the problem 
with his versatile line of Morse Power 
Transmission Products. 


Result: a planned power transmission 
system and a happy customer. The job 
is done right and customer satisfaction is 
insured. The Distributor has made a good 
sale, and paved the way for future orders. 
Read picture story to see how Morse 
products, service, and engineering pay 
off in sales... 


A 1-H.P. motor, coupled to primary speed reducer, 
transmits power through Morse Roller Chain Drive 
and Torque Limiter to secondary speed reducer to 
drive sprocket. Heart of system is Morse Torque Limiter. 


VISIT US AT BOOTH 347 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
MAY 21-23, ATLANTIC CITY, N. J. 
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problem solved by 
Distributor’s know-how 


Mr. Loyal T. Ives (right), President, and Mr. James 

H. Dyne, General Manager, of Steiner-Ives, talk over 
the problem with Mr. Harry Jensen, Sales Engineer for 
General Chain & Belt Co. 


~ Jensen checks final drive assembly. Torque Limiter 
0 allows driven sprocket to slip when desired torque is 
exceeded, protects entire system at stops, starts, as 
well as against unexpected obstructions. 


MORSE 


6) Sales Engineer Harry Jensen checks power trans- 

mission specifications for continuous-process T'V tube 
oven at jobsite. Reviews the problems, develops several 
questions which require clarification. 





Six good reasons why it pays 
to handle the Morse line: 


2. 


Wide range of stock sizes 


3. 
4. 


0 


Quick delivery 

Extensive advertising support 

Free distributor merchandising and 
direct mail program 


6. Expert engineering services 


1. Complete line of products 


Investigate the many profitable advantages 
of handling the Morse line of power trans- 
mission products in your area. Write, wire or 
call for complete information today. 


MORSE CHAIN COMPANY 
INDUSTRIAL SALES DIVISION 
ITHACA, N. Y. 











POWER TRANSMISSION 
PRODUCTS 
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DURKEE-ATWOOD’S Little Professor says... iia 
‘ ; : ou - i. aa 
Sell em with —— 


Ul ls] Orv /reé Contrisutions to “You Said It’ 
@ ire welcome from all readers. Write 


on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 
Just send your letter to the 
You Saw Iv Eprror, INpusrrial 
DisrriputTion, 330 West 42nd St. 
New York 36, N. Y 
The Editors. 




















them, is the only factor that is im 
portant, and hence they are willing 
to buy a length of hose or a roll of 
belting from anybody if that seller 
will give them a lower price. | 
would say that the distributor fra- 
ternity has departed a long way from 
the original concept upon which 
the fraternity was established. 

It is granted that none of us wants 
to remain in business without mak- 
ing a profit, but I ask why is it neces 

fs . sary for the manufacturer to exert 
Team up with D-A’s Super Service Program all of the effort in price maintenance 


without a concerted effort on the 


for immediate answers to your customers’ “bout 2 conce ends 
ores part of distribution to do likewise’ 
power transmission problems. It is a common feeling—and I am 


afraid that same feeling exists even 

A tough problem in power transmission .. . like this huge in my own sales organization—that 
gyratory crusher at the Climax ee plant in Climax, the only way a product can be sold 
Fea oa re potato sales between experienced is to sell it on a strictly price basis. 
eens Ce ey ee In making that statement, of course 
Durkee-Atwood customers expect and get the right answers “pen aan ‘that at Leted x ok 
to problems such as crushing 30,000 tons of granite per day .. . ¢ ‘] : eal ar Bee hi J . oie * 
because D-A Super-Service provides exact information on engi- TR eS ee ee 
neering data, power ratings, service factors, 

construction features, and supply . . . promptly! 


yvourself—and I am speaking of all 
distributors—is the result of policies 
that were adopted by industry. 


FIND OUT HOW Durkee-Atwood’s Super Service can help you. If we admit that both sides are 
Write for the complete story on new and important ways to at fault. then what does the future 


serve your customers better. ; : : 
y hold? Looking at it from the point 


Warehouses Located Atlanta, Chicago, Cincinnati, Cleveland, Dallas, of view of the manufacturer, it 
Denver, Detroit, Los Angeles, Minneapolis, Newark, Oaklond. would appear that unless corrections 


ane Save. are made it may be necessary for 


DURKEE | the manufacturers to set up their 


ATWOOD own distribution; if he cannot de 
s V-BELTS pend upon the distributor he now 


ee has to do the job for him. 
‘ In my various travels it was, as 
Ay, | _ . a 
} \] you state, quite apparent that dis 
tributors in general are suffering. If 
Continued on page 18) 








RUBBER SHEETING 
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One more good reason why it pays to sell CHICAGO fasteners 
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Here’s one case where it pays 


to put all 


Now, more than ever, it pays to 
handle the complete line of Chicago 
Screw products. Our full-line dis- 
tributors get: 

A complete line, including 
not only our “‘Safety-Plus”’ socket 
screw products but also a wide 
variety of standard cap screws and 
other fastener items. 

Broader distributor protec- 
tion on all sales in their territory 
of every item in our line. 

And they benefit further from 


your eggs in one basket! 


the efficiency and superior service 
that go hand in hand with using 
CHICAGO as a single source for all 
primary fastener needs. Think it 
over . . . one source, complete pro- 
tection, better service. A few de- 
sirable territories are still open to 
qualified distributors. Why not 
drop us a line today for the full 
story of how our realistic distrib- 
utor policy helps your profit pic- 
ture. Write, Standard Products 
Division for complete details. 








@ A complete fastener line ... over 
41000 catalogued standard items. 

@ Fastener experts selling with you 
and for you. 

@ CHICAGO'S unique carbon res- 
toration process and complete 
quality control procedures result 
in better fastener performance. 

@ Fast 


when, where and how you want it. 


service and delivery .. . 


B Specialized engineering and met- 


allurgica! services. 





THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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SOCKETS 
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STANDS 
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BLACKHAWK 


GET A FIRM GRIP ON THE BIG 


PROFITS IN INDUSTRIAL HAND TOOLS! 


BLACKHAWK Hand Tools turn up sales 
and profits for you! Your customers do more 
—do it quicker and better—with top-quality 
BLACKHAWK Tools designed for rugged, 
industrial service. 

BLACKHAWK offers you a complete Line 
of precision-made Hand Tools for every 
phase of factory maintenance and operation. 


BLACKHAWK HAND TOOLS 


Every Tool has the precise fit, perfect balance 
and great turning power demanded by heavy 
service. BLACKHAWK Tools designed for 
factory and industrial shop needs are fully 
covered by the BLACKHAWK Warranty. 


Ask about these great Industrial Service 
Tools today! They add up to more Too! Sales. 
Write for Catalog and prices. The New 
Britain Machine Co., New Britain, Conn. 
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NEW BRITAIN, CONN. 


Which sprocket 
would you rather sell? 


You'd prefer to sell the sprocket that does the most to 
boost your profits . . . the one that best satisfies your cus- 


tomers and increases their confidence in you. 


But you can't recognize this sprocket by the way it looks. 


It may be exactly like another sprocket, to all appearances. 


To decide wisely which sprocket to sell your customers, 
wouldn't you evaluate the manufacturer's service and the 
availability of his product? You know that the plus factors 
of immediate availability and superior service are always 
important and often permit you to save your customers 
from work stoppage and production loss. That’s the kind 


of service that builds your business and profits. 
FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 


to whom FORT WORTH provides the premium of su- 


perior industrial service. 


STEEL & 
ORT WORTH "" 
COMPANY 


SHEAVES — V-BELTS SPROCKETS OTHER INDUSTRIAL PRODUCTS 


Warchouse Stocks in ¢ Fort Worth ¢ Chicago « St. Louis ¢ Kansas City « Atlanta 
Houston ¢ San Francisco ¢ Los Angeles @© Memphis ¢ Denver ¢ Jersey City 
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You Said It 


(Starts on page 7) 


they suffer long enough, no mattet 
where the fault lies, the present 
method of distribution will fall by 
the wayside. 

We, at B. F. Goodrich, feel that 
we have, in general, the best overall 
group of distributors in the whole 
industrial rubber goods business. It 
would be an extremely sorry blow 
to us to lose that distribution. I, 
for one, would hate to see that situa 
tion arise and will work very hard 
in the direction of preventing it. 

Looking at it from your point of 
view, I can easily see why you would 
expect the greatest support possible 
from the manufacturer to make it 
profitable for you to remain in busi 
ness. You cannot remain in business 
if you can’t make a. satisfactery 
profit. 

It therefore becomes necessary 
for us to give you the highest qual 
ity products at prices which reflect 
the true worth of those same prod 
ucts. You at the same time must 
be satisfied that our prices to you 
reflect the quality of those products 
and must be willing to sell them and 
can sell them on that same basis to 
your customers. At the same time 
you will have to remember that you 
not only sell products—you sell 
service. 

We have used the slogan—“The 
right product, at the right place, at 
the right time, in the right amount, 
at the right price” rather extensively 
within our organization. ‘That, we 
feel, is our job. It seems to me this 
fits your situation just as well. 

The overall subject is one which 
can stand a lot of discussion. I can 
assure you that, from our end, we 
are endeavoring to improve the sit 
uation but I feel very strongly that 
we need help from your end, which 
help will be for your benefit as well 
iS OUTS. 

R. V. Your 

Vice President—Sales 
Industrial Products Division 
The B. F. Goodrich Co. 





j 


A. Louis Oresman, President of Catalina, Inc., asks 


‘““Can you pick the winner?”’ 


“The bathing suit business is like a beauty contest. You never 
can tell in advance which models are going to win! 

“This year, for example, we designed more than 400 differ- 
ent suits. Those that catch on in the stores get a flood of rush 
orders! They push our production facilities to the utmost 
And that, in turn, puts the pressure on shipping and delivery 

“But even though our manufacturing is done in the Los 


Angeles area, we never have delivery problems anywhere in 


—_— & AirExpress — 


CALL AIR EXPRESS 


the 48 states! They re all solved for us by Air I Xpress And 
Air Express has never failed us! 

“Using Air Express regularly, we can fill rush orders any- 
where in the country in a matter of hours. And in the highly 
competitive fashion business, that's import int 

“And yet, most of our shipments cost less than any other 
air service. 10 lbs., for instance, Los Ang 


les to Dallas, is 


$5.70. It's the lowest-priced complete air servi y Ble 


WX 


GEeTs THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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HEWITT 


WATER 
HEWITT-ROBINS 


P tal? RAILROAD HOSE ot ; Oe : MEWITT-ROGING INCORPORATED 
a . Momtord, Connecticut 


NEW PRODUCT BULLETINS TAILORED 


A new publication program has been inaugurated by Hewitt-Robins to help 
Industrial Supply Distributors sell more products. These selling aids are in the 
form of product bulletins designed to reach specific markets. This is typical of the 
continuing efforts exerted by Hewitt-Robins to keep the distributor supplied with 
the up-to-date product information that his customers require. 

Most of the bulletins illustrated cover different types of hoses, but the pro- 
gram will eventually cover the entire Hewitt-Robins line of industrial rubber 
products—rubber hose, conveyor and transmission belting, and molded rubber 
goods. Each bulletin covers one line of related products, presenting applications 
and specifications. On the back page is a space for distributor imprint. 

With these bulletins, your sales representative will have direct selling tools 
to fit the interests of each particular customer. Instead of carrying a bulky cata- 
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HEWITT-ROBINS 


MULTI-SERVICE 
HOSE 
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TO DISTRIBUTORS’ SALES EFFORTS 


log in which individual products must be sought out, he can prepare a presenta- 
tion of bulletins covering the items the customer uses. These bulletins can also be 
used effectively as mailing pieces in the distributor’s sales promotion program. 

To obtain complete information about the product bulletins now available 
and the ways in which you can use these materials in building your industrial 
rubber sales, contact your local Hewitt-Robins salesman, or write to Hewitt- 


Robins Incorporated, Executive Offices in Stamford, Connecticut. 


HEWITT-ROBINS 


INCORPORATED 
EXECUTIVE OFFICES: STAMFORD, CONNECTICUT 
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The better the industrial brush performance... 
The BETTER are your SALES 


The quality that is built into Milwaukee Industrial 
Brushes is the positive assurance of good per- 
formance. For example, in wire wheel brushes, 
Milwaukee keeps to the high side of wire points 
per square inch of working surface. The density 
of wire gives users the most in cutting and work- 
ing points. 


In steel wire hand brushes, specially tempered 
high carbon steel wire is used to fill each brush 
to the correct density demanded for maximum 
efficiency and service. 


When you sell Milwaukee Brushes you sell top 
quality—a result of specialized construction. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


- SEND FOR 
fie Rey CATALOG NO. 36-R7— 
b 902 5. IT FEATURES 

THE COMPLETE LINE 
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It’s smart to do business 
with your Goodyear Distributor. He can 
give you fast, dependable service on Hose, 
V-Belts, Flat Belts and many other indus- 
trial rubber and nonrubber supplies. Look 
for him in the Yellow Pages under 
“Rubber Goods” or“Rubber Products.” 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 





Reproduced above are a few of the many advertisements on 

Goodyear Industrial Products scheduled for 1956. These will 

appear in four colors in four of the country’s leading business 

magazines. Total circulation of these publications is approxi- ; 
mately 3,800,000 and includes virtually all of the key men in 

industry who can influence the purchase of industrial rubber 

goods. 


Also reproduced above is the note upon which all these adver- 
tisements end. In effect, it is a sending of all interested pros- 
pects to the Goodyear Distributor—a source of select leads to 
select sales. 


This channeling of prospective customers to its Distributors is 
typical of Goodyear’s cooperative advertising and promotional 
efforts. Similar steering in extensive trade journa! advertising, 
specific advertisements on the advantages of doing business 
with Distributors, complete sales literature and technical infor- 
mation, direct-mail campaigns, physical sales aids—all designed 
to sell more goods through the Distributor—are others. 

Why not learn more about what Goodyear is doing to build sales 
and profits for you? The complete story is yours by writing: 

Goodyear, Industrial Products Division, Akron 16, Ohio. 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


| RUST-OLEUM 


PENETR 


O yf rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1956 .. . showing your customers and prospects just how Rust-Oleum penetrates through 
rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations —AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 
Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 
fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 

Use Rust-Oleum’s specially-prepared sales tools to go over this story of 

penetration with your accounts ... show them the thirty-page report 

on Rust-Oleum penetration prepared by Battelle Memorial Institute 

technologists... go over the results page-by-page with them. 


_ Yi , oh 

Rust-Oleum penetration of rust to bare metal can save i — 
your customers thousands of dollars in costly surface ? ia 2 te 
if £ & > 
"Re / 


\ 
" 


preparations . .. and it can mean thousands of dollars 
in additional Rust-Oleum sales for you. 


lilustration of cross sec- 


j 


= 


tien of rusted metal 
coated with Rust-Oleum 
(enterged 150 times) 








THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 
ARCHITECTURAL 

RECORD 
WESTERN INDUSTRY 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 

and 50 
other important 
publications 


through the ‘eyes’of radioactivity! 


There is only one Rust-Oleum. . . Nhe it is distinctive as your own fingerprint 


Your Greatest Sales Tool! 


Be sure that each of your 

customers and prospects 

knows the facts in your com- 

plete thirty-page report on 

Rust-Oleum penetration, pre- 

pared by Battelle Memorial 

Institute technologists. It cov- 

ers in detail the methods, pro- 

cedures, and results of nearly 

three years radioactive research. It is registered in your name 
and is your most important Rust-Oleum sales tool! Remem 
ber—you sell the only one of its kind in the world in 
Rust-Oleum. The results of this important research serve to 
emphasize the fact that Rust-Oleum is distinctive as you 
own fingerprint. 


Distance from Coating Surface, mils RU S ! 0 LE 1 M Ly 
Rust-Oleum penetration through rust to bare metal as STOPS 
’ 


Mixed, rust and 


Rust-Oleum coating 


Radioactivity, per cent 


recorded by Geiger Counter is shown on the graph 
above in ‘Percentage of Surface Radioactivity” figures. 


RUST-OLEUM CORPORATION « 2415 Oakton Street —Evanston, Illinois 
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(NOT FOR P-K’ DISTRIBUTORS) 


He may never have seen your face... or you, his. Yet 
he knows who you are. You're the P-K' man, tne he's: 
ready to talk ‘‘turkey.'’ Matter of fact, he's really been 
Kole) qiare forward to this meeting with you. That's because 
your ‘‘sales partner’’.has hen icc) fare Mm alisam-Uime-llelale mm call 
he's going to profit by doing business with you. Who's 
your ‘‘sales partner’'? It's Parker-Kalon advertising, and 
_ it's Weadite for you every minute of every day... pre-selling 


Niele prospects and helping you keep your customers sold! 


PARKER-KALON 


ORIGINATORS OF THE SELF-TAPPING SCREW 
PARKER-KALON DIVISION, GENERAL AMERICAN TRANSPORTATION 
CORPORATION, CLIFTON, NEW JERSEY 





There’s the whole Morse story right there in a 
nutshell. And it simply means that whatever 


is needed for any job. . . carbon, high-speed or 


tungsten carbide, it can be obtained promptly 


from the Morse-Franchised Distributor. 


He’s the one man who always gives ‘““The 





Most” in cutting tools . . . and that means no- 


body (but nobody) but Morse! 


MORSE TWIST DRILL & MACHINE COMPANY 
New Bedford, Massachusetts 


Subsidiary of VAN NORMAN INDUSTRIES, INC. 


Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


that’s WhY M ee bo S E. 
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COLD FINISHED BARS AND SHAFTING—supplied in rounds, squares, hexes, FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
flats and special sections in standard and special steel analyses. plied coiled from 2" thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
@ complete line of fittings and clamps. 


REPUBLIC 


Wolali Widest Range of, Standard Steele 
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REPUBLIC 
HELPS YOU SELL 


BOLTS 


AND 


NUTS 


ee ee — 


Less time per sale = more sales per hour. 


That's the formula you can apply to build profits 
when you handle Republic Bolts and Nuts. How? 
Because of the things you don’t have to do. 


For example, there is no question of quality when 
you fill your customer’s order with Republic Fasteners. 
Through broad corporate and product advertising, 
Republic is nationally recognized as a producer of 


dependable products. 


In addition, you waste no time searching for the 
right type and size. Republic’s new labeling system 
carries both a description and illustration of the type 
and size contained in each package. These read-at-a- 
glance labels enable you to spot what you want imme- 
diately. Inventory time is greatly reduced, too. 


Another time-saver is Republic's functional packag- 
ing system. Through careful planning, convenient 
multiples of any of 20,000 standard types and sizes 
fit into just 13 different packages. These, in turn, can 
be combined into only 3 standard shipping cases 
weighing 50, 100 and 200 pounds respectively. As a 
result, you save time and money in ordering, stocking, 
taking inventory and reshipping. Rugged construction 
of packages and cases withstands rough handling, 
assures safer palletizing. 

Take advantage of these time-saving, sales-boosting 


advantages. Next time you need fasteners, order 
Republic. Or send coupon for further details. 


SELLS THESE PROGR: NAM eee 


CHAIN PRODUCTS —include all types of welded and 
weldiess chain, chain slings and accessories for 
home, farm, product or production use. Intelligent 
packaging and labeling speeds handling and 
identification. 


STEEL 


and Stack Producla 


ROOF DRAINAGE PRODUCTS—c complete line 
that's competitively priced and ready to use. 
These high-quality products are available in gal- 
vanized steel and ENDURO® Stainless Steel. 


STEEL SHEETS—for a wide variety of fabricating 
or repair applications. Available in ENDURO® 
Stainless Steel, Electro Paintiok®, Galvanized — 
steel or copper-stee! base, Galvannealed — steel 
or copper-stee! base. 


4 REPUBLIC STEEL CORPORATION 

Dept. C-1186 

3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 

0 Fasteners CT Cold Finished Bars and Shafting 
CJ Chain Products C_] Flexible Plastic Pipe 
Cj Roof Drainage Products LJ Steel Sheets 


Name 
Company 


Address 
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A complete line of 


Flat Belts, V-Belts and Sheaves 
and “TIMING” Belts and Pulleys 


@ Whatever your customer’s power transmission re- 
quirements, “U.S.” can supply them. With “U. S.” 
warehouses strategically located across the country, 
you are assured of immediate service and shipment. 

U.S. Rubber power transmission technicians are 
always ready to help you. Get in touch with one of 
our selected distributors or any of our 27 District 
Sales Offices or write us at Rockefeller Center, New 
York 20, N. Y. 


MULTIPLE V-BELTS « F.H.P. V-BELTS 
SHEAVES « FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 
PowenGap “TIMING” BELTS AND PULLEYS 





V-Belt Sheaves and 
“TIMING Belt Pulleys 


are tested for static balance and engi- 
neered to deliver the high durability 
and efficiency that are built into every 
“U.S.” Belt. 











Mechanical Goods Division 
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Announcing an exceptional opportunity for 
Distributor selling. A sensational all-purpose 
tool for maintenance and production work 
for every shop in the country . . . 


Read the story on the next four pages. 


BY THE MAKERS 
OF THE FAMOUS 
SUPREME BRAND CHUCKS 


FESSIONAL MODEL 


Patents applied for 


REVERSIBLE 
SCREW DRIVER AND 
SPEED REDUCER FOR 

POWER DRILLS 


New drill attachment that reduces speed 7 to | .. . increases 
power through torque 7-fold ... Reverses by a flick of the 
wrist. A truly astonishing tool for every drill user! 





PROFESSIONAL MODEL 


cA crsamalit 





oe MOST VERSATILE POWER DRILL 
Sey ACCESSORY EVER PRODUCED 


SUPREME BRAND CHUCKS 


: a: ATTACHES DIRECTLY TO DRILL 
YANKEE TvPE AFT SPINDLE ... OR FITS INTO 
SPEEDS -BIT CHANGES DRILL CHUCK LIKE A BIT 


” NEW WONDER TOOL THAT 


gives /-time power increase 
TO ANY POWER DRILL 


USE VERSAMATIC: WITH 
ANY PORTABLE DRILL 





. simple to operate, and the most inexperienced work- 
How the Supreme Versamatic Works... ian can become an expert with it in a few minutes. 
The underlying principle of the Supreme Versamatic One of the outstanding features of Versamatic is its 
is speed reduction. By a planetary gear system the reversibility. With one simple adjustment Versamatic 
high speed of a power drill is reduced 7 to 1. This is thrown into reverse, and large screws, taps or 
enlarges the usefulness of power drills and enables other tools can be backed out of the work easily. 
it to do many new jobs. A 7-time power increase is In maintenance work Versamatic can replace a 
achieved through this reduction, and even the light- large number of the tools ordinarily carried by 
est tools can do man-sized jobs. workmen. With Versamatic and a portable drill a 
Elsewhere on this page the uses for the Versamatic man is prepared to drive or remove heavy screws, tap, 
are illustrated. The versatility cannot be exaggerated. run nuts on or off, drill into masonry or other tough 
The Versamatic is rugged enough for hour-after- materials. Taking a Versamatic along is like having 
hour, day-by-day, use in production work. Yet it is an extra tool kit handy. See Versamatic soon. 





WHERE THE VERSAMATIC !S USED. 


REVERSES IN ONE TWIST 


i) Wave 


Expert aviation mechanics say Every maintenance job .. . at Versamatic ... a perfect tool for 
Versamatic is the tool they've home or at work calls for new every wood-working operation, 
most needed. Supreme Versamatic. speeds work, eases tough jobs. 


Plumbers and all installation A “must” for the body shop. Speed reduction makes even 
mechanics will use Versamatic Remove or install trim in a frac- light duty %” drills do big jobs 
on every job. tion of the time and effort. like masonry drilling. 


SOME QUESTIONS AND ANSWERS:— 


Q. Ils the Versamatic easy to use? Q. Is the Supreme Versamatic a fine 
quality tool? 
A. Yes. Anyone who can operate a 
power drill can use it effectively A, Thorough professional tests show 
within 5 minutes. Comprehensive in that Versamatic can toke its place 
struction book explains more com- with the best tools in any shop. 
Highest quality materials and work- 


plex uses. 
manship are used throughout 


What sort of mechanism makes it 

work? Will the Versamatic be useful to the 

A planetary gear train—that re do-D-youndl aan? 

duces speed 7 to | in the forward Everyone — whether amateur or pro- 

motion, and 6 to | in reverse. fessional who uses a power drill 
needs the Versomatic 

Is there danger of spoiling screws 

or work with Versamatic? Can Versamatic put damaging strain 
on power drill motors? 

None. You have complete control at 

all times—even with Versamatic's No. The finger-tip control serves os 

tremendous power you con start, co safe hand clutch in case the bit 

stop, or slow down instantly. sticks. Strain is eliminated 











T PROFESSIONAL MODEL 


ersamal 


NO. 4000-P 


You'll have no trouble selling Versamatic. 
It was made with the progressive shop and 
plant in mind. No single attachment ever 
made can perform more time and labor 
saving jobs. Simply stock them... show 
them... and your sales will be very nearly 
automatic. This is not over-statement, but 
the actual experience of the firms who have 
been conducting sales tests for Supreme. 

The 14-piece Versamatic kit is hand- 
somely packaged in a sturdy metal-edge 
box. A comprehensive sixteen page instruc- 
tion manual comes with each kit. Versa- 
matic list prices have been kept low, and 
the discount schedule for distributors is the 
best. Added to this is an aggressive national 
advertising campaign. When you take on 
Versamatic, you have the hot item of the 
year. It is the tool with the usefulness, 
the quality construction, and the merchan- 
dising to make it a sensation. Mail the 
coupon below... you'll be glad you did. 


Supreme Products, Inc. 
2222 South Calumet Avenue, Chicago 146, Illinois 


Please rush the following 


Send your representative. 


Send units of 4000-P. (Purchase order No. 


Name Firm 
Telephone 


City State 





Most-needed tool in every 
shop ... complete... 


ready to use... 


READY TO SELL! 


LIST PRICE $9) 4% 
ONLY — 


Complete fourteen piece kit shown above 


with "Yankee" style holder 


PRICE LIST ON REPLACEMENT PARTS 





Part No 


Part Nome 





4000-P Basic Versamatic Unit 


4008 
4029 
4055 


4056 
*4071 
*4072 
*4073 

4074 

4075 

4076 

4077 

4078 


4099 





$19.95 
Thread Cover 40 
Wrench Pin 20 
Yox20 to %x24 Versamatic 
Adapter 
Versamatic Chuck Adapter 
Supreme #1 Recessed Bit 
Supreme #2 Recessed Bit 
Supreme #3 Recessed Bit 
Med. Duty Screw Driver Bit 
Heavy Duty Screw Driver Bit 
Ye" Sq. Drive Adapter 
%” Sq. Drive Adapter 
Med. Duty Screw Driver 
Bit with “Finder 
Wrench 








Address 


*For Phillips Type Screws 

The Professional Model Versamatic is b 
Yankee style screw driver bits and squore driv 
Replacement bits are available every where 


Have your representative telephone. 


) 


on Americas 
leading 


power 
too/s... 


0” CHUCKS 


Virtually every leading power tool 
maker in America is equipping all 
or an important part of his output 
with Supreme Brand Chucks. 
Supreme emphasizes this state- 
ment because it feels that it con- 
tains the proof of Supreme Chuck 
quality. These tool makers have 
tested and retested and KNOW 
that with a Supreme Chuck up 
front, they are offering top per- 
formance, and top value. Look for 
Supreme on the new tools you buy 

. specify them for replacement. 


SUPREME ARBORS 


Supreme arbors are 
manufactured of 
selected steels and are 
precision ground to 
close limits — Morse 
Taper Arbors have in- 
duction hardened 
tangs to prevent 
knockout damage. 
Supreme ARBORS 
are interchangeable 
with other makes. 


SUPREME KEYS... KEYHOLDERS 


Be sure to have a 
proper fitting chuck 
key. Supreme keys as- 
sure top quality, per- 
fect fit. And keep your 

key always on hand 

with a Supreme Key 
Holder. Supreme keys 

are interchangeable 
with other makes. 


Form 283 





40 SNOISIAIG 


Here’s the inside story 
on QUAKER-QUAKER PIONEER 





Quaker and Quaker Pioneer 
distributors are backed by a 
complete line of industrial 
rubber products, including 
belting, hose, packing and 
moulded rubber for every use 
—plus the customer-building 
advantages of Quaker-Quaker 
Pioneer engineering and re- 


search. 





The proof of the profits is in this portfolio. It shows how 
Quaker-Quaker Pioneer products mean business for distributors. 
It contains examples of selling aids currently doing an effective 
job on the distributor sales front—including up-to-date market 
data—pre-selling promotional pieces to industrial rubber users 
—a brief run-down on whefe and how our national advertising 
helps distributor selling — plus a quick idea of the range and 
versatility of Quaker-Quaker Pioneer products. Let us show you 
this complete package plan for profits. Write. 


H. K. PORTER COMPANY, INC. 


QUAKER RUBBER DIVISION 


Philadeiphia 24, Pa. 


QUAKER PIONEER RUBBER DIVISION 


H. K. PORTER COMPANY, INC 


San Francisco 7, California 
INDUSTRIAL DISTRIBUTION © APRIL, 1956 
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The universal acceptance of ARMSTRONG TOOLS 
means extra sales for ARMSTRONG Distributors 


Wherever metal is machined the Arm-and-Hammer Trade Mark on a tool is 
recognized as assurance of highest quality. This Armstrong reputation for 
quality has been built on a sound knowledge of tool uses and requirements, 
correct design, careful selection of materials and skillful manufacturing by 


the most modern methods. 


Always sold through the Industrial Distributor, ARMSTRONG TOOLS are 
of one quality. There are no second-quality (or private label) ARMSTRONG 
TOOLS. ARMSTRONG Lines are complete—require no “fill-in” items. They 
are packaged for easy economical handling. They are widely and continu- 
ously advertised with effective dealer helps provided where they will be 
aggressively used. They are priced to permit a profitable margin. 


A logical first step toward making your tool department “pay” is to make 
it ARMSTRONG “across-the-board’”—to catalog, stock cand sell all ARM- 
STRONG TOOL HOLDERS and TOOLS. 





— WRITE FOR CATALOG — 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE «+ CHICAGO 30, ILL. 
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When the pressure vs on... 


ees 


Get the orders with WEATHERHEAD 





Weatherhead is constantly planning with you and for you... 
to build business and prestige for you . . . to provide 

you with every means to promptly meet any customer 
need for hydraulic hose and tube fittings. 


WEATHERHEAD HELPS YOU GET A BIGGER 
SHARE OF THIS GREAT $20,000,000 MARKET 


So “Right-Now’’ Swaged Hose Service 


SAE 37° Flare right in your own shop 


(JIC) Fittings 
Complete Single-Source Line 
hydraulic hose and components 


Backed by an effective 


consistent, hard-hitting direct mail, 
sales training and advertising program 


Bulk Hose and 
Reusable Hose Ends 


sl) : 

Be MOTE —Weatherheod distributors whe know, 
U report tremendous response to the 

Drain end Weatherhead swaged hose program . . . new 

Shutoff Cocks customers . . . increased sales . . . more profits. 


WEATHERH 
SWAGING P 


Hose 
Assemblies SEND FOR FULL DETAILS TODAY! 


WEATHERHEAD 


YOUR ONLY COMPLETE SINGLE-SOURCE 
HYDRAULIC HOSE AND FITTINGS LINE 


The Weatherhead Co., Fort Wayne Division 
Dept. J-4, 128 West Washington, Fort Wayne, indiana 
in Caneda: The Weatherhead Co., Lid., St. Thomas, Ontario 


Send descriptive literature on Weatherhead Swaged 
Hose Program. 


DISTRIBUTOR 
ADDRESS 


SIGNED _ 
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TOP PROFIT LINE of brushes 
that sells on every industrial call 


Make extra profits from the steady demand for 
all types of industrial brushes. Sell Osborn 
maintenance, paint and power brushes on every call. 
Your customers are already sold on Osborn 
through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes. 
On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio. 








Oo SBORN MAINTENANCE, PAINT ANDO POWER GRUSHES + FOUNDRY MOLDING MACHINES 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 


36 





P&H ZIP-LIFT 
PUSHBUTTON 
CONTROL 


P&H 
P&H ZIP-LIFT = HEVI-LIFT P&H HAND 
SPECIAL . 2 SPECIAL CHAIN HOISTS P&H JIB CRANES 


---help to clinch the sale 
and put money in your pocket 


Nothing sells like another’s successful experi- 
ence with the product you represent. And 
P&H Hoists have records of many of these 
sales-making experiences for you, printed in 
handy four-page folders. 





Would your prospect be interested in 
knowing what another P&H Hoist user in 
his field was able to do in the way of cutting 
labor costs and saving money? Would he be 
interested in knowing that some P&H Hoist 
users report operating costs of as low as 9.7¢ 
per day? You can bet your next year’s gross 
he would — and you can also bet that he’d 
be favorably impressed by these statistics ~ 
gathered by an impartial agency. 


These certified reports are both provoca- 
tive and informative — they give you solid 
sales ammunition you can use to good ad- 
vantage and solid profit. 


There are several new reports that have 
just been printed. If you already have a 
P&H Franchise and would like to see them 
before ordering — use the coupon below. If 
you do not — and would like to be consid 
ered for the few desirable openings available 
— drop us a note on your letterhead. 


BOSS SSSS SSS SS SSSSSSSSSSSSSSSSSSSSSSSSASSSS8SESY 


P&H HOISTS, HARNISCHFEGER CORPORATION sees 
4683 W. National Ave., Milwaukee 46, Wisconsin 


Gentlemen: Sure I'd like to see some of your new impartial case-histories. 
Let me look some over before ordering. 


Nome 


Teac wk nd mad Coday Mii 
'y 
Address 


if 
HARNISCHFEGER oy —— 


AE tie. oo erent tae ihe me 
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Amazing new electronic 


“insp 


detects slightest imperfections in wire rope 


This new inspection machine literally “sees 
through” wire rope and detects any imperfec- 
tions that may occur in the manufacturing 
process. It inspects every inch of rope, 360° 
around, and all the way through! If an im- 
perfection occurs, the machine instantly re- 
cords it on a chart, squirts paint on the rope, 
lights a light and alerts the operator to cor- 
rect the flaw. 

In the preliminary tests using wire rope con- 
taining specimen broken wires, the electronic 


“inspector” proved 100% effective. It didn’t 
miss one. These tests prove to us that this de- 
vice will give the regular inspector a superior 
tool which will work continuously and will 
“see”’ all. 

To our knowledge, American Steel and 
Wire Division is the first wire rope manufac- 
turer to recognize the possibilities of this 
electronic inspection device as an extra step 
in quality control that will assure better, 
more uniform wire rope. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUABIA-GENZVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, WEW YORE 


USS AMERICAN TIGER BRAND WIRE ROPE 


Lrcally Paormed 
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STRONGER 
and SAFER 
for every 

high pressure 
pipeline 
duty... 


... because 


they are 


drop forged 


OTHER VOGT PRODUCTS 


Drop Forged Stee! Volves — 
Petroleum Refinery and Chemical 
Plant Equipment — Steam 
Generators — Heat Exchangers — 
Ice Making ond 


Refrigerating Equipment. 


| 


| 
| CATALOG F-9/ 


Send for Catalog F-9 


Constantly imitated but never duplicated, Vogt drop forged 
steel fittings and flanges have unmatched strength and toughness 
for your most severe pipeline duties. Laboratory controlled 
materials and Vogt's special forging techniques assure products 
which are always uniform in structure, fine grained, and free from 
porosity. Thereby the shocks and stresses imposed by high pres- 
sures and high temperatures are easily withstood, and with 
stubborn resistance to erosion and corrosion. Consult Catalog 
F-9 for our complete line of fittings and flanges 

For a copy of Vogt Catalog F-9 address Dept. 24-Fl. 


HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KENTUCKY 


SALES OFFICES: New York, Chicago, Clevelond, Dallas, Philadelphio, 
St. Lovis, Charleston, W. Va., Cincinnati, San Francisco 


DROP FORGED STEEL 
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newest member 
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New Delta “900” 


Gp. 









= 


Delta 1,0” Portable Delta 12”-14” Semi-Portable Delta 16”-20” Heavy Duty 


DELTA... world’s most complete power tool line 
53 machines...246 models...over 1300 accessories 











ofthe DE LEA 


To its radial saw line —10“” Portable, 12“’-14“’ Semi-Portable, 
16“. 20° Heavy-Duty — Delta now adds the world’s most 
powerful, most versatile and easiest fo sell 9” radial saw: 


the 900 


It Gives You Unmatched Selling Features 


. found in no other saw of comparable size—or price! Features like 
these: Exclusive “Turret Arm” action—true 34 HP motor, guar- 
anteed for one full year, makes it the most powerful motor on any 
9”’ radial saw—select edge grain fir table—exclusive “‘wide bearing’ 
construction—new safety switch—up-front controls—plus many 
more. 


It Opens Up Volume Markets 


. . . to give you big volume, big profit! Markets like these: Home 
Workshop—School—Woodworking—Light Construction—General 
Industrial—plus thousands of small shops throughout the country. 


It’s Backed By Big National Advertising 


. the biggest ever put behind any 9” radial saw! Nearly 4 MILLION 
prospects will see powerful, dominant ads that tell the “900” story 
—urge them to see you for all the facts. And Delta gives you hard 
hitting point of sale aids to help you cash in on this big campaign 


It’s Easy To Sell On DELTA Budget Plan Terms 


. designed to suit every customer! With the new Delta Budget Plan 
you can offer your customer terms that suit him—-and you make the 
credit decision on the spot. Delta Power Tool Division, Rockwell 
Manufacturing Company, 634D N. Lexington Ave., Pittsburgh 8, Pa. 











New “Specialty Products” Sales Force 


. created especially to promote and build sales of the Delta 
Radial Saw and Metal Lathe lines. Under the capable direction of 
George E. Rockwell, this staff of specialists will devote full time 
helping you build your sales volume on these lines. 











QUALITY POWER TOOLS GC) 
Another product by Roc kwell 





reasons why 
b U y e rs ¢ h 0 0 S e Warren-Teed picks give the buyer what 


he wants most in a pick . . . 13% longer life and 


increased “‘dig-ability.”” The secret’s in 
WARREN superior forging and accurate machining from 

tough, high carbon, open hearth steel. 

Buyers spot the outstanding workmanship in 
TO OL Warren-Teed picks instantly. That's why 

you can stock them with confidence and sell them 


with ease. 


PICKS Write for New Catalog 
® 
WAR PERV TEED 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices Warren, Ohie 


Export Division 30 Church St New York 7, N. Y 
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Show Customers How To 


_ 
Avoid Lost Time and Grief P : 


ie | P 


by replacing 
labor-wasting tools 


with modern efficient 


IMPERIAL 
TUBING TOOLS 


Offer your customers the many far-reaching 
advances in tubing tool design by Imperial. 
They have obsoleted many time-honored tools 
that were considered good in their day 

tools that now may be wasting many valuable 


IMPERIAL FLARING TOOLS 


All types, for making 45° 
and 37° flares, including 
double flares . . . on cop- 
per, aluminum, steel and 
stainless steel tubing. No. 
500-F Flaring Tool, illus- 
trated, makes 45° flares 
y and then burnishes them. 


ee 


FLARE 
FORMED 
ABOVE 

DIE BLOCK 


IMPERIAL HI-DUTY TUBE CUTTER 
Free wheeling ball bearing action. Roller type 
with flare cut-off groove. Retractable reamer. 
No. 274-F for %”" to 1” O.D. tubing. Other 
models for sizes 

. up to 2%" O.D. 

% ,) Also sawing 

vises for 


» 
7 4, 3/16” to 4” 
*¢ © tubing. 


; 


IMPERIAL TUBE BENDERS 


Bend hard or soft tubing. Form neat accurate 
bends to short radius. Calibrated No. 364-FH 
individual benders for each size of tubing. 
Also gear type benders, spring type benders 


man hours! Replace them with Imperial. 
Remember, one bad flare—or one poor bend— 
may cost your customers far more than a whole 
kit of tools. 

No matter what the tubing . . . copper, alu- 
minum, steel or stainless steel . . . depend on 
Imperial for tubing tools that will help get 
every job done right the first time. They're 
recognized as the leaders in the field by me- 


and benders for combinations of 
sizes. Size range %” to _ , 
1%” O.D. A - 











chanics everywhere. 


IMPERIAL Offers Industry's Most Complete Line of Tubing Tools for 
BENDING CUTTING SWAGING REAMING 


Lever Type Tube Cutters Hammer or Impact Type an 
Gear Type Sawing Vises Screw Type R 

Spring Type Also Test Plugs 
Ask for Catalog No. 3011 


THE IMPERIAL BRASS MPG. CO., 511 S. RACINE, Chicago 7, III. tn Conode: 334 Louder Ave., Toronto 


IMPERIAL 
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FLARING 


45° Flares 
37° Flares 
Double Flares 
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5ps _ Bed STORAGE WALLS - SHOP 
das 





THE LARGEST, MOST COMPLETE ARRAY OF HALLOWELL Shop 
Equipment ever displayed was exhibited at the Plant Maintenance 
and Engineering Show in January. Thousands of your customers 





» 


and prospects went away deeply impressed with the quality and 
good looks of the complete line of HALLOWELL products, including 
benches and stools, shelving, storage cabinets, and tool stands 


WHAT’S NEW WITH SPS 
News that helps you sell 


TWO NEW SELF-MAILERS HAVE BEEN PREPARED to help 
you sell HALLOWELL storage walls. Use one as an attention-getter, 
the second as a follow-up. Your imprint is included free of charge 

just address and stamp them. Write Hallowell Shop Equipment 
Division for as many copies of Forms 2116A and 2121A as you need 


44 


EXHIBITING IN TRADE SHOWS is an important feature 
of the SPS sales promotion and advertising program. In 
January 1956, at the Plant Maintenance and Engineering 
Show at Convention Hall in Philadelphia, we kicked off with 
the biggest display of HALLOWELL shop equipment we have 
ever assembled. In March, we featured UNBRAKO, FLEXLO« 
and Set_-Lox products at the American Society of Tool 
Engineers Show in Chicago and at the Institute of Radio 
Engineers Show in New York. Coming shows will place SPS 
products where thousands of your customers and prospects 
across the nation can see them and inspect them at first 
hand under the best possible conditions. 


When you plan to exhibit SPS products in local trade shows 

or if you need window displays or permanent showroom 
exhibits—don’t hesitate to call on us for material or com- 
petent assistance. Write George Somes, Sales Promotion 
Manager, for details. STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pa 





0 SOCKET SCREW PRODUCTS 


nas 
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FLEXLOC MICROSIZE LOCKNUTS ATTRACTED MUCH ATTENTION 
at the IRE Show in March. Form 2074 gives complete specifications, 
including sizes and materials, on these nuts. Write Flexloc Locknut 
Division for copies to send to electrical and electronic manu- 


facturers in your area 


. 
“MINIATURIZATION— MORE AND MORE FROM LESS AND 
LESS.” This interesting, informative booklet on the theory and 
practice of miniaturizing (with the assistance of SPS fasteners) is 
now available in quantity. You've probably received your copy 
in the mail. Want some for your customers? Write Sales Promotion 


Department today 


PREPARATIONS ARE NEARLY COMPLETED for the installation 
of the newest automatic furnace line at SPS. When the furnace 
goes into action, SPS heat treating capacity will be increased by 
thousands of pounds per day. You'll have even better UNBRAKO 


products, with better supply and faster delivery 


HAVE YOU ADDED HALLOWELL STORAGE CABINETS to your 
shop equipment line? These sturdy, good-looking units were 
exhibited at the Plant Maintenance and Engineering Show for 
the first time—and drew numero favorable inquiri They're 
described fully in Form 2125—write Hallowell Shop Equip- 


ment Division 


STANDARD PRESSED STEEL CO. 





ne 
FLEXEOCE SeétF-Lockine nurs 
_ Tm 


ee 
MALLOWELEL SHOP EQUIPMENT 
a ce 


§éL-LOK SPRING PINS 


JENKINTOWN PENNSYLVANIA 
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OIC Distributors! wesc cicve vaives in your wading area now 





Replace 
discs 
easily 


. A 


Fig. No. 520, 200 Ibs. WSP, @400°F. 400 Ibs. cold WOG, non-shock 


It takes two minutes or less! Simply break (3) Molded, graphite-asbestos, plastic pack- 
the union joint and slip a replacement disc ing is used which seals without hardening 
holder onto the button-head of the stem. or cracking in service 
Or, replace the disc only. Reduce your valve problems by installing 
Additional features of this OIC line great- this OIC line wherever you need bronze 
ly reduce the need for other maintenance. globe and angle valves with composition 
For example: (1) The modern union body- discs. Call your OIC Distributor for more 
bonnet joint assures a safe, tight, leakproof facts, or write for Form No. 1001 which 
seal which is not affected by frequent dis- describes the entire OIC 500 line with com- 
mantlings. (2) The special OIC al/oy-40 stem position discs, as well as spherical and plug- 
material eliminates galling and seizing. type discs in globes, angles and checks. 


THE OHIO INJECTOR COMPANY ¢ WADSWORTH, OHIO 


ALVE S FORGED & CAST STEEL, BRONZE & IRON, 
LUBRICATED PLUG VALVES 
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DISTRIBUTORS GET STRONG 
SELLING SUPPORT fee ACME! 


ENGINEER” Snore oe 
< ACME EEE deliver - 
wh ne wry * 


. son 
For three big 
18) + C 
AE Pre ef 
first . _ompellins = 
and Ce highest * 


; t 
is puilt a 


possible a AC 
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Southern Fasteners are precision 
built. Every screw or bolt is de- 
signed, manufactured, tested 
and inspected for Quality. Ma- 
chine Screws in round, flat, oval, 
pan, filister binding, truss, and 
hex head styles; Phillips or slott- 
ed; Steel, Brass, Aluminum, Sili- 
con Bronze, and Stainless Steel. 


BULK AND PACKAGED 
SHIPPED PROMPTLY 


WAREHOUSES: 


—— 


A A 
(( ILICON 
BRONZE 


Machine Screws @ Wood Screws @ Wood Drive Screws 
A & B Tapping Screws @ Dowel Screws 
Roll Thread Carriage Bolts @ Hanger Bolts 
Stove Bolts 


For samples and stock list, write Box 1360-D2 


SCREW COMPANY 


STATESVILLE = NORTH CAROLINA 


NEW YORK CHICAGO LOS ANGELES DALLAS 
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Keeps Sledge Handles 
Tight Permanently 


Permabond is a red-colored chemical 
weld used in Plumb Tool eyes to join 
heads and handles together permanently. 
Permabond eliminates mechanical wedges 
which weaken handles and provides a 
moisture-proof seal which prevents handle 
shrinkage. Thus Permabond minimizes 
handle breakage and eliminates the dan- 
ger and annoyance of handle loosening, 
in normal use. 


All Plumb Sledges are forged from 
high carbon steel. Faces are scientifically 
hardened and tempered to provide maxi- 

: e mum serviceability. The eyes are ac- 

| "2 curately centered to assure proper bal- 

Permabond® 4basembly ay ance. Select quality hickory handles are 
factory fitted and correctly aligned to 

assure a true blow with maximum striking 


@ Seals moisture power. 
out—eliminates : 
shrink and swell Plumb Sledges are furnished in the dis- 


— tinctive, nationally advertised and recog- 
a on nized Plumb Finish— Black Non-Rusting 
with full natural strength. Head and high gloss Red lacquered 


No wedges to cause fiber Handle. 
shear which weakens 


handle. ' 
Look for ~ermaboud 


An exclusive Plumb Safety-plus Feature 


All Plumb Sledges are assembled with Permatoud 


NEVADA DRILL OREGON DRILL DOUBLE FACE SINGLE FACE 


SERIES "A” SERIES "B” BLACKSMITH SPALLING 
SERIES "H" SERIES "C” 


OVG@ mm CENTURY Ct ee eset SUN CE 
FAYETTE R. PLUMB, INC. - PHILADELPHIA 37, PA. 





For higher pressures 
— higher temperatures 


offer extra value 


that promotes 





extra sales for 
JENKINS 
DISTRIBUTORS 


Ss =e oe 








More and more power generation and 
industrial processing services in today’s 
plants are planned for higher pressures 
and temperatures. This means an active, 
increasing market for Cast Steel Valves. 

Jenkins Distributors can offer Cast Steel 
Valves with any required combination of 
casting alloys and seating metals in pat- 
terns for any service up to 600 Ibs. pres- 
sure and 1000°F temperature. 

Along with this wide selection of valves 
to meet most needs, Jenkins Distributors 
can also offer the plus of Jenkins extra 
value, ... in design, in construction, 
in quality standards 

Since the margin of strength and safety 
beyond ratings is of critical importance in 
choosing Cast Steel Valves, this Jenkins 
plus is a big sales-building advantage. 

This same extra-value is a feature of all 
Jenkins Valves, Bronze, lron, Cast Steel, 
and Stainless Steel. It is one of many sound 
reasons why valve business is big business, 


paying big returns, for Jenkins Distrib- 





utors. Jenkins Bros., 100 Park Avenue, 
New York 17. 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 








A handy sales tool for Jenkins 
Distributors, it describes all patterns 
casting alloys, and seating combina 
tions, with details of the extra valve 
design and construction features 
Gives pressure-temperature ratings 
dimensions, and other technical data. 
Distributors have full cooperation of 
Jenkins Engineering Dept. in any 
question of valve selection 


JENKINS 
VALVES - 
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ACCO 


products 


= 12 sizes- 


WRIGHT Safeway Hoists 
have been redesigned. In the 
Safeway line you are selling 
the utmost operation effici- 
ency over the widest range 
of lifting applications. The 
twelve sizes and capacities 
of hoists handle loads of from 
L6 to 50 tons 
These rough, tough hoists build repeat business 
Their long service life is promoted by a sealed construc- 
tion which suits them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features 
make good prospects of cement mills and foundries 
where excessive dust prevails, heat treating installa- 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 
Be sure YOU have the WRIGHT Hoist 


for every customer requirement 


for complete information on the WRIGHT 
line items shown, send for these booklets: 
Safeway Hand Hoists: Bulletin DH-164B 
Speedway Electric Hoists: Bulletin DH-133B 
Pull-A-Way: Bulletin DH-163B 
Jib Cranes: Bulletin DH-300 


acco Wright Hoist Division 
AMERICAN CHAIN & CABLE 


A FULL LINE TO MEET CUSTOMER REQUIREMENTS 


WRIGHT Hoist Equipment 
to fit any job 


WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 
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WRIGHT 
Speedway 
Electric 
Hoists 
Ideal lifting units for loads 
from % to 10 tons. Most 
dependable for production 
jobs. Easiest to service. 


CO I Pt 


WRIGHT Pull-A-Way 

WRIGHT Pull-A-Way is an ideal 
tool for those quick hookups... 
to move motors and machinery, 
open freight car doors, stretch 
and hold tension supports, etc. 
Weighs less than 9 pounds. Rated 


at 3,000 pounds. 
a 


Cas ——.S 
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WRIGHT Jib Crane 

WRIGHT Jib Cranes are 
extremely desirable to sup 
plement regular traveling 
cranes or monorail track, or 
for individual use in bays, on 
side of shops, etc. 


wait 


Better 





: , York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
4 Philadelphia, Pittsburgh, San Francisco, Bridgeport, Cona. 


. Value 





SIMONDS CARBIDE-TIPPED 


Thin Rim Smooth Cutting Cut-Off Saws 


Here’s a Simonds saw that makes it easy to get super- 
smooth cuts on plywood, softwood or hardwood and 
flush doors. It completely eliminates expensive taping 
and sanding operations by producing smooth, sliver-free 
cuts. 

These unusual results, of course, are due to Simonds 
famous Carbide-Tipped construction. But the extra 
smooth cutting is due to Simonds special design. Collars 
are “built in’’, and the whole saw is made with such in- 
finite care that vibration is practically eliminated. 

The result is amazingly smooth cuts, free from splinters. 
And exceptionally long service even in plywoods, where 
the glue line dulls many other saws in a matter of hours. 
This is one of Simonds complete line of Carbide-Tipped 


Saws for every purpose 


SIMONDS | aaa i 


SAW AND STEEL CO.| Complete Stocks = Susans 
j ’ IBUTOR 








FITCHBURG, MASS. 


Factory Branches in Boston, Chicago, Sen Francisco and Portland, Oregon, Canadian Factory in Montreal, Que., Simonds Divisions 
Simonds Stee! Mill, Lockport, N. Y., Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Coneda 
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NICHOLSON 
SHEAR TOOTH FILE 


Product knowledge creates many sales opportunities. Purchasing 
agents welcome the man who can show them how to improve production or 
cut costs. Often they’ll invite this man out into the shop, where many tool 


preferences are determined. 


How many shops in your territory work soft metals such as alu- 
minum, brass and copper? Chances are they have a problem with files that 
cut roughly, and clog and scratch. They’re potential customers for the Nicholson 
or Black Diamond Shear Tooth file, which is also widely used for soft plastics, 
wood and hard rubber. It will pay you—and your customers—to discuss this 


fast-cutting, smooth-finishing, self-clearing “‘specialist.’’ 
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The secret's in the combination of features 


Widely spaced teeth with open ‘“‘throat”’ 
permit easy passage of chips, do a fast job 
of material removal 


Shear Tooth file should be used with some- 
what diagonal stroke to the right—thus 
heightening shearing effect 


Ordinary Mili Shear Tooth 


Long tooth angle helps Shear Tooth file clear 
itself of chips, and provides shearing cut for 


smooth finish 


Made in Flat and Half Round shapes, 6” 
through 14” lengths, so your customers can 
count on the right size and shape for the job 
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Most Lubricants . . . believe it or not! 


In the average plant it costs about $3.00 to apply each dollar’s worth of 

grease and oil. 

How can you crack down on this high maintenance cost? Adopt Keystone 

Specialized Lubricants. 

Then—and only then—look for these results: 

« Many fewer $3.00 “‘bites’’ for application labor. Keystone will out-last 
other lubricants many times over. 
Big power savings. Keystone keeps ‘old debbil’ friction in his place. 
Lowest possible repair or replacement costs. Keystone keeps equipment 
running smoother, longer, better. 
Maintenance man’s (and production department’s) best friend. Keystone 
doesn’t drip...or creep...or foul...or soak...or spoil product 

. or collect where it shouldn’t be to cause fires and slipping accidents. 


Memo To Distributors: Logical facts like these add up to strong persuasion 
for any maintenance man to make Keystone Lubricants star performers on 
his team. Tell the same story and you’ll increase your share of solid, profit- 
able business. KEYSTONE LUBRICATING COMPANY, 21st & Lippincott Streets, 
Philadelphia 32, Pa. Est. 1884. 


Keystone’s “first team"... to cover the majority of your plant needs ! 


No. 44 Ball & Roller Bearing Grease « Condensed Oil No. 50 ¢ No. 29 Cartridged 
Open Gear Grease e SR Speed Reducer Lubricant « Nos. 1 & 2 Penetrating Oil « 
Lubricants to resist corrosion and prevent leakage loss. 
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~ Sh WE! 
way »| what costs $1.00 to buy... 


TRADE MARKS REG. U.S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 


See Keystone at Booth 141, 
Plant Maintenance Show, 
Chicago. Demonstrations, 
proof, case histories. 
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@ Helping you solve tough metal-cutting prob- 
lems, speed up production, cut tool costs...these 
are the STANDARD TOOL MAN'S services to you. 


His recommendations have 75 years of industrial 


experience behind them and are yours without YOUR STANDARD TOOL 
obligation. DISTRIBUTOR STOCKS 


THE COMPLETE LINE 
: / 
Call, hime. 


STANDARD TOOL ('O. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO NX 





FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO « DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 
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You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 


Here's 
a fine product 


that your 
customers need .....+: 


with plenty of 

convincing features 
that you can 
demonstrate 


fo a really 
big market ........+ +5 


4 
4 
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Walker-Turner “Light-Heavyweight” 
20” Drill Press — Hand or Power Feed — 
full 6” spindle travel - 1100 Series 


Unusually fine engineering — the Four ball bearings; double-row 


kind you normally find only on 
heavy, expensive machines. 


One-piece head casting — no slots or 
clamping devices to impair accuracy. 


10-spline spindle, with full 6” travel. 


Wide range of five speeds — 260 to 
2600 rpm, or slower, depending on 
choice of motor. 


spindle nose bearing. 

Can be equipped with Power Feed 
or Air Feed. 

Available in floor or bench models. 
Can be set up in any number of 
multiple spindles. 

Rugged dependability is built-in. 
A “big performance” machine at 
a “light machine” price. 


REE oe ES Ss ea 


tics. With Power Feed or Air Feed it will 
put any plant doing repeated operations 
in a much better competitive position. 


no ES 
This precision tool is needed in every 
plant doing fast production drilling and re- 
lated operations in metals, wood or plas- 


If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
ask your W-T representative for special sales helps; he’s there to 
help you make more sales. If you’re not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 


DRILL PRESSES, HAND AND POWER FEED —- AIR FEED DRILL PRESS ATTACHMENT — 
RADIAL DRILLS —- WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS — 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS —— LATHES — SPINDLE SHAPERS — 
JOINTERS — BELT AND DISC SURFACERS —— FLEXIBLE SHAFT MACHINES 
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This 32-page advertisement is the biggest ever 
to run in a woodworking publication — now we've 
turned it into a pocket-sized sales maker for you! 


ALKER-  URNER “LicHT. 


HEAVYWEIGHT’ macH 
7 


vewee 


weight’ 


**) nt-Heavy 
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Machine T 
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This new catalog is primed to sell for you from the start! 


e ran first as a 32-page advertisement in April issue of @ ready to use as a self-mailer and we'll impi: 
“Wood Working Digest.” with your name. 

@ now available in quantity for you if you're a @ available also as a wall poster all 32 pages on one 
Walker-Turner Distributor as a 32-page, pocket- sheet giving the whole line at a glance 
sized catalog, with quick facts on the entire W-T @ already merchandised to 12,000 plants those in 
“Light-Heavyweight” Machine Tool line. your area are waiting for this catalog from you! 


Get started — by getting in touch with us today! 


A Walker-Turner Distributor is a mighty good thing to be. You're selling 
machines that back up your claims — with the help of a sales and promo- 
tion program that’s a strong right arm to your own efforts. If that’s what 
you want, get a letter off today — if there’s a W-T Distributorship still open 


in your territory, we'll send the whole story by return mail 


ee 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT 
RADIAL DRILLS — WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS - LATHES SPINDLE SHAPERS 
JOINTERS — BELT AND DISC SURFACERS - FLEXIBLE SHAFT MACHINES 
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It pays you to stock CLEVELANDs 


Cap Screws, Set Screws, Milled Studs—common 
items in the trade! But what isn’t common about 
the Cleveland Line is your ability to get larger 
diameters and extra lengths for your customers 
as fast as standard sizes. 


On top of that, more-than-ordinary attention to 
all shipping dates brings you deliveries as you 
want them. Even on odd sizes, we really “dig” 
to keep customers happy. 


That’s what pleases users and invites re-orders, 
Write for our latest Stock List. 


Nyy ery: 


CLEVELAND 7p Lube FASTENERS 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 
Hex Head Cap Screws: 4" to 2%" dia. Set Screws—Square Head: 4” to 14” dia, 
Socket Head Cap and Set Screws — Plain Milled Studs: 4” to 114” dia. 
and Knurled: 4%" to 14%" dia. Also Flat Place Bolts: 4” to 1%” dia. 


and Button Head Styles. Structural Bolts to ASTM Specification A325 
Flat Head Cap Screws: 4" to 1” dia. Tractor Bolts 


Fillister Head: 4” to 1” dia. Special Hot and Cold Headed Parts 
Facilities to make larger diameters than listed. 


The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio * VUIcan 3-3700 TWX CV42 
Warehouses: Chicago * Philadelphia » New York * Providence * Los Angeles 


NOuBLe 
Originators of the Kaufman Process 
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You can satisfy... gna sell ..every prospect 


...with the complete line of 





ALEMITE 
TRANSFER PUMPS 


Alemite multiple-purpose 
GUSHER PUMP 


A hundred uses — to make hundreds of sales! 
Gives speedy, clean, efficient transferring of: 








@ Carbon tetrachloride 
@ Ethylene glycol 

© Gasoline 

@ Lacquer thinner 

@ Shellac 

@ Kerosene 

© Vegetable oils 


© Pressure gun grease 

@ Lubricating oil, cutting oil, 
fuel oil 

® Alcohol 

@ Asphalt emulsions 


@ Benzine 
@ Plus many other non-corrosive, non-abrasive materials! 





There’s a big, profitable market for this dependable 
all-around pump. Plants in many types of industry can 
use it to speed production, save man-hours and mate- 
rials. Provides fully adjustable delivery of fluid and 
semi-solid materials. Special design prevents seepage 
of material into air motor . . . synthetic rubber air piston 
requires no oiling. Weighs only 15'2 pounds! Adjust- 
able adapter fits any drum up to 400-pound size. 





Model 7216 Transfer Pump 


Delivers 37 pounds of 
pressure gun grease or 

14 gallons of SAE 10 oil per 
minute, with 100 pounds 
air pressure Hand-Operated Transfer Pump 

In 100- and 400-pound sizes 

Both models offer these Alemite 
points of superiority: + Large 
diameter pistons for volume 
delivery - Handle, equipped with 


Air-Operated Oil Transfer 
Empties a 54-gallon drum of SAE 
20 oil in approximately three 


minutes. Coupling and shut-off 
valve. Absolutely safe. Only five 
pounds of pressure enters 

im, regardless of air pressure 
being used. Fits 2” p.t. bung 
(Model 6479.) 


ALEMITE 


adjustable leverage, delivers 

one pound of grease in eight 
strokes - Mechanical dynamic 
primer assures positive priming 
of greases « Relief valve permits 


return of handle to 


“down” 


position. (Model 7198 -T.) 


STEWARAT 
(ERERES! 
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For Complete Information Write Alemite, Dept. H-46 
1850 Diversey Parkway, Chicago 14, Illinois 





“| HAVE USED WISS SNIPS 
FOR 22 YEARS, BECAUSE 
THEY CUT BEST WITH 
LEAST EFFORT” 


President M. O. Brunt, of the Brunt Manufacturing Co., 

Ltd., Toronto, Canada, gives one good reason why he prefers 

Wiss Snips. There are several reasons why they are the choice 

of professional w:rkers everywhere—why they sell better, with 

fewer returns. Wiss snips are produced largely by the handwork of skilled workers. Each pair 
is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce wear and to increase 
cutting power with the least effort. 


SS \ \ 
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WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting NEW HANDLE GRIPS IN 
power. These 10” snips cut with about one-half the effort required for standard BRIGHT IDENTIFYING COLORS! 
12%” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts . 
right} are designed to cut the most intricate scrolls and circles. M-8 is for shallow Famous Wiss Metal-Master aaa mes" 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, available with vinyl plastic grips — tough, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge. resilient, long-wearing, acid and grease re 
sistant. For instant po gery by the 
«: f iadaeenemaed worker, M-1R is fitted with bright red han- 
P WISS INLAID SNIPS dles; M-2R with green handles; M-3R with 
High carbon crucible steel 
welded to a hot drop-forged 


frame provides that eztra serv- WISS the Winner in 
ice demanded by professional laboratory tests! 


users everywhere. Six Straight 
Cutting sizes from 11144” to 17”, In grueling tests made by an independent 
including Bulldog Snips for laboratory, Wiss Metal-Master, inlaid and 
notching. Three Combination* solid steel snips out-performed other leading 
Cutting sizes, 1214”, 184%” and brands. Wiss snips in each category proved 
144” ‘i 7 to cut cleanly with less effort required. The 
% tests were so severe that some competing 
brands were damaged —cracked at bolt, 
WISS SOLID STEEL SNIPS handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips - 


yellow handle Ss 


For those whose requirements 
are iess specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%”. Four 
Combination* Cutting sizes, 7” 
10”, 13” and 16” Bulldog Snips 


for notching J. WISS & SONS co., 


*Made with straight blades, but 


ground and shaped so they readily NEWARK 7 NEW JERSEY 


cut curves and irregular shapes as 
well as straight 


ames 


World's Largest Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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Protects every “Shaw-Box” Distributor 


Since its adoption more than 17 years ago, the “Shaw-Box” Dis 
tributor Sales Policy has directed “ that we would not compete 
th our Distributors by reserving to ourselves the right to sell to 


any account direct.’ 


This policy has never been altered. As always, it protects the 
interest of the “Shaw-Box” Distributor without restricting his selling 
activities. Equally important, it is a policy that provides an adequate 
profit margin on all our brands he handles 

Shaw-Box” Distributors sell the most complete line of modern 
overhead load-handling equipment produced by a single company 
In addition, 48 strategically-located Authorized Service Stations now 
serve users of “Shaw-Box” products. And, our field engineers, train 
ing programs, sales tools, promotional helps and advertising provide 
the vital support essential in selling today’s markets. All these forces 
will continue to build sales and profits for “Shaw-Box” Distributors. 
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| 
I MANNING, MAXWELL & MOORE, INC. 


TRADE MARK SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON, MICHIGAN 

Builders of “SHAW-BOX” and "LOAD LIFTER’ Cranes, ‘BUDGIT’ and ‘LOAD LIFTER’ Hoists and other lifting specialties. Makers of ASHCROFT 

Gauges, ‘HANCOCK’ Valves, ‘CONSOLIDATED’ Safety and Relief Valves, ‘AMERICAN’ and ‘AMERICAN-MICROSEN’ Industrial Instrument: 
Aircraft Products 
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Nicholson steam trap quality gives you ... 


extra stamina for 
severest service 


Nicholson quality .. . throughout means the extra strength, 
capacity, stamina that never let down. The pay-off is big... in 
performance for the user...in profits for you! And quality 

Nicholson quality—gives you an important product superiority 


to sell. 


Write, today, for your copy @ Built strong—for severest plant service. 


of new Bulletin 10-55—for e Built simple—nothing to go wrong. 


detailed information 
e Rigidly tested—on actual steam lines. 


e User preferred—Nicholson known for quality. 


There's no substitute for quality. Sell the best .. . Nicholson! 


© NICHOLSON end Cenpay 


TRAPS * VALVES * FLOATS * METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN $8 PRINCIPAL CITIES 
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MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A 
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Drill and cut with accuracy... 


hold with a Sacobs CHUCK 


Jacobs and your industrial supply distributor are ready to deliver the chucks 


you need and the service you deserve. First in chucks... first in service. 


THE JACOBS MANUFACTURING COMPANY * WEST HARTFORD, CONNECTICUT 
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In 1956 and for years to come... 


The © De Warr Franchise will help 
you: Aet the pace in selling powor toola! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 

e Consumer acceptance is established 

e Turnover factor is very good 

e Gross profit is high 

e Big ticket sales in dollars 

e Selective distribution protects 
your franchise 

e Expert field help produces sales 

e Inventory depreciation is nil 

e Handlirg and storage factor is excellent 

e Competitive position is unbeatable 


e Prestige is high among users 





e Plus Business in tools and accessories 

e Built-in De Walt quality practically 
eliminates service 

e Sales Policy protects your profits 


e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 


If not—now is the time to act! There are still some 

Select Franchises available. Write (De Walt Inc., Dept. 

ID-56-4, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
for full details. 


EXTRA! FREE! AMF DE WALT, DEPT ip-56-4, LANCASTER, PA 


Send for new idea book () Please send me full details on an AMF De Walt Dealership 
on industry. Outlines dozens ( Please send me your idea book for industry 
of ways to cut costs 


on cutting jobs. NAME___ 





ADDRESS. 
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SMOOTH -F NG THREADS 


FOR FAST, 
ACCURATE 
ASSEMBLY 


Your customers can be sure of 
fast, accurate assembly when they 
use Bethlehem fasteners. This is 
because Bethlehem fasteners have 
rolled or cut threads which are 
clean and smooth-fitting. Besides, 
they have strong shanks, and well- 
formed heads which are easy for 
the wrench to grip. They’re top- 
quality fasteners in every way— 
good builders of repeat business. 


gETHLEHEY 
STEEL 
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Bethlehem Bolts 
Are Good Bolts 
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BULLDOG WIRE ROPE CLIPS 


Lamson Bulldog Wire Rope Clips have 
been providing “holding power” on the 
toughest lifting jobs for over 50 years. 


The secret of their non-slip grip is in the 
construction of the saddle . . . the wire 
rope lays smoothly in tailor made grooves 
that grip in the center and don’t cut or 
bite at the edges. 


There are 25 pieces per package and 
the entire assembly is plated to withstand 
a 40 hr. salt spray test. The Lamson Wire 
Rope Clip comes in a wide range of sizes 
(%" to 124” clips) . . . one for most every 
holding job. 


PROFITS! 


LAMSON ANCHOR BOLTS 


For fastening wood to concrete. Made 
from mild carbon steel with a right angle 
bend which acts as an “anchor hook”. 





These anchor bolts are now required in 
many building codes and are made to 
meet such specifications. 


Anchor bolts are available either pack- 
aged or in bulk with a washer and square 
nut. There is a 2” hook at one end and 
a 2” thread at the other. Sizes range 
from 6 to 20 inches in length and in two 
diameters—%" and 4” 


YOU GET MORE WHEN YOU BUY FROM 


LS Th LAMSON & SESSIONS (; 
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1971 West 85th Street - Cleveland 2, Ohio 

~ PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM ~- CHICAGO 
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We’re beating the drums about sheaves 


Worthington QD’s, that is. We think they're the 
best, easiest-to-use sheaves around— and we’re 
making sure your customers get the word, too. 

We're telling the world with the biggest adver- 
tising and sales promotional program ever put out 
on the QD’s. It’s got everything — full-color 
spreads in the right publications, brand-new 100- 
page manual (makes sheave and belt selection a 


matter of seconds), complete line of hard-selling 
mailing pieces ready for your imprint, attractive 
window displays, eye-catching point-of-sale items 
— all designed to make this year your biggest ever. 

Important thing to remember is this: you've got 
to use this material to make the whole program 
pay off for you. Worthington Corporation Section 
MV.5.13, Oil City, Pennsylvania. MV.5.13 
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l i .-THE ORIGINAL TWO-PIECE SHEAVE 
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ONE COMPLETE 
REFERENCE FOR YOUR 
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DIE-SET More than 200 pages teaturing 
ps¥ Of OF 6-3-1 @) 1 | the all-new “LEADERSHIP LINE" 
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DIE SETS AND 
DIEMAKERS’ SUPPLIES 
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This is Monarch's Series 62 with 
Preselector Dyna-Shift designed 
to increase productivity and 
lengthen tool life. This fine lathe 
is typical of the quality machine 
tools built by Monarch. Write 
for Booklet #1505 for complete 
— data. The Monarch Machine 
Photo courtesy Tool Company, Sidney, Ohio. 
The Monarch 
7 Machine Tool Co. 
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precision chucks 
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This is Horton’s 3-Jaw Scroll Universal 
Chuck which for over 100 years has been 
the ideal complement to the world's finest 
tool room, general purpose and produc- 
tion lathes. Its precision and lasting 
accuracy make it a partof any production 
picture. For the complete story on this 
and Horton's complete line of precision 
chucks, see your Horton representative or 
write direct. 


WINDSOR LOCKS, CONN. 
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How our Field Representatives help Authorized J-M 
Distributors sell more Packings and Gaskets 


e J-M Field Representatives are trained in correct packing 
installation practices. They can help on tough technical problems. 


e J-M Field Representatives can be reached through J-M 
sales offices located near every major manufacturing area. 


Technical sales experts serve as Trouble-shooters, Partners, Instructors 


| a Authorized J-M Packings 
Distributor can call on a Johns-Manville 


Field Representative for: 


Technical assistance supported by the J-M 
Headquarters Engineering Staff and J-M Re- 
search Center when a customer has a difficult 
packing or gasket problem, 


Sales assistance including accompanying dis- 
tributor salesmen on certain calls and also 
making packing surveys. 


Product data, literature, merchandising aids, 
sales leads and other helpful information. 


Assistance at sales meetings at which slides and 
other visual aids are used. 


Aid in coordinating distributor’s sales efforts 
with J-M advertising and sales promotion. 


These are but a few of the ways in which a J-M 
Field Representative can help you if you hold a 
Johns-Manville franchise. For more informa- 
tion, write Johns-Manville, Box 60, New York 
16, N. Y. In Canada, Port Credit, Ontario. 


Johns-Manville PACKINGS, GASKETS & TEXTILES JM, 


PR OOUCTS 
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Multiple Groove 
Wedg-Tite Sheaves 


These pre-sold lines 
by 

American 

Pulley 


Company 


MATERIALS 
TRUE AALS 


© 


POWER 
TRANSMISSION 


CAN MEAN MORE SALES FOR YOU! 


Since its beginning in 1895, The American Pulley 
Company has held the belief that our success 
rests in great measure on the success of our 
Distributors. Sixty years’ experience in building 
and marketing quality products confirms the fact 
that the more support we give the Men-on-the- 
Front-Line, the more sales they—and we—can 
expect. These recognized lines, developed and 
improved over the years, have a ready accep- 
tance in a broad field touching nearly every 
industry in the country. And in addition, they are: 


¢ Strengthened by a steady advertising cam- 
paign, making repeated calls in the magazines 
read by your customers. 


e Backed by an alert Engineering and Designing 
staff, ready to help you solve special problems 
in materials-handling or power-transmission. 


Fortified with a constant product-research and 
development plan. 

Supported by eye-opening direct mailing pro- 
grams, sales building promotion pieces and 
inviting and authoritative catalogs. 


Reinforced by modern, visual sales-training 
programs both in the field and at the plant. 


These industrial lines, made and pre-sold by The 
American Pulley Company, mean increased 


profits for you. 


w/t Cmerican 2d (a7, Company 


4216 WISSAHICKON AVENUE «+ 


SD 


Shaft King Steel Split Conveyor 
Speed Reducers Pulleys Pulleys 














Individual Cotton 
Card Drives Sheaves Trucks 


eee eee eee ee ee ee de a, ee | 


Adjustable Diameter Piatform 
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Fork Litt Trucks 


There’s a UNION HOB ready to do the job for you, 
accurately and economically. UNION offers a complete selec- 
tion of top quality hobs, standard and special, to suit the 
requirements of your job. 


UNION TWIST DRILL COMPANY 
ATHOL * MASSACHUSETTS 


Owners and Operators of: s. W. CARD CO. DIVISION, Mansfield, Moss, 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock island, Que. 





9 words 


can do this» 


for you 


ee a customer tipping his hat to you for telling him something 
that triples your gauge glass sales! 


Maybe your customers don’t wear hats, and maybe you've never 
gotten any Valentines from them, but here’s one way to find a warm 


spot in their hearts. 
r a ie Show them how to prevent costly down time on boilers, vats, kettles, 


| COMMEND TEBUSTRIAL GLASSWARE and other steam heating equipment. 


FOR EVERY JOB 
And at the same time triple your sales of CoRNING®, PyrEx®, and 


Application Recommended Product 


Normal Conditions CORNING brand standard 
(Up to 100 p.s.i.) gauge glasses 


Higher temperatures PYREX brand high-pressyre 
gauge glasses 





MACBETH® gauge glasses! 





How? ... With these nine words: 





“ONE FOR THE GAUGE AND TWO FOR THE SHELF.” 


Higher pressures PYREX brand heavy-wall 
gauge glosses 





Extro visibility PYREX brand red-line 
mere ha ed Convince your customer to buy three gauge glasses for every gauge. 


PYREX brand sight glosses 





Viewing inside 
furnaces, reactors 
pressure vessels, etc. 
Lubrication PYREX brand lubricator 


Here’s your 25-second sales talk: 





inspection glosses 





Visible discharge 
devices 





1. You want gauge glass No. | to 
put in your gauge right now. 


2. Gauge glass No. 2 is your 
spare, for regular replacement 
during routine boiler cleaning. 


3. Gauge glass No. 3 is your 
“spare spare”—your protection 
against sudden emergencies, when 
it would be costly to wait for a 


replacement from the distributor. 

There’s your simple sales story. 
The market is huge. The products 
are the finest—CorRNING, PYREX 
and MACBETH brand gauge glasses 
—and your customers need your 
help. 

What are you waiting for? Start 
the ball rolling with a few phone 
calls today! 


CORNING GLASS WORKS Corning, N. Y. y 
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Wavy Set for cutting 
cela Iti sliate) and thin 


material: 


SAFETY BOX —- 100 COIL STOCK 


Ld For use on De All Grob Tannewitz Tale. 
machines 
a ie? k re ady t folne i’ out 


e Dangerous loose ends can be withd 














pect cs ae ies ‘THE TOOLS IN THE PLAID BOX" 
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j AMERICAN SAW & MFG. CO 
SPRINGFIELD, MASS. 


HACK SAWS «+ BAND SAWS + GROUND FLAT STOCK 
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WVU BEARING SERVICE 


HELPS YOU IN MANY WAYS 


The development of a complete 
standardized line of stock Sintered 

Bronze Bearings and Bars by Bunting 
opens the door to many economies and 
advantages in production and maintenance 
of machinery and mechanical components. 


Here is a far more complete range of standard sizes 

than has heretofore been available in this material. 
Bunting’s powdered bronze stock line is the first to include 
all ASTM standard sizes to ASTM recommended 
dimensions and tolerances in both plain and flanged 


bearings and thrust bearings. 


Together with the long established 

Bunting stock line of Cast Bronze Bearings 

and Bars, these new sintered bronze Bunting 

products bring to mechanical industry ready-to-use bearings that 
will squarely meet your blue print and cost requirements. 


Both Bunting Cast Bronze and Bunting oil filled, 
self-lubricating sintered powdered Bronze Bearings 
and Bars are available to you through your nearest 
Bunting Distributor. He has in stock all sizes 

for your immediate needs. Ask him or write 

for complete lists and dimensional data on 

Bunting Cast Bronze and Bunting 

Sintered Bronze Bearings. 


Bunting 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
This advertisement appears in OF CAST BRONZE AND POWDERED METAL 


lron Age @¢ Mill & Factory 
Machinery * Modern Machine Shop The Bunting Brass and Bronze Company, Toledo 1, Ohio 


Sarthe Ryser S tahemy, © Meet Branches in Principal Cities * Distributors Everywhere 
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Talk of the Trade 


TIME: A novel type of reminder as to meeting time 
was employed by Frank Nelson (Garrett Supply, Los 
Angeles) when Area 6 distributors gathered with 
manufacturers for a regional session in L.A. . . . As 
soon as you registered in your hotel you received a 
special delivery card informing you: “Don’t forget, 
the meeting starts promptly at 9 a.m.” . . . It didn’t 
work out exactly that way, though—it was 9:02 a.m. 
before Wallace Campbell (Campbell Industrial Sup 
ply, Seattle) rapped the gavel. 


TIME OUT: Speaking of Wally reminds me that 
he’s taking a bit of time out from business . . . He 
and Mrs. Campbell left the L.A. meeting to go di 
rectly, in an indirect way, to the triple convention in 
Atlantic City . . . It’s a complete ‘round the world 
trip . . . Urged by a friend to drop postcards along 
the way, Wally quipped: “What'll I write—Having a 
wonderful time—wish I could afford it?” 


TIME IN: The mention of travel brings to mind the 
recent 10-day jaunt Clarence Noelting (Faultless 
Caster) took . . . Clarence left Evansville for a two- 
day meeting in Colorado Springs; from there he 
went to Washington, D. C., for a dinner; back to 
Chicago for a day; a stop in Evansville (for a clean 


shirt, maybe?); on to L.A. for a two-day meeting; from 
L.A. to San Francisco for a one day session, back to 
Chicago and then to Evansville—Who’s tired? 


ON TIME: Now that we're talking about Evansville, 
be prepared to discuss basketball if you're in those 
parts . . . Just to give you an idea how enthusiastic 
the basketball enthusiasts are, Mary and Sam Orr 
(Orr Iron) were attending a dinner party recently . . . 
Each kept checking the time until finally the host 
urged: “Go ahead, Mary, call up.” . . . Seems there 
was a big high school game that night . . . The timing 
wasn’t quite perfect, though . . . Mary held the line 


while the team played 2 minutes overtime and lost 


ANOTHER TIME: When Dick Hughes (Acme In 
dustrial Supplies, Los Angeles) shook hands with 
Jerry Tone (Carborundum) at the recent L. A. meet 
ing it came under the heading of “tis a small world.” 
.. . When Dick first started in business, he was with 
a manufacturer, Jerry Tone’s father . . . What was 
Dick’s job? Office boy. 


VACATION TIME: Phil Bassel (Carter, Milchman 
& Frank, New York) made his vacation pay off last 
year .. . He took some pictures and when Manning, 
Maxwell & Moore ran a contest recently, Phil entered 


a shot of a drydock installation . . . First prize 


SOUP TIME: While traveling a couple of months 
ago, one of my colleagues, Jack Wertis, thoroughly 
enjoyed a bowl of soup—good old North Carolina 
bean soup—at the home of Mr. and Mrs. Bill Cashman 
(Henry Walke Co., Charlotte) .. . In I.D. last month 
(page 196) we identified Mrs. Cashman as being from 
the firm’s home office in Richmond . . . Bill was right 
quick with his reply: “Dear Jack: The next time you 
want to come to Charlotte for bean soup—go to Rich 


mond.” 


IMPORTANT TIME: It’s baseball and golf time. 
R. W. B. 
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To industrial supply men who want 


How automation sparks 
Blackhawk Hydraulic 


The surge to AUTOMATED manufacturing requires this 
equipment at every basic step... in construction, 
installation, production, quality control and maintenance 





INSTALLATION OF EQUIPMENT FOR AUTOMATION 
SYSTEMS means that endless miles of pipe 
and conduit are being bent in electrical 
construction. That requires Blackhawk 
hydraulic pipe and conduit benders and 
knock-out punch kits. Other Blackhawk 
hydraulic tools dramatically speed up 
moving and settling machinery. Above, 
new Blackhawk Bender that’s rolling 
up such remarkable sales records 


CONSTRUCTION FOR AUTOMATION creates a big, 
lively market for all Blackhawk Hy 

draulic Tools. Contractors and erection 
crews rack up spectacular savings 
through conservation of manpower, ma 

terials and time in construction oper- 
ations. These same tools are also vital 
in. maintaining costly construction e 
quipment. Left — a Blackhawk jack, 
equipped with an easily attached gauge, 
tests load-bearing qualities of soil prior 
to sinking pilings for a foundation. 
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NEW volume... 


oday’s big sales boom in 


. 
Remote Control | 
Valve 





**"Wedgie"’ 
Spreader 
Ram 


a\ - 

re 
bi 

. a 


to Tv 
. 


AUTOMATED PRODUCTION USES HYDRAULIC TOOLS QUALITY CONTROL IN AUTOMATION is general MAINTENANCE OF AUTOMATED SYSTEMS makes 
Two ways — First, low-cost Blackhawk pumps, ly important because high rate of out Blackhawk equipment essential for every 
rams, etc., often are built into material han- put could produce much costly waste maintenance crew These tools prevent 
dling, fabrication or assembly equipment. Sec- Blackhawk Hydraulic Tools figure both in costly shut-downs Above, lower a 
ond, these tools also add up to automated sys- lab research and inspection. Upper — a Porto-Power” Wedgie ram spreads in a 
tems by themselves. Above, one “Porto-Power” “hollow pull ram,” powered by an elec tight spot for adjustment of a machine 
pump supplies controlled pressure to 1l rams trically-driven pump, tests an assembly ‘arriage. Automation schedules can't risk 
to force all turbine blades into slots at once. Remote hand valve controls pump old-fashioned 


Don’t sell just jacks . . . sell Blackhawk hydraulic tools! 
They can be your biggest business builder 


Here’s a natural major line because industry through supply houses today! 

today depends on hydraulic power throughout The Blackhawk man wants to see you! Look 
its operations. And automation has further multi- into the full profit picture that’s yours as the 
plied the sales and profit opportunities on the source for the only complete line of hydraulic 
103 basic Blackhawk Hydraulic Power Tools sold tools. Contact us immediately for full facts 


BLACKHAWEK. ivorautic rower to01s 


BLACKHAWK MFG. CO., Dept. H-1746, Milwaukee i 
: > i , 


Hydraulic pipe-benders Power driven Gauge-equipped Hydraulic jocks 
thru 100 tons 


maintenance methods 


**Porto-Power'’ 
Remote contro! Jacks and knockout punches hydraulic pumps jocks 
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TOWER AIR HOSE 


ANOTHER 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY 


FOR: Rugged industrial use such as pneumatic tools. 


WHY: Tough, resilient cover resists cutting, abrasion and 
wear when hose is dragged over rocks, tracks or 


REPUBLIC concrete. 
Body: Braided cord reinforcements, imbedded in rubber, 


withstands up to 350# w.p. 


Tube: Designed to offset deterioration by hot oil vapors 
from compressor. 


SIZES: %” to 1-%” including all standard sizes in between. 


OTHER REPUBLIC AIR HOSE 


Tower Reprene Pneumatic—Oil-resistant throughout. Rec- 
ommended where hose exterior is in contact with oil. 


Republic Sand Blast—Extra thick tube absorbs the impact 
of sand and gravel. Cover—abrasion-resistant. 


Wiretex—Strong, flexible, wire-reinforced hose for rugged 
and high pressure service. 


Champion Super Service Air Drill—Tough, lightweight hose 
for severe conditions in quarries, mines and underground 
service. The best air hose made. 


Other Air Hose in the Republic line: Republic Pneumatic, 
Republic Welding, Republic Service Station and Dual Line 
Welding. 


*eeeeoeeeeseenseenseeeeeeneeeeeneeneeeeeeeneeeeeeneeeeee 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution— 





Lost Opportunities 


OME WEEKS AGO I got a letter from a distributor 

friend in which he raised a question which 
should concern every distributor. Here are a 
couple of paragraphs from his letter: 

“Many of us distributors talk only in general- 
ities. There are catch words and phrases all about 
us—some of them being ‘inflation,’ ‘recession,’ 
‘potential,’ ‘product acceptance,’ etc., etc. Vaguely 
one realizes, as you so aptly point out in your 
paper before the American Marketing Association 
in December 1953, that since 1946 we have been 
in an inflationary spiial—except for some minor 
cessation of the spiral in 1949 and again in 1954. 

“Seldom do we get down to the facts. How 
many of us are doing LESS TOTAL BUSINESS 
IN PRODUCT UNITS IN 1955 THAN IN 
1946? Sure, we're doing more in dollars on every 
single line. But on how many lines are we doing 
less in physical units after price increases have 
been accounted for? 

“For instance, Walter, currently we distribute 
for—manufacturers in the area. For one-third of 
these manufacturers, we are doing actually less 
in 1955 on a product unit basis than we did in 
1946,—despite the fact that we show a substantial 
dollar sales increase for each of the lines.” 


“The Gay Deceiver” 


This inquiry stimulated us to do the analysis 

starting on page 90 of this issue. Here we have 
studied the sales performance of 45 identical, 
typical distributors over the period 1947 to 1955. 
We have studied the performance, (1) in terms 
of dollars and, (2) afte: price increases have been 
accounted for. 
We call this article, appropriately enough, 
Price: The Gay Deceiver.” Certainly, price has 
been a deceiver for a lot of firms. I have a hunch 
that the price increases since 1947 and the con 
comitant and automatic increases in dollar volume 
haye led to a lot of unjustified complacency. 

Here are a couple of little tidbits from the 
report: 

@ The sales of these distributors were up 50 
per cent between 1947 and 1955. 


@ But prices during this period advanced 44 
per cent. 

@ Thus the increase in physical units sold by 
these 45 distributors was less than 4 per cent. 

Against this showing, we must remember that 
this 1947-55 period covered years of unprecedented 
growth in America’s industrial economy. Manu- 
facturing capacity was increased 75 per cent. The 
physical volume of goods turned out by our mines 
and factories rose nearly 40 per cent. 

Again, the physical movement of production 
tools, equipment and supplies by these typical 
industrial distributors was less than 4 per cent 
higher in 1955 than in 1947. This is an average, 
of course—some did better, some worse 

This suggests a lot of questions for which I 
don’t have all the answers. Let’s phrase them in 
terms of what has happened to your own firm. 


Questions 


How did your firm perform during the period 
after you account for the price rise? 

What sort of distribution did you give the 
manufacturers of your major product lines? Have 
they appointed additional distributors to fill the 
vacuum? Did direct sellers increase their participa 
tion in your market? 

Did your physical distribution of products keep 
up with the growth in the physical consumption 
of tools and supplies by industry? 

Have you analyzed the local factors that may 
account for your performance—good or bad? Not 
all regions showed equal gains. 

In producing +0 per cent more goods, our in 
dustries bought an awful lot more tools and sup 
plies in 1955 than they did in 1947—probably in 
the magnitude of 30 or 40 per cent more in 
physical units. In your own trading area, who got 
the business? Who cashed in on your lost op 
portunities? 


Halt. A Ccrcber 
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“Why does he do so much paper work at home?” 


“Just when | want to talk about fashions.” 


The Salesman’s Wife Speaks Up 


She likes the job, the company and the people, most of the time— 


hates homework, long hours, late paychecks and “‘favoritism”— 


and wants more concrete signs that her husband is appreciated 


By Van Ness Philip, Assistant Editor 


A’ industry largely dependent, as this one is, on 
salesmen’s performance could measure its state of 
health fairly accurately by salesmen’s attitudes 
toward their jobs—assuming it could discover what 
they are. Salesmen don't often confide their deepest 
feelings to management and colleagues; but, pre- 
sumably, most of them tell their wives. Since wives 
both reflect and influence their husbands’ outlook, 
but seldom have the chance to express themselves 
about it publicly, they would seem logical targets for 
any new inquiry on salesmen’s motivation. 

This reasoning prompted ID recently to make an 
attitude survey of salesmen’s wives by mailing ques- 
tionnaires to 1,000 of them. They were questioned 
on all aspects of their husbands’ jobs from prestige to 
paperwork. Many wives were more than willing to 


talk, and some in fact were so eager to state their 
case that replies ran to a full page or more of hand- 
written comment. 

Here’s what the wives think, based on some 150 


replies: 


© Job satisfaction is more important to most wives 
than prestige and high income alone. 

© Relative independence—a man’s control over his 
own time—accounts for most job satisfaction. Wives 
feel a salesman’s income depends on how hard he 
works. 

© Fairly good income, accounts, in part, for the 
rising prestige of selling as a career, say wives. “Engi 
neering selling” and identity with a small firm, as an 
important member of its staff, are also prestige 
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"Oh well, I'll tell 1.D. about the disadvantages.” 


factors. However, only a few wives want their sons to 
be salesmen. 

¢ Infrequent long-distance travel counts high with 
wives. They know salesmen in other fields travel 
further and are away at night. 

© Job frustrations may cancel out all these bene 
fits, in the wives’ opinion. Uncertainty of income and 
hours of work (not merely a low income as such or 
long hours) are the cause of these frustrations. Many 
wives are deeply worried about effects on home life. 

¢ Insufficient incentive pay is the main money 
complaint. Titles and the level of base salary are 
less important, on the whole, than the future pros 
pect of raises or better commission or bonus sched- 
ules. Conversely, some wives deplore too much de- 
pendence on commissions. 

© Late or erratic paychecks or expense reimburse- 
ment are major causes of uncertainty of income, say 
wives. 

¢ The company, not customers, is blamed for most 
job frustrations. Wives say insufficient support of 
salesmen by management and inside staffs and gen- 
eral office snafus cause husbands excessive homework, 
worry and lost time. 

e “Appreciation” of husbands’ efforts is expected 
from management. Wives want husbands to get “a 
pat on the back” for jobs well done even if there 
can’t be a raise. They equate management's policy in 
this department with their sense of prestige and 
“belonging.” 

¢ The personal factor is very important to wives. 
They think friendliness and interest in employees 


f) 
“Gosh, come to think of it, selling is nice work.” 


should be expected from a small concern. Where a 
company’s human relations approach is obviously 
bad, wives’ attitudes can be deadly 


On the whole, wives vote the industry, the job and 
their husbands’ companies high, but they do so with 
reservations. So long as their husbands are “happy 
in selling,” and the income is fair or shows definite 
promise of improvement, wives will put up with 
numerous annoyances and shortcomings. But it’s 
obvious that a husband's feeling that he would “rather 
sell than eat” can put his wife in an unpleasant 
quandary if she believes, as some wives do, that this 
ambition has too high a price in terms of uncertain 
income and unsettled work conditions 


Human Relations Stressed 


Those wives who praise their husbands’ employers, 
stress friendliness, the good character of management, 
and other human relations factors normally connoting 
the best features of American small business 

Often the same women are highly critical of man 
agement in other respects, such as efficiency of inside 
operations, stocking policies, or sales direction 

When the factors of “belonging” or “being appre 
ciated” are removed, whether because of manage 
ment indifference or inadvertence, some wives seem 
to feel their husbands have lost the only real bene 
fits their companies have to offer—beyond a weekly 
paycheck. 

A few wives believe advancement chances are re 


And as for advancement .. . 





The Salesman’s Wife Speaks Up (Cont’d.) 


stricted to those who are favorites (family) with the 
management. 

Sometimes a wife's appreciation of a firm turns 
on a seemingly trivial action or omission, such as the 
decision to hold or not to hold a party for employees 
or the withholding of a small benefit (one firm’s dis- 
continuance of a family get-together led a wife to 
express her belief that the management had lost 
all interest in its employees). 


The Essential Man 


The typical wife sees her husband in a unique 
position as a supply salesman—and this is at once a 
reason for her over-all approval of the industry and 
a cause of much discontent. As she views him, the 
salesman stands alone, in the front line of the com- 
pany’s sales effort, on which success of the whole firm 
depends. And since the firm is relatively small, as 
companies go, she feels it is all the more dependent 
on this single salesman. This she likes, because she 
knows her husband has a feeling of independence 
and importance, and above all the opportunity to 
advance himself in income by his own efforts. For 
this, she is willing to tolerate some paperwork at 
home—even help with it— as well as uncertain hours 
and perhaps low initial pay. But only if convinced 
that: 1. her husband likes the work, 2. advancement in 


pay is a reasonable and not illusory goal, and 3, pay is 
equitably distributed within the company. 

On the other hand, the husband’s relative inde- 
pendence exposes him, in the wife’s view, to a host of 
difficulties that he brings home at night both literally 
and figuratively. 


The Homework Burden 


Some wives, especially those with small children, 
protest bitterly about this load of homework and 
off-hours duty; some live with it; some have hus- 
bands who have all but eliminated it—but almost 
all view it as an unnecessary burden which they think 
management could eliminate if it really took the 
necessary effort to accomplish it. 

Independence on the job also means expense ac- 
counts, and generally commissions, and these are 
volatile subjects. While more wives complain of too- 
low incentives than cite inadequate base pay, the 
custom of paying commissions at long intervals causes 
many women a great deal of anxiety. They can’t 
see why it would not be just as easy to compute pay 
more frequently, and reimburse expenditures ahead 
of time at set rates 

The wives’ suggestions and observations covered a 
wide area of ideas and problems, as the following sum- 
mary of answers indicates: 


Heres What Wives Think About: 


1. The Best Job for Their Husbands 


The overwhelming majority of wives think their 
husbands should continue selling, and the reason most 
of them give is quite simple: he’s happy at it, or pre- 
sumably happier than he would be doing something 
else. Meeting people, “getting outdoors,” “moving 
around,” “solving problems,” “exercising initiative,” 
“meeting a challenge’—these are the things many 
wives think account for job satisfaction. Some speak 
from experience—their husbands have tried other 
fields, and selling is best. Others stress the facts of 
age and career experience—for the older man, it 
may be foolish, if not impossible, to change. 

Most wives rank “good income” next to “happy 
with his work” as the second best point about their 
husbands’ jobs. “Planning own hours and work” and 
“sense of achievement from having income reflect 
effort” are rated almost as high as income itself. 

Among the few wives who want their husbands 
to get out of selling, unstable income, “too much 
driving,” or “lack of advancement chances” are cited 
as chief reasons for disenchantment. 

Wives of salesmen who like their work view thei 


husbands’ enthusiasm as a potent force. “He's a 
born salesman,” writes one woman. Says another 
“I think my husband is great and can do anything— 
he’s tops.” 

Other wives are philosophical about it. “You must 
sell yourself to some one all the time, whether ‘sell- 
ing’ or not,” says one. Another observes: “He is 
as satisfied as any man who has to earn a living. At 
any time, no matter what a person does, there is 
always something he’d like to be doing instead. Hu- 
man nature, you know.” And another thinks: “In- 
come varies, but if the salesman gets out and works, 
the effect can be very pleasant dollarwise.” 

But at least one wife believes “selling is for the 
birds—or single men.” 


2. Small vs. Large Company 


Most wives think their husbands should stay with 
their present companies. The dissenters are fairly 
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evenly split between favoring a manufacturer or a 
larger house. A very few think their husbands should 
go into business for themselves now. 

A liking for the distributor firm as it is (“not too 
large or too small”); admiration and respect fot 
owners and co-workers (“fine people,” 
lations’); and response to “fair treatment,” “relia 


“pleasant re 


bility” and “good working conditions” apparently 
account for the relatively good showing of most com- 
panies in the eyes of salesmen’s wives. But this is 
only what they say when the chips are down, and they 
are asked to choose between.their husbands’ staying 
with the firm or leaving. Many of these same women 
are highly critical of specific company policies and 
working conditions. 


Friendliness and Independence 


Quite a few wives seem convinced that the distribu 
tor-size company, contrasted with the big corporation, 
provides not only pleasanter associations within the 
organization but more independence for their sales 
men-husbands. One wife observes sagely: “Competi- 
tion will be keen no matter where he works.” An- 
other likes her husband’s company for a_ practical 
sales reason: “It has top lines and complete coverage.” 

Wives who favor their husbands’ changing to 
bigger firms cite more chances for advancement, more 
eficient management delivery 
snafus and better organized paperwork). 


(especially fewer 


3. Selling as a Career 

Has selling as a career increased in prestige during 
the last five years? Most wives think so; a number 
feel there's been no change in status; a scant few 
believe the prestige in selling has dropped. 

Income, particularly the opportunity to increase 
it, working “as his own boss” and contact with the 
kind of people a salesman meets, are what give status 
to salesmanship in the world’s eyes, most wives be 
lieve. One calls it a way of life “typically American” 
because a salesman is so free to further himself by 
his own iniative. 


Tough Competition 


A few wives cite abusive customers as major sources 
of annoyance; one believes excessive competition has 
reduced her husband’s work in part to “begging fot 
crumbs.” 

One woman observes: “Prestige has decreased as 
far as just selling anything is concerned. But spe 
cialized selling has more prestige than ever.” 


4. How Hard Husbands Work 


Most wives think selling must be harder work 
than other jobs. But at least 15% of those ques- 
tioned think their husbands don’t really work as 
hard as men in other fields. Some wives apparently 
feel that a salesman’s relative independence and flexi 
bility of hours make up for certain admitted frustra 
tions of the work. But the majority have a very 
definite picture of a _hard-driving—possibly over- 
worked—breadwinner. They cite long hours, tough 
selling problems, frustrations from customers and 
ofhce colleagues, heavy paperwork and telephoning, 
service and delivery calls—and they think the sales 
man more than earns his keep. 


5. Frustrations on the Job 


Selling is more frustrating than other jobs, say 
most wives. But a large minority are not so sure, 
and a few wives think it’s really less of a mental 
strain than some other set of problems their hus- 
hands might face if doing something else 
on this point are inclined to be subjective—as one 
woman nvtes, her husband had a nervous breakdown 
when he was tied to an office job, but outside selling 
gave him the release and creative outlet he needed 
and cured his troubles. Says another: “Selling is hard 
work, in its own way. But in many other occupa- 
tions there’s just as much hard work. You can’t be 
a worry wart. It’s very definitely frustrating, and that’s 


Judgments 


what helps an individual gain self control.’ 
Still, most wives think their husbands face more 
than enough frustrations 


6. Method of Paying 


More than half the wives think their husbands are 
paid fairly, but there is plenty of dissatisfaction from 
1 large minority. One-fifth say pay is too static—more 
incentive is wanted—and 15% want the opposite 
iCss emphasis on commissions One woman writes 
poignantly, “$130 a month basic pay is too low.” An- 
other thinks 
ings should be worked out.” 


“a more equitable distribution of earn- 


lhis wife states her case for young salesmen: “A 
good salesman develops a territory and promotes 
goodwill for his product only with effort and time 
The most difficult time in business for him comes 
when he has greatest expenditure of time and money 


“They ought to straighten out the office” 





The Salesman’s Wife Speaks Up (Cont’d.) 


at home. Usually he is establishing a home and 
starting a family. Tension is at its greatest in both 
realms of his life. If a guarantee were possible, along 
with the incentive of a commission, most young 
salesmen would turn in a far better job of sales- 
manship. As they prove themselves, this guarantee 
would not be necessary. Usually this process works 
in reverse.” 

One wife pleads for a regular incentive program, 
“no matter how small.” 

Many wives complain not so much about the 
amount of pay as the manner in which it is handed 
out. They think their husbands’ companies are 
dilatory and erratic. Cases are cited of “quarterly” 
commission checks arriving as much as three months 
late, of monthly checks received so far past the first of 
the month that the housewife is inundated in past- 
due bills she can’t meet from her husband’s drawing 
account. “Over-complicated’” commission arrange- 
ments are also scored—it’s too hard to figure out if the 
husband is getting his due. 


The Territory, Quota Problem 


lo some wives, territory and quota setups aré 
very sore points. One feels that when her husband 
ieaches his quota, “they increase it for the next 
quarter and he gets rather discouraged.” Another 
thinks it unfair that two salesmen are sometimes 
assigned to the same territory and have to split com- 
missions. Others complain of the assignment of the 
best territories and accounts to “younger men,” “the 
family” or other alleged favorites. 

In fact, a number of wives share the feeling that 
small-company family control has clamped a ceiling 
on their husbands’ earning possibilities. Says one 
discouraged wife: “The family holds the top jobs. 
There isn’t a chance for advancement except in 
salary and they do not give raises very often. They 
tather give vague hints of some changes every six 
months, but they never materialize.” 


7. Personnel Promotion Policies 


Fewer than half the wives think their husbands’ 
companies have any promotion policies as such. 


But a large number give management the benefit 
of a doubt: either the policy is “good, and the men 
know where they stand,” or the management “does 
the best it can.’” Most wives are aware titles have 
little meaning in a small firm. The salesman, by his 
status as outside man, is already “promoted” (perhaps 
from an inside job), and his chance for greater income 
is largely up to him. Assignment of territories and 
accounts and rates of pay are of greater immediate 


importance to wives than the possibility of being 
made a sales manager or partner. Even in those firms 
described as “old line” or “closely controlled,” little 
bitterness is expressed so long as their husbands are 
working for “good people.” But the wives who obvi- 
ously think their husbands have been passed over in 
salary increases and territory allotments over the years 
express considerable bad feeling. 


8. Effects on Home Life 


“A man should try to forget his job when he 
comes home evenings.” 

That's the gist of most of the comments of wives 
who don’t like the way their husbands’ jobs affect 
home life. Three out of four wives think the job 
has bad effects on the home. 

One wife savs her husband works “seven days a 
week, usually three or four nights until 1] or 12.” 
Another reports: “If he takes even one night off, 
his work stacks up so much it isn’t worth it.” 

By all odds, paper work is the major source of 
complaint. Also mentioned were working part of 
Saturday, sales meetings scheduled without advance 
notice, too many phone calls at home, “being on 
call for emergencies,” and “entertaining undesirable 


company.” 


Unsteady Income 


At least a fifth of the wives rate uncertainty of 
income as one bad effect on the home. 

The conflicting but not antithetical aspects of a 
husband’s duty—to the Job and to the Family—deeply 
disturb many wives. As one puts it, “Children need 
their father too. Life is too, too short.” Another 
observes gamely: “The sales field is the big chal- 
lenge. Wife and family must run a poor second, but 
one gets so lonely.” 

Wives are obviously thankful that their husbands 
seldom travel away from home at night, and the 
realization that they are better off than wives of 
salesmen in other fields on this score probably tempers 
negative reactions to the homework. 

One woman tells how, after a transient early life, 
she wanted to settle down “where there were four 
seasons and where we would have familv and friends 
and our children could grow up in an average city.” 
Her husband’s job with a supply house provided this. 

Many wives, who may or may not complain of 
homework paperwork, still carry a chip on their 
shoulder about another intrusion in the home—the 
load of frustrations, real or imaged, which salesmen 
bring home at night after trouble with customers or 
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the company. Not every wife can say, as one reports: 
“Thank goodness, he has a big garden and works off 
his troubles there.” Most wives think husbands have 
to work off their worries on the family. 

A few wives mention drinking as a threat, if not 
to the home, at least to the pocketbook. One raps 
management for setting a bad example. Another be- 
lieves the whole company-promoted business-social 
system (primarily stag from customer lunches to 
office parties) is conducive not only to excessive drink- 
ing but immorality in general. She blames manage- 
ment for “placing temptations and occasions for 
sin in a favorable light.” 


9. Helping Husband with his Work 


While most wives object to husbands having home 
work, at least one out of five pitches in and helps 
with it. Others would like to, but as one wife with 
young children remarks: “About all I can is keep 
the kids away from his desk.” Another wife says 
that if she did not help with the paperwork, she 
would have no leisure time with her husband at all. 
A few wives discuss sales techniques and personalities 
with their husbands, and actively help with situation 
problems. But most think that their best contribu 
tion is a psychological one, in the role of the “Good 
Listener” to whom the husband can relate his prob- 
lems and triumphs. One wife says simply: “I try to 
help him be more tolerant.” 

At least one out of every 10 wives steers com 
pletely clear of business talk with her husband. As 
one woman puts it, “My husband is a very positive 
man. He knows everything and he is always right.” 
Nor does this lady help with paper work. “I used 
to—now I’m wise,” she says. 


10. Entertaining 


Most wives join with their husbands in entertain- 
ing customers occasionally, and about a third bring 
customers into their homes for meals. 

Home entertainment ranges from an evening of 
bridge to a small dinner. One couple, though, holds 
corn roasts in the summer, children and all, for “one 
family at a time.” Excursions to restaurants, theatres, 
and ball games, and in fact the bulk of most hus 
bands’ entertaining, are generally stag affairs. 

Most wives appear to take entertaining as a matter 
of course. Some obviously enjoy it (“our customers 


are our friends’), and most of the wives who don't 
entertain say they are willing to. A few object mildly, 
like one harrassed wife who says her husband's cus 
tomers “drop in for lunch to look at catalogs” and 
then come by later, with their wives, for dinner, and 
an evening of “listening to business.” 

Some wives are less than enthusiastic about enter 
taining outside the home. As one reports it: “Every 
once in a while you have to entertain with the big 
boss and drink at every club in town, stay up half 
the night, and drag around for two days trying to 
make up for it. It’s not worth it.” 

A number of wives are critical for money reasons 
Company reimbursement for entertainment expenses 
is tardy and unreliable, they say. Furthermore, not 
all companies reimburse for entertainment, so careful 
calculations must be made to keep this expense sepa 
rate from the household budget. Many wives do 
this. But not all are convinced it’s money wisely 
spent. “My husband spends too much of his own 
money cultivating customers, while the company 
reaps the harvest,” says one 


11. Christmas Gifts 


A few wives put the Christmas gift problem at 
the top of their gripe list. They don’t believe in it, 
and feel the money is wasted. Says one wife: “A pu 
chasing agent should not expect a salesman to spend 
that time of year thinking of him, when in retun 
the salesman gets nothing but travel in bad weather 
that makes him too tired to enjoy his own helida 
at home.” Even if the salesman is reimbursed, says 
one wife, he should get the money before Christma 
or his own family will suffer from his empty pocket 
over the holidays. She suggests allotting a Christmas 
gift budget to salesmen in November 


12. Car Upkeep 


Only a few wives singled out this problem, but 
\ typical 


“The mileage on the family car neces 


they were explicit about their needs 
comment 
sitates trading it in every 14 years and depreciation 
cannot be made on mileage alone.” Company cars 
were the suggested solution. (One wife, whose 


(Continued on page 189) 
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PERSONAL ATTENTION means a lot of little things, 


such as Milt Miller demonstrates by packing a small quantity 


of washers for . . 


A CUSTOMER, in this case, A. R. Oleson, shop foreman, 
Fruehauf Trailer Co., who has waited for these on a back 
order 


Is It Any Easier For The City Salesman? 


Sure, he has a relatively small territory, big potential but how 


does he manage to get his share against increased competition ? 


1 CITY SALESMAN IS OFTEN ENViED for his relatively 
small territory in which there is a large concentra- 
tion of sales potential. That may be so, says Milt 
Miller of Kilmer & Sons Co., Spokane, Wash., but 
that is only half of the story. What most people for- 
get about the city salesman’s territory is that it is 
shared with more competition than is the country 
salesman’s beat. In Mr. Miller's estimation, the city 
salesman has to work harder for what he gets. 

Then how does Mr. Miller meet this competition? 
All things like product and application know-how, 
quality, inventories, facilities being equal, he says the 
decisive factor is how well you can make use of these 
elements. Concept of service, says Mr. Miller, varies 
with individual salesmen. He has known salesmen 
who considered it a service to take orders from cus 
tomers, and he has known salesmen who have gone 
overboard on service and never had a chance to sell. 
Mr. Miller’s answer is somewhere between the two. 

As he sees it, Mr. Miller enhances his own service 
opportunities by: 

1. Availability—making it easy for the customer to 
do business with him. 


2. Taking care of customers—although this in 
volves product and application know-how, it goes 
much beyond that. 

3. Personal attention—this involves many gratuitous 
services which help customers simply and directly, 
thereby developing customer good-will. 

Although the city salesman has more competition 
than the country salesman, Mr. Miller explains, he 
has greater opportunities to be of service than does 
his country colleague. The city salesman is closer to 
his base of operations—the office and the stockrooms; 
and he is in closer communication with his customers, 
that is, he makes more contacts with them. 

“When a customer wants to get in touch with me,” 
explains Mr. Miller, “I make it easy for him. I keep 
in touch with the office every hour. There, a girl keeps 
a memo of calls from customers which require an 
answer from me. I contact the customer immediately. 
You never let the customer wait. If he’s in trouble, 
he'll be stewing. If it isn’t trouble, it may be an 
order.” 

After a quarter of a century or more of selling and 
association with industrial products and their uses, 
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DRILL PRESS TROUBLE? Ali that Miller looks for are 
the chips which indicate that drill points are away off line, 
impairing efhc rwncy of operation 


Mr. Miller has a wealth of product knowledge. “If 
necessary,” he says, “I can take apart most of the 
products I sell and put them together again. This is 
an advantage, but you don’t go in for repair service 


willy-nilly or you'll be doing nothing else. You’ve got 


to use judgment and weigh the urgency and advisa 
bility of such services.” 

Product know-how for Mr. Miller is important be 
cause of trouble-shooting. Recently he sold a heavy 
duty drill press to a customer to take the place of an 
old one which had a power feed but which had broken 
down. The new press was manually operated. Some 
weeks after the drill press was installed, this cus 
tomer put in a call for Mr. Miller at the latter’s office 
but Mr. Miller was out calling on another customer 
miles away. 

“As usual,”” Mr. Miller said, “I called the office to 
check for messages and was told that this customer 
was having trouble with the drill press and was 
anxious to see me. I called the customer right away 
and told him I'd be over in a few minutes. When 
I arrived, I noticed they were drilling a 1} in. hole 
in a trailer frame and the foreman complained that 
the drill was jamming. The first thing I did was to 
inspect the drill point. It was way off, it needed 
regrinding. 

“T removed the drill from the press and showed it 
to the foreman. He wanted to resharpen it on a 
bench grinder. Offhand grinding of drill points, I 
told the foreman, was an expert’s job; but I knew a 
customer who had a drill sharpening jig and would 
take it over to be sharpened. This was a five-mile 


4 


REPOINTED DRILL and the job of resharpening drills, 
Miller explains to worker, are an expert’s job and need 
drill sharpening jig, not off-hand grinding 


drive but I took it out there, had the dril] sharpened 
properly and returned. The drill worked easily. I’m 
still trying to sell that customer a drill jig.” 


Personal Attention 


Naturally, Mr. Miller says, all industrial selling 
is personal selling and therefore involves personal at 
tention. However, it is surprising how much personal 
attention, he adds, you can give which means som¢ 
thing to a customer. Take the matter of personal 
deliveries. A customer needs about 300 bolts, 150 of 
one size and 150 of another. It isn’t much of an 
order, but the account could stand two calls a week 
for proper development. You had just made one call 
three days earlier. Why not deliver these bolts per 
sonally and make another? 

Expediting, in Mr. Miller's estimation, is another 
form of personal service. Like most firms, his has a 
check on back-orders so that goods could be delivered 
to customers as soon as they arrive. But Mr. Miller 
keeps a check on invoices, deliveries and back-orders 
anyway, for insurance of good service 

Procurement services are another of his fortes. He 
acquaints himself with sources of supply—local and 
national—of items which he figures customers use 
or can use, just to be able to advise customers when 
they do want something of that nature. 

Most of the time, Mr. Miller concludes, the sale 
man is selling himself and his company as the source 
of supply and, when it comes to selling that idea, 
one good deed is worth a thousand words 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 








Between 1947 and 1955... 


The nation’s manufacturing capacity soared 75%... 


9 25 50 75 


The physical volume of industrial output jumped 39%... 


25 


Dollar sales of distributors increased 49.6% ... 


0 


But — prices advanced 44%... 


0 25 


So physical units sold by distributors rose only 3.5% 











Price —The Gay Deceiver 


@ Has a 1947-1955 price rise tricked distributors 
into a sense of complacency ? 


@ How much should they have increased dollar sales 
to beat a 44% jump in prices? 


@ Did the Big Boom in U.S. industrial production pass 
them by? 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 





An analysis of figures submitted by 45 distributors 
to ID's 1947 and 1955 Annual Surveys reveals 
startling answers—and raises some pointed questions 


we FORTUNE SMILED on U.S. 
industry between 1947 and 
1955, it played a deceptive trick on 
many established distributors. To 
study this deception at close range, 
ID examined the operations of 45 
distributors who replied to both its 
1947 and 1955 Annual Surveys. 

Let's get some brute facts out in 
the open: 

¢ Physical output of U.S. industry 
swelled 39% between 1947 and 
1955. 

© Dollar sales of 45 distributors 
operating in 1947 rose 49.6% by 
1955. 

© But the prices of items handled 
by distributors soared 44% in the 
same period. 

e ‘Thus, the physical volume of 
goods sold by these distributors re 
mained practically unchanged. 


Double the Sales? 


Indeed, just to keep up with the 
increases in prices and with the 
growth in industrial production, an 
industrial distributor should have 
more than doubled his dollar sales 
volume between 1947 and 1955! 

Merely to say U.S. industrial pro 
duction has jumped 39% since 1947 
hardly describes the fabulous change 
in the economy in less than a dec- 
ade. It’s a convenient statistic used 
by the Federal Reserve Board to 
show industrial growth as it really 


is, not as it seems to be when ex 
pressed in dollars. 

Here are some of the remarkable 
realities behind that 39%. 

@ New piants and expanded facili 
ties have boosted nation’s 
facturing capacity 75% since 1946 

@In 1947 the steel industry 
poured out 85 million tons of steel 
—in 1955 its furnaces disgorged a 
record 117 million tons. 

¢ There were 56 million people 
at work in 1947, over 70 million in 
1955. 

¢ Automobile production stood 
at 3 million in 1947—in 1955 over 
8 million cars streamed from final 
assembly lines. 


manu 


e New construction in 1955 was 
more than double what it was in 


1947. 


More of Everything 


Figures like these are measures 
of a booming economy. Every dis 
tributor should have seen and felt 
the impact of this unprecedented 
growth. It meant expanded output 
of their customers’ factories—the 
consumption of more 
more cutting tools, more power 
transmission equipment, more main- 
tenance supplies, more OEM items. 

Yet, all distributors have 
cashed in on this boom. 

Distributors rather generally are 
not fully awaré of how that 1947 


abrasives, 


not 


1955 price rise has deceived them. 
Most of them see their operations 
only in terms of dollar results—not 
through records showing in-and-out 
Con 
sequently, they're reckoning then 


movement of physical units 


growth in dollars of shrinking value 
And the more prices rise in terms of 
1947-49 dollars, the greater the de 
ception becomes. 


Sorry State of Sales 


Che 45 distributors under analysis 
had 1955 dollar sales which were on 
average 49.6% above those for 1947 
One 
sales increase while another showed 


distributor showed a 


a 5% drop. But the greater number 
those in the $500,000 to $2 million 
showed in 

the 

range. Firms with annual sales under 
$500,000 showed a 1955 volume 

averaging 85% that of 1947, 


but this percentage has been dis 


annual sales category 


dividual increases in 35-50% 


Ove! 


torted by the gains of very small 
$60,000 in 1947, 

Distributors in 
the $2 million and over class had 


distributors (1i.c., 
$175.000 in 1955 


1955 sales which were 55% ahead of 
those in 1947. 

A third of the 45 distributors had 
1955 sales that were more than 50% 
1947, a third that 


above, 


above those in 
. . . » | ~ 1 si 
were between 25 and 50° 

* 


and a third that were up to 25% 
(Continued on Next Page) 





Sales Story: 1947 and 1955 


This percent of the 45 
firms 


Increased their 
sales by: 
up to 10% 
11 to 95° ‘ 
26 to 50% 
51 to 5% 
76 to 100% 


100% or over 


volume: 


up to $500,000 


$1-2 million 





Firms with this sales 


$500,000 to $1 million 


$2 million and over 


Increased their 
sales by: 


83.1% 
35.1% 
44.5% 
55.6%; 


There's more about ‘The 45° on following pages . . . 
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NAME OF PRODUCT CLASS 
Abrasive Products 
Cutting Tools 
Fans and Blowers 
Fasteners 
Incandescent Lamps 
Industrial Rubber Products 
Lubricants 
Materials Handling Equipment 


| Mechanics Hand Tools 
(Piles, saw blades) 


| Metalworking Accessories 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


| Steel Produets 
(Pipes, bers, nails, wire rope, ete.) 


| Valves and Fittings 


Welding Machines 
(Equipment. rods) 


| Total Index 





Price Index for 19 Product Classes 


(194749= 100) 


Dec. 
"SS 


128.5 
143.4 
157.4 
168.3 
147.2 
141.8 

80.1 








HERE'S SOMETHING MADDENING 

about index numbers. They 
mean one thing, but say it in 
another way. Like the monthly 
price index (above) published 
regularly in ID on page 130, for 
instance. It tells you what’s hap- 
pened to the prices of 19 product 
classes sold through industrial 
distributors, but not in dollar 
and-cents language. 

It prefers the simpler, more 
direct language of index numbers. 
And these are nothing more than 
percentages. The average price of 
each product line during the 
1947-1949 period was equated to 
100. Subsequent variations from 
this “base” were calculated as 
percentages. At a glance, there- 
fore, you can see that the Decem- 
ber, 1955, price of “abrasive prod- 
ucts” was 128.5, or 28.5% over 
what it was during the 1947-49 
period. Again, in December, 





What Is the Price Index? 


1955, the price of power trans- 
mission equipment was 48.9% 
greater than it was in the base 
period. Index numbers are pre- 
digested percentages. 

To find out how prices have 
affected his business, a distributor 
need read off the index numbers 
of only his main lines, then work 
out a simple average percentage 
increase or (in the case of lubri- 
cants) decrease. We point this 
out because the totab price index 
(141.7) won’t apply to you if 
your main lines are fasteners 
(168.3) and hand tools (157.2), 
which have much higher indexes. 

If you want to work out the 
average price change in a year, 
you must add up the monthly 
indexes and divide by 12. So it’s 
a good idea to put this particular 
page of ID aside every month in 
a binder so you will be price-wise 
and not dollar-foolish. 
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above. Two-thirds of the 45 didn’t 
keep ahead of the price rise. 
These results can of course be in- 
fluenced by the fact some distrib- 
utors were located in areas where 
industrial production was down in 
relation to the national increase. 


Other Facts 


When studied in relation to the 
increase in physical output of in- 
dustry, other aspects of the 45 dis- 
tributors’ operations are interesting. 
They showed a 35% increase in the 
average amount per invoice, a 32.4% 
increase in inventories, a decrease of 
2.8% in the number of employees, 
and a 14.7% increase in the number 
of salesmen. 

Ihe decrease in the number of 
employees was accounted for by dis- 
tributors in the $2 million and over 
class, who had 7% fewer employees 
in 1955 than in 1947. Distributors 
with annual sales up to $2 million 
had 17% more employees in 1955. 
Sales per employee in the latter 
group were 68% above 1947, indi- 
cating increased productivity despite 
price rises. 

Distributors in the up to $500,000 
annual sales category had the largest 
increase in the number of salesmen, 
35%. Distributors in the $500,000 
to $1 million class had a 9% in- 
crease, those in the $1-2 million a 
20.7% increase, and in the over $2 
million class, 15%. But distributors 
in the latter group had the largest 
increase in sales per salesman, 
35.4%. In the other three groups, 
sales per salesman averaged a 20% 


increase between 1947 and 1955. 


A Matter of Cost 


Besides giving them a deceptive 
idea of their growth, the 1947-55 
price rise has increased distributors’ 
cost of doing business. Surveys made 
by the Nationa] Industrial Distrib- 
utors’ Association show that while 
their gross profit or margin remained 
practically the same in 1947 and 
1955, their net profit after taxes slid 
from 3.72% to 1.16%. 

This means simply that the dis- 








How to Use the Price Index 


(1) 

Actual Dollar Sales 

of “Company A” 
$996,000 
1,111,098 
864,638 
1,045,000 
1,495,502 
1,403,916 
1,354,103 
946,810 
1,208,142 


sinc ID’s PRICE INDEX to get a true picture of your 

physical volume involves only simple arithmetic. 
Above, the dollar sales (Column 1) of an actual “Dis- 
tributor A” were used to show you how the 1947-55 
price rise affected his physical volume. 

This distributor's dollar sales for each year were di- 
vided by the average price index (Column 2) to obtain 
the “deflated sales” figures found in Column 3. The 
price index figure was computed by averaging ID’s 
monthly price indexes for the year. 

The figures in Column 3 show the distributor’s sales 
volume in dollars adjusted for the change in price. The 


(2) 
Price Index 
from ID 
94.0 


(4) 
Physical Volume 
Index 
100.0 
103.0 

78.0 
96.6 
114,7 
108.4 
101.5 
69.3 
83.9 


(3) 
Deflated 
Sales 
$1,059,570 
1,091,451 
827,404 
1,024,509 
1,215,855 
1,148,867 
1,075,538 
734,530 
889 648 


deflated sales figure for 1947 is made equal to 100, thus 
establishing a “base” from which to measure variations 
in physical volume for other years. These year-by-year 
variations are shown in Column 4. 

Physical volume index numbers for succeeding years 
are easily calculated. The 1948 index was worked out: 
$1,091,451 x 100 + $1,059,570 = 103.0. The 1955 
physical volume index was figured: $889-648 x 100 + 
1,059,570 = 83.9. The index numbers in Column 4 
are read as percentage variations from the base year 
1947. In 1955, for example, Distributor A’s physical 
volume was 16.1% below what it was in 1947. 











tributor today is paying a lot more 
to do no more business physically 
than he did nine years ago. In addi- 
tion to paying higher wages, he has 
now to pay wages to more employees 
to handle more paperwork. 

Remembering that among the 45 
firms only those in the over $2 mil 
lion sales category reduced the num- 
ber of their employees (by 7%), it’s 
reasonable to conclude that it is the 
large firm that is able to cut back 
its payroll and substitute labor-sav- 
ing devices. Nevertheless, it can be 
asked if smaller distributors can 
always justify their 17% increase in 
number of employees. Did they in- 
vestigate all the alternatives before 
adding an extra typist or billing 
clerk? 

It is not unreasonable to state, 
on the basis of this analysis, that 
the 45 distributors, with some indi- 
vidual exceptions, have not kept up 
with the marked increase in indus 
trial production. 

Does this mean that industry, in 
turning out 39% more goods since 
1947, did not increase its buying of 


more production equipment and 
supplies? It is more probable that 
industry, in achieving more volume 
of physical production, consumed 
30 to 40% more tools and supplies 
than it did before. 

Does it mean that most industrial 
consumers are doing more buying 
direct? The answer must be no. 


Who Got It? 


Then who the increased 
volume? 

It’s an easy answer—the distrib- 
utors who have set up in business 
since the end of World War II. 
The distributors who were estab 
lished before that time have ap 
parently not cashed in on the boom. 

How many new distributors have 
come into the field has not yet been 
ascertained. Nor is any estimate 
available of their total sales volume. 
But they have made and continue 
to make tlfeir presence felt on es 
tablished distributors. The perform 
ance record of the 45 distributors 


seems to bear this out. 


got 
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Yet should these new competitors 
have made the inroads they have? 

A question like this can be an- 
swered only by the established dis- 
tributor himself, but he might first 
put these questions to himself: 

1. Have I taken the true measure 
of the magnitude of rising prices and 
what they mean to my business? 
Have I provided the means by which 
to eliminate price inflation as a de- 
ceptive influence in my sales an- 
alysis and forecasting? How can I 
set up a method of watching my 
physical growth and therefore my 
share of the physical market? 

2. Have I provided adequate dis 
tribution—market coverage—for the 
manufacturers whose lines I am 
selling? 

3. Am I thinking solely in terms 
of rising costs, so that this is ob- 
scuring the true cure of my poor 
profit position—the building of a 
more productive and more efficient 
sales effort? 

As victims of that gay deceiver— 
price—distributors may well start 


asking such questions now. 





“ie . he: : 


300 RAPT ONLOOKERS, including plant executives, fill bleachers at Star 


Machinery Co.’s “College of Power Tool Knowledge”, an annual event. 


Boost Industrial Sales With Tool Classes 


By spreading tool use know-how among industrial person- 


nel Seattle firm develops product interest and prospects 


Are P.A.’s So Dumb? 


There’s an impression among salesmen that, most 
of the time, purchasing agents don’t know too 
much about the products they are buying for main- 
tenance, repair and operating supplies but the 
“College of Power Tool Knowledge” has taught 
Star salesmen and officials to be hesitant about 
accepting that theory in full. The “College” 
uncovered the fact that many p.a.’s own homes 
they have to take care of (with power tools, of 
course) and some are even excellent amateur 
cratfsmen with wood, metal, concrete, etc. Each 
course has drawn a liberal number of non- 
production men including many p.a.’s interested 
in use and care of tools. So the next time you don’t 
hear much from the p.a. while you're talking tools, 
don’t assume that he doesn’t care. He may be 
finding how much you know or don’t know. 


perpen CLASSES Offering instruction in the use 
of power tools for individuals not only stimulate 
sales of tools to hobbyists but also provide valuable 
contacts for the sale of industrial equipment and ac 
cessories, Star Machinery, Seattle has discovered 

The industrial sales opportunity lies in the fact 
that many men with responsible positions in industry 
find the home workshop a good place to relax. Aware 
of the importance of training in industry, these men 
appreciate the value of tool use instruction for them- 
selves as well and respond to Star Machinery’s invi 
tations to attend classes in numbers. 

“In a number of cases,” remarked Robert Norwalk, 
industrial equipment manager, “our first contact with 
a firm was through our course. Many of these men, 
appreciative of the service we give in the use and 
care of tools for home use, have placed orders with 
us for industrial tools and equipment.” 

John N. Simonson, industrial equipment and tool 
salesman, acts as instructor at the classes. Mr. Simon- 
son finds that his teaching role gives him a “wonder- 
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ful” introduction to key plant personnel. “Many of 
the persons I call on today have attended some of out 
classes,” he explained, “and that doesn’t hurt me 
a bit in selling.” Mr. Simonson strives for the light 
touch in his instruction, occasionally making a mis 
take deliberately to give someone in the audience a 
chance to correct him. The “mistakes” seldom go 
unnoticed under the critical eyes of engineers, cabinet 
makers and other men with plenty of know-how. 
Aside from the costs of advertising, Mr. Norwalk 
stated, the cost of the “college” is slight. “Our only 
capital expenditures were for a public-address system 
and the bleachers. Our operating expenses are about 
$25 a night for give-aways, overtime for two shopmen, 
heat and light. It’s been worth every cent we've spent 


Customers Showed Up 


Star Machinery started its “College of Power Tool 
Knowledge” several years ago with no idea of con 
centrating on industrial personnel. The first class 
had 4 to = “students” but, without benefit of adver 
tising, soon grew to 60. The response indicated 
pres, Mr interest and last fall, a special mailing 
list culled from the company’s customer and prospect 
lists (including 2600 names) was used to invite in- 
dividuals. The mailing list drew 325 acceptances and 
an additional 133 were drawn by small ads in two 
daily papers. Since enrollment had to be limited to 
300, more than 100 names had to be placed on a 
waiting list for another series of classes. 

The classes are held on the sales floor and students 
are seated on bleachers erected specially for the put 
pose. Each course consists of eight classes held 
weekly intervals, each class running two hours. ‘The 
first half of the session is devoted to safety precau 
tions, attachments, special fixtures and novelty uses 
for accessories. “Commercials” are limited to the 
“feature of the week” 

Balance of the course is devoted to actual construc 
tion projects, such as book case, kitchen cabinet, etc 
Instruction is given during a typical series of classes 
in the use of a table saw and jointer, radial arm saw, 
drill press, lathe, band saw, scroll or jig saw, portable 
saws, drills, sanders and routers, and in spray painting 
No charge has been made for registration but a nomi 
nal fee of $1 or $2 a series to pay for door prizes which 
are given away nightly, is being considered 

I. B. Rabel, Star Machinery president, greets the 
ypening class, after which Mr. Norwalk, as head of the 
department selling the tools, introduces instructors 
The entire industrial sales force, parts and accessories 
employees, and a credit man are in attendance at each 
class. Classes start at 7:30 and continue until 9:30, 
but Star Machinery personnel arrive at 7 and remain 
until after 10 p.m., answering inquiries about dis 
played machinery, tools and accessories. 


“ 
we 
* 


TEMPORARY STAGE erected on sales fh ed t 
lecture, demonstrate and construct projects ee as kitchen 
cabinet, right in front of audience 


FEATURES of a displayed drill press al plained by Don 
littemore, industrial equipment salesman (at right), to G. E. 
Kearney, chief engineer of steamship: lL. \\ k retir 

Alaska Steamship Co. executive, and J. G. D )zyacki, Ameri- 


can Can Co 


SALES FLOOR is active place after class and here Titte- 
more answers the questions of Mitch Aslanian and Vernon 
Smith, Fentron Industries executives, about a radial drill 
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“Help! What Do | Do Now?” 


ID YOU EVER RUN INTO A SALES SITUATION that floors you? We got a 
D plea the other day from a salesman who just can’t believe what has 
happened to him. He’s convinced, though, that there is a way out and 
he asked us to dig out suggestions from other salesmen. What would 
you do if you were in the “fix” this salesman is? This is no “dreamed 
up” case; it’s a true case, presented in the salesman’s own words. 
How about answering his question: “What do I do now?”—The Editors. 


HE SUBJECT OF THIS DISCUSSION is a medium-sized 
| eb el of tools used in industry. They have 
their own forge shop as well as a large machine shop. 
The plant covers approximately 15 acres. I estimate 
their monthly consumption of perishable cutting tools 
alone (drills, reamers, taps, saws, lathe tools) to be 
not less than $2,000, probably more. Add to this figure 
a considerable sum for abrasives, hand and precision 
tools and miscellaneous maintenance and materials 
and you have a total that would cause plenty of lip 
smacking even if it were divided among three or four 
suppliers. 
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My problem is, I’m not getting any of it! Oh, 
maybe an average of $25 to $50 per month for items 
not readily obtainable elsewhere. 

I suspect that reciprocity has some bearing on the 
situation since there are one or two suppliers who 
stock and sell the customer's products. O.K., I'll con 
cede half the business to those sources. Half or even 
a third of the balance would still be worth going after. 

Three very capable salesmen have had this account 
before me and only one of them was successful in 
getting a share of the business and even that was 
before World War II! Surely this company doesn’t 
hold a grudge because of some possible lack of atten 
tion more than a decade ago. 

[ have done everything that I can think of and 
some things others have suggested in an attempt to 
“crack” this account. I have had help from our 


specialists. called regularly three or four times a 
month for at least a year and a half. The purchasing 
agent and key shop men have been entertained at 
various functions in our plant. I have taken the pur 
chasing agent and his assistant to lunch. The assistant 
purchasing agent willingly accompanied me to a 
girlie show and an evening of hilarity which I’m con 
vinced he thoroughly enjoyed. I even asked the pur- 
chasing agent point blank why I get no business but 
his reply was rather vague. He said something about 
being loyal to the houses that took care of them dur 
ing the war. However, I know one distributor’s sales 
man who has gone in in recent years and obtained a 
pretty nice chunk of business. 
What’s the answer? I wish I knew. 
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SALESMAN Saha Dee GROSS NET PREVIOUS TOTAL YEARLY LAST YEAR 
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CITY BOOK NO, A_ (3,13)-29 347-78 (2A,783- V6 Yi2Vb-82 54,630.35 33, 84/26 


CTRY BOOK NO. JO Z282.70 187.88 3097.82. 4952758 52,625.40 57,523.50 
TOTAL BOTH BOOKS AO4i8.94 537.66 19,981.28 £6,774.47 106,655.75 9,361.76 


BREAKDOWN OF SALES BY CLASSIFICATION 
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BREAKDOWN OF MECHANICAL SALES 





BOOK NO, MISC. CONVEYOR COTTON GLOVES GARDEN HOSE IND, HOSE BRASS GOOD TRANS Vv BELTS 
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EACH SALESMAN’S MONTHLY SALES are broken down into 10 major product classifi 


cations, with one classification, mechanical sales, segregated further into nine product classes 


SALES ANALYSIS 
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. if it's good for management 
Arthur Allen says, on page 98 





By Jack Wertis 
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. it's good for salesmen 
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Sales Analysis (Cont’d.) 


... it's good for management 


Says Arthur Allen, sales manager 


N ADDITION to his duties of administrating sales staf 
| activities, Arthur H. Allen, sales manager, Goodyear 
Rubber & Asbestos Co., Portland, Ore., likes to get out 
into the field, either to assist salesmen or to perform 
engineering services for customers. How does he do 
it? 

“Although we are not a large company,” Mr. Allen 
explained, “we find we can adapt big company meth 
ods to our advantage and we do. I can get away from 
administration details because we have a system of 
sales analysis which enables me to know exactly how 
each salesman is doing each month in sales of 10 
And one of 
further 


different major product classifications. 
these classifications—mechanical sales—is 
broken down into nine detailed product groups. 

“And that isn’t all. The analysis sheet also shows 
each salesman’s monthly gross sales, credits and net 
sales. Also there are the year’s total sales to date for 
the previous month, for the current month and for 
the same month last year. All in all, it is a pretty 
comprehensive progress report. 

“By spending four hours monthly going over the 
analysis sheets, I get a pretty good idea where I can 
most profitably spend my time—in the office or with 
the salesmen. Suppose the fgures show a salesman 
slipping in one of the product groups. I can talk it 


ACCOUNTING MACHINE OPERATOR usually takes 
from two to three hours each month to distribute sales by 
lines by salesmen each month 


: ' - 


FOUR HOURS a month studying breakdown of salesman’s 


sales shows Arthur Allen, sales manager, how to schedule his 


own efforts to aid sa 


over with him, as he gets a copy also, and we could 
t.ke some appropriate action—more product training— 
or to assistance with key accounts. Sales analysis helps 
you plan your next month’s activities efficiently. You 
know where to apply special effort where it will do 
the most good, whether it’s selling, servicing or sales 
It’s as simple 


promotion. It minimizes guess-work. 


as that.” 


How They Do It 


How does a small company obtain such sales analy- 
sis figures and isn’t it costly? Not at all, when you 
have the appropriate equipment, Mr. Allen said. 
Goodyear Rubber & Asbestos uses its regular account- 
ing machine (Remington Rand Model 685) to pro- 
duce sales analyses in addition to regular bookkeeping. 
It requires the bookkeeping machine operator only 
two or three hours a month to distribute sales break- 
downs from previously coded invoices. The data is 
printed by the machine on a bookkeeping analysis 
sheet from which it is transcribed to prepared blanks, 
each blank holding a salesman’s monthly record. 

Coding of invoices is not done by a pricing or in- 
ventory clerk, or an order editor, but by the book- 
keeping machine operator. She codes invoices just 
before posting data to the accounts receivable ledger. 
This delays posting accounts receivable somewhat, 
but the delay is regarded as insignificant. 

Two copies of each salesman’s monthly sales analy- 
sis sheet are transcribed from the sheet produced by 
One copy goes to Mr. Allen and the 
other to the salesman. Mr. Allen files his copy in a 
loose-leaf binder. In this binder he can compare each 
month's analysis sheet for each salesman with the 


the machine 


analysis sheet for the same month a year previous, if 
necessary. Mr. Allen doesn’t keep sheets more than 
13 months, as he has found relatively little use for 
sheets older than that. 
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... it's good for salesmen 


Says Ted Ahlberg, salesman 


FORMER AIR FORCE piILot, Ted Ahlberg, who has 
A sold for the Goodyear Rubber & Asbestos Co. for 
the past seven years, likes to know where he’s going in 
sales as well as in a plane. 

“IT use the sales analysis sheets provided me every 
month to check on my selling. ‘They are an accurate 
gage of performance as well as an indicator. Past 
records of your sales show pretty well what you should 
be doing in the various product groups. You don't 
guess if you're doing ‘all right’ or ‘slipping’. You 
know. 

“But I don’t stop there. If I’m not doing so well 
in a certain product category, I have to know why. 
No salesman can remember all the explicit data about 
a customer and the business he gets trom an account, 
so why take chances? If sales analysis shows you're 
not doing so well with certain products, look for the 
answer in the records of principal purchasers of those 
products, don’t guess. You may or may not be at 
fault, but you'll know definitely to what extent yout 
sales are involved. 

“If you have such material, why not use it? I con 
sult my key customer records prior to each call I make 
You never know when you'll have to remember ex 
actly. For example; a steel foundry I call on orders 
from 10 to 15 thousand special gaskets once a year 


ALSO IMPORTANT is who is buying what and how much 
so Ahlberg keeps a customer information file—invoices, corr 
spondence, quotations, etc.—in his car. 


MONTHLY ANALYSIS INFORMATION is kept con 
densed by Ted Ahlberg so that he has a five-year record ¢ 
monthly sales 


or so. When that time comes, and | can pretty well 
estimate when and can remind the customer if he fails 
to mention it, he usually orders ‘same as the ones we 


got last vear’. 


Don’t Waste Time 


“T don’t let such a customer sweat it out wondering 
whether or not he’s going to get the identical item 
and the same quantity without delay or trouble. | 
give him this assurance then and there by checking 
the previous order in my file back in the trunk com 
partment of my car. It saves both of us time. It 
also eliminates the risk of having to go back to the 
office to the back files and having the customer dig 
up the same material and hand it to another salesman 
Or take another customer who complains that my 
price for certain products is much higher than he had 
paid a year or so ago. ‘The answer is easy. He doesn’t 
have to take my word for it; I show him the record of 
exactly what he had paid a year ago. 

“A customer can’t help but be impressed by such 
prompt attention and interest in the business he is 
giving to you.” 

Mr. Ahlberg believes in condensing his sales analy 
sis data and customer file to make it easier to use. 
When he receives his monthly sales analysis sheet, he 
transposes the data to a single line of a two-page spread 
in his loose-leaf binder. ‘Thus, instead of having 12 
pages of a year’s monthly sales analyses, he has the 
same data for a year on only two pages. By over- 
lapping the pages, he can get a five-year comparison 
of annual totals and year-to-date totals. 

An 18 x 12 x 10-in. steel box (Navy surplus) houses 
Mr. Ahlberg’s customer file which actually serves as 
his breakdown of sales by key lines to customers. 
There is a standard file fold for each key customer and 
one for “miscellaneous”. On the inside of each folder, 

(Continued on page 186) 
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TABLE MANUFACTURER, Adams County Novelty Co. 

had problem applying “glass” finish. Salesman Jack Shaull 
nter) with superintendent Mervin Murray wat hes worke1 
ld air sander using felt pads for rubbing compound 


rormer low-sp pe 


GLOSS is brought up on leather top by finisher using high 
speed portable tric polisher and wool pad. Mr. Shaull 


left) worked with pplier’s factory representative when 
r method didn’t give results 


Fine Finishes Furnish Fine Sales 


By Don McGill, Associate Editor 


OULD BE that the table holding the lamp you're read 
C ing this by came from the plant of the Adams 
County Novelty Co. in Gettysburg, Pa. If it did, then 
Jack Shaull of Fulton, Mehring & Hauser, York, Pa., 
helped put the finish on that table. 

Since 1947 Mr. Shaull has been calling on Al 
Cardenti, one of the founders of Adams County 
Novelty, and its chief designer. At first Mr. Shaull’s 
mission was mainly paint brushes, then later Mr. 
Cardenti asked him about felt pads for the air sanders 
used in polishing the tables. Soon Mr. Shaull found 
himself swept along with the current of change which 
seems to be as characteristic of the furniture business 
as of any other industry 

I'he change involved the type of finishes on leather- 


topped and wood tables. At the time Mr. Shaull 
made his first call on Adams Novelty, the prevailing 
fashion in furniture finishes was the “satin” finish, 
a patina-like lustre on the wood. It was applied by 
different variations of the old oil-and-pumice polishing 
method, using the air sanders and felt pads for the 
final polishing job. 

As they inevitably do, furniture fashions changed, 
and soon the market was crying for the “glass” finish, 
a hard, bright surface that resisted chipping and 
marring. Along with all other manufacturers, Adams 
Novelty had to change its polishing methods ac 
cordingly. 

Three main steps are involved in furniture finishing 
First, there is the application in successive layers of 
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GLASS FINISH on group of tables is examined by Mr 
Shaull (left) and finishing department foreman R. E 
Doerson. Previously furniture industry had produced “satin 
finish. New trend in finishes posed problem for salesman 


; 


shellac coatings. ‘Then the coating given first 


polishing with a compound rubbed in by felt pads 
his is followed by a rubbing using compound and a 
wool pad on a high-speed hand polishers. Finally, 
the surface is brought to a high polish with a dry 
wool pad. Finishing touches are given by a hand 
rubbing with wool. 

In working with Adams Novelty in evolving the 
glass finish, Mr. Shaull has exemplified the supply 


salesman keeping pace with technological change 


within an industry. 


Slow Speed—No Good 


In the first stages of applying the new finish, the 
plant tried using a low-speed (1,500 rpm) portabl 
electric polisher with a wool pad. And a succession 
of experiments were carried out on various grades of 
felt pads with the air sanders. Different compounds 
were tried out. However, the results weren't satis 
factory. 

Finally, with the help of his supplier's representa 
tive, Mr. Shaull recommended that his customer useé 


STACKED TABLES provide background for Mr. Shaull 
ind Mr. Murray as they study newly-finished leather top 
Evolution of bright new finish required three year xper 


mentation on part of salesman and tomer 


a high-speed (4,500 rpm.) polisher with a wool pad 
on both the intermediate and final polishing step 
he first time the new polisher was tried out in the 
shop, it literally picked up a small coffee table, burned 
through its finish, and threw it across the floor. On« 


wav, but not the right way to finish furniture 


High Speed—But Good 


Later, however, the operator learned the knack of 
handling the high-speed tool, and attained a furni 
ture finish close to what was desired. Still, neither 
Mr. Shaull nor Mr. Cardenti were satisfied. Then a 
wool pad was substituted for a felt pad in one of the 
compounding steps. Followed by another wool-pad 
polishing, this method yielded the right results. A 
hnal touch with hand polishing, and the glass finish 
was a reality 

\dams County Novelty report they're getting the 
best finish ever” with the new method—and at less 
cost for material and labor. For Mr. Shaull, the 
dividend has been continued sales of polishers, pads, 
and numerous other mill supply items 
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Read More And Enrich Yourself 


Reading is the cheapest, quickest, most complete and current 


source of learning. Are you reading as much as you should? 


By George L. Bottari, Assistant Editor 


| jomegecse WE REALIZE IT OT NOT, 
we are all readers. Every day 
we are bombarded on all sides by 
the printed word. Starting with the 
morning paper and morning mail, 
the printed word continues on with 
us all through the day—mountains 
of reports, letters and literature. 
With the majority of businessmen, 
the printed word confronts them 
far into the night—briefcases of 
homework must be read and, for 
the fortunate few, there’s leisure, 
light reading to relieve the day’s 
tensions and cares. 

By and large, businessmen _be- 
moan the fact there isn’t enough 
time to do all the things that must 
be done. Though recognizing the 
read—to 
education, and keep abreast of cur 
rent events, product developments, 


need to continue one’s 


modern sales and operating tech 
niques—the battle with time seems 
to be a losing one. 


Optional Reading Plugged 


Despite the time factor, leading 
executives are constantly empha- 
sizing the importance of reading— 
not only reading required by the 
job, but also “optional” reading. 
Ralph M. Besse, executive vice presi- 
dent of Cleveland Illuminating Co., 
recently devoted the entire monthly 
meeting of his department heads to 
a discussion of reading. 

“If we get two people out of this 
group who substantially will change 
their habits for the better in the 
field of reading, it will have justified 
the time spent by all of us,” Mr. 
Besse pointed out to the group of 
45 department heads. “If we get a 
10% improvement in reading on the 
average across the board here, it will 
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No Time to Read 
More? 


If you spent 15 minutes a day 
reading it would mean, at the 
average reader speed of 300 
words a minute: 126,000 words 
a month, or a million and half 
words a year, or roughly 20 
books a year—four times the 
number read by library borrow- 
ers. 
“Educate 


Reading” 
Electrical World — Oct. 17, 


Yourself for Life by 


1955 





more than justify the time that all 
of us are spending here this morn 
ing. And if anybody goes out of 
here with the inspiration to get the 
people who report to him to read, 
that too will more than justify the 
time that is spent here this morn 


o” 
ing. 


Why Read More? 


Why is it that leading executives 
are seeking means to increase the 
reading habits of their subordinates? 
The answer is obvious, if we stop to 
consider the complexity and scope of 
our modern world. For example, 
anyone in a management position 
with an industrial distributing firm 


knowl 


edge of a variety of subjects related 


should have a rudimentary 


to the sound conduct of the busi 
ness: taxation, accounting, finance, 
industrial psychology, 
public relations, purchasing, market 


economy, 


ing, sales techniques, forecasting, 
planning, controlling, communica 
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tion, remuneration, advertising—to 
name a few. 

Not only should a member of the 
management team possess a working 
knowledge of such subjects as 
listed above but, from the stand- 
point of good citizenship, he should 
be conversant with such fields as 
history, politics, economics, so- 
ciology, geography, and science. In 
this rapidly changing world, that’s 
a large order. 

There are, of course, many valu- 
able courses of instruction available 
to the rising executive and those al- 
ready in top management. But such 
courses infringe on personal or com- 
pany time to a great degree. Read 
ing, however, is a valuable 
method of learning that can be 
sandwiched in at convenient times. 
(nd reading is the most complete, 
cheapest, most available, quickest, 
and most current source of learning. 
It is also a simultaneous source of 
multiple learning (obviously, you 
learn more than one thing from 
worthwhile reading), and it is a 
method of continuous personal 
training for self-improvement. 

Certainly there is no quarrel with 
Francis Bacon who said, “Reading 
maketh a full man.” 


most 


Distributor’s Reading Habits 


\ spot survey of executive and 
sales personnel at Chase, Parker & 
Company, Inc., Boston, elicited 
many remarks about reading habits 
that appear to be typical of indus- 
trial distributor personnel. 

Salesman A. E. C. Carpenter, for 
example, “My reading is 
largely business reading—even with 
newspapers I concentrate on busi 
“Help Wanted” ads 


Says, 


ness news. 





give leads on new companies—a 
need for machinists indicates an ac 
count may be using more grinding 
wheels and cutting tools. News- 
papers, along with trade publica 
tions, are prime sources of informa- 
tion that enable me to do a more 
complete selling job.” 
Commenting on the reading 
matter that passes over his desk, 
Stanley Sheldon, vice president in 
charge of sales, observes, “It’s a 
crime when I think of all the stuff 
that’s wasted. I throw away tons 
of reading matter a year—plumbing 
circulars, all kinds of mail on items 
completely foreign to our interests.” 


Age Increases Reading Need 


Queried about the amount of 
reading he does now in comparison 
to years ago, Mr. Sheldon said, “I’ve 
got to read more now than ever. 
Used to have a_ phenomenal 
memory. When you get old, tho, 
you remember things that hap- 
pened 30 years ago, but you can’t 
remember what you read a week 
ago. So now I have to read more to 
keep up on things.” 

Vice president in charge of pur 
chasing, Allan H. Chase, admits, “I 
used to read more, but with three 
kids around the house, and another 
on the way, it’s tough going. I used 
to enjoy historical novels for leisure 
reading, but I don’t have the time 
now. Business reading accounts for 
90% of my reading today.” Ac- 
knowledging that TV has en- 
croached on reading time, Mr. 
Chase states, “I’d throw the TV set 
out if it weren’t for the kids.” 


Reading Is Part of Job 


Charles Clute, a comparative 
newcomer to the firm, says, “I view 
reading a trade publication like 
I. D. as part of my job. It’s indis- 
pensable.” Mr. Clute, who is break- 
ing in on telephone sales, says quite 
candidly, “All I can say about col- 
lege is that I learned to read there; 
subsequently, I’ve educated myself 
by reading.” Five years on a banana 
plantation in the tropics led to Mr. 








@ How much time do distributors spend reading? 
@ What do distributors gain by reading? 
@ What do distributors read? 


To answer these questions a spot survey was made of the 
reading habits of some of the personnel at Chase, Parker 
& Company, Inc., Boston 


Those interviewed average 12 hours per week (112 work- 
ing days) . 


Reading . . . With these benefits 


newspapers to obtain leads on new firms, spot activities of 
customers, keep abreast of national and local 
affairs 


trade for sales and operating ideas, product applica- 

publications tions, sales aids, new product information, 
book reviews, tips on what suppliers and com- 
petitors are claiming in their advertisements 


manufacturers’ to keep informed on new and improved products, 
literature engineering data, applications, selling tech- 
niques, and markets 


text books to increase technical knowledge, enrich sales 
presentations, gain confidence in recommending 
engineered products 


to keep informed on company and supplier poli- 
cies; customers’ orders, inquiries and complaints; 
maintain helpful records; plan work intelligently 


general for relaxation, and to gain conversation openers 
magazines on general subjects, human interest items, world 
affairs 


house to gain information on history and products made 

organs by customers; keep informed of social activities, 
anniversaries, promotions and hobbies of key 
personnel 


novels for relaxation, and to broaden general know!l- 
edge, gain insight on life and people 





What they read—and why —> 














Read More (Cont’d.) 


Chase Parker's execu- 

tives and sales person- 

nel tell what they read ey 
the most and why... [eee 8 0, 


“NEWSPAPERS take up a lot of my time,” says veteran 
salesman A. E. C. “Carp” Carpenter. “My family says | 
read every word right from Page | to the bitter end.” 


be 
oo OS 


“TRADE PUBLICATIONS,” says 75-year-young President “MAIL, particularly salesmen’s call reports,” says Stanley 
ind Treasurer, Francis F. Chase. “But my eyes aren’t too Sheldon. “Despite short reports, it takes time, but it’s worth 


good anymore; don’t read half the stuff we get.” knowing what they're doing, where they need help.” 


= 
> 


“MANUFACTURERS’ LITERATURE,” says Francis | “GENERAL MAGAZINES, business publications and espe 
lly Newslett i Allan H. Chase shown during a 


Chase, Jr. “Being comparatively young in the business I tr 
on a Washington news repo 


et all the product knowledge I can from such material 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1956 








How To Improve Your Reading Habits 


l’ YOU DEVELOP THE DESIRE to read more, you 
will find yourself budgeting time more effi 
ciently. There are many blank spots in the aver- 
age day that can be utilized for reading. For 
example: 

Do you read while waiting in customers’ recep 
tion rooms? 

Do you read in the bathroom? (A perfect spot 
for a book shelf or magazine rack.) 

Do you keep a book in the glove compartment 
of the car to while away the time usually wasted 
waiting for the Mrs., who said she’d “only be a 
minute”? . 

Do you read while travelling to and from work? 
(Not recommended if you drive. ) 


Here are some simple suggestions 
. Spot the main ideas 
. Skip the trivia 
Don’t go back and reread sentenccs 
Read in longer word units 
- Don’t move your lips 
6. Concentrate and hurry 

Ihe latter suggestion may seem paradoxical, 
but such discipline leads to faster reading with 
greater retention. 

It is also a good idea to talk about the books 
you read—with your wife, business associates, and 
customers. Such discussions will help you retain 
the principal ideas and theme of the book, and 
also help analyze the thoughts and opinions of 
the author and those with whom you discuss the 


can still improve your speed. 





If you can’t take a course in speed reading, you 


book. 








Clute’s intense interest in every- 
thing from the classics (Dickens is 
a particular favorite, and recently 
“Don Quixote” in the original 
Spanish) to modern novels. “Read- 
ing not only helps in handling the 
job better but, in my case, it’s made 
my homelife more interesting and 
stimulating. Mrs. Clute is also an 
omnivorous reader, and this mutual 
enhanced our 


hobby has greatly 


marriage.” 


“NOVELS, classics and modern,” 


says Charles Clute, who 
keeps his locker loaded with books for spare time reading 
“For learning the job,” Mr. Clute adds, “It’s I.D.!” Mr 


Assistant Treasurer Francis F. 
Chase, Jr., includes Department of 
Commerce reports, Association re 
ports, and Newsletters, along with 
his preference for manufacturers’ 
literature. “When I see an article 
that might be of interest to someone 
else in the organization, | either 
tear it out or circle the item, and 
refer it to his attention.” 

Mr. Chase, who says he read a 
lot during World War II sea serv- 


3 
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Babcock utilizes time 


ice, also deplores the lack of time 
for more leisure reading. 

A preference for technical publi- 
cations was cited by Sales Engineer 
Paul A. Babcock, Jr., who frequents 
the public library for general books 
in his field—power transmission 
While citing the lack of time for 
reading, Mr. Babcock believes in 
using available 
those spent waiting in reception 


such moments as 


rooms for tied-up P. A.’s. 


“TEXTBOOKS,” says Sales Engineer Paul A. Babcock, Jr 


who specializes in power 


Abov 


transmission equipment 


waiting m reception root 








Customer, Director of Purchases Jesse C. Fox, 
phones R. C. Neal’s Rochester branch advis 
ing his inspectors have spotted eight washers 
on outgomg equipment not of proper alloy 
for service conditions involved. Delivery de 
lay of this expensive equipment will cost sev 
eral thousand dollars 


WORTH LESS THAN 10¢, these eight 4-in. stainless steel 
lock washers were urgently required for expensive stainless 
steel tanks ready to move on flatcars out of The Pfaudletr 
Co. Rochester, N. Y. plant 


Distributor, Byron Cushman, Branch Man- 
ager of R. C. Neal, phones supplier George 


K. Garrett Co., Inc., in Philadelphia and ex- 
. plains urgency of customer’s need. Washers 
° are in stock and supplier promises to get them 


to Philadelphia airport in time for 11:15 
plane 


Sale, Small — 
but Service, Big! 


100 mph delivery of less than 


10¢ worth of washers because 
customer’s need was urgent 


—that’s a distributor for you 
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Supplier shipment arrives at Rochester Air- 
port with Mr. Cushman on hand to pick it 
up. He then drives hurriedly over to The 
Pfaudler Co. plant 


— CLAIM TO BE A SERVICE INDUSTRY,” Observes 

Byron Cushman, Rochester, N. Y., branch man 
ager of R. C. Neal Co., Inc. “But we must realize 
it’s our job to stock our customer's standard require 
ments and be ready, willing and able to get out-of 
stock items to them in a hurry—regardless of how 
small the item. When we have suppliers who feel 
the same, we are indeed fortunate.” 

Mr. Cushman adds, “While there are occasions 
when we wonder if the time, money and effort ex 
pended to give service is appreciated, I think ou 
100-mile-an-hour service on washers worth less than 
10¢ showed us how much distributor and supplier 
appreciate teamwork, and how appreciative a cus 
tomer is of service in time of need.” 

Here is part of a letter Mr. Cushman received from 
Jesse C. Fox, Director of Purchases for The Pfaudler 
Company: “My command of the English language 


is so poor I feel I cannot adequately thank you and 


the George K. Garrett Company for the excellent ser\ 
ice given this morning on eight 4-in Type 316 stainless 
. . It was, however, a little bit 
embarrassing when offering you an order to be told 


steel lock washers. 


Delivery takes place in Mr. Fox’s office just 
four hours from time he phoned. Mr. Cush 
man says, “That figures out service at the rate 
of just about 100 miles per hour 


that these were samples and there would be no charge 
| know that you were put to some expense in telephon 
ing, driving to the airport, etc., and we would be more 
than happy to reimburse you for these expenses if 
you would just let us know how much it is his 
is, I think, the best service we have ever had from 
anybody, and you may be sure we will not forget 

Mr. Cushman took the time to write a long letter 
of appreciation to his supplier too. He said, “Just one 
word “Thanks’ probably best expresses a_ personal 
sentiment, as well as that of my company, for the 
service which you fellows rendered to us and a very 
good customer far beyond the call of regular duty 
It is nice that we, as a distributor, have factory sources 
such as you people.” 

F. Gordon Borowsky, president of George K 
Garrett Company, Inc., replied in part, “. ¢ , While 
our company has always prided itself on its wonderful 
service, it is certainly gratifying to receive such lette1 
as the one from your company and the copy of the 
one to you from The Pfaudler Company.” 

Mr. Cushman concludes: “Moral? Service is ap 


preciated!”” 
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Distributors, Suppliers of . 7 
Gather in L. A. to... j 





C. E. Gollwitzer, President C. B. Noelting, President 


National Association American Association 


Put Spotlight on Margins .. . 


John J. Pike W. F. Lombard Harry M. Bayley 
Republic Supply Co., Los Angeles Southwest Supply Co., Glendale Pacific Abrasive Supply, Los Angeles 


Discuss Incentives and Training .. . 


Wallace H. Campbell, Area Frank W. Nelson, Chairman Robert Fernley, Executive 
Representative, National Association Committee on Arrangements Secretary, National Association 


Hear Reports on Association Activities 
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"Ceca there are problems The Outlook for 56 


peculiar to the West Coast, dis 


tributors in Area 6 of the National Seen as “good by 
Industrial Distributors’ Association 


gathered in Los Angeles to discuss Five Manufacturers — 










both regional problems and national Four Distributors J : W. R. Kunkel 


Boston Gear Works 


problems as they affect the Pacific 
Coast. Total attendance topped 
175, with distributors and manufac- 
turers being about equal in number. 
Wallace H. Campbell, Area Repre- 
sentative and head of Campbell 
Industrial Supply Co., Seattle, 
presided. Arrangements for the con- 
ference were made by a committee 
headed by Frank W. Nelson, Gai 
rett Supply Co., Los Angeles 

Margins were discussed by the 
presidents of the American and Na 
tional Associations; C. B. Noelting, 
Faultless Caster Corp.; and C. E. 
Gollwitzer, Pratt-Gilbert Hardware 
Co., Phoenix. 

Manpower problems dealing with 
incentives and training were dis 
cussed by a panel of three distrib 
utors: John J. Pike, president, Re 
public Supply Co., Los Angeles; 
W. F. Lombard, general manager, 
Pacific Abrasive Supply Co., Glen 
dale; and Harry M. Bayley, pres E. N. Stern, Miller & Clyde Man 
ident, Pacific Abrasive Supply Cea Stern Supply, San Francisco Simonds Sew & Steel Co. 
Los Angeles. 














Ww. F. Morefield, Hammond F. J. Tone, Jr., 
Machinery & Supply, San Diego The Carborundum Co. 















David E. Faville, assistant dean 
of Marketing, Stanford, discussed 
opportunities for West Coast in 
dustry, and W. T. Reynolds, pur 








chasing agent for Los Angeles Tran 
sit Lines, talked on the need for 
close cooperation between distrib 







utors and manufacturers. 





Five manufacturers (pictured fat 
right) told of the outlook in their 


fields. Four distributors (see right) Leonard Berghauser, Allied E. Philbin de Got 
Tool & Supply, Los Angeles Chicago-Latrobe 







spoke on the same topic for their 





areas. All said things look good. 





Robert C. Fernley, executive sec 
retary of the National Association, 





gave a detailed report on associa 






tion activities. 
On the first day of the two-day 
session, distributors held a_ private 







meeting at which they decided on 





future West Coast sessions, although 
no meeting will be held next year 
because the Triple Convention will 









: : ; Fred T. Robertson, Ken R. M. S. B: ndol 
be held in San Francisco. Humke Co., Portland, Ore. Plomb Tool Co 
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SALES QUIZ: Test your knowledge of... . 


Products and Markets 





a 


1. BAND SAWS 


Band saws are used in many industries today. They are 
used to cut hard metals such as alloy steels, carbon 
steel and iron; softer metals like copper, aluminum, 
lead and magnesium; materials such as paper, card- 
board, masonite, soft and hard woods, plywood, soft 
and hard rubber, soft and hard plastics, and even 
meats. 

If you know your stuff, you can get on the band- 
wagon and beat the drums for band saw and band 
saw blade orders. Here’s a chance to bone-up on your 
knowledge of band saw operating troubles. 

A. If the material binds or pinches, should you tell 
the operator to back it away from the blade 
while the band saw is running? 

B. Teeth stripping is caused by: 

| too coarse teeth 

|starting cut at extremely thin section of 
material 

| starting cut on a sharp corner 

|}not keeping brushes clean 

| not keeping brushes adjusted close to blade 
on horizontal machines 

C. What are the reasons for cutting crooked? 

D. Scoring on sides could indicate the guides are 
not properly adjusted. 

True] False {"} 








2. PIPE 


Pete, the pipe salesman, says, “Piping maintenance is 
imperative if your customer desires to keep produc- 
tion costs down. The more you help customers im- 
prove their pipe practices, the more business you'll 
have to put in your pipe.” 
Pipe on to the following queries on piping maintenance. 
A. It is not necessary to clean all pipe and fittings 
before installing. 
True | False 

. Pete suggested to a customer, “Your threading 
equipment should be thoroughly checked. Make 
sure the dies, or chasers, are ground sharp and 
set to the proper rake.” Do you think this is 
sound advice? 

. A customer who complained of water hammer 
damage got the following advice from Pete: 
“Install an adequate cushioning chamber ahead 
of quick-opening valves. A tee, a length of pipe 
and a cap can be easily assembled and will serve 
the purpose well.” Do you go along with this 
advice? 

. What precautions should you suggest to a user 
of pipe carrying viscous fluids or materials in 
which sediment may be present? 
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3. PUMPS 


Selecting pumps involves priming yourself on prime 
markets, lifts and heads. To get a lift and get ahead 
on potential pump sales, try yourself on the following: 
A. If you know your markets, you'll know which of 
the following applications are good potential for 
general- -purpose centrifugal pumps. 
~} hydraulic elevators 
= condensate handling 
| circulating water 
hydraulic presses 
water supply of all types 
} some classes of boiler feeding 
[] brine circulation 
(] process jobs in automotive, food, paper, tex- 
tile, steel and aircraft industries 
B. Rotary gear pumps, which also have many uses 
in modern industry, are used for which of the 


following purposes: 
to transfer liquids 
to rotate gears 
to generate hydraulic power to operate cylin- 
ders or hydraulic motors 
| to transfer liquids under pressure 
. A knowledge of basic conversion factors will 
enable you to figure pump installations quicker 
and more accurately. Prime yourself on the 
following: 
To convert from...to .. . multiply by 
atmospheres feet of water ? 
barrels (U.S. Liq.) gallons (U. S.) 
fathom feet 
feet of water psi 
feet meters 
gallons cu. ft. 




















4. VISES 


Considering its ease of operation and wide field of 
application, the standard machine vise is probably 
the most commonly used workholding tool in modern 
industry. 

If you're missing sales on hand and power vises, 
you're guilty of a major vice—the potential is there, 
where are you? 

A. Two popular vises are illustrated above. Can 
you identify them and explain briefly their 
advantages? 

B. Where speed is important and the minimum 
amount of manual effort is desired, power- 
operated vises can be employed on virtually 
any machine tool. They can be operated 
by or valve. They can be oper- 
ated or — — —— of the 
machine table or tool to provide automatic 
operation. 

C. One advantage peculiar to power vises is that, 
having live power behind the movable jaw, there 
is no tendency for the grip to loosen under 
vibration. True [] False (] 

. In the event of power failure, jaws will remain 
locked until —— — ———- — —— 

















5. BEARINGS 


For rotating shafts to transmit power through gears, 
chains, couplings, or belts, they must be accurately 
positioned to maintain fixed rotative positions. Such 
support for rotating or oscillating shafts or moving 
parts is provided by bearings. To get your bearings 
on bearings, bone-up with the following. 

A. Simply stated, a plain bearing consists of a 
cylindrical sleeve in which a shaft can rotate. 
What are the principal advantageous charac- 
teristics of plain bearings? 

. There are five load ranges of bearings available 
for any given shaft size, so it is essential to find 
the load involved, not just the shaft size, before 
recommending the proper bearing. What are 
the five load ranges? 

. Ball bearings, used in only the —— ——, . 
and duty pillow blocks and assemblies, are 
especially desirable for high-speed operation 
within their range of capacities. 

. Roller bearing blocks are recommended for 
applications usually at speeds than 
for ball bearing units. 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





1. Band Saws 


A. No. The blade should come to a complete stop 
before backing material away. 

B. Teeth stripping could be caused by any one, or a 
combination, of the conditions listed. 

C. Cutting crooked is caused by misalignment or 
improper spacing of guides, set worn on one side 
due to contact with wheels or guides, or feed 
might be too heavy. 

D. True. 





2. Pipe 


A. False. Even new piping will collect dust and 
dirt in storage. A blow-out before using helps 
prevent later damage due to scale and dirt. 

B. Pete’s advice is 100% sound here. 

C. Hope you agreed with Pete again. 

D. Suggest the installation of frequent cleanouts. 
Also suggest using crosses at turns so pipes can 
be cleaned out both ways by removing plugs. 


4. Vises 


A. a. Cam-action vise is particularly useful for fast 
operation. It can be locked by a short movement 




















of the handle. It is primarily useful for applica- 
cations involving repetitive work on pieces of the 
same thickness. b. Swivel vise has the body 
mounted on base graduated in degrees. Base is 
mounted on the table, and body may be rotated 














through full circle to permit milling at any 
angle. Body can be removed from base and used 
as plain vise, keyways and flanges being pro- 
vided for this purpose. 

B. Fill-ins are: hand or foot... 
chronized with the movement. 

C. True. 

D. Fill-in should read: pressure is released by the 
valve. 


manually or syn- 








3. Pumps 


A. All applications listed are good potential for 
general-purpose centrifugal pumps. 

B. All purposes except the second—to rotate gears. 

C. Conversion factors in order listed are: 33.9, 31.5, 
6, .433, .3048006, .13368. 





5. Bearings 


A. Plain bearing advantages are: easy installation 
and replacement, low initial cost, long life when 
properly lubricated, ruggedness and high ca- 
pacity to withstand shock loads. 

B. Five load ranges are: extra light duty, light duty, 
medium duty, heavy duty, and extra heavy duty. 

C. Fill-ins are: extra light, light, and medium. 

D. Fill-ins should read: heavy-duty . . . slightly 
lower. 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 








as 
cut 
THREAD 


MACHINE BOLTS 


ROLLED 
TH 
7 


CARRIAGE BOLTS 











_———— 








FINISHED | 





_ 
.. . 
aN 
aeabhaed 


J 
sate 
~~ 


; 


¢ 


BETTER BUY NATIONAL | 


“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 

Switch to one-source buying. National stands out as your most logical single source 

because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 

3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 

lems of multiple-source buying and handling. Sell 

National, and you'll be selling the complete quality 


"Nati / line—the one that stands out 
fiona 


Pettey Svan ff 


THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


January 1956 
Compared with 
December 1955 


-3% 


January 1956 
Compared with 
January 1955 


YY; 





Yy 
Ui 














Compitep By Inpustriat DistRisuTION 





LMM 


+2 2% 





Supply Sales Trend 


Final Figures For January 1956 





January 1956 
Compared with 


December 1955 


January 1956 
Compared with 
January 1955 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 

New York 

Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 1% 


- 9% 


+ 1% 


bl 5% 








+24% 
+30% 


+27% 


+2 0% 





Figures in this col- 
umn ordinarily show 
cumulative sales 
changes, of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Suppl) 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes. 
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“Cuts hand-threading 





time 86% on 2” pipe! 





...COSTS ONLY $425.00 


“Best investment we've 
ever made! Paid for itself 
in only 53 days, averaging 
36 threads a day. Look at 
the convenience features 
on this complete portable 
pipe machine... 





“And this exclusive pat- 
ented ‘Auto Grip’ Chuck. 
A spin of the wheel and 
the pipe is centered per- 
fectly — gripped tightly 
and firmly every time. 


See how you, too, can 
cut pipe threading costs 
—do better work—with 
the Oster No. 552 Pipe 
Master. FREE illustrated 
8-page booklet contains 
performance data and 
complete information on 
this versatile, all-purpose 
pipe and bolt threading 
machine. Write for your 
copy today. 


“This adjustable, quick- 
opening die head, for ex- 
ample, takes me less than 
a minute to adjust for any 
size pipe within the 4" to 
2” standard range. 


“Optional equipment, but 
well worth its cost, is this 
handy rubber-tired stand 
that makes it a breeze to 
move the No. 552 any- 
where I want to use it.” 


MANUFACTURING CO. 
Main Office and Factory: 
1302 East 289th Street 

Wickliffe (Cleveland), Ohio 


New York Factory Branch Sales and Service 
25-36 Jackson Avenue, Long Island City 1, N. Y. 





THREADED PIPE 


IT’S TIGHT - IT’S BEST -COSTS LESS 


OSTER, 


Something 
WES 
been added! 


(chan lelgel-l ated new tormat 
it's the 
aT -3 a lele) aml, mn @ 141-7; elena -Taittiite that is 


leh Miolelelteldlilemma-teltllolah aml Mel -telellite 


new ftact-filled headlines 


‘slehilelile] MB icele(-Mliileleleb ail -t- 


” 
EMM libiclgulelil7-Meloh7-laittiitel. mala: 


Features 
yeh elitielel-14 


NYoh liters 
lt eee tei 
els Mlilaltlel-veM eMule] tM) TTT 
wile} Ms oleh 7 -1a iv Melo h Zeit tiile lll el dele] delay 


in Oster history! 


It ecole dlilemmoloh Ztail tiiten. a kola alile! 
round the clock, week in and week 
out Tlie melile MET-Jillite ‘sup 
porting your sales efforts in behalf 
of the most complete line of power 
pipe threading equipment on the 
market 


It's Oster advertising! More evidence 
that the Oster Line is the best 
line to handle 


r 


MANUFACTURING CO. 


Main Office & Factory 
1302 East 289th Street, Wickliffe (Cleveland), Ohic 
New York Factory Branch Sales and Service 
25-36 Jackson Ave., Long Island City 1, N.¥ 
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SALES TRENDS (Cont’d.) 





Jannary 1956 
Compared with 
December 1955 


January 1956 
Compared with 
January 1955 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregen 
Washington 





- 4% 


+12% 


-13% 


-23% 


+ 9% 





+18% 


+24% 


+32% 


+2 6% 


+295% 





Figures in this col- 
umn ordinarily show 
cumulative sales 
changes, of the cur 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes. 
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YARWAY’S pioneer engineering 


E ‘= 


= Pa 
© 


@ Twenty years ago Yarway pioneered the development of the original 
Impulse-type steam trap. 


Today—one million Yarway Impulse Steam Traps later—that pioneer 
engineering is still at work. Yarway’s Steam Research Laboratory has given 
Industrial Distributors a complete line of Yarway Impulse Traps to meet 
the trapping requirements of their customers. 


Included are the Standard 60 and 120 Series for normal requirements; 

the 4%” 20-A Low-Capacity for light loads; the 40 Series High Capacity 
for heavy load applications; and the 
Integral-Strainer Series for high pressures. 


The wide popularity of the Yarway 
Impulse Steam Trap is based on small 
size, only one moving part, fast 
heat-up, good for all pressures, stainless 


YARWAY IMPULSE , 
steel construction. 


STEAM TRAP 
Write for full details on Yarway’s plan of 
selective distributorships for the Impulse 
Trap and its fast-moving companion, 
the Yarway Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRA/NERS 


YARWAY 
FINE SCREEN - 
STRAINER 
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The Outlook for Business 





By the Economics Department 
McGraw-Hill Publishing Company 


pe BUSINESS OUTLOOK FOR THE SHORT RUN was Very 
good before President Eisenhower said he was will- 
ing. It is even better now—if one escapes getting 
morbid about the awe-inspiring degree to which the 
economic outlook of the nation comes to rest on the 
continued good health of one man. 

Indeed, one of the exciting questions posed for the 
immediate future is whether the economic exuberance 
touched off by the President’s decision will, in turn, 
touch off a giddy speculative boom. 


No Speculative Boom 


We do not anticipate a flamboyant speculative 
boom for three reasons. One reason is based on the 
faith that, if necessary, the national monetary authori- 
ties will take strong measures to staunch the flow of 
money for speculative purposes, and to some effect. 
The second reason is that there are still many sobering 
political uncertainties to be resolved in this Presiden- 
tial campaign year. The third, and most important 
reason, is that our economy is now geared up to pro- 
duce almost everything abundantly. It is scarcity— 
including scarcity of good sense—that provides the 
most pliable ingredient of speculative booms. 

A look at some of the markets for basic industrial 
materials—e.g., steel—might well seem to belie the 
fact that there are no crucial scarcities confronting us 
right now. Our outriders in the steel business tell us 
any steel that is available is snapped up with an eager- 
ness which, at first glance, would certainly seem to be 
symptomatic of acute shortage. They assure us, how- 
ever, that this eagerness is primarily a product of the 
expectation that when June, and what is quaintly 
called collective bargaining in the steel industry, comes 
along, either a steel strike or a very substantial increase 
in the price of steel will not be far behind. And the 
betting is rather heavy on a price increase in any case. 
So now is the time to build inventories, if you can. 

At any rate, the increased prices for steel, which are 
confidently anticipated to flow sooner or later out of 
these agreements, are not only giving great impetus 
to production in our most basic manufacturing in- 
dustry at this juncture but also are cutting a broad 
swatch in the conduct of industry generally. 

To a considerable degree, our political soundings 
support the proposition that in economic policy both 
major parties are increasingly moving toward the 
middle of the road, or at least where the middle of the 
road seems to be. On this basis, we expect the mod 
erates to be in charge of internal economic policy fot 
the next few years no matter which party wins in No- 


vember. And this is clearly the best way to have it so 
far as nourishing prospects for sustained prosperity are 
concerned. 


Prices and Wages 


Returning to the business outlook for the period 
immediately ahead, it could well be that,-once the 
new level of steel prices has been established, steel 
production will slacken some. Likewise, textile pro- 
duction may ease up some in coming wecks after 
being stimulated by the prospect of having a new 
national minimum wage of $1] an hour increase some 
textile wages. The chances are that other expansive 
forces will be at work by that time to keep the econ- 
omy moving right along at a high level. 

It seems clear also, from the increasingly active steps 
taken by the federal housing agencies, that whatever 
is necessary will be done to assure a booming level of 
housing starts during the latter months of this year. 
This is largely a matter of providing adequate mort- 
gage funds, which the Federal Mortgage Association 
is in the process of doing. 

Meanwhile, steady and substantial growth continues 
in chemicals, petroleum refining, food, textiles and 
other soft goods—a group which altogether accounts 
for 45% of the index of industrial production and 50% 
of total consumer expenditures. 

The highway program is only one of a long list of 
public construction expenditures that are slated to 
begin a long-term increase as soon as Congress appro- 
priates the necessary funds. And as regards the biggest 
government program of all—aircraft and guided mis- 
siles—the only question about increased spending is 
who (Army, Navy or Air Force) will get there “fustest 
with the mostest” when it comes to letting out the 
new contracts. 


Everything’s On the Rise 


It is not surprising that, from this array of facts, 
15 out of 15 economists present agreed that the 
remainder of 1956—and as much of 1957 as anyone 
now can get a look at—would be a period of high 
and rising business activity. It is also not surprising, 
although somewhat more disturbing, that they all 
expected this to be a period in which prices—par- 
ticularly industrial prices—will climb steadily. We do 
not underestimate the ability of politicians to come 
up with wild-eyed schemes that might somehow scare 
us out of this prosperity. But it’s going to take some 
doing. 
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NOW! 
CW GALVANIZED FINISH 


BETTER THAN EVER! 


SPANG 
IS 


New quenching facilities at Etna produce improved bonding, 
longer pipe life for your installations 


Spanc takes the lead again in product improvement by 
the addition of new quenching facilities in the manu- 
facture of galvanized CW Steel Pipe. These facilities 
handle 14” to 4” pipe after it has been galvanized, cooling 
it in a sodium dichromate solution from 800 F to 160 F 
under close control. 

This careful quenching results in a better bond between 
the layer of zinc and the steel surface of the pipe, and 
increases the ductability of the zinc coating. 


Here’s what it does for you 

First, the stronger bond gives you added assurance that 

the galvanized finish on Spanc CW Pipe will not crack, 

flake, chip or peel, even under the severest bending strains. 
Second, the chemical reaction of the sodium dichromate 

on the finish retards the formation of white rust on the 


pipe, an important factor in adding extra service life, 
especially when ocean shipments are involved. In addi- 
tion, the galvanized, lustrous finish stays brighter longer. 

Add to this all the other quality-control features that go 
into the manufacture of Spanc CW, and you have a 
top-quality product for top-quality installations . . . a steel 
pipe that’s clean, uniform, strong, easy to work with 

Take advantage of Spanc’s quality control. Order 
Spanc CW Pipe from your nearby Spanc Distributor. 
He carries the complete line. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Goteway Center, Pittsburgh, 


Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 


STEEL PIPE 


enemmmmendt’ D2 Bid 
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Manufacturers’ New... 
Training Programs + Displays - 





Capewell Booklets Cover Saws 


Capewell Mfg. Co., Hartford, 
Conn., has issued a series of three 
booklets entitled “How to Use 
Hand Hack Saws,” “How to Use 
Power Hack Saws,” and “How to 
Use Band Saws.” 

According to the company, the 
booklets are the result of field re- 
search to gather facts 
and figures relevant to the selection 
and use of hack band saw 
blades. It was necessary to include 
pertinent information about oper 
ation and upkeep of available power 
hack and band saw machines. 

Each booklet is complete in itself, 
and is illustrated with drawings and 
photos. Some of the subjects cov 
ered are: selecting the correct blade 
for the job, how to insert the blade 
in the frame or machine, how to 
tension the blade, how to determine 


“e 


conducted 


and 


the correct speed and feed, how to 
position the work, how to detect 
and how to eliminate sawing diff- 
culties. 

Safety and maintenance tips are 
also given. 
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HAND TOOLS for 


sheet metal work 


NIAGARA 


Niagara Book Covers 
Sheet Metal Tools 


Niagara Machine & Tool Works, 
Buffalo, N. Y., has issued a bulletin 
(no. 78) covering nine new tools 
for the sheet he 
tools are three compound 
leverage shears, three straight snips, 
and three combination snips. 

Also described and illustrated in 


metalworker 
new 
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the bulletin are the firm’s ham- 
mers, mallets, stakes, bench plates, 
rivet sets, groovers, hollow punches, 
bending machine, roofing — folder, 
pipe crimper, roofing double seamer, 
and gutter beader. 


Sarco Bulletins 
Cover Three Products 


Sarco Co., New York, has issued 
three bulletins covering three of its 
products. Bulletin no. 1000B de- 
scribes the firm’s electric 
thermostats for factories and insti- 
tutions. Also featured are immer 
sion thermostats for hot water heat- 
ing systems, unit heaters, and alarm 
circuits and surface thermostats for 
low limit control on unit heaters. 

Bulletin no. 1025B describes the 
firm’s LSI electric indicating tem- 
perature controller. An operational 
sketch shows how this device can be 
used to provide sequence control 
combinations such as step-heating, 
heating and cooling, wide differen- 
tial control, holding and operating 
temperatures, and also temperature 
control plus operation of signal de 


room 


vices 

Bulletin no. 1460 describes the 
firm’s new type S condensate pump, 
and lists design and construction 
features illustrated by photos and 
engineering drawings. 


Minnesota Mining Reduces 
Prices on Two Tapes 


Price reductions of from 5 to 
15% have been announced on two 
“Scotch” brand PTF electrical in 
sulation films made by the Minne- 
sota Mining & Mfg. Co. The new 
prices apply to Scotch brand PTF 
films type LS, a pressure-sensitive 
tape with a polytetrafluoroethylene 
backing, and type B PTF film in an 
unfused form. 
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New Bedford Display 
Is Rope Handler 


New Bedford Cordage Co., New 
Bedford, Mass., has announced a 
new display for dispensing its line 
of rope. It includes a measuring and 
cutting device allowing a salesman 
to sell rope directly from the show 
room floor. 

Of all-metal construction, the dis 
play occupies less than two square 
feet of floor space, and holds up 
to 400 Ibs. of rope—200 Ibs. in car 
tons and 200 Ibs. on reels. The dis- 
play is available with or without the 
reel arms. 


Electro Bulletins 
Discuss Grinding Wheels 


Electro Refractories & Abrasives 
Corp., Buffalo, N. Y., has issued 
bulletins on grinding wheels for use 
with tools and cutters and on snag- 
ging wheels. 

In the first bulletin, vitrified and 
resinoid bonded grinding wheel 
specifications are listed for tool 
room applications. It includes in- 
formation on resin-bonded wheels 


as used to grind tungsten carbide 


and high-speed steel cutters. The 
bulletin also points out economies 
which can be effected through elimi 
nating diamond wheel usage. 

The bulletin on snagging wheels 
discusses their construction and ap 
plication in steel mills, steel, malle 
able grey and non-ferrous 
foundries, and in forge and metal 
fabricating shops. Both 
and vitrified wheels are discussed. 


iron, 


resinoid 


peyy 
CHICAGO 
LATROBE 


Tove 


Chicago-Latrobe Catalog 
Shows Full Tool Line 


Chicago-Latrobe, Chicago, has 
issued a condensed 52-page catalog 
showing its complete line of tools 
with prices and dimensions. The 
catalog contains technical data and 
tools made of high-speed carbon, 
and carbide for use in steel, wood, 
concrete, and glass. 

Subject matter is arranged in 
tabular form headed by a half-tone 
cut of the type of tool or accessory. 
Displays and sets are also shown. 
A special section is devoted to a 
discussion of general drill 
reamer facts, with suggestions for 
ordering special reamers. Another 
section explains the care and use of 
carbide tools. These special sec- 


and 
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tions are illustrated with engineer 
ing drawings. 

Decimal equivalents are listed on 
the back covers. The catalog is in 
dexed both alphabetically and nu 


merically 


Rockwell Film Features 
Gas Fuel Meters 


Rockwell Mfg 
has produced a 
color 16 mm. movie titled “Beyond 
the Mains,” which explains the rea 
sons for metering and shows how 
LPG (liquified petroleum gas) fuel 
meters are made and tested 

Professional actors explain the ad 


Pittsburgh, 


sound 


CA. 
half-hou 


vantages of fuel metering from the 
viewpoint of dealer and consumer 
The film the 


down an assembly line of Rockwell’s 


conducts viewe! 
gas meter plant at DuBois, Pa., and 
contains an animated 


showing how LP gas is measured 


seque nce 


Lamson & Sessions Display 
For Nuts and Bolts 
Co., Cleve 


“serve-your 


Lamson & Sessions 
land, has introduced a 
self” tray for the display of a va- 


I'he 


company states that the unit helps 


riety of plated nuts and bolts 
distributors show off a hard-to-dis 


play product in a minimum of 
space. 


Developed with the cooperation 


(Continued on page 196) 
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ATKINS 


TEETH 
BITE! 


TUNGSTEN—HIGH SPEED MOLYBDENUM— SOLID MOLYBDENUM—WELDED EDGE 
Silver Steel blades for cutting hard, Silver Steel blades for general purpose Silver Steel blades that are shatterproof 
extra rough steels and highly abrasive cutting of all metals. for top production and extra life in gen- 
materials. eral purpose cutting. 


THE ATKINS LINE ALSO INCLUDES: — 


@ metal cutting band saws @ carbide tip saws 
circular metal saws @ precision ground flat stock 


segmental metal saws @ files Sileer Steel 


shear blades @ machine knives ee - ; ) 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
'NDIEANA POLE S 9, 'n DEAN A 











DISTRIBUTOR 











Hajoca Selling 
Assets of 10 Branches; 
Noland Co. Buys Two 


Stockholders of Hajoca Corp., 
Philadelphia, have authorized the 
sale of company branch properties 
valued at more than $5 million to 
satisfy a group of stockholders who 
wanted the corporation to sell out 
all its assets. Ten of the company’s 
32 branches will be sold or their 
assets transferred or liquidated. 

Noland Co., Newport News, Va., 
recently signed agreements to pur 
chase the Hajoca branches in Jack- 
Tampa, Fla. Other 
properties to be liquidated are in 
Philadelphia, Lansdowne, Pa.; Lewis- 
ton, Pa.; Wilkes-Barre, Pa.; Wil- 
mington, Del.; Anderson, S. C.,; 
Savannah, Ga., and Newark, N. J. 

Retirement of up to 100,000 
shares of the corporation’s 166,977 
at $46 each has 
been authorized. Stockholders who 
elect to deposit their shares by April 
16 will receive negotiable certificates 
of deposit entitling them to div- 
idend and voting rights until retire- 
ment of the shares on or before 
Dec. 15 if less than 100,000 shares 
are deposited by April 16, the corpo- 
ration may purchase shares in the 
open market at not more than $46 
each or again call for deposits. 

Fred Richmond, Eastern Indus 
trialist, made an offer for all of the 
corporation’s assets some months 
ago which J. W. St. Clair, Hajoca 
president, said the directors felt was 
inadequate. To satisfy a group of 
stockholders who favored the offer, 
he said, it was decided to offer to 
retire their stock. He described the 
branches being liquidated to finance 
this transaction as the corporation’s 
“Jeast profitable.” 

Hajoca officers said originally they 
did not plan to sell the branches as 


sonville and 


common shares 


(Continued on page 258) 
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Porter-Cable Machine Names Executives 


R. Cc. Tyo 


R. H. Schellschmidt N. 


S. Rowe 


Porter-Cable Machine Co. has made six new executive appointments 
as part of overall expansion plans, DeAlton J. Ridings, president and board 


chairman, announced recently. 


R. C. Tyo, vice president, will assume broader duties as general man- 





C. O. Hedner 


Yale & Towne 
Promotes Hedner 


Carl O. Hedner, sales manager of 
The Yale & Towne Mfg. Co.’s hoist- 
ing equipment, has been named as 
sistant general manager of the com- 
pany’s Materials Handling Divisions. 

With the firm 33 years, he has 
managed hoist sales since 1931. He 
is a director of the American Supply 
& Machinery Manufacturers Asso- 
ciation and the Materials Handling 
Institute. 
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ager. R. H. Schellschmidt, former 
field sales manager, becomes gen- 
eral sales manager. N. S. Rowe has 
been promoted from Eastern zone 
manager to field sales manager, and 
S. M. Jankowski, former Connecti- 
cut sales representative, becomes 
Eastern zone manager. 

C. F. Wheeler, former merchan- 
dising manager, has been named to 
the newly created post of sales re 
search manager. M. F. Patulski, for- 
mer staff assistant, is now manager 
of new products planning and de- 
velopment. 

Mr. Ridings said the company’s 
recent growth required the outlining 
of clear lines of authority and re 
sponsibility and “a more stream- 
lined organizational structure.” 

Mr. Tyo will have over-all direc- 
tion of manufacturing, sales, finance 
and engineering. Mr. Schellschmidt 
will direct all sales activities as well 
as the service organization, advertis- 
ing and foreign sales. Mr. Rowe 
will have responsibility for the firm’s 
field sales force of zone managers, 
district sales representatives, and 
distributors and dealers. The man- 
agers of sales research and new prod- 
ucts planning will report directly to 
the general manager. 





Strong, Carlisle 
Buys H. P. Weller 
In Erie, Pa. 


Strong, Carlisle & Hammond Co. 


has purchased H. P. Weller Supply 
Co., Erie, Pa. 
C. Russell Feldmann, Strong, Car- 


lisle president and board chairman, 


said no changes are contemplated 
in policies or personnel of Weller, 
which will operate as a wholly 
owned subsidiary of the Cleveland 
firm. 

“Companies served by both or 
ganizations in the northwestern 
Pennsylvania and New York State 
territory will benefit substantially 
from the increased resources, inven- 
tories and service made possible by 
the acquisition,” he predicted. 

H. P. Weller, who continues as 
Weller president, earlier served the 
Strong organization in a sales ca 
pacity. Other Weller officials are 
Don Seyler, general manager, and 
Mr. Feldman, who becomes board 
chairman. 

Weller said emphasis will con 
tinue to be on industrial supplies, 
including factory equipment, ma- 
chinery and tools, and industrial 
rubber goods and contractors’ sup- 
plies, company officials said. R. C. 
Douglas, Strong sales vice president, 
will coordinate sales activities for 
both firms. 

Weller has been in business since 
1904. Its offices will remain at 11 
West 11th St. in Erie. Strong, Car 
lisle & Hammond started operations 
in Cleveland in 1887. 





Valley Supply Co. 
Founded in Otumwa 

The Kacena Co., Cedar Rapids, 
Iowa, has sold its Otumwa branch to 
Richard E. Pumroy and Russell R. 
Pulis, who operate Otumwa Weld- 
ing Co. The branch has been re- 
named Valley Supply Co. 

It will operate at its present ad- 
dress, 428 Main St., under the same 
personnel as at the time of pur- 
chase. Ermest Hanna remains as 
manager. 





Owatonna Tool Co. Building New Plant 


his new plant will house all of Owatonna’s facilities 
said company’s 
of other lines have taxed present plant beyond capacity 


A. R. Kaplan, president 


when completed early in 1957 
entry into hydraulics field plus expansion 
First new building project 


will house hydraulic manufacturing, and rest of new plant will be built when this 


phase is finished 
ram line in 1949 





W. G. Eikenbary 


Distributor Sales Head 
Named by Ferry Cap 

The Ferry Cap & Set Screw Co. 
has appointed William G. Eiken- 
bary distributor sales manager. 

For the past seven years he has 
been with Arro Expansion Bolt Co., 
travelling nationally as sales repre 
sentative. He attended the Univer- 
sity of Iowa and Cornell College in 
Mt. Vernon, Iowa. 

Mr. Eikenbary will devote all his 
time to the distributor program. In 
dustrial sales will still be handled by 
William H. North, vice president, 
who heads the entire sales depart- 
ment. 


FOR ADDITIONAL 


Company started making pulling tools in 1925 


adde d hvdr wuli 


Cameron & Barkley 
Names Sales Manager 
Hugh S. Kimball has been ap 


manager of The 
Charleston, 


pointed sales 
Cameron & Barkley Co., 
>. a 

\ graduate of The Citadel, he 
joined the company as a salesman 
in 1941. His headquarters will be at 
the firm’s Jacksonville, Fla., branch, 
most centrally located of Cameron 
& Barkley’s six branches where re 
serve stocks are maintained for the 
other outlets. Increased business 
required establishment of the new 


: 
sales post, the management said. 





H. S. Kimball 


NEWS, SEE NEXT PAGE ==> 





Film Contrasts Old Time and Modern 
| \® \‘@) 2 
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Methods 


— 


In “good old days,” the distributor had few worries, according to this still from 
Nicholson File Co.’s new motion picture produced to dramatize modern selling 


methods to distributor salesmen 


Theme is that salesmen can reduce much routine 


work to easy habit, saving time for creative selling. The full-color cartoon and live 


action film will be released in late summer 








Worcester Firm 
Changes Ownership 


Elwood Adams Inc., Worcester, 
Mass., is under new ownership. 

James W. Torrant, former sales 
manager of the Industrial Division 
of Dayton Rubber Co., and Arthur 
L.. Van Der Kar, former Dayton 
regional manager in the Northeast, 
have purchased the company from 


Haskell R. Gordon. 


J. W. Torrant and A, L. Van Der Kar 
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W. C. Stewart 
Zidell Machinery 
Names Sales Manager 

Zidell Machinery & Supply Co., 
Portland, Ore., has appointed War 
ren C, Stewart sales manager of the 
industrial equipment division. 

With the firm 16 years, he has 
been shop foreman, electric division 
manager and plant superintendent. 
He will also handle sales promotion 
and warehousing operations for the 
equipment division. 
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Standard-Machinists 
Completes Reorganization 
Under New Regime 


Standard-Machinists Supply Co., 
Pittsburgh, has completed most of 
the reorganization program started 
when George H. Cherrington, Jr., 
became president last year. 

Newest SUPETVISOTY appointment 
has been the naming of Robert E. 
Hall as assistant purchasing agent. 

Mr. Cherrington joined the firm 
in 1936, became sales manager in 
1953 aad executive vice president 
in 1955. His father was president 
of the company for many years. 

G. Nile Thompson has _ been 
named executive vice-president and 
president of the affliated company, 
Brown & Zortman, which 
Standard-Machinists’ headquarters. 

Russell Dickson, formerly with 
S. W. Card Mfg. Co., has been ap- 
pointed sales manager of Standard 

At one time with the 


shares 


Machinists. 
F.B.I., he has also worked as an in 
dustrial relations specialist in in 
dustry. 

Harry Grunther is treasurer and 
W. R. Martin remains as purchas 
ing agent. George M. Harrower, 
former president, has retired from 
the firm. 





TOO CLOSE FOR COMFORT, this 
fire next door to Shields Rubber Co., 
Pittsburgh, roasted a lot of coffee at 
adjoining coffee wholesale firm but was 
out before it could spread to distribu- 
tor’s building. 





Proven Joins 
Millers Falls 
As Vice President 


J. A. Proven has joined Millers 
Falls Co. as executive vice president. 

With Porter-Cable Machine Co, 
for the past eight years, he was its 
sales manager for two years and 
then vice president in charge of 
sales. Lately he had been vice presi- 
dent and co-general manager. 

He held sales executive posts pre- 
viously with Sterling Tool Products, 
International Business Machines 
and Victor Adding Machine Co. 

Mr. Proven was president of the 
American Supply & Machinery 
Manufacturers Association in 1952. 
He was a director of Porter-Cable 
and is still a director of Engelberg- 
Huller Co. 





Consolidated Brass 
Moves to South 


Consolidated Brass Co. has moved 
from Detroit to a new plant in Char- 
lotte, N.C. 

The Charlotte factory is a mod- 
er, one story structure on North 
Tryon St. New machinery has been 
installed for greater efficiency, the 
management said. 

The company will continue its 
present complete line of standard 
products as well as special items 
made to customers’ blueprints, it 
was announced. The firm had been 
in Detroit 55 years. 





Engineering Supply Names Company Heads 


G. W. Levering and H. C. Coit 





Moore-Handley Names 
Machine Tool Manager 
Moore-Handley 
Birmingham, Ala., 
Ted C. Ruzicka as 

sales manager. 
An Ohio Institute 
graduate, he worked for Acme Ma 


& © 
has appointed 
tool 


Hardware 
machine 
Mechanics 
chine Tool Co. as outside service 
representative for three years before 
World War II, and during the wa 
served with a tank division ordnance 
corps. Lately he has been selling 
machine tools in the Southeast. 

He will supervise Moore-Handley 
machine too] sales in Tennessee, 
Alabama, 
part of Mississippi. 

Mr. Ruzicka’s brother, Roger K 
Ruzicka, is assistant manager of 
R. K. LeBlond Machine Tool Co. 


northwest Florida and 


T. C. Ruzicka 





Engineering Supply Co., Da!!: 
has elected G. W. 


president succeeding Henry ¢ 


Levering, Ji 
Cot, 
now chairman of the board 

Mr. Coit has been president of 


and gco 


the industrial, electronic 
physical supply firm for 10 years 
Mr. 


president and treasurer and will con 


Levering was formerly vice 
tinue as treasurer 
Engineering Supply is owned by 


l'exas Instruments Inc 


Harris Pump 
Names Branch Head 


Richard S. Baugh has been ap 
pointed manager of the Charleston, 
W. Va., branch of Harris Pump & 
Supply Co. of Pittsburgh 

After attending Purdue Univer 
sity, he has worked for the past 
seven years in engineering and sales 
for Peerless Pump Division of Food 
Machinery Corp. He succeeds R. D 
Norton, who resigned as Charleston 
manager to become head of the New 
York branch of Dean Brothers Co 


Named by Association 


J. Carence Hill, vice president of 
Wheeling Plumbing & Industrial 
Supply Co., Wheeling, W. Va., has 
been appointed a director represent 
ing his state on the board of the 
Central Supply Association 


FOR ADDITIONAL NEWS, SEE NEXT PAGE => 





H. W. Arnold 


Carboloy Appoints 
Distributor Manager 


Howard W. Arnold has been ap- 
pointed manager of distributor sales 
of Carboloy Department of General 
Electric Co. 

A graduate of the Harvard Busi- 
ness School, he joined Carboloy 
three years ago after working in Gen- 
eral Electric's marketing services di- 
vision. He has been recently a Chi 
cago area sales representative. 

Mr. Arnold will help formulate 
policy and coordinate all sales ac- 
tivities involving industrial distribu- 
tors. 





Armstrong-Blum 
Doubling Plant 


Armstrong-Blum Mfg. Co. has 
purchased adjoining property at its 
Chicago plant which will double its 
manufacturing space. 

The new addition and present 
plant will be joined as a single 
ground-floor facility without inter- 
rupting production, officials said. 
Office, laboratory and research areas 
will also be expanded. 





National Adds Members 


Rudolf Bass, New York City, and 
C. Muzzi & Co., Hoboken, N. J., 
recently became members of the 
National Industrial Distributors’ As- 
sociation. 








Work Was Heavy, 
Pay Light, 
50 Years Ago 


Salesmen travelled by horse- 
and-buggy and river boat 50 years 
ago when they got off the beaten 
path, and “a day’s work was not 
measured by the clock.” 

That's how Wilson Pugh, of 
Mobile, Ala., who recently com 
pleted his 50th year in the supply 
business, describes some of his 
early career. Mr. Pugh is traf 
fic manager of McGowin-Lyons 
Hardware & Supply Co. of Mo 
bile. He began working in the 
winter of 1906 with Young Hard 
ware Co. in Mobile as an order 
clerk. 

In those days, he recalls, the 
area’s principal industries were 
farming, cotton mills and tur 
pentine and saw mills. “Because 
of the stocks carried, the work was 
heavy, and the pay was light. 
Furthermore, a day’s work was 
measured by the time required 
to complete all tasks, rather than 
by the clock.” After orders were 
filled and shipped, incoming 
stock was unpacked and shelved 
and the warehouse was cleaned 
up for the next day, the crew 
often working well into the night. 


Hurricanes Were Bad 


Mr. Pugh remembers the great 
hurricane of 1906 when water in 
river front buildings, including 
Young’s, was 2 to 12 feet deep. 
Despite heroic salvage efforts by 
the staff, the company, like many 
others, could not survive the dam- 
age, and was consolidated with 
Southern Hardware & Supply Co. 
Mr. Pugh became manager of 
Southern’s order department, and 
then went on the road as “horse 
and buggy” salesman. He says a 
salesman usually rode the train 


Wilson Pugh 


or boat to a key town in the 
territory, then hired a horse rig 
for surrounding towns and rural 
stores. Sometimes, if he travelled 
by boat, the salesman was lucky 
enough to get in all his calls at 
a river town while the boat was 
unloading or loading. Often he 
covered several towns in succes- 
sion this way, since the boats car- 
ried considerable freight. 
Facilities Were Primitive 
“Travelling and shipping facili- 
ties were little better than primi- 
tive,” he recalls, “but competi- 
tion wasn’t so keen either.” Paved 
roads, cars and hotels brought 
comforts, but they also speeded 
up the pace. Today’s salesman 
must make more calls in a day 
than the traveller of 50 years ago. 
Depression took its toll of the 
business of Southern Hardware 
in 1912, and the firm was merged 
with McGowin-Lyons the follow- 
ing year. Mr. Pugh went back 
to the office, this time as traffic 
manager. In the early days he 
recalls, carriers established their 
rates individually and a_ vast 
amount of figuring was required 
to effect through shipments and 
find the most economical routes 
and quantities. Later, traffic man- 
agement became a profession in 
its own standing with the formu- 
lation of rate schedules by the 
Interstate Commerce Commis- 


sion. 





ADDITIONAL NEWS STARTS ON PAGE 227 








———_ ELECTRIC 7s HOIST 


works hard...makes sales easier for you! 


You can offer the Yale Midget King 
Hoist with complete confidence because 
it has all the features your prospect 
could want. Firstly, its low purchase 
price means savings right away. 
Secondly, it takes only a few pennies 

a day to operate the Midget King. And 
thirdly, the Midget King is portable 
...has a bar grip that leaves one hand 
free to guide the load...has every safety 
feature that prevents accidents. For 
example, ‘double-safe’ braking is assured 
by self-actuating Weston type load brake 
and a motor brake, which holds load 
whether power is on or off. The steel 
hook bends slowly and will not fracture, 
even under heavy overload. No wonder, 
workers prefer the Midget King over 
any other portable hoist. 





In every respect, the Midget King is 
tops. That’s why it will do a better job 
Sanacites: for the customer...make selling 
6, 4, 3s, ty easier for you. 
1 and 2 tons 


ke MATERIAL HANDLING 
INSTITUTES EXPOSITION 
Cleveland Ohio 


Gas, Electric, Diesel & LP-Gas Industrial Trucks « Worksavers « Warehousers « Hand Trucks « Hand and Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49—100) 


% Change 

Jan. Cc. Jan. From 
NAME OF PRODUCT CLASS 56 "S "55 Year Ago 
128.7 28.: 117.2 +9.8 


Abrasive Products 
Cutting Tools 143.4 43. 126.1 +13.7 
Fans and Blowers 157.4 a7. 143.7 +9.5 
Fasteners 168.3 155.6 +$.2 
Incandescent Lamps 147.2 ‘ 147.2 
Industrial Rubber Products 141.8 
Lubricants 80.8 
Materials Handling Equipment 147.6 


Mechanics Hand Tools RS 7.5 
(Files, saw blades) 


Metalworking Accessories 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 


Welding Machines 


(Equipment, rods) 


Total Index 


Bureau of Labor 8 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





a 
Drills 


For Screw Machine 

Drilling Operations 
Screw machine drills, in frac 
tional, wire gage and letter sizes in 
both right and left hand styles, have 
been announced. 

Said to provide ease of penetra 
tion, efhcient chip removal and long 
life between re-sharpenings, it is also 
pointed out there is no expense in 
volved in cutting off, re-pointing and 
web thinning as when full length 
drills are used. 

Whitman & 
Mich. 


Barnes, Plymouth, 


Versamatic 


Reversible Screw Driver 
And Speed Reducer 


Known as Model No. 4000-P, a 


new Versamatic reversible screw 


driver and speed reducer for powet 
drills has been introduced for in 
dustrial use. 

Recommended for driving or re 
moving screws, bolts, and nuts, a 
}-in taper chuck can be attached to 
the too] making it a speed reducer 
for heavy duty drilling. 

It attaches to any power drill and, 
according to the maker, reduces 
speed 7 to 1 by means of a planetary 
gear system, and by one twist will 
run in reverse at a 6 to | reduction. 

Packaged in a metal-edged box, 
the new tool comes with 14 acces 
sory parts. 

Supreme Products, Inc., Chicago 


Grinders 
Feature New Wheels, 
Improved Belt Alignment 


Four improved models of 24-in 
belt grinders with rubber contact 
wheels have been introduced 
include 


Advantages claimed 


better hubs 


24-in 


finish in less time; 
designed for 


wide and 6-in in diameter so that 


standard tires 


tires may be replaced from standard 
stocks; standard back stand _ idlers 
make possible lateral adjustment of 
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drum and feature hand knob control 
for belt tracking adjustment; models 
are shipped as assembled units for 
first time. 

Delta Power Tool Div. 
Mfg. Co., Pittsburgh 


Rockwell 


AIR LINE 


Lubrication 


Device Provides 
Controlled Mist 


Called MistOmatic Spray Con 
trol, a new device is said to auto 
matically apply a _ controlled, 
premeasured quantity of mist lubri 
cation on open gears, chains, cams, 
rollers, eccentrics, slides and ways, 
circular saws and similar surfaces. 

Designed for use with the com 
pany’s power-operated, time-clock 
centralized lubrication 
systems, the 
claimed are: positive, uniform auto 
without 


controlled 
some of benefits 


matic lubrication waste; 
eliminates spoilage from drippage 


lubricant; 


Ol excessive conserves 


man-hours; reduces fire and acci 
dent hazards. 
Lincoln Engineering Co., Indus 


trial Div., St. Louis 


Luminaires 
For Variable and 
Low Temperatures 


I'ype LT, a new series of fluores 
cent luminaires, is constructed 
throughout with corrosion resistant 


materials, and can be surface or sus 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





pension mounted, individually or 


in continuous rows. 

I'he 6-foot luminaires are of one 
or two-lamp design, and as open or 
closed units. According to the manu 
facturer lamps can be operated re 
liably down to minus 30 deg. F. 

Westinghouse Electric Corp., 
Pittsburgh 


Saw 
Features Orbital 
Action of Blade 


Recommended by the manufac 
turer for cutting formica, plastics, 
ferrous and non-ferrous metals and 
all kinds of hard, soft and plywoods, 
a new bayonet saw has been intro 
duced 

Model 148 features orbital action 


of the blade in which blade teeth 


are in contact only on up or cutting 
stroke back 
stroke. 
Standard 
package of blades for wood and 


and away on release 


equipment includes 
metal, a base insert for cutting pls 
wood veneer, wrench, tube of greas« 
and instruction manual 

Porter-Cable Machine Co., 
cuse, N. Y 


Svra 


Cutters 
Hydraulic, 
For Wire & Rod 


Three models of high speed 


Guillotine 
signed by the maker 


cutters have been rede 

Changes include a new valve d 
sign of greater capacity, number of 
parts reduced, parts hardened and 
ground, piston allows freedom of 
alignment and six times more beat 
seal assembly 


ing surface, permits 


blade 
that 


wear points can be reversed, three 


easy replacement as_ unit, 


and anvil interchangeable so 
blade styles 
Model MC-210 with 4-in 


eter capacity has operating cycle of 


diam 


$ second per cut and weighs 13 Ibs; 


l-in diameter steel in 


MC 
14 seconds; and weighs 44 Ibs; M¢ 


35 cuts 


65 cuts 14-in diameter steel in 2 
seconds per cut and weighs 120 Ibs 


Manco Mfg. Co., Bradley, Ill 


Vacuum Cleaner 
Light Weight, 
Maneuverable 
No. 65 heavy-duty vacuum cleanet 


up to 33 gallons 


is said to remove 
liquid or § bushels dry material be 
fore emptying is necessary 

Some of the 
locking 


features claimed in 


clude device on caster 


makes machine stationary; flexible, 
static-proof, accordian-type neoprene 
hose is strong enough to pull cleanet 
behind it 


directions to 15 


stretches out in all 
feet; 


cred on top of machine without 


and 

hose can be 

interfering with switch operation 
Standard 


hose swivel 


attachments include 


6-in nozzle, 6-in brush 
and crevice tool 


Black & Decker \ifg Co 
Md 


low 


son, 


Additional new products start on 


page 137 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 137 














UNIFORM 
FLUTE CONTOURS 


Ly 










PRECISION CHIP 
DRIVER CONTOURS 






~ ACCURATE AND 
CONCENTRIC CHAMFERS 















All Winter advertisements say 
CALL YOUR 
WINTER 
DISTRIBUTOR 

































nal advert 


CALL YOUR 
NATIONAL 
DISTRIBUTOR 














EW ANUS LUGE RAEI HIS TP RAS ENR SS SR ORE OR SSE ITN ee Se UNO ET NESTS 


Most people “Remember the Alamo,” but... 


do buyers of industrial equipment know where to find 
you... What lines and parts you stock? Use the ‘Yellow 
Pages’ of your telephone directory to advertise your 
name, address, telephone number—and details about 


the stocks you carry. 


The ‘Yellow Pages’ provide a ready source of buy 
ing information for Purchasing Agents and other buyers 
in all types of firms. That’s why your advertising in the 
‘Yellow Pages’ will be so effective. It will reach new 
firms in your locality as well as newly appointed Pur 


chasing Agents in older firms. 


Be sure buyers can spot your company guwick/y in 
the ‘Yellow Pages’. Have your sales message appear 


under appropriate headings. 


Find Your 
Nearest Distributor 
in The 


‘Yellow Pages’ 


Advertisers of branded industrial products 
are using this emblem to tell buyers where 
to find their local distributors 


Call the Bell Telephone business office and find out what sales results advertisers are getting from the ‘Yellow Pages’. 
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On The Market Today 


(Starts on page 132) 





Valve 


Injection Molded 
Polyvinyl Chloride 


Injection molded of PVC, a new 
“self-lubricated” plug valve has been 
introduced. 

Some of the features claimed in- 
clude: Teflon bearing buttons pro- 
vide self-lubricating characteristic; 


straight through port makes possi- 
ble unimpeded flow conditions; ad- 
justments to compensate for wear, 
positive closing, and self-indicating 
port positions; nub on bottom can 
be tapped for insertion of drain 
plug. 

Furnished in 1, 14 and 2-in sizes 
for pipe of corresponding nominal 

(Continued on next page) 





ADAPTOR 
Weston Electrical Instrument 
Corp. . 
ADHESIVE 
Adhesives & Coatings Div., 
Minnesota Mining & Mig. 
Co : 
BAND SANDER 
Mead Specialties Co 
CABINET 
Borroughs Mfg. Co 
CARBIDE TOOLS 
Vascoloy-Ramet Corp 
CART 
Waverly Petroleum Products 
Co 
CARTON OPENER 
Modern Specialties Co 
CASTER 
Darnell Corp. Ltd. 
CONVEYOR ACCESSORY 
Rapids-Standard Co., Inc 
CONVEYORS, MAGNETIC 
Eriez Mfg. Co. 
COUNTER 
Production Instrument Co... . 
COUPLING 
Lovejoy Flexible Coupling Co. 
CUTTERS 
Manco Mfg. Co 
DRILL UNIT 
Ettco Tool Co..... 
DRILLS 
Whitman & Barnes 
END MILL 
Nelco Tool Co., Inc 
FASTENERS 
Safety Socket Screw Co 
FITTINGS 
Flex-O-Tube Div. Meridan 
Corp. 
GAGE 
H. E. Dickerman Mfg. Co.... 
GRINDERS 
Thor Power Tool Co 





Index of This Month’s New Products 


HOSE 
Hewitt-Robins, 
Quaker Rubber Corp., Div. 
H. K. Porter Co., 
LAMP 
Sylvania Electric Products Inc. 
LINK 
American Chain Div., Ameri- 
can Chain & Cable Co., Inc. 
LUBRICATION 
Lincoln Engineering Co 
LUMINAIRES 
Westinghouse Electric Corp. . 
MICROMETERS 
L. S. Starrett Co 
MITRE BOX 
Millers Falls Co.. 
NAIL ANCHORS 
Arro Expansion Bolt Co...... 
PLASTIC PIPE 
Carpenter Steel Co., Alloy 
Tube Div.... 
PULLER 
Owatonna Tool Co.. 
SAW 
Porter-Cable Machine Co 
SCREWS-NUTS 
Weckesser Co... 
SOLVENT 
Speco, Inc 
TAPES 
Permacel Tape Corp 
TRUCK, HAND 
Directo-Truck Co. 
VACUUM CLEANER 
Black & Decker Mfg. Co 
VALVE 
Tube Turns Plastics, Inc... . 
VERSAMATIC 
Supreme Products, Inc 
VIBRATOR, CONCRETE 
Mall Too! Co 
WORK HOLDERS 


Heinrich Too!'s, Inc 








INDUSTRIAL DISTRIBUTION © APRIL, 1956 


e has obtainedwafotner “15,000, 
‘Ishares and has options on 27,000/w 
others. 


IN THE 
PROFIT 


COLUMN 





Winute Wlan KEYWAY 
BROACH KITS 


a “must” in every machine shop 
and every maintenance depart- 
ment, for cutting any size keyway 
from Vs" to 1” in any bore from \" 
to 3” — by hand in one minute. 


WUinute Tlan BROAcnts 


SQUARE HEXAGONAL 


to meet the demand for stock 
broaches that will finish cast or 
drilled holes in one pass. For Ys" 
to %" holes. 


° PRODUCTION TYPE KEYWAY 


BROACHES for quantity production 


of keyways also available from a 


stock in ten popular sizes. 


Winute Wan 
MAGNETIC BASES 


hold dial indicator gages. 

360° horizontal, 180° verti- 

cal swing. Save set-up 
time, increase work 
accuracy. One selis 
another. 


duMONT H. S. Ground 
TOOL BITS 


square and rectangular, with the 
balanced combination of tough- 
ness, wear resistance and red hard 
ness that keeps users coming back 
for more. 
For complete information on these 
fast selling, high profit tools, get 
in touch with 


The duMONT 


CORPORATION 
Greenfield, 
Massachusetts 











to 
las 








Te help sell your 
services, current 
lufkin trade odver- 
tisements corry the 
messege oat the 
right. 


138 


ADVERTISING 


PAVES YOUR WAY 


Your prospects are “‘pre-sold" when you sell Lufkin. 
Sales come easier and quicker, and you save time to 
make those ‘extra’ sales calls. Your customers are cur- 
rently being sold by Lufkin's extensive advertising ap- 
pearing in top publications, such as Mill & Factory, 
American Machinist, Tooling & Production, Modern Ma- 
chine Shop, Buyer's Purchasing Digest, Popular Mechanics, 
Popular Science, Science & Mechanics, Mechanix Illus- 
trated, American Weekly, This Week, Saturday Evening 
Post, and leading engineering magazines. Over 3712 
million readers are being “pre-sold'"’ for you, month 
after month. 

DECIMAL MARKED 
MACHINE DIVIDED 
STEEL RULES 

All patterns — flexible, semi- 
flexible and stiff tempered 
spring stee!. Clear, dark lines 
ond figures for rapid, accurate 
measurements. Precision ground 
and expertly finished in Chrome- 

Clad or polished steel. 


SELL [UEKIN TAPES * RULES 
PRECISION TOOLS 


and they'll sell you 


THE LUFKIN RULE COMPANY, Saginaw, Mich. 
New York City Berrie, Ontario 


SAVE TIME 
consult your industrial distributor 


® He can supply most items immediately from his stock. 
® His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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size, these sizes may also be used 
with 4, 3 and 1}-in piping by em- 
ploying bushings. 

lube Turns Plastics, Inc., Louis- 


ville, Ky. 


Cabinet 
Interchangeable 
Interior Parts 


\ new steel storage cabinet with 
swinging doors, a single central han- 
dle, and interchangeable interior 
parts has been announced. 

According to the manufacturer 
the cabinet is adaptable as a storage 
cabinet, wardrobe cabinet, or combi- 
nation of both. 

Borroughs Mfg. Co., Kalamazoo, 
Mich. 


Grinder 


For Foundry, Metal 

Working Operations 

Model 5V air grinder, replacing 
the company’s Model 250-D, is 
available in speeds of 4500, 6000 
and 8000 rpm and is said to feature 
an adjustable, positive-speed gov- 
ernor and a built-in exhaust muffler. 
Grip handles are spaced 110 deg. 





top security 


for Industrial plants 
with the 


NEW X-DUO PADLOCK 


This new Illinois X-DUO Padlock 
offers greater security to industrial 
plants and can be a BIG Profit 
maker for you! 
Here’s why .. . 

. the padlock’s extreme durabil- 
ity allows it to withstand a 2000 
lb. shackle pull. 

. the 14 tumbler brass precision 
mechanism makes it practically 
pickproof and permits unlimited 
key changes. Can be master 
keyed. 

. the key blanks are sold only to 
users or recognized ethical lock- 
smiths thereby preventing loss 
of security through unauthor- 
ized key duplication. 

This handsome padlock comes in 

a satin chrome finish with three 
shackle lengths available: %@", 114" 
and 24’. 

Sell... Stock . . . Profit with this 

new super secure X-DUO Padlock! 

Illinois Lock Co. also offers you 

a complete range of padlocks vary- 
ing in price, finish, keys and mechan- 
ism. Whatever your customers’ 
needs you can service them profit- 
ably with the Illinois Padlock line. 


FREE 


MERCHANDISER 
This attractive metal display is 
given FREE with your initial pur- 
chase of Illinois Padlocks. 
/ WRITE FOR LITERATURE 
————- QR FREE SAMPLES NOW! 





Some exclusive territories open 
to manufacturers representatives 
































THE ILLINOIS LOCK COMPANY 


813 South Ada Street Chicago 7 


apart rather than conventional 90 | W 


deg. for greater operator conven- | 


ience and efficiency. Other features 
include automatic mist oiling from 
large-capacity reservoir; double-row, 
pre-loaded spindle bearings and 
hardened steel center plates. 

Another new product introduced 
by the manufacturer is Model No. 
56 Speedwrench replacing their 
Model 55 unit. Designed for fast 
nut-setting and removal, with at- 
tachments, the tool can be used for 
drilling steel, wood, stone; as a 
screwdriver; for tapping; driving or 
removing studs. 

Thor Power Tool Co., Aurora, Il. 








Gage 


Heavy Base For 
Stability, Accuracy 


An improved height gage, com 
parator and scriber in four column 
lengths—10, 14, 18 and 24-in—has 
been announced. 

A solid grooved anvil base for 
rigidity is featured in the redesigned 
gage. According to the manufac 
turer 0-0 indicator readings are 
quickly obtained by setting the in- 
strument with gage blocks. Set 
tings in the tenths of thousands 
are attained with one revolution of 
the adjusting screw moving sliding 
member less than .006-in. 

H. E. Dickerman Mfg. 
Springfield, Mass. 


Co., 
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Set 
“i s 


““SERVICE”’ 
IS MORE THAN 
JUST A WORD 


It’s ACTION! 


When last Fall's disastrous flood hit the 
Northeast, for example, this distributor of 
Clerk fasteners suffered heavily 

As soon as flood waters receded, trucks 
were sent . damaged stock was gathered 
up, reprocessed, repockaged and returned to 
Templeton 

Commenting on this help, Miles Stray, Pres 
ident of Templeton, wrote 
“You folks have used us so magnificently 
during our recent adversity that we really 
feel you have been imposed upon 

“... your boys hove re-worked practically 
all the Clork Bros. stock and many items 
which were never associated with Clark 
Bros. 

“Our sincerest thanks for everything 
Cordially, 
CHARLES A TEMPLETON, Inc. 
M. 1. STRAY 

This isn’t an isolated instance. It's typical 
of what Clark means by “service” .. . assis 
tance when it's needed all-out coopera 
tion and effort to help your business run 
smoothly and profitably. 





The Year Advertising Helped 


N 1954 we had a business recession in the 
United States. Sales fell about 4% during 
the year. If management had followed the his- 
toric pattern of business ups and downs, adver- 
tising volume would have fallen much further. 
But in 1954 the volume of advertising did not 
fall. It increased over 5%. Every effort was made to 
stimulate sales when sales were needed to sustain 
prosperity. 

This was something entirely new under the 
sun. It had a powerful influence in making the 
recession of 1953-54 one of the mildest on 
record. It helped greatly to speed business on 
to the record-breaking levels it has attained 
today. 

There are several reasons why America’s 
business management attacked this decline in 
sales with more advertising. One of them grew 
out of the greatly strengthened position of the 
American consuming market. Consumers’ in- 
come after taxes has been rising an average of 
over $10 billion a year since 1946, and this 
rising income is more widely distributed than 
ever before. Furthermore, consumers have piled 
up reserves of about $215 billion in cash or its 


equivalent. These reserves offer a new and 
powerful inducement to increased selling and 
advertising effort even in the face of a possible 
decline in consumer income. 


Taking the Longer View 


However, the principal reason why a sales de- 
cline was attacked with increased advertising 
is management's new-found conviction that 
good advertising is essentially an investment 
in the development of a market. Successful 
development requires sustained investment. 
The inclination of business management to 
take this longer view, is, of course, motivated 
by the fact that the American market, with 
over 3 million consumers being added annu- 
ally, is growing at a prodigious rate. 

Ten years ago only a handful of companies 
had plans for investment in new producing 
facilities extending beyond the current year. 
Today almost all leading companies have in- 
vestment programs running some years ahead. 
And keeping pace with these long-range 
business investment plans has been the devel- 
opment of sales and advertising programs to 


» McGraw-Hill 


HEADQUARTERS FOR 


PUBLISHING COMPANY, INC. 
330 West 42nd Street, New York 36, N. Y. 


BUSINESS INFORMATION 
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Kill a Business Recession 


reach tomorrow's greatly expanded markets. 

This crucial role of advertising in providing 
driving power for our economy is gaining 
greater recognition every day. In his recent 
book, “People of Plenty,”’ Professor David M. 
Potter of Yale University remarked: “‘Advertis- 


ing is not badly needed in an economy of 


scarcity, because total demand is usually equal 
to or in excess of total supply, and every pro- 
ducer can normally sell as much as he pro- 
duces. It is when potential supply outstrips 
demand—that is, when abundance prevails— 
that advertising begins to fulfill a really essen- 
tial economic function.” 
Advertising’s Key Role 

Today abundance so completely prevails in the 
United States that it has been conservatively 
estimated that as much as a third of everything 
offered for sale falls in the realm of “optional 
consumption.”’ That is, consumers can “take 
it or leave it’’ without any immediate personal 
inconvenience. But if they decide to “leave it,”’ 
a terrific economic depression will not be far 
behind. In such circumstances, advertising—in 


which, in all of its forms, we are now investing 
about $9.2 billion annually—clearly is of cru- 
cial importance to our continued prosperity. 

In performing its key role in past years, 
American advertising never realized its full 
potential. It successfully promoted sales. But 
it never was Called upon to promote an overall 
economic stability as a direct outgrowth of 
increased sales. 

By successfully promoting both sales and 
economic stability, as it did in 1954, advertis- 
ing surely has added new strength to the 
American economy. It has also added a great 
new and constructive dimension to advertising 
itself. This accomplishment gave great signifi- 
cance to the celebration of the first National 
Advertising Week in February, 1956 





One of the surest means of expanding 
your sales volume in today’s $150 billion 
industrial market is through dominant 
advertising in the publications directly 
serving your major customers and pros- 
pects. 

McGraw-Hill’s business and technical 
publications can give you quick access to 
the men who initiate, specify and approve 
the purchases of industrial products and 
services. Because all are leaders in their 
respective fields, you are assured a maxi- 
mum return on your investment when you 
specify a McGraw-Hill publication to 
carry your advertising to your most im- 
portant markets. 
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FOSTORIA 


FINEST 20th Anniversary 
SEEING 


ros Re eS 


EVER 


DESIGNED 
Direct Light SB jos Conveyor Accessory 
=e Each Telescoping Bridge 


AT Allows Six Inches Take-up 


Uiet SURES on. Available in 12, 18 and 24in 


MODEL 55-CX-701 it} on telamntel brid 
NEW Universal Arm fetes == Bene —§35 ._ Saas widths, a new elescoping = Dric ge 
frictional triple disc bearing surface. Smooth, easy P ~~ " . > 
movement. Instantly adjustable by hand to direct has been introduced for use be 
light exactly as needed. . adiace a easitives 

Al en ¢ esse ween adjz r and gravit 
Available NEW Collar Disc Joints — Rotate 180°. Combina- twee! dj acent powe d - y 

with tion of 135° bend joints and 180° rotating joints pro- convevors that are lagged to the 
one arm vides amazing articulation for positioning reflector. / 

NEW Reflector — Bell shape with 634” orifice. Ac- floor. 

commodates 100 watt A-21 lamp. Available with lens. : A : 

NEW Base — Universal for horizontal or vertical Said to allow for a maximum six 


mounting. Outlet box base optional. : 
NEW Wiring—Keyless porcelain socket and separate inches of take-up On the belt pulley 


1 h. 8 fc. SPT-2 18/2 heavy duty plastic ° , a 
rip cord with molded plug. C7 of the power unit without neces- 
NEW Finish — Semi-gloss Vista Green baked enamel. i = es wT 
Reflector interior, high temperature White. sitating removal and re installation 
of the connecting gravity conveyor, 
WRITE for Complete - ro d 
Catalog of Localite / @ \ 6 packages as small as six inches 
} ‘ 


models for every 
square can be conveyed on the 


for Machine Tools, Assembly, inspection 


industrial use. 
THE FOSTORIA PRESSED STEEL bridge. 
CORPORATION © Fostoria, Ohio Rapids-Standard Co., Inc., Grand 


Localities are available through ee Rapids, Mich 
wholesalers everywhere. “al : 


Fittings 


Push-On and 
Two-Bolt Clamp 


For your convenience: 


h ; 
T."o3. yi ——4 l'wo new products—a push-on fit- 


ting for low pressure use on machine 
tools or shop air, water, fuel or 
lubrication lines and a special two- 
bolt clamp fitting for high pressure, 
heavy duty applications for hydraulic 
lines, steam hoses or liquid petro- 
My Tns@cuetd leum gas transmission—have been 
Me STIC LEAD S72 developed. 
. Ihe push-on fitting, made in six 
Nationally advertised “John Crane” PLS is the types, is brass, comes in 4, § and 4-in 
leading pipe thread and gasket sealing compound - 
in all types of industrial service throughout the continent. 
That is because PLS is an all-service compound—insoluble in petroleum 
products, steam, water and a wide variety of chemicals and gases, including 
butane-propane and anhydrous ammonia. 
Maintenance men prefer PLS because less is required to give a better seal 
... because, once applied, it lasts for the life of the connection . . . won’t 
crack due to temperature change and vibration... allows joints to be 
easily disassembled, even after years of service. 
PLS is safe . . . withstands pressures to 6000 psi, temperatures to 500° F... 
approved by Underwriters’ Laboratories and the Butane Propane Institute 
of Louisiana. 


Stock and sell PLS in 1, 5, 15, 28, or handy 1-lb. brush-top cans. Get full 
information now! Crane Poekions Co., 6459 Oakton St., Morton Grove, IIL., 
(Chicago Suburb). /» Canada: Crane Packing Co., Ltd., Hamilton, Ont. 


CRANE PACKING COMPANY 
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HEAVY-DUTY JIG SAW 
NEW Black & Decker: opens new doors...because it's 


POWE R-BUILT sc 


We dont buy motors—we build them! 


The heart of your electric tool is > oe 
motor—completely built by Black & 
Decker. All the power you need and 
then some . . . because each motor is 
built for a specific tool and the job it 


must do. B&D motors always stand up! 


Cuts any angle up to 45°..on either side! 


Rugged, versatile, highly accurate 
—cuts intricate patterns with pre- 
cision! Runs cool, offers smooth 
performance in wood (even 2 x 4’s) 
and metal. Perfect balance reduces 
operator fatigue. Offers a full 1” 
stroke. Heavy-duty shoe will not 
wobble or distort under pressure. 
Armature and gear shafts mounted 


SERVICE. . . one of 42 Black 


& Decker factory service 
branches is located ‘‘next door” 
to you. Staffed by experts to 
give you fast, efficient service 
and genuine replacement parts. 


on ball bearings. Full line of wood 
and metal cutting blades available, 
for wide variety of materials. This 
B&D Heavy-Duty Jig Saw is priced 
lower than any comparable tool of 
similar capacity in its field. Ideal 
for all types of maintenance work. 
THE Brack & Decker Mre. Co., 
Dept. 2404, Towson 4, Maryland. 


LOOK IN THE YELLOW PAGES UNDER “TOOLS-ELECTRIC” 


Biack& Decker: 


PORTABLE ELECTRIC TOOLS 
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HAMMERS 


DRILLS 


BENCH GRINDERS 





sizes and designed for use with rub- | 
ber covered hose in low pressure | ays er 
uses up to 250 Ibs psi. | 


“Dynalok” clamp fitting is made 
7 wo) PADLOCKS 


of malleable iron secured by two 


heat-treated bolts. 
for industrial 


Made in eight sizes to accommo- | 
date hose from + to 2-in diameter, + y 
it is recommended by the maker for | pro fection: 
such service as heavy road-building | 
equipment and shipyard and dock | 
machinery. 


n hel in ou. Flex-O-Tube Div. Meridan Corp.., | 
This - Is P § y Inkster, Mich. 


fill orders faster! 


This Merrill Brothers machinist is 

threading turnbuckles. He threads 

them precisely, yet quickly, because 

the forgings he is working on are 

Merrill Brothers Impression Die ‘ mh 

Drop Forgings. These forgings are | Stainless Steel 

closer in dimensions to the finished f Combination 

article. They therefore require less Padlocks 

machining, less finishing than do Dovble-wall, conve 
-.. 3 number 


ordinary forgings. 
¢ 4 ootes ‘locking mechan- 
; ism, Aveilable with 


That means that your orders for 7 
Merrill Brothers precision forgings iadoh te apes a 
are filled fast! - 

In its 90 years, Merrill Brothers 
has established a reputation for 





quality forgings, competitive pric- Yow 
ing, quick delivery. Find out more Ria mh Special Long or 
Short Shackles 


about Merrill Brothers 
ey a ) For switch boxes, 


Stock and Special 
choins, truck or frei 
doors, and 


Forgings. We'll send 
you all the facts. Just 
fill in and mail the 
Fine Forgings 
coupon. Since 1866 


he r ; 
| Nail Anchors 


| 
lj For Masonry, 
i] \ J Rust-Proof Plated 
| 
| i" Spiral-Drive Nail Anchors in 
A thirteen sizes ranging from ;x#-in 
(0) + “ 
to 4x34-in, have been added to the 
WRITE POR company’s line of drilling and fasten 
FREE ing devices for masonry. 
crvenavuns The new fastener is a one-piece 
TODAY! anchor die cast of a zinc alloy that 
- will not rust, and steel spiral nails FREE BROCHURE 
Condensed, easy fo use 


designed for maximum holding oe 
. ES information on the Mas- 


Merrill Bros., 96-02 Arnold Ave. 1D-46 
Maspeth, L.1., N.Y. power. ei ter padlocks most widely 
M4 . vsed for industrial ap- 


E 
: Gentlemen: Please send me FREE illus- Recommended procedure is to | plications. Write today. 
1 
' 


lly : 





trated material describing Merrill Brothers 
Steck end Special Fecginge. drill hole same diameter as anchor, 
MY NAME , : 
insert anchor through fixture, then 
TITLE ene naif te WEDGs Padlocks 
rive nail into anchor for positive — — 


COMPANY 
expansion and firm anchorage. 


ADDRESS 
hd Arro Expansion Bolt Co., Marion, | Master lock Company. Milwaukee 45, Wis. 
Worlds Largest Padlock Manufacturers 


ZONE STATE Ohio 
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UNIFORM an 
QUALITY pays ' 


ther a2ek 


aelalelis 


olsmn deh ani 


the RB&W 


One of the reasons your customers 
can depend on RB&W fastener quality 


SIX GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many fastener 
plants because they’re expensive. But 
we have them because we think they’re 
indispensable in making the best fas- 
teners possible. 

Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 
RB&W line. 


If you aren’t handling RB&W fas- 
teners now, contact our nearest sales 
office. Or write Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


> rf 7 
7 wy 
fy” ' 


110th YEAR 


Pionts at: Port Chester, N. Y.; Corcopolis, Pa.; 
Rock Falls, ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwoukee, New Orleans, Denver, 
Seattie. Distributors from coast to coast. 
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ed deed eee ee Se 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line 


3. Complete reliability of 
supply from full stocks at 
all plants. 


4. Fast, accurate and 
friendly service 


5. Best advertising support 
in all leading publications 
including Fortune, Iron Age, 
Steel, Mill & Factory, etc. 


6. The original “upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling 











offers more profits because 
it builds repeat sales 


End Mill 


Each new Speed Vise that is sold is sure to 
build repeat orders because once production 
men have used Speed Vise they quickly dis- 
cover several other places where additional 
Speed Vises will save more time and money. 


Eliminates Brazing 
Strain, Heat Check 


Available in two series—for steel 
and non-ferrous metals—new spiral 
flute end mills in standard sizes from 
4 to l-in have been added to the 
company’s line. 

The new end mill embodies a 
sandwich brazed, solid carbide in 
sert ground to precise tolerances. 

Nelco Tool Co., Inc., Manchester, 
Conn. 


Priced lower than other drill press vises 


$10.90 to $22.90 list 


OTHERS * Field assistance for your sales force 


* Sold only through industrial distributors 


If you are not selling the Speed Vise 
line, write for complete information. 








Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and 
out last all others. 


CARDINAL MACHINE CO. 


Hose 1819 Dana Street, Glendale, California 





Handles Hot 
Road Oil 








WOOD SHOVEL 
& TOOL COMPANY 
Piqua, Ohio 
“ a= ~ ~ 
.rolled ® 
from special \ 


anal ysis 


Mo-lyb-den-um ; 


alloy steel, 


€ _heat treated 
~ i. 4 
~ ——— ~~ 


These are.... 








Made of synthetic rubber, steel 
wire and glass fiber, a new hose is 
said to handle hot oil used in the 
construction of asphalt and other 
tarvia type roads. 

Said to be flexible and relatively 
light in weight, it is available in 3, 
1, 14 and 2-in diameters. Maximum 
working pressure in each size is 
250 Ibs per in. 

Hewitt-Robins, 
Conn. 


Inc., Stamford, 


Carbide Tools 


Milling Cutters 
Toolholders, 


Designed around the company’s 
elevator toolholder principle, a new 
line of face mill cutters has been 
introduced. Featuring the use of 
throw-away carbide inserts, the new 
milling cutters will be available in 
4, 6, 8 and 10-in diameters. 

Three new styles of 6 deg. rake 
tootholders introduced are: 

Style TFPR and TFPL, said to 
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A Sales Repeater because it’s 
DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions. Economical because RUBYFLUID 
costs less in the 
long run. Cus- 
tomers like RUBY- 
FLUID Flux — 
liquid or paste 
— keep coming 
back for more. 
let RUBYFLUID 
make friends and 
build business for 
you. 
Remember . . 
RUBY’S Stainless 
Steel Flux was 
perfected for this 
application. Don't 
take chances with 
substitutes. 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 








Here’s THE basic V-R “COUNTER-PACKAGE” 
for Industrial Supply Distributors 





SMALL RESET Co 
A UNTER 
ee » rugged reset counter for moderate ‘ BOX-TYPE RESET COUNTER 

Ports inspect) ; OF punch ; 
veyors, euthine edi oe control, con- working ee snstovfations, con ve yors, metal. 

2 ight pres va, 
Dimensions: 1%" lon a : $eS, etc. molding, rivet, spring ook Br — 
wide 9 Ia" high, 1%6" any installation requiringa heavy der * naa 
uly Counter 

3 bi : 

Speed: Up to 1000 counts per minute. Speed: fae, ro Sage. 2%2" high, 334” wide 
: counts per minute 


: RESET MAGNETIC COUNTER 
or remote indication of machine ji 
from plant to office. ahaha 


Dimensions: 31%," 
wide. Me" long, 2%" high, 156° 


Speed: Up to 1000 counts per minute. 


besprta ra a standard. Other voltages 
le. / ing fi 
pa ne! mounting feature also 





HAND TALLY 
F . 
yo quick spot-checks of Production or yvatipead SPEED COUNTER 
lormance. on For checking to make sure that th 
operating ot the cqdedadie © machine js 





Dimensions: Pd 
long (to end of 
knob), 1%” deep, 2” high, Seances Dimensions: 314° tong, 36” max, diamete 
Non-Reset, ; > ee, 


dep, I n th hy m Internal clutch °° rates counter on/ when 

Counts one for each VESSIO: of e thu b pe y 
, Yo tu 3 e knob. i] ip } inst the 

lever and resets fo zero b rn of th r bber ft ‘s Pressed agai s shaft 


Here are 5 of the most widely used Veeder-Root Counters in in- 
dustry . . . and they’re immediately available from stock in 
Hartford, Chicago and New York. There are Veeder-Root me- Count On 


chanical, electrical and manual counters for use in production 
VEEDER-ROOT 


recording and control, wage payment, time study work, quality 

control. In fact, you can profitably apply Veeder-Root Counters 

to every machine, operation, process or system in any of your 

customers’ plants. This is the deal you can really count on for new to Help Vou Build 
. Business with 


business and profits. Write Veeder-Root Inc., Hartford 2, Conn 
é ECTRICAL, MECHANICAL 
Everyone can count on ahegnces eta ” 
and MANUAL COUNTERS 


Vv E E BD E e - R o oT y for every industrial application 
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Stainless Fastenings 


IN STOCK 


be for use where positive rake ma- 
chining is necessary for optimum 
results. It employs the use of a 
triangular insert. 
Style SBPR and SBPL is for 6 
deg. positive rake turning with a 
15 deg. lead angle using a square 
throw-away insert. 
Style SFPR and SFPL employ 
SERVICE FOR FREE the use of a square insert for 6 deg. 
positive rake facing with a 15 deg. 
ON SPECIALS < CATALOG lead angle. 
All three styles will be available 
Immediate delivery from the world’s largest stock in the most popular shank sizes. 
\ new ceramic type cutting mate- 
° ° rial for use in toolholders, said to 
PCCM REG MME TEE how promise in machining at ultra 
high speeds and light feeds on 
ASTLETON-ON-HUDSON, N. -¥ finishing operations, has also been 
innounced by the manufacturer. 
Vascoloy-Ramet Corp., Wauke- 
gan, Ill. 








Fasteners 


High Temperature 
UN ‘7 A LE Applications 
Known as Blue Devil “Saf-Lok’”, 
FOR STEADY SALES! a new line of socket screws has been 


announced. 

Unlike the company’s “Led-Lok”, 
the new “Saf-Lok” featuring an ex- 
pansion insert, is manufactured in a 


XCELITE 
No. 99-PR Kit 


We've introduced a lot of popular 
tools and kits in recent years, but 
never an item that’s sold in such 
steady volume as the 99—to date, 


9 nut , over a quarter-million kits. And 
drivers, 
4 screw- 
drivers d 
in handy ae f plated SUPEREAMER. How cre your 
plastic ; 7 stocks? 

roll kit : : 


each kit is a 13-tool sale for you 
14, if you odd the new chrome- 





Ong 
XCELITE, INCORPORATED “For 


DEPT. F ORCHARD PARK, N. Y. XCELSTS) 
ele) aie 
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CHICAGO MOUNTED WHEELS 





— ST Fi RST 00 FINEST 


TO THE POINT, for 65 years Chicago Wheel has been first 
in mounted wheels, producing points that are engineered 
to do the job better, faster, at the lowest possible cost. 
Exacting production control methods provide you with 
a custom-built product covering every size, grain, and 


grade under positive density control. 


Wheel guaranteed 
to never come loose 


from mandrel 
Positive 


density and 
grade control 


Chicago Wheel pioneered the mounted 
wheel and is still the largest producer 
of these vital production tools. Isn’t it 
logical that we can help you with your 
problem? There is a wheel to satisfy 
every application — in an infinite num- 
ber of shapes and sizes,from the world’s 
smallest to the world’s largest. Wheels 
when you want them is but another 
reason why Chicago Wheel is still first. 


When you think of 
mounted wheels, think of 
Chicago Wheel 


CHICAGO WHEEL 
4&4 MFG. Co. 
Dept. iD @ 1101 W. Monroe Street © Chicago 7 
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complete line of socket shoulder 
screws (stripper bolts) and flat head 
socket screws as well as cap screws. 
While security against vibration 
looseness is its biggest claim, it is 
also said to be fully leakproof. mak- 
ing an absolute seal against oil, 


“Sell your 
mill customers better 
performance and longer 


CAPITOL 


30007 and 60004 
FORGED STEEL 


COUPLINGS 


Me) 
Wy | % 


| 


for all 
high pressure 


installations 


Both 3000# and 6c00# 
couplings are manufactured 
to ASTM Specification A-105. 


Available in full and half 
couplings for immediate 
shipment from stock in sizes: 
3000 # — Ye" through 4” 
6000# — 4" through 3” 





r 


Sr NG 2 
CALL 


MFG. & SUPPLY CO. 








COLUMBUS, OHIO 
Oi ad 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
. HEAT FITTINGS — FURNACE COILS — 
4 WELK SUPPLIES — STEEL PIPE FITTINGS 


water, gas and air. 

According to the manufacturer, 
after being drawn hand-tight the 
screw is tightened with a key caus- 
ing expansion insert to spread and 
fill the cavity. Insert stays in place 
whenever screw is removed and does 
not lose its effectiveness when screw 
is reinserted. 

Safety Socket Screw Co., Chicago 





Puller 
With Electric Or 
Hand Operated Pump 


A new 50 ton hydraulic puller 
set, said to include all basic items to 
remove and install gears, bearings, 
pulleys, sheaves, pinions, sprockets 
and other tight fitting parts, has 
been added to the company’s line. 

Featuring the makers 50 ton 
Power-Twin center hole hydraulic 
ram, the new unit is said to provide 
heavy duty pulling power for main 
tenance work on large industrial 
machine tools and other heavy 
equipment. 

Also introduced by the company 
is a Do-It-Yourself 174 ton press 
featuring all material including pins, 
bolts, spacers, ram holding plate, 
channels, and angles pre-cut to size 
and shipped broken down. All that 
is necessary is drilling the prick 
punched holes, painting, then as 
sembling. 

Owatonna Tool Co., Owatonna, 


Minn. 
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G&akK 


5 >, @ aE = 
EATHERS 
GRATON & KNIGHT 


VR nifly 


WORCESTER, MASSACHUSETTS 











Industrial sales records prove the 
popularity of Tolco laminated bench 
tops. The very finest Northern hard 
maple is cut into narrow 34” lamin- 
ations and electronically glued to 
form a solid maple top. You can 
have your shore of this profitable 
business if you sell TOLCO — the 
“industry proven” top. Nationally 
advertised — industry accepted — 
sold only through authorized dis- 
tributors 

WRITE TODAY FOR THE TOLCO 

DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON CO. 


P. O. Box I658 Alliance, Ohio 
Established 1894 











WHEN I TELL THEM 


THE 0) N Ly" STORY... 
STANDARL propucts 


ELL! 


Points of superiority — Actual cases of BIG STAND- 
ARD SAVINGS in money, men, materials and time 
— OPEN DOORS and MAKE SALES for me! 


I've found the BEST material in a briefcase is what | call 
the Standard “ONLY STORY" . . . only Standard Infinitely 
Variable Speed Snagging Grinders, for instance, can save 
foundry prospects up to 50% in wheel costs . . . only 
Standard's Carbide Tool Grinder has the ‘‘One-Step-From- 
Rough-to-Finish"’ advantage to save floor space and, again, 
grinding wheels. And all through the Standard line of 
machine tools, I've got an only story . . . from Super Pre- 
cision Spindles, ‘‘checked out'' in our own sound, dust, 
vibration proof laboratory . . . to slides, tables and feeds 


for every application. 


I SELL with Standard . . . You can, too! Write 
today for the Standard Story! 


District offices in Los Angeles, San Francisco, California; West Redding, 
Connecticut; Washington, D. C.; Atlanta, Georgia; Wilmette, Illinois; Cold 
Springs, Kentucky; New Orleans, Lovisiona; Baltimore, Maryland; Kansas 
City, Missouri; Morristown, New Jersey; Buffalo, New York, New York; 


Cincinnati, Toledo, Ohio; Pittsburgh, Pennsylvania. 


Booth 1838 © Castings Congress * Atlantic City * May 3-9 


' 





“the STANDARD electrical toot co. “Se 


THROUGHOUT THE WORLD 


MACHINE TOOLS SINCE 1912 ¢ 2520 RIVER ROAD e« CINCINNATI 4, OHIO 
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Yo that Lead to 


Sales! 


SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base is POSITIVE in action! 
It is designed on the principle of the automobile 
brake — “shoes that grip the sides.” Providing 


a gripping power 360°. A Positive Lock in 
Any Position. 


Use It ) Band Sander 


Today *: For Sanding, 
: De-burring, Grinding 


\n improved model of the com 
pany's Bandsander features frame 
members of steel stampings instead 

Sold 100% through distributors of iron castings. 

HE CHARLES PARKER CO. Established 1832 MERIDEN, CONN. Using either ]x42-in or 1x44in 

' belts for both inside and outside 
Pp A R K F rR WV t q Fe S grinding, it is unnecessary to stock 

both sizes. Improved upon original 

features are claimed to be: quick 

change of abrasive belts, tilting 
table top, automatic self-alignment 
of pulleys, automatic spring belt 
tension, ability to pass belt through 
cut-out openings to sand inner 








America’s First Vise Maker 





edges. 
Mead Specialties Co., Chicago 


Drill Unit 


Capacity Ranges From 
Wire Sizes to -in Steel 


. Model DU-2 automatic drill unit, 

: nders- nna : 

id (oes Bie (ca t hand-toe ; a self-contained high speed device, 

Who: = w va £ 

es | . has been annonuced. 

——— 9 e wante verti in : 

* Pp 4 national OC be - According to the manufacturer a 
sensitive relay system controls the 

cycle and drill depth, a hydraulic 

system controls rate of spindle feed 


¢ 
$ 
THICKNESS PLANERS 


BAND SAWS 


JOINTERS 


© 
Ni 

| 

») 
< 


PELT SANDERS Toledo 6, Ohio 
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THE PERFECT HEAT-SAVER for temperatures up to 600°F. is K&M “Featherweight” ® 85% Magnesia. Note the we!l-insulated headers, valves and piping in this college building boiler room. 


The heat-saving business pays profits 
when you sell KeM Heat Insulations 


K&M _ products really help you do a better job for your 
customers! For one thing, you get all the advantages of 
selling the most practical, efficient insulation ever made 
for temperatures up to 600°F.—K&M “Featherweight” 
85% Magnesia. 

This is a great K&M product, proved superior in count- 
less applications. ‘‘Featherweight”’ 85% Magnesia with- 
stands moisture, vibration, frequent temperature 
changes. It is always easy to handle and install—lasts 
the lifetime of the equipment it serves. 

SEE HOW COMPLETE THE K&M LINE IS. For 
temperatures that range up to 1900°F., there are K&M 
insulations that efficiently keep heat where it is wanted. 
Each is widely recognized by industry, solidly backed by 
service and national advertising. Write to us for com- 
plete information about the distribution of K&M 
Insulations. They’re made to make the heat-saving bus- 
iness pay off in profits—for you and your customers! 








K&aM LOW-PRESSURE INSULATIONS 


K&M Air Cell Pipe, Sheet and Block Insulation 

K&M Fine Corrugated Air Cell Pipe. Sheet and Block Insulation 

K&M Special Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 
K&M Simplex “Super Shrunk” Pipe insulation 

K&M Bestfelt Lamino Sponge Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Nu-Wrap Non-Sweat Sectional Pipe Insulation 

K&M Amblerex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


K&aM HIGH-PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 

K&M “Featherweight” 85% Magnesia Cement 

K&M Hy-Temp Cement 

K&M KaytherM Block Insulation 





KEASBEY & MATTISON KM ; 


COMPANY + AMBLER « PENNSYLVANIA 


t in ase de 
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and prevents overtravel at bottom 
of spindle stroke, and drill depth can 
| be set to less than .005-in within 
| 3-:in maximum stroke. 

Also, rate of feed can be set from 
zero to maximum the drill will 
stand, Air pressure, set to drilling 

| requirements, is used to feed spindle 
| forward and return it to its starting 
position. 

Units, combined with multiple 
heads and electrically synchronized 
indexing fixtures, can be mounted 
on a standard machine base to meet 
special drilling requirements. 

Ettco Tool Co., Brooklyn 


Youll SELL MORE, 
MAKE MORE Ww 


STUB DRILLS 


Check the “customer satisfying” features 
of Ace ground-from-the-solid Stub Drills 
and you'll see why they’re one of the hot- 
test tool items youcan handle. For example: 
1) They're made of continuously harden- 
ed top grade high speed steel that resists 
wear and breakage, assures longer useful 
drill life. (2) They're designed for versatil- 
ity... ideal for close-to-work screw machine 
operations as well as for portable hand 
drilling. And (3) they're priced right ! Over 
130 fast-moving standard stock sizes that 
sell for approximately 20% less than 
equivalent jobber length drills! 
Want more information on the profitable 
Ace Drill Line and Distributor’s Franchise 


Agreement? Send for full details today! Magnetic Conveyors 


r Handles Ferrous Materials 
ACE DRILL CORPORATION . 
| Adrian, Michigan Up Inclines 75 to 80 Deg. 


| Gentlemen: Please send me your complete line catalog | 


2 f f istri A 
| (No. 52), and full information on you Distribwtor’s | | conveyances can be converted to 
| Franchise Agreement d 


NAME 
| aa — conveyors with the addition of 
| COMPANY __ — Magna-Rail units recently intro 


Existing belt conveyors or new 


permanent, non-electric magnetic 


j Adoress duced. 

A circuit of Alnico V magnetic 
castings, the Magna-Rail is made 
4in wide, 1} §-in high and is avail 


ACE DRILL able in standard lengths of 3, 4, 5 


ADRIAN, MICHIGAN and 6 feet. eeiaieea 
Model MCR-3112 is recom 


ORIGINATORS OF ““GROUND-FROM-THE-soLID" DRULS | ended by the maker for convey 
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SELL VISES: 


| THAT SELL YOU | 


MORGAN VISES 


give users full and 
long time SERVICE 


We would like you to believe that do- 
ing business with Morgan is a depend- 
able way to good vise business. We 
say this because experience has proved 
that Morgan Vises supply your cus- 
tomers’ needs very satisfactorily. The 
advantages in making Morgan your 


supply source are 
1—You sell quality that identifies you 
as a dependable source 


2—You are in position to furnish the 
correct vise for all needs 


3—You get fast service and full coop- 
eration 


4—You sell vises that are uncondition- 
ally guaranteed. 
@ Each vise shipped is packed in a strong 


fibreboard carton to prevent damage in 


transit 


Write for the 
MORGAN Distributor Plan 


Ask for details regarding 
our FREE display stand. 


We urge users to buy thru their local distributor 


MORGAN VISE CO. 
108-112 N. Jefferson St. 
Chicago 6, Illinois 





Powell Lubricated Plug Valves 


FIG. 1559G—150-pound Stee! Lubricated 
Plug Valve. Gear operated 


Fig. 3059 (Sectional) A.S.A. 300-pound FIG. 2200—175-pound W.0.G. Semi- 
Stee! Lubricated Plug Valve Stee! Lubricated Plug Valve 


THE WM. POWELL COMPANY 
2525 Spring Grove Ave. 
Cincinnati 22, Ohio 


VERIFIED 


| 

: / Powell Lubricated Plug Valves main- | Gentlemen: 
tain the 110-year tradition of quality and precision. Only the finest 
available materials are used. And painstaking quality control is rigidly 
enforced through each and every step of manufacture. | 
Valve users who want one source of supply for lubricated plug as | 
well as all types of bronze, iron, steel and corrosion-resistant valves | 
| 

| 

| 

! 

| 

| 

l 





Piease send me a copy of your PV-4 
Catalog on Powell Lubricated Plug 
Valves. It is understood that there is no 
cost, no obligation 


name —— 





will want full details on Powell Lubricated Plug Valves. 

For example, features include quick and positive operation—just a 
quarter-turn to open or close. Lubricant grooves surrounding each 
port provide a positive seal when the valve is closed. In an open posi- 
tion, seating surfaces are not exposed. Available in Steel and Semi- 
Steel through distributors in principal cities. 

For full details, write for the new PV-4 Catalog on Powell Lubri- 
cated Plug Valves. Just fill out the coupon and mail. Of course there's 
no charge, no obligation. 


title 








c ompany 


.  — 





zone__.._Sslale 





The cource of cupply for all valve neede / 


POWELL VALVES ......... 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
PS. This is justs one of many add appearing im, feading. magasinee that tubp you sell POWELL VALVES! 
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The Complete '‘BULLDOG” Line 


Machinists 
* 


Top Swivel Jaw 
. 


Combination Pipe 
* 
Hinge Pipe 
* 


Woodworkers 
- 


Utility 


Backed by 88 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Sold 100% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 





EXTRA PROFITS 


FOR YOU 


PRECISION 
BALANCING WAYS 


selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


) rderson) 


a Cn on Oe . See 


ILLINOIS 


Write today .. 
can profit 


ANDERSON BROS. 


DEPT. A, ROCKFORD how you 
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ing average ferrous objects of me 
dium size at speeds up to 85 fpm. 

Model MCR-0316 is for handling 
more difficult, unusually shaped ma 
terials at greater speeds and where 
contact with belt is small, where 
non-magnetic and magnetic com 
ponents are involved, and on 
tangled masses or objects. 


Eriez Mfg. Co., Ene, Pa. 


Caster 


Four-Position 
Swivel Lock 


Use of a four-position swivel lock 
in a new caster recently introduced 
is said to make for flexibility as a 
swivel caster and a stationary model. 

Available in sizes for 
medium and heavy duty service and 
in all types of treads—semi-steel, soft 
or hard rubber, neoprene—it features 
a plunger-type lock that is accessible 
and positive in action. 

Darnell Corp., Ltd., 
Calif 


several 


Downey, 


Tapes 


All-Purpose 
Masking 
Designated P 708 and P 718, two 
new all-purpose masking tapes have 
been added to the company line 
‘hey both utilize flat 30 Ib kraft 
paper backings processed and im 
pregnated to give flexibility and in 
ternal stretch. Adhesive on both is 
1 transparent, rubber based, pres 
sure sensitive adhesive with special 
heat and stain resistant properties. 
P 708 is recommended by the 
firm for all high-speed production 
line masking operations while P 718 
is suggested for general industrial 
masking. 
Corp., New 


Permacel Tape 


Brunswick, N. ]. 





Why you offer far greater value 
with R/M’s Big 7 Packing Types 


PACKING REPLACEMENT 
SCHEDULE 


Sacto Me som See See ye Rey deme diy fay Sept Oct Nw De. 
¥ 3 : 


SSARZGCEGK tS ee 1s 2 Vawr 


With R/M’s Big 7, your customers will be able to set up a 
schedule of preventive rather than corrective maintenance 
The custom-built construction of these packings will give 
them superlative performance—-and lower their mainte- 


nance costs. Most plants will need only 3 or 4 types 


R/M never competes with its distributors—a sales policy that 
has been in effect for the past 16 years. There are never any 
if’s, and’s or but’s about it. There are never any exceptions 


to it. All R/M packings for maintenance purposes are sold 
only through authorized R/M distributors. 


Careful engineering makes R/M Big 7 Packings outstand- 
ing. For example, Type 1 packings for pumps and valves 
where low friction must be obtained through lubrication re 
tention. R/M locks the lubricants in so securely that even 
after wear sets in, the bearing surface remains unchanged 


Type 1, for pumps, valves; Type 2, for high temperature 
valve stems, expansion joints; Type 3, for high speed rotary 
air compressors; Type 4, for corrosives, acids, viscous ma- 
terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
materials; Type 7, for hydraulic and pneumatic equipment. 


*Du Pont trademark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





Bl PACKIN ber 
borough, Ontario, Canada 


INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


RAYBESTOS-MANHATTAN, 


FACTORIES 
Passaic, NJ 


Bridgeport Conn Manheim Pa N Charleston 


Neenah, Wis Crawfordsville ind Peter 


RAYBESTOS-MANHATTAN, INC 


Industrial Rubber, Engineered Plastic, and Sintered Metal Products 


Packings * Asbestos Textiles « 


¢ Abrasive and Diamond Wheels ¢ Rubber Covered Equipment « 


Brake Linings ¢ Brake Blocks ¢ Clutch Facings * Laundry Pads and 





Covers * Bowling Balls 
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Catalog and sell him 
exactly {*s= 
the press for the job. 
(“27 If he needs 
Ai 
~~ 
will cooperate to design 
and build it. 
Dake offers the 
most complete line 
(1 to 300 tons) 
of shop presses 
for forcing, 
bending, 
straighteni 
and other 
pressing 


jobs. 
Gell Dake 
and yousell ~ 


satisfaction! 
DAKE CORPORATION 


631 Monroe St. 
Grand Heven, Mich. 





For Cold, Bucket 


And Dip Cleaning 


Named Vinsol, a new industrial 
solvent that is non-flammable has 
been introduced. 

Recommended for removing oil, 
grease, wax and tars from hand tools, 
sheet metal, machine tools and com 
ponents, tubing and other metal 
products, it is available in a special 
portable 5-gallon container for dip 
cleaning and standard |-gallon and 
55-gal drums. 

Another new product introduced 
by the manufacturer is Rustrem MS, 
a new “one coat” rust and corrosion 
resistant paint that can be applied 
by brush, spray or roller. 

Speco, Inc., Cleveland 


Carton Opener 
Extra Blades 
In the Handle 


Made Kutto 


carton opener features a blade that 


of heavy steel, a 
disappears in the handle so that it 
can be carried in the pocket with 
safety. 

Recommended as a cutting tool 
in receiving and shipping depart 
ments, the cutter is 6}-in long and 
has five extra blades in the handle 

Modern Specialties Co., Chicago 
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THE MOST COMPLETE SOURCE 


Caco oP 
SCREW 
BOLTS NUTS 


WASHERS - RIVETS 
FASTENING. DEVICES 


IN ALL METALS 
STEEL 
EVERDUR ® MONEL 
STAINLESS STEEL 


* 
. 
. 
© ALUMINUM 
. 
. 


® BRASS 


MICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


® 


=a 
© 
oO 


AUTHORIZED DISTRIBUTORS 


PARKER-KALON 


PRODU 


®& 
gs 


nN 


ar 444 1010) we 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ‘SST ® NEW YORK 7 


. 





SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L.B. ALLEN CO. inc. 


6731 Bryan Mawr Ave. * Chicago 31, Illinois 





LEVER HANDLE 
BRONZE 


SHUT-OFF STOPS 
Also Flat, Square 
or Tee Head 


SQUARE HEAD 
STEAM STOP 


oo YOUR CUSTOMERS if they 


ioe know the advantages of 


‘= standardizing on HAYS 
tee STOPS — VALVES — FITTINGS 


paces When you sell your customers HAYS products you are 
GAS STOPS selling the best .. . and the most economical in terms 


of service for steam, air, water, gas and chemical lines. 

In over eighty years’ continued service to American 
industry HAYS has nurtured a tradition of pride in the 

quality of its output. The company’s carefully trained 

' craftsmen, operating with modern precision equipment, 


today carry on that tradition. 
In the HAYS line you are able to supply hundreds 
GRADUATED of items for practically every need in stops, valves, and 
9 Oat SPOS fittings. Standardizing on HAYS reduces inventory 
stock, reduces maintenance expense. 


Check your HAYS catalog... note the complete 
; line that is available from one source. 


ALL IRON STOPS 
HAYS MANUFACTURING COMPANY y 


General Offices and Factory 
823 West 12th Street, ERIE, PA. 
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AND 


ALWAYS 


SULFLO NO. 1 


For Hand Threading, Tap- 
ping end Brush On Jobs. 


“SULFLO” 
FIRST woro In 
LAST worn In _ PERFORMANCE 


QUALITY 


ij 
It 


SULFLO NO. 2 
Use 
No. 1 


Lighter 
Has 


For Machine 
density than 


some properties as Wo. | 


SULFLO Machine-Kut 


Screws—Nuts 


12 New Sizes 
Added To Line 


In addition to their fractional 


inch lengths of molded black Nylon 


screws, the offers 
l-inch lengths in both flat and round 


8-32, 


For Pipe Threading Machines and for the machining of high now 
alloy steels. Machine-Kut is a sulphurized fluid type cutting oil, 


transparent on work. 


company 


mi 
L_() 


head, in 6-32, 10-32 and 4-2 


Sulflo Products are sold by selective Distributors snes 


If you don’t know who your local SUFLO Distributor is, write us Also ided ad head t : 
we'll be glad to send you literature and put you in touch 0 added m round head types 
with him.) ire 4-in lengths in both }-20 and 


+-40, 14-in lengths in both 8-32 and 
SULFLO, INC. 


ELIZABETH 4, N. J 10-32 sizes 


VN eckesser ce. 








Chicago 








Work Holders 
Band Saw and Safety 
Drill Press Vises 


No. 12WH band saw 
I 


1 capacity of 124-in, can be set in 


vise, with 


‘tantly by sliding movable jaw into 
Work piece is said to be 
locked by press of locking lever. 
Soft, cold-rolled guide bar pre 
blades. Re 


pro 


position 
} 


-+ hot by the inch! vents damage to saw 


movable shoulder screws are 


vided for automatic chain feed 


This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more racks. 


operation. 
No. 13WH 


vise, a capacity 


drill 


of 6in, also 


safety press 


with 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 








4104 Union Street, Glenbrook, Conn. 
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This 
Message 
Sells 

For You 


one more 
salesman 
calling on 
customers 
in your area 


Take full advantage of a powerful ad- 
vertising campaign that stresses appli- 
cations, advantages and safety features 
of Crosby Clips and Blocks—Laughlin 
chain and wire rope fittings! 


It’s an ad series that appears regu- 
larly in leading industrial-construction 
trade publications. A series designed 
to boost your sales of these fine prod- 
ucts because every ad tells customers 
to “see your nearby Crosby-Laughlin 
Distributor”! You'll be way 


when you 


STOCK and SELL 
THE C-L LINE: 


famous Crosby “Red U-Bolt” Clips and 
“Load-Rated” Blocks—Laughlin hooks, 
links, shackles, turnbuckles and other 
drop forged chain and rope fittings 
that make up the most complete line 


ahead 


in the industry! 


SELL SAFETY 
SELL 


Crosby - 
Laughlin 


Division of 


AMERICAN HOIST 


and Derrick Co., 
ST. PAUL 1, MINNESOTA 


SAFETY HANGS BY A HOOK 


It’s small and relatively inexpensive, 
but a hoist hook carries the full load 
—as much as a crane is designed to 
handle! All hooks may look similar, 
but Laughlin hooks offer a combina- 
tion of features that make them out- 
standingly safe. First, they are forged 
from special bar quality steel, then 


THE RIGHT COMBINATION 


An exacting combiration of design, 
steel and drop forging goes into Laugh- 
lin Shackles. A combination that re- 
sults in maximum strength without 
brittleness that can result in fracture 
under shock load or in extreme cold: 
Pins used in Laughlin Shackles are 
forged from the same high quality steel 
—their extra hefty design makes them 
safer when shock loads accidently 
occur. When you see the famous 
Laughlin trade mark on shackles (and 
all other Laughlin fittings), you're see- 
ing the mark of safety! Your nearby 
Laughlin Distributor has shackles in 
sizes from %" to 3”. 


LAUGHLIN LINKS 
INSTALLED QUICKLY 


Lower downtime—fast changeover is 
reported by companies using super safe 
Laughlin Double Clevis Links to couple 
standard and alloy chains to fittings. 
Users everywhere have cut out expen- 
sive, time-consuming welding and 
blacksmithing in favor of simple in- 
stallation. Laughlin’s heat treated 
Double Clevis Link attaches '/,” to 
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accurately heat treated; finally, Laugh- 
lin’s precision die design controls the 
metal’s grain flow during forming to 
keep the elastic limits of the hooks at 
their proper ratings. 

Next time you need hooks remember 
that safety hangs by a hook—and 


Laughlin hooks are the safest! 


//," chain to rings, end and sling links, 
eye hooks, pad eyes, tractor eye bolts 
and other fittings. 

The world’s most complete line of 
fittings for chain and wire rope is de- 
scribed in the catalog available from 
your Laughlin Distributor, or Thomas 
Laughlin Division, American Hoist & 
Derrick Co., Portland, Maine. 


SAFETY IN SIGHT 


Ever worried about your crew for- 
getting the rated capacity of a block? 
You're free from worry and they're 
free from danger with Crosby “Load- 
Rated” Blocks because the load capa- 
city is embossed in the side plates! A 
quick glance shows what the limits are 

no chance to overload the block by 
mistake. Crews the world over are pro- 
tected by Crosby “Load-Rated” Blocks 

are yours? Crosby Products Divi- 
sion, American Hoist & Derrick Co., 
St. Paul 1, Minnesota. 





“There's bigger 
profits and faster 
turnover with” 


OTHER 
U.S.E 
PRODUCTS 


LAG 
= SCREW 


nsion Shield EXPANSION 


Anc 


Pee 
Mitten) 


CLOSED Offer your 
BACK’ Machine customers 
Bolt Expansion the newest 
Shield engineer- 
ing development in ex- 
pansion shields in over 25 


t yeors. They will discover 
a a BIG DIFFERENCE IN 
HOLDING POWER com- 

pared to old style shields. 

MULTI (See illustration below), 


DIAMETER 
Wood Screw MAXIMUM HOLD. 


" Anchor ING POWER is ob- 
- - tained with smalier 
sized shields, saving 


= eae 


installations. 


When you sell S-N-S 

MULTI-UNIT” Shields you are building 

Machine Bolt a profitable repect 

Anchor business. Handling the 

complete U.S.E. Line of 

masonry anchors, fast 

eners and allied products means better 
service and satisfied customers. 


RESULTS: TWICE THE HOLDING POWER 


S-N-S SHIELDS 
SHIELDS OLD STYLE 


4 Points Only 2 Points 
of Contact of Contact 


Ask your dealer for free literature 
or write — 
U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. 1D-4 





features the company’s “Circle ey 
Grip” locking mechanism with je Packaged 


instant setting and secure lock- | # "St R Rem’ ' SS - ae 3 
ing advantages. The new vise 
: : Tiat...Sells! 


with table mounting attachment 

fits any style drill press, and 

swings off table when not in use. A 

corner mounting attachment is also 

available. _i 
Heinrich Tools, Inc., Racine, a 


Wise. a 


= 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to stock and use — 
saves time. A fast seller with the 
quality that builds sales. Packages 
marked with size, weight, and gauge. 
The wire is highly polished and ex- 
tremely tough. Used for springs for 
tool and die makers, factory and 
machine shop, and scores of other 
applications. Cellophane wrapped. 


Wore Sales pbction 


@ Shim Stock — packaged in dispenser cartons 
for over-the-counter sales. Available in brass, 
steel and stainless. 

@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection 


PRICES AND DISCOUNTS ON REQUEST 


PRECISION 
STEEL WAREHOUSE, ine 


Manuf 


re) 


4401 W. Kinzie St 





Cart 
For Spreadiny, Storing, HA w RI s 


Disposi f Absorbent 
Known ae eT 50 METAL FLOATS 


spreader, a new multi-purpose cart 





has been introduced fer use in 
spreading, storing and disposing of 
oil and grease absorbents 

The unit is said to spread material 
evenly on all types of floors and 
permit application at three times | 
rate possible with any hand spread 


ing method. 
lawark; Pa . ) . Made of copper, plain steel, copper 
Waverly Petroleum Products Co., BF sicaed chest natnices dod, RAZENO. 


Philadelphia aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and al! pressures 


i eamless r oats carried 
Micrometers JA, Seamless copper ball floats carrie 


in stock in diameters of 2'/2 
inclusive for open tank and pressures of 


Feature Multiple 25, 50, 100 and 150 Ib. Floats in special 
Interchangeable Anvils sizes and pressures to your specifico- 


tions. 
Featuring a vise type frame that peetetsen stil bith Qeate tener Gan 
holds interchangeable anvils, three 12" diameter MADE TO ORDER. Write 


for catalog 
new micrometers have been added a 
Copper plated—brazed joint —steel 


to the company’s line. bali and special floats for high and 
low pressure, 





I'wo anvils are furnished: a rod 


anvil approximately .120-in diameter 
and a flat anvil .125-in and .060-in ARTHUR HARRIS § COMPANY 


thick at opposite ends. Additional 212 NORTH ABERDEEN ST. CHICAGO 7. ILLINOIS 
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Phone your local INDUSTRIAL SUPPLY DISTRIBUTOR 








Simple Simon met a dieman 

known throughout the trade; 
Says Simple Simon to the dieman, 

“Where are good taps made?” 
Says the dieman to Simple Simon, 

“Ask your BAY STATE tapman, 
He’s proven that precision taps 

can have a greater life span!” 

ween BAY STATE TAP & DIE COMPANY 

ieee MANSFIELD, MASSACHUSETTS 


SEE US AT BOOTH 913-914, ATLANTIC CITY, MAY 22. 


: | 
* 
- 
i 
"i 
> 
0 
) 
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HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-lb. sizes Yg” 
to 2”. 











ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


a Ib. service. 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


_ only, 


/FULL STAINLESS & e. 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends, 


3000-Ib. and 8000-Ib. 
service. =e 


WRITE FOR CATALOG 11 


Shewing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 


























300 MILL ST. - CATAWISSA, PA. 


164 


anvils of various shapes can be made | 


up by anyone. 
Anvils are quickly replaced in vise 


frame and, after tightening the lock- | 
ing screw, the micrometers are ready | 


for use. 
“Maul-T-Anvil” 
available in two sizes with ranges of 
0 to 1 inch and | to 2 inches in 
thousandths of an inch. 
L. S. Starrett Co., Athol, Mass. 


Adapter 


Plug-in, For 
Clamp Volt-Ammeter 


Said to extend the use of their 
Model 749 miniature a-c clamp volt 
ammeter, a new plug-in adapter has 
been added to the company’s line. 

Plug receptacles are on either 
side: one reduces the scale range 
of Model 749 by a factor of 10, per 
mitting low current measurements; 
the other receptacle is for reading 
ampere scale directly (1:1 

For measuring current consump 
tion of motors, appliances and cir 
cuits, the adapter is plugged into the 
a-c line, the appliance connected to 
the adapter, and clamping jaws of 
the instrument inserted through the 
adapter opening. 

Weston Electrical 
Corp., Newark, N. J. 


Instrument 
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micrometers are | 


THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE. 


With 1) KEM “ 


a 
pees package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


. Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305A North 11th St. «+ St. Lovis 6, Mo. 


THANKS, 


TO THE 34 
NEW DISTRIBUTORS 
WHO DISCOVERED, 
DURING THE PAST YEAR, 
THAT ZIP PRODUCTS 
AND 
PROMPT PERSONAL SERVICE 
ARE UNEXCELLED IN THE 
“T” SLOT BOLT FIELD. 


Sell Zip 


ESSENTIAL PRODUCTS 
ALWAYS IN DEMAND 


Immediate delivery from stock, 


any quantities 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 





Frankly, we’re quite proud of our distributor organization. 
And, we like to think that the feeling is mutual. What 
brought on this reciprocal “‘back patting”’ is a report from 
one of our distributors recently. 


He was quite lyrical about the support he was getting — 
“best products...best sales training programs...best 
advertising and merchandising program...best ware- 
housing organization...best everything!’’ So that got us 
thinking, particularly about our advertising and merchan- 
dising, and wondering how many of you really take advan- 
tage of it. After all, it’s designed to help you. 


We’re planning for even more for this year. Merchan- 
dising kits...local advertising...literature and direct mail 
—all built around your requirements. Then don’t overlook 
our national advertising program—TIME, national trade 
papers, regional trade papers. It’s the best program ever. 

Why not discuss the program with us...see how you 
can get the most benefit from it? We’ll be only too happy 
to help. Just drop us a line. 


CHAIR, secur company 


Milwaukee 1, Wis. 
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WITT Cans move fast because customers love ‘em. 
WITT’S sturdy dependability and long, satisfactory 
service bring in more and more repeat sales, too. 
Here’s why WITT outlast ordinary Cans 3 to 5... 


* STRAIGHT SIDES resist rough handling 
* DEEP, ROLLING CORRUGATIONS provide extra rigidity 
* STRUCTURAL STEEL BANDS top and bottom 
cushion wear 
* STURDY LIDS fit tight, retain shape for years 
* HOT DIP GALVANIZING stops rust 
* HEAVY-GAUGE STEEL gives battleship ruggedness 


Counter 


Speeds to 1000 
Counts Per Minute 


Dozens are counted and registered 
automatically at speeds to 1000 
counts per minute by a recently an- 
nounced PIC-600 electric dozens 
counter. 

It continuously shows number of 
dozens counted, as well as less than 
dozen count, up to 100,000 dozen 


ind resets to zero with turn of reset 


Customer satisfaction is guaranteed when you sell WITT Cans and Pails. 


knob. 
dimensions, less 


; Overall knob, 
Carrs 24-in high, 34-in long, 1%-in wide. 


Production Instrument Co., Chi- 
THE WITT CORNICE COMPANY 
2111 Wincheli Ave., Cincinnati 14, Ohio 


WITT 
CANS 
HAVE THE 
“RIGHT” 
ANGLE 


Cago 


Hose 


To Find HIDDEN Sales 


on your regular calls — 


Handles Air to 400 F., 
Working Pressure 100 Ibs psi 


Constructed entirely of synthetic 
materials, a new hose has been de 
veloped for handling air contin- 
uously at temperatures up to 400 F. 
and working pressures of 100 Ibs 
pS. 

Said to be strong, lightweight and 
flexible, the new hose can be made 
with inside diameters from 3-in to 
>-in in lengths to 50 ft. 

Quaker Rubber Corp., Div. H. K. 
Porter Co., Inc., Philadelphia 


Send for FREE Book on 


FO LE Y automatic 
SAW FILER 


You probably have a lot of customers who use saws 
to quite an extent, yet still sharpen them by hand or 
send the work out. You may find many hidden pros- 
pects for the Foley Saw Filer, for in any piant where 
a number of saws are used, the Foley quickly pays for 
itself. Foley filed saws increase sawing production 
25% to 40%, because they cut so much faster and 
smoother, run cooler, stay sharp longer 


The FOLEY SAW FILER Practically Sells 
Itself on our 30-DAY TRIAL OFFER 


Our 30-Day Trial Offer is open through you to any 
well rated company, and your customers will thank 
you to be informed about it Write today for full 
details and literature 


FOLEY MANUFACTURING CO. 
3363 N. E. Sth St. Minneapolis 18, Minn. 
We also make Foley Retoothers for hand saws, Saw Setters, Grinders, etc. 


Plastic Pipe 


Normal and High 
Impact Grades Offered 


PVC No. 1 and PVC No. 2—a 
normal impact grade with high 
chemical resistance and a high im- 
pact grade with slightly less chem- 
ical resistance but greater strength— 
are two types of rigid unplasticized 
polyvinyl chloride pipe recently 


The FOLEY SAW FILER is the only 
machine that files BAND SAWS up to 
4'” wide. CROSS-CUT CIRCULAR SAWS 
up to 24” diameter and all types of HAND 
SAWS. (All Saws that can be sharpened 
with a three cornered file) 








INDUSTRIAL DISTRIBUTION © APRIL, 1956 





Here’s how and where Celanese 
Fortisan’-36 rayon pays off 


STRONGER! 


RADIATOR HOSE — Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 
ventional fibers, is more flexible. 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STABLER! 


V-BELTS— “‘/nfinitesimal change in cord length”’ 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘“‘work.’’ Makes possible matching belts. 


Write for facts and figures on this sensational new 

Celanese rayon fiber made from saponified acetate—it 

can do a job for you. Ask for booklet TD20A. Celanese 

Corporation of America, Industrial Sales Dept., Textile 

Division, @harlotte, N. C. Branch offices: 180 Madison 

Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. Cc 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 

*Reg. U.S. Pat. Off. FIBERS FOR INDUSTRY 
FORTISAN* RAYON + FORTISAN*-36 RAYON - ARNEL* TRIACETATE>+ ACETATE + VISCOSE-RAYON 
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FREE BOOKLET 


.--Fells you how to 


Make More Profit with 
“WERNER 


ALUMINUM STAGING 


There is good profit in selling WERNER 
aluminum stagings—because they give you 
more sales features to offer your customers 
in industry. 


Compare These Features 


Extruded high strength aluminum I-beam 

side rails. Cross members locked into the 
side rails by the ALFLO process,an exclusive 
feature of all WERNER extension ladders 
and stages. Red vinyl-coated end caps and 
lifting bar at each end. Slip-resistant elon- 
gated dimpled decking riveted to the cross 
members. Available in 1200 Ib. or 1600 Ib. 
load capacity in lengths up to 30 ft. Cable 
trussing, aluminum toe boards and hand 
rails also available. 
WERNER stages meet Federal specifica- 
tions and are now being used by leading in- 
dustrial companies and government agencies. 
Workmen accustomed to hoisting heavy 
wood stages are amazed at the feeling of 
security, stability and ease of handling and 
lifting of the WERNER al! aluminum stage. 
And to help distributors and their salesmen 
sell more aluminum stagings, R. D. 
WERNER has prepared a special colorful 
booklet that tells “HOW”. 


Send coupon below for your FREE copy: 
. + D. WERNER CO., INC. Dept. T-63 
295 Fifth Avenue, New York 16, N. Y. 
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added to the company’s line of stain- 
less steel tubing and pipe. 

Both types can be formed, sawed, 
threaded, machined, hot gas welded 
and solvent cemented on standard 
metal and woodworking equipment. 

Available in Schedules 40 and 80 
in nominal sizes ranging from 4 to 
4-in, all pipe is furnished in standard 
10 and 20 ft. lengths with plain ends. 

Carpenter Steel Co., Alloy Tube 
Div., Union, N. ]. 





Mitre Box 


No Teeth Exposed 
To Injure Operator 


Model 1124 Langdon mitre box, 
is said to be similar in design to 
the company’s Acme model, but 
more compact. 

Some of the features claimed are: 
one-piece cast iron bed and rock 
with other parts of steel, nickel 
plated where exposed; extendable 
swinging lever travels from 45 to 90 
deg. right or left and locks auto 
matically at frequently used angles; 
compression clamp permits locking 
at intermediate angles; depth gages 
and saw stops provided; saw is fac 
tory-fitted to box; maximum ca 
pacity 104-in at right angles, 7}-in 
at mitre. 

Length of feed is 18in; width 
44-in, height of back 3-in. 

Millers Falls Co., Greenfield, 
Mass. 
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SALES POINTS 


that help you SELL 


GRINDERS 


. BALDOR Grinders have totally enclosed, spiash- 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 

Motors are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and 
motor frame for fast, precision grinding) 

Large ball-bearings, lubricated for life. 

Wide range: 4% to 3 hp., 6” to 12” individually 
balanced wheels. Bench & Pedestal types for 
shops and industry. 

. Sturdy-built for heavy-duty and fully guaran- 
teed by Baldor—a basic manufacturer of grind- 
ers for more than 35 years. 

Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 


ASK 

FOR 
BULLETIN 
321-M 


ABOVE: Baldor Bench Grinder, 153-8 inch. 
V2 hp. motor, 8” wheels, List... $] 06° 


TWIST DRILLS —REAMERS 
Ever since °903, when Celfor pioneered in the 
forging and h t-twisting of high speed drills 
Celfor’’ ¢ s have been sc fied by the na 
tion's leading steel fot ators for the drilling 
and reaming of the really rugged jobs in the 
oy steels 


CELFOR TOOL COMPANY 


DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC 


REPUBLIC CENTURY 
U. S$. EAGLE’ BRAND TOOLS 


toughest a 


MAKERS OF 
CELFOR''ANC 


3 PLANT WEW YORK HICAGO LOS ANGELES 


CHICAGO PLANT _ 
‘ — 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 


See our Exhibit at Triple A Convention 
Atlantic City, N. J. - May 21st to 23rd 





a -— 4 


for Sharper cutting... 
for Cleamer cutting... 
for smoother finishing... 


fry the line where you can— 


$@@ the difference... 
feel the difference... 


and actually prove 


the difference— 


SPECIALTIES 





iehigan 


ABRASIVES 


Gyr prooy, Tum page ° cor 


MICHIGAN ABRASIVE COMPANY 


Manufacturers of 
‘The Humidity-Controlled Abrasive’ 


DETROIT 5, MICHIGAN 
DISCS 





Other reasons why 


e e 
Niichigan_ 
tf PROOF you can SEE the difference 
ABRASIVES You SEE the difference because most 


all Michigan Abrasive products are 
are better for you red in color—different on sight from 


to buy!— other abrasives! 





PROOF you can FEEL the difference 


You FEEL the difference because 
whether you are grinding or 
mye you can feel the stock 

eing removed faster and easier! 


PERFORMANCE 
thet’s always the same... 


due to highest grade of raw mate- 


rial and most modern quality con- ss 
_— PROOF we can PROVE the difference 


trol 
AND WE CAN ACTUALLY PROVE 
THE DIFFERENCE in your plant or 
shop . . . to your conditions and 
specifications! 


= 


PROMPT SERVICE... rule 3 ooliy 
both from our company and from 


our stocking distributors located 


ee ee FOR OUR DISTRIBUTOR DEAL! 
& 


Remember that Michigan is one of the fastest-growing 
abrasive lines. Michigan Abrasives sell easily...stay sold 

. and bring in repeat business and excellent profits. 
Your letter will bring complete information on our 
excellent Distributor Deal! 


Besos We iehigan. 


PLENTIFUL SUPPLY... ABR ASIVES 


due to unmatched precision-coat- 
ing equipment and enormous 
specially-designed blowers and 
heaters . . . and one of the most 


Santen paibining glee tn Sharper cutting...Cleaner cutting 
Smoother finishing 


QUALITY LINE. MICHIGAN ABRASIVE COMPANY 


from wide belts 
like this to small 


specialties! ‘The Humidity-Controlled Abrasive’ 


11900 E. 8-MILE ROAD « DETROIT 5, MICHIGAN 
Telephone LAkeview 7-2050 





Manufacturers of 


All yours for Sharper cutting ... Cleaner cutting 
... Smoother finishing Abrasives! 





search far and wide 


* UNITIZED fleci 


Installation of Borroughs open and closed 


eo * . 
most simple, most adjustable, most rapidly siden ag Miecems Goeatan Santen 


Ohio, showing wide shelf spacing for stor 


assembled line of steel shelving on the market! age of large items 


Here’s another fact to keep in mind... you do not need any tools what- 
ever to adjust Borroughs Unitized flexi Steel Shelving. This is important 
to you for 3 reasons. FIRST—you save time in installation. SECOND—you 
save time in adjusting shelving. And THIRD—the time you save in instal- 
lation, and the quick and easy adjustability of shelves, save you money 
from the first day Borroughs shelving is installed. You can’t afford to 
overlook the greatest shelving value on the market—Borroughs Unitized 
flexi Steel Shelving. 


Instellation of Borroughs open type shelv- 
ing at the H. & S. Pogue Company depart 
ment store, Cincinnati, Ohio 


Insert shelf support bracket Tilt shelf into support bracket 
..no fumbling with studs, bolts, ..and shelf is ready for loading 
nuts or lock washers. 


* 
Each individual unit 
is complete in itself 
..mo part depends on unit , 
menos pty soda ear | >) —y Flexibility is demonstrated in this partial 
P - >} — : view of the large Borroughs shelving instal- 
lation at the Ford Division of the Ford Motor 
Co., Assembly Plant No. 2, Louisville, Ky 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 
Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes: 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 169 





WHOOT MON! 


You really get your 
money’s worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*”’ 


ae * #' we ot th 
ar ai atiase0 





on i en 
@ @c. ee ce ta 


as ee Te 


- 
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CAP SCREWS « COUPLING BOLTS Concrete Vibrator 


Hy + :« s= . 8 


SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; 
stroke %"; table 5” x $5”. 
Operated by foot or 
fingertip controls. $85 


¢ 


SPEEDY AIR RAM No. 70 


Mounts in any position. 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust. 6%" high, 5%" 
wide. $35.00 


Ram 0 to $8’; 





Jaws open to 3 inches; \i6" to % 


SET SCREWS « MILLED STUDS 


. our specialty. 


FOOT CONTROL 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 

¥" maximum 
travel. Complete with foot control, air hose 
and fittings 


Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
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Motor Protected 

From Overheating 

Model EV25, a new 
motor-in-head concrete vibrator, op 


universal 


erates off of ordinary 115 volt house 
current. 
Vibration frequencies up to 
10,000 per minute are said to pro- 
duce an effective, yet gentle result 
that does not damage forms. 
\ safety switch and 


thermal overload device is said to 


sealed-in 


protect the motor-in-head from over 
heating 


Mall Tool Co., Chicago 


Link 
For Use With 
Industrial Slings 


Designated the Shaped Section 
Master Link, a new device for in- 





CUSHMAN 


Muck - abu 


Cushman Chucks give Chuck-ability ... a “plus 
value" advertised in the leading metal-working 
trade journals read by your customers. Cushman 
helps you sell Chuck-ability by offering distribu- 
tors the following chuck-selling tools designed to 
increase chuck sales and keep good customers 
sold. Write today for details. 





THE 


a world standard for precision 


CUSHMAN CHUCKS... 
a Product of American Quality, 
Labor and Materials. 


No. 65C Condensed Catalog — Twelve-page, two-color, 8% x 11 illus- 
trated catalog listing prices of all Cushman Manually Operated Chucks. 


Bottom of front cover imprinted with your company name and address. 


No. 196C Chucks Requiring Adapter Plates — Sixteen-page, two-color, 
3% x 6% booklet listing prices of all Cushman Manually Operated Chucks 
for mounting with adapter plates. Bottom of front cover imprinted with 


your company name and address. 


No. 196D Cam Lock Spindle Nose Chucks — Same as No. 196C, but 
listing prices of all Cushman Manually Operated Chucks for mounting on 


Com Lock Spindles. 


No. 196E Long Taper Key Drive Spindle Nose Chucks — Same format 
as No. 196C, listing prices of all Cushman Manually Operated Chucks for 
mounting on Long Taper Key Drive Spindles. 


No. 54 Magazine Insert — A two-color insert designed for use in MILL 
AND FACTORY, and available for use in other standard-size (8%4" x 
11%") magazines. General description of Air Operated Chucks on one 
side and Manually Operated Chucks on the other side. Your company 
name and address printed at bottom on both sides. 


Pocket Catalog — For your prime accounts! This pocket catalog com- 
bines in miniature size the two Cushman General Catalogs on Air and 
Manually Operated Chucks. All chucks fully described, detailed and priced. 


Your company name imprinted at bottom of front cover 


Advertisement Reprints — Two-color Cushman advertisements currently 
appearing in national metal-working trade papers. An excellent piece to 


be included in your direct mail program. (Not imprinted.) 


CUSHMAN CHUCK COMPANY °* Hartford 2, Conn. 


CUSHMAN 
CHUCKMAN 


CHUCKS eles HRO : ND 


ee ee ee oe ee oe ee 


Air Operated Chucks, Cylinders, and Accessory Equipment... The Cushman 


Power Wrench... Cushman Manually Operated Chucks and Face Piate Jaws. 


a 





Po 


its versatility for industry ... 
its saleability for you 


dustrial slings is said to hold its form | 


under loads and stress up to 18% 
greater. 

Made of Accoloy, the components 
are produced in sizes from 4 to 1}-in 
as components of the maker's slings, 
also separately for use with any make 
of chain or wire rope slings. 

American Chain Div., American 


Chain & Cable Co., Inc., York, Pa. 


_ Adhesive 


For Contact 
And Hot Bonding 


Called EC-1357, a new elas 


tha BIG ORANGE FX)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 


SLIP HOOKS 
Available 
for Chain 
Sizes V4" 
5/16", %”" 

and 2" 


GRAB HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", Ye" 


» Va", 
ee 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Avaliable in sizes V4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 











tomeric type adhesive, recommended 
| for contact and hot bonding a wide 
variety of porous and non-porous 


Because one 

machinist 

may prefer to 

strike work with 

a rawhide ham- 

mer — another 

with a softer com- 

position . still 

others with plastic, 
copper or babbitt, you can 
get all the business with 
BASA “replaceable face” 
Hammers. No room for dif- 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip into the split 
head of a BASA Hammer 
in a flash. It’s as easy as 
changing a razor blade 

and holds like a vise. 

Stock up with BASA Ham- 
mers and refills of all 5 
mating interchangeable 
faces. Multiplies sales op- 


| surfaces, has been announced 

Grey-green in color, it has a syrup 
consistency and weighs about 7 lbs 
per gallon. Heat resistance is up to 
160 deg. I. 

According to the manufacturer 
the adhesive can be used in bonding 
metal frames to veneered ply-wood, 
aluminum sheets to aluminum chan 
nels and decorative plastic laminates 
to metal counter and table tops 

Adhesives & Coatings Div., Min 
nesota Mining & Mtg. Co., Detroit 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard 
ware stores, stock rooms. en- 
tire stock of drills can be seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills Huot’s built-in inventory 


Lamp 


Fluorescent, With 
Built-In Reflector 


A new type fluorescent lamp with 


portunity 5 times! 


an internal reflector surface, said to 
result in 70% more downward light, 
has been announced. 








Improvements in lamp lumen 


system does away with cost sheets 
—speeds up sales 1414" long, 
74" high, 7V4"' deep. Hammerlin 
baked enamel finish over steel 
Dispensers for: Fractional, number 
and letter drills. Write for catalog 


pages 
HUOT is pronounced “HEW-OT" 


Write for Bulletin BE-20. 


GREENE, TWEED & CO. 


hours are claimed to be obtained be 
cause the lamp is relatively unaf 
fected by deposits of light-stealing 
dust and dirt on the top surface of 


HUOT MANUFACTURING CO. 





55! No. Wheeler St. St. Paul 4, Minn. 
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THE NEW psa 
Chrome plated 
to resist rust 
DIAMOND ni 
® eye appeal 
LOOK | 
a 


DROP FORGED 
HANDLES 


. Handies are solid drop forged steel instead of stamped 
sheet metal. 
. New design of handle gives better grip. 
. Narrow body of snip allows cut metal to pass freely 
over edge of snip. 
. Furnished with oil and grease resistant soft plastic Retail 
handles at no extra charge Price 
. All components fully heat treated for long wear and 
service. $4.00 
. Blades made of special analysis Diamalloy steel with 
serrated cutting edge for easy cutting. 
. Large pivot bolts give smoother action with less wear. 


Ask your distributor for Straight Cut DAS- 10 
Right Hand Cut..DAR- 10 
Left Hand Cut....DAL- 10 


DIAMOND CALK 
HOlCS00 Cy 


DULUTH, MINN. ESTABUSHED 1908 TORONTO, ONT. 
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COLLET EQUIPMENT 
made by EXPERTS 


ELE 


COLLIS Equipment fills today’s important produc- 
tion needs so well because they are made by 
men skilled in making this type of equipment. 
Supply the proper unit from a complete range cf 
types, and sizes for Drill Sleeves and Sockets, 
Lathe Centers, Chuck Arbors, and Drill Drifts. 
We will handle your orders promptly. 


"Call COLLIS For Service” 





emmmmn THE COLLIS COMPANY smn 


Saye A SEINTON, IOWA 


Try 
UNIVERSAL 


for your 


ALL METAL HOSE 


requirements 


Write for Industrial Distributor Bulletin ID-3 


UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue Chicago 23, Illinois 
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the lamp. It is stated they may be 
mounted bare without external re 
flectors, even in installations where 
the ceiling provides very poor re 
flectance. 

Initially, the lamps are available 
in four and eight foot single-pin 
types; other sizes will be available 
later. 

Sylvania Electric Products Inc., 
New York 


Hand Truck 


With Snap-Action 
Directional Wheels 


Designed with a greater load 
carrying capacity than their stand 
ard model, a new hand truck has 
been added to the company’s line. 

Some of the features claimed in 
clude: wheels are 8-in with hard 
rubber tires and roller bearings; 
truck is made of 1}-in steel pipe, 
braced with heavy steel plate; fin 
ished in gray enamel with red wheel 
discs; recommended work capacity 
1200 Ibs; nose plate slopes for easy 
“break-back” of heavy loads. 

Directo-Truck Co., Canfield, Ohio 





Special analysis, high quality steel, plus precision 
manufacture make each HELLER Rotary File 
last longer—and cut faster. HELLER’S 
Regrinding Service restores them to service at a 
fraction of their original cost—thereby 
extending their useful life and saving you money. 


Popular Assortments of HELLER Available in a full range of shapes and 
Rotary Files available in four sizes, HELLER’S complete line includes Handcut, 
different combinations of Hand Ground-from-solid, Carbide Burr and Miniatures. 


Cut and Ground-From-Solid. 
pals bes - eguliana For more than 100 years HELLER has been 
first in files. Now you can get HELLER quality 
in any type of file you need. 


Write for Catalog R-48 for Rotary File information. 


HELLER root co. 


A Subsidiary of Simonds Saw and Steel Co. 
NEWCOMERSTOWN, OHIO 


Branch Offices: New York * Detroit * Chicago * Los Angeles 


YOUR HELLER DISTRIBUTOR CAN 
SUPPLY ALL YOUR FILE NEEDS 
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epson 


A-4 
PIPE UNIONS 


to assure 
low cost, leakproof 
performance 


Countless trials, tests and everyday use over 
many years and in every kind of service have 
proved definitely that JEFFERSON UNIONS effect 
truly worthwhile savings in installation and main- 
tenance costs. Experience shows thot to sell 
“JEFFERSON” is to assure leakproof connections 


Reasons for outstanding performance can be 
summed up briefy as follows 


Meximum Basic Strength . through the use of 
air refined malleable iron with an average basic 
strength of 55,000 Ibs. P.S.! 


Non-porous Seots . through seat rings cut 
from specially drawn hard brass tubing and then 
groun not just finish-machined lron-to-iron 
seats are also available 


Seats Integral with Body . by press-fitting 
seats into mechined = ee all possibility of 
rocking is eliminated. 


Maximum User Protection 
air testing and rigid inspection 


. through carefui 


Cen Replece Higher Cost Steel Unions ap 
proval by Underwriter’s Laboratories for 500 Ibs. 
P.S.1. steam and oil at 550° F., or 2000 Ibs 
P.S.1. mon-shock cold W.O.G. assures ability to 
recommend “Jefferson” for services ordinarily 
calling for higher cost stee! unions 


The complete Jefferson line includes 
aiso 90° and 45° Union Elbows, 
Union Tees and Flange Unions in 
300% as well as Union fittings and 
unions in 250% and 150% types, 
with either brass te iron or iron to 
iron seots. 


JEFFERSON 
UNION CO. 


49 FLETCHER AVE., 
LEXINGTON 73, MASS. 


The UNION that always insures 
leak proof service. 





Coupling 
Radially 
Removable 
Specially suited to centrifugal and 
impeller pumps and other installa 
tions where radial removability is 
required, a new flexible coupling has 
been announced. 
Known as C-R, 
sizes ranging from 
at 100 rpm. 
All feature reversible cushions to 
double service life on unidirectional 


it comes in Six 
2.58 to 29.6 hp 


loads. 
Lovejoy Flexible Coupling Co., 
Chicago 





TRUCKERS BEWARE 


An infra-red “cateye” by which 
spotters 30 feet off the highway can 
identify truck license plates is now 
operating on the Pennsylvania Turn- 
pike as a means of curbing truckers 
who violate the speed limit, points 
out Engineering News-Record, 
McGraw-Hill publication. Instru- 
mentation is adapted from navy sig- 
nal equipment. The “trap” in this 
case is a form of self-policing because 
it is operated by the state's motor 
truck association 











HAMMERBLOW °® 
WIRE ROPE CUTTERS 


ai 


LOW COST, 
PORTABLE, 
FAST 
ACTING, 
SAFE 


Wt. Price 
10 Lbs. $12 
20 Lbs. $21 
35 Lbs. $35 


ound Di: ts on R t 
HAMMERB LO Ww 
WIRE ROPE CUTTER CO. 


248 AUSTIN ST. NEWARK 5, N. J. 
Bigelow 8-1045 

















Kutto: 


The Handiest 
Carton Cutter Made 


Now you can satisfy your customer re- 
quests for the Kutto Carton Opener. Kutto 
is the handiest tool ever made for the 
receiving and shipping room. Made of 
heavy quality steel, it will stand a life- 
time of hard use. 

YOUR 
PRICE 


1 Kutto, with blade 3 Doz. 1900 


and 5 extra blades in 
handle, each postpaid. $1.25 or more Per Doz. 
| 6 Doz. 950 


6 Kuttos, with blade 
t lades in 
ad A LS ot 7.20 | or more Per Doz. 
12 Kuttos, with blade 
and 5 extra blades in 13.. 50 12 Doz 900 
handle, postpaid or more Per Doz. 
F.0.B. CHICAGO, ILL 


MODERN SPECIALTIES CO 


4301 Ogden Ave. Dept. ID 
Chicago 23, Ill. 


LIST PRICE 
EACH 
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DELIVERS 
4 times 
MORE POWER 
with 
GREATER SAFETY 


heavy assembly and disassembly work! In tightening 


7 | a 
BONNE ; X.4 With the new work-saving Bonney 4-to-1 Geared 
e Head Wrench one man can do the job of four in all 
f 


or loosening threaded parts, there is no dangerous 





snap or jarring action. The Bonney X-4 makes tough 





Jobs easy! 





Designed as an intermediate unit for use with 
ratchets, torque wrenches, sockets and attachments, 
the Bonney X-4 Geared Head Wrench is rugged, 
lightweight and portable—easily used in the shop or 
the field. A mechanic can do his own work with less 
effort, greater safety . . . with no chance of damage 
to expensive equipment. 

Get your copy of the new X-4 folder that illustrates 
in detail the many advantages of this revolutionary 
work-saver. At the same time, we would like to show 
you how—and why— it will pay you to handle the 


Bonney Too! line. 





When it comes to something 


special, different — you can ANOTHER BONNEY FIRS T! 


always count on Bonney for 


the newest tools. . . first! 











BONNEY FORGE & TOOL WORKS «© ALLENTOWN + PENNSYLVANIA 
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So You Want 
To Put On 
a Show... 


By Paul D. Helton 
Mgr. Sumter Supply Co 


Sumter, S. C. 


OR MANY MONTHS, we at Sumter 

Fscpps Co. had discussed the pos- 
DEMONSTRATING HIS LINE, Bob Treadway (Smith Welding Equip’t) has sibility of sponsoring some sort of 
group interested. C. M. Harrington, owner of Sumter Supply, is at left. industrial fair; something that would 
enable us to enhance our position 
in the community, as well as give 
our whole crew a chance to show 
off their selling abilities. 

However, the discussion stage did 
not end until one day someone, I 
don’t remember who, got an idea. 
“Why don’t we just rent the Main 
Exhibition Building at the local Fair 
Grounds and start our show from 
there?” We did just that and, from 
then on, ideas multiplied faster than 
fleas on my shepherd dog. 

We realized from the beginning 
hat a great deal of hard work would 
be entailed to put over even the 
meagerest kind of affair. Thus, to 
alleviate as much pressure on 
any one individual as possible, we 
appointed a sort of arrangements 
committee, including a _ general 
chairman, finance officer, advertis- 
ing officer, entertainment officer, 
contest officer and publicity officer. 
lhe personnel selected was assigned 
to tasks that were best suited to in- 
dividual abilities. Needless to say, 
these people jumped at the project 
like a duck after a June bug. 


ACTIVE INSPECTION of products took place in the Skilsaw booth 


Invitations Next 


Our first step, after making def- 
nite arrangements, was to write a 
general letter of invitation to all 
manufacturers we wanted to partici- 
pate. Every pertinent detail of our 
plans was included in this letter, so 
that a manufacturer could consider 
the potential benefit to be derived 


GETTING THE FEEL OF A TOOL, a prospect is coached by Dan Shoemaker ' we : 
from participation. With the full 


(Millers Falls Co.) in front of curious audience. 
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facts, the manufacturer could decide 
whether or not it would be profit- 


able to participate. 
Naturally, permission to stage the ~ 


event was obtained from Charles 
Harrington, manager, Hyman Sup- 
ply Co., Wilmington, N. C., (of 
which we are a subsidiary) and Mr. 
Harrington agreed to underwrite 
the cost up to a certain figure. This 
meant an industrial fair budget, 
which was then drawn up covering 
all costs. Then, invited participants 
were requested to donate $25.00. 
The replies to these invitations were 
prompt. Some expressed real in- 
terest, many indifference, and some 
even disgust. On the whole, how 
ever, the genuine interest expressed 
by our more aggressive principals 
was most gratifying. 


Showed Them Anyway 


In cases where some of our key 
suppliers flatly refused to go along 
(stating that they had funds only 
for national advertising and were 
not in the slightest interested in 
local promotional programs), we 
made up our own display of their 
products the best we could without 
help from the factory. Naturally, 
such displays suffered from lack of 
genuine interest. 

As it turned out, our show was 
made up of 40 booths and attended 
by 23 factory men. It consisted of 
approximately 60 displays. But 
more of this later. 

As arrangements progressed, in- Tire Inflation Welding Equipment Diluted Inorganic 
dividual members of the arrange Acids and Alkalies 
ments committee were active. Our ONE HOSE — 
advertising officer arranged for three wy r TEN USES 
to five radio spots on each of the reduces inventory 
two local radio stations for about - 1? a of 
two weeks prior to the show. He omy vinden, 


also put daily ads in the local news- VARI-PURPOSE is tough, resilient and durable. Abrasion re- 
ane ini a tee . re sistant cover, oi! resistant tube. Reinforced with braided rayon 
paper. Other committee members | cord. Sizes Ya" to 14%". Colors red or block. 


irranged for printed invitations to 
be mailed about 10 days before the 
show date. Personal letters were 


used also by officers and salesmen. ng 
To stimulate interest in the show, \ . H A Lcd 2 L T red ~ a i B B E R 
MANUFACTURING CORPORATION 


a hobby contest was planned for 


which the general ublic was in- YEARS OF 

it : : i Re ; d : . VAMETTITCRT EM, Executive Office and Factories, 1016 Meade St., Trenton 3, N.J. 
ae 2 Ey a ae A. oust Ji BRANCHES IN: CLEVELAND * HOUSTON 
our store window for several weeks = INDIANAPOLIS © LOS ANGELES * NEW YORK 
before the show. And, at the show, OD PITTSBURGH © SAN FRANCISCO 





BE SURE . . . USE HAMILTON . . . ALWAYS DEPENDABLE! 
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~$4GR-OVER probiem solve 
A\ by Prllips 54st” 


a. Phillips & 
ised oa system that 


v liquid 


delivering 
_ e opportunities 
manufacturers has 


. ite 
information, we 


pumping 


solve orolog Sectio 


for C 


KING” pumeP* 
do, 's roro ae ° 


” 
eorae oe 


usa in Cone 


orae 
sao winery 4 
6 


Loe e* peng CT aia 


Send for your Cedor Falls. tows 


copy of Catalog onarn® 
Section Hmm 


today 


Oldest and Largest 
Wheelbarrow 
Maker in America 


OTHER FAMOUS 
JACKSON PRODUCTS 


c 
! 
I 
! 
! WHEELBARROWS 
er 
Jackson Mill Barrow industry's choice for han- l 
dling materials too heavy to be moved with J 
ordinary barrows. It's constructed to distribute ! 
the load for better control with less strain on the 
operator. Four-ply pneumatic tires and roller | 
bearings make handling easy. (Also available i 
with steel wheels.) Heaped capacity is 6 cu. ft. i 
I 
i 


WRITE FOR FREE LITERATURE 


Jackson 


GAS 
SALAMANDERS 


MIXING BOXES 


Manufacturing Co. 
Harrisburg, Pa, 


MORTAR PANS 








INDUSTRIAL DISTRIBUTION © APRIL, 1956 


a special booth was set up for the 
hobby display. Entries were judged 
by a committee of three leading 
citizens and suitable prizes were 
awarded to the winners. 

This wasn’t all. A 
booth was set up by a local radio 
station (WFIG) and a total of four 
programs originated from the ex 
hibition hall during the show. ‘Total 


broadcast 


time of these programs was two 
hours of broadcast time. Local flo 
rists furnished free floral displays 
and two lounges were furnished by 


local furniture stores. 


Attendance 700 


More than 700 people attended 
the two-day program which ran each 
day from 2 to 10 p.m. The evenings 
brought out most of the industrial 
people. We're convinced the show 
was a success. The indirect good 
will that we received as a result of 
staging it astonished us. Every 
where we went after the show, we 
heard good words and compliments 
and this was particularly gratifying 
to all of us who had worked to put 
it over. 

But there 
he show, we 
feel that it would be 


better attended if it were established 


were lessons learned. 
felt, was successful 


but we now 


as an annual event. 

\nyone planning a show should 
plan as far into the future as pos 
sible to give time to work out de 
haste. 


tails carefully and without 


‘his also gives manufacturers a 
chance to plan their display. But be 
prepared to be turned down by 
many of your key suppliers in your 
request for help. Plan to do most 
of the physical work yourself. 
Organization smooths the way. 
Form a definite plan as to what 
your show will consist of and then 
assign specific chores to your own 
personnel. The functions of our 
committee cover the main elements. 
\lso give a thought to competition. 
Be ready to compete with many 
other events which the average com- 
munity has to offer to draw attend 
This 


means stimulating curiosity and in 


ince away from your show. 


terest in what you are offering. 





FOR THREAD LEAKS 
AT FITTINGS 


INDUSTRIAL DISTRIBUTORS 
HAVE STOCKED THIS CLAMP FOR OVER 
50 YEARS. IT DOES A UNIQUE JOB. 








SKINNER-SEAL PIPE JOINT CLAMP stops leaks at joints 
where pipe is screwed into a fitting. Any pressure up to 
2000 Ibs. A permanent repair, it not only saves the cost 
of tearing out and renewing leaky fittings —it often 
prevents shut-downs which can run into thousands of 
dollars. 

Progressively redesigned over the years, this clamp is a 


remarkable product. Send for special folder. 


M.B. SKINNER COMPANY, SOUTH BEND 21, IND., U.S.A. 


S KINNER-SEATL, PIPE JOINT CLAMP 
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“Cushion Throat” Pliers 


Here’s a simple and effective way to con- 


trol cut ends of wire—keep them from 


flying or falling into a chassis. 


The Urtica® “Cushion Throat” is a | 
tough, rubbery red plastisol coating | 
bonded right beside the cutting edge of | 


Urica® pliers. As the pliers close, the 
cushion grips the short end of wire and 
holds it tightly. 


The “Cushion Throat” is specially val- | 
uable in electronics work—makes it pos- | 


sible to cut inside chassis without danger 
of wire snips causing a short. Grips 
spring or hard wire, too — gives extra 
safety on every cutting job! 


Order from your 
distributor, today! 
* 


Only $1 list addition- 

al—applied to most 

UTICA diagonal or 

side-cutting pliers. 
a 


Exclusive UTICA 
Patent. 


UTICA (when referring to hand tools) is a trad 
mark registered in the U. S. Patent Office. 
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Margins, Methods Main Topics 


at Broadmoor Conference 





B' ('TER MARGINS AND BETTER SELI 
ING were urged by chief speakers 
at the recent Broadmoor Conference 
sponsored by the Rocky Mountain 
Association of Distributors. 

Some 200 representatives of dis 
tributor firms and manufacturers at 
tended the two-day sessions at the 
Broadmoor Hotel in Colorado 
Springs. 


Warns of Attitudes 


Paul J. Stine, president of the 
Southern Industrial Distributors’ 
Association, warned the conference 
that some manufacturers are chang- 
ing their attitudes on price policies 
and forcing a “squeeze play” with 
lower lists and discounts. “A recent 
movement by the pipe people to 
shave the margin of profit to the 
distributor would seem to indicate 
that they are moving toward a one- 
price policy on pipe. . . . We are 
being forced into mass buying by 
the manufacturer.” 

He cited moves in other fields 
toward direct selling and branch 
warehousing without distributor pro- 
tection. But, he added, many manu 
facturers are loyal to distributors. 


Service Value Cited 


“The distributor adds a positive 
value to manufactured products in 
rendering a real service to the cus- 
tomer at reasonable cost,” said Mr. 
Stine, who is president of Harry P. 
Leu, Inc., Orlando, Fla. “If the 
manufacturer doesn’t give enough 
margin to provide this service, both 
he and the distributor lose.” 

He urged manufacturers to look 
over cost-of-doing-business figures 
supplied by trade associations. ‘This, 
he said, should disabuse them of the 
theory that distributors just give 
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away added discounts. He said dis 
tributors as a group, are making good 
strides in improving service and 
efficiency. 


Attack on Costs Urged 


Frank M. Cruger, first vice pres 
ident of the National Association, 
urged distributors to lower manu 
facturers’ sales cost through more 
efficient selling. This, he said, would 
earn them increased margins. 

“The challenge for the distributor 
is to convince the supplier that 
value-added-by distribution must in- 
clude fair return geared to the cost 
of operations today,” said Mr. 
Kruger, who is a partner in Indiana 
Manufacturers Supply Co., Indian- 
apolis. 

“We distributors have generalized 
too much about margins of profit,” 
he said. “Margins offered by many 
manufacturers are adequate”. 


No “Subsidy” Wanted 


Mr. Cruger added that “no man- 
ufacturer should be expected to sub- 
sidize an inefficient distributor op- 
eration.” He said distribution has 
been under criticism for failing to 
make the same strides as manufac- 
turing in cost reduction, but some 
critics fail to see essential differences 
between the two functions. Manu- 
facturing can be concentrated by 
areas and by methods so that mass 
production is possible, but the es- 
sance of distribution is to break 
down mass production products into 
many small units and sell in widely 
scattered areas. 

He said distributors must 
overlook where waste can be elimi- 
nated. He cited outmoded facilities 
and methods, unsuitable compensa- 
tion, poor sales training and “fool 


not 





ish competitive practices” as major 


causes of inefficient operation. 

Price cutting, or unethical meth- as ee Cr, 7 w 
ods, he termed “acts of offense 
against our customers, our com- 


petitors and above all, ourselves.” a, the speedy efficient 
~ 


He urged distributors to learn 


which of their lines are profitable \\ all-in-one 


and concentrate sales effort on them. 
The planned selling programs of ' | ; d bol h ade 
bia distributors that idee 20 Vy at P pe == * tare ° 
or 30 key lines may be the means ts 
of cutting selling costs, he said. 
Mr. Cruger urged manufacturers 
to provide a universal 2% cash dis- 
count, since lack of uniformity com- 
plicates_ distributors’ bookkeeping 
and may bar them from passing on 
to customers even the discounts that 
are provided. He cited progress made 
on pre-paid freight as evidence of 
the good state of manufacturer-dis 
tributor cooperation. In a recent 
survey of 213 manufacturers, it was 
found that 125 had met the dis 
tributor associations’ request to pre 
pay freight, 63 were in process of 
doing so, and the remaining five 
planned to in the future. 


Improvements Needed 


Clarence B. Noelting, president . P 
of the American Association and 5004 with SPH CHUCA 
executive vice president of Faultless 
Caster Co., said manufacturer-dis- e « « assures your customers most clean 
tributor relations are better than cuts and threads with least work... 


ever before, but “still have a long Capacity: %” to 2” pipe; 4” to 2” bolts or rod. 
way to go.” 


New type wrenchless Speed Chuck operates easily, quickly, 

He said a large percentage of guaranteed to grip pipe or rod tightly—forward, reverse; jaws have 
distributors and manufacturers ap- replaceable insert teeth for longer life. . . . Independent die heads, 
parently were still unconvinced that cutter, reamer swing up out of way when not in use. . . . Quick- 
their opposite numbers know their opening die heads—1 Quadri and 2 Dual heads for 4” to 2” 


See : i . (%" available). . . quick size change right in 
jobs. Recently, I talked with three machine. . . . Power for geared tools to 12”. 
distributors, two of which had dis- Many other efficient worksaver features. Pre-sold 
continued 16 lines in the previous by RitzaiD advertising . . . don’t miss the 
year and one of whom had discon- easy volume orders . . . order today! 


tinued 18 lines,” he reported. “It -F Wrenches « Cutters « 
is much easier to cooperate with a Make More Money Selling Vises « Threaders and 


ways a aad =, P Dri 
distributor and build, than it is to RicESibp Peete 


try to get a new distributor.” “Threaded Pipe—tit's Tight—It's Best—Costs Less” 
He said distributors, on their side, - 


must realize that this is a fast age, 
and customers demand adequate 
stock for full orders. 


Cites Record 


C. E. Gollwitzer, of Pratt-Gilbert — , 
Hardware Co., Phoenix, Ariz., pres- The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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4 


Products of 
Distributors’ 


— Confidence 
FoR 65 YEARS 


“POSITIVE” Lock washers are all- 
q important adjuncts to fastener sales. 


Their use in your customers’ plants 
NONLINK POSITIVE 


are vital to critical assemblies of their 

products. To serve your customers 

well, rely on a source of supply 
geared to making the best possible 

e product and selling through distribu- 
tors. “POSITIVE” is a product of the 

confidence many Distributors have 


RIDGES TYPE placed in us as their sole source of 
supply for the past 65 years. 


Positive Lock WASHER Co. 


; AVENUE A AND MILLER ST. 








\ NEWARK 5, N. J. 
HIGH COLLAR 


QUALITY PRODUCTS 
+ 
STEADY PROMOTION 


= BETTER SALES 
i 


ie 


this formula has made KEY pipe sealing 
compounds “Best Sellers’’ for 38 years 


LUA AAEM —Key Pipe Joint Com- 


cea =" 
For water, gas — » 
pounds provide tight, permanent leakproof seals, never ud ° 
p low pressure f T 
freeze in the joints, break quickly and easily. pall ay om KEY TI Ha 


pr mete 
LCRA ECM —with © steady program of COM IND 


attention-getting advertisements in 10 leading nationo! 


industrial publications, plus liberal sampling and power- pe 
ful follow-up sales letters. 


F il 
—hundreds of industrial sey high yo hy 
supply houses hove been stocking KEY compounds for over == steom taes 
20 years. Their customers’ orders specify ““KEY—no : 4 
substitutes."' 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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ident of the National Association, 
told the conference about progress 
of the association’s committees on 
“Modern Methods”, catalogs, the 
new executive course at Harvard 
Business School, and cooperation 
with Clarkson College on its dis- 
tribution course. 


Grove Presides 


Richard B. Davis, Hendrie & Bolt 
hoff Co., Denver, president of 
the Rocky Mountain Association, 
opened the conference. Lewis W. 
Grove, The Mine & Smelter Supply 
Co., Denver, was conference chair- 
man. 

Other speakers were Mark J. 
Lacey, Peck, Stow & Wilcox Co., 
president of the American Hard 
ware Manufacturers’ Association; 
Franklin J. Coolbaugh, Climax 
Molybdenum Co.; Irwin Such, of 
Steel magazine, and Colonel Arthur 
E. Boudreau, of the U.S. Army Air 
Force Academy. 

Reporting on area conditions 
were: J. H. Singleton, C. A. Crosta, 
Inc., Denver; Howard W. Price, Salt 
Lake Hardware Co., Salt Lake City; 
John K. S. Walter, Santa Fe Build 
ers Supply Co., Santa Fe., and John 
H. Mize, Blish, Mize & Silliman 
Hardware Co., Atchison, Kan. 





WINDSHIELDS SUSPECTED 


Windshield replacement, since the 


wrap-around type has been used in bus 
fleets, has shifted from a minor to a 


major budget item, points out Fleet 
Owner, McGraw-Hill publication. Fleet 
men suspect the fault is not all with 
flying stones, cause of most windshield 
damage. The extended area of the 
wrap-around windshield presents oa 
bigger target, which means that the 
oncoming cars that flip the gravel do 
not have to be as accurate to cause 
the damage. And there is another 
suspicion among fleet men that the 
stylishly rounded windshield—strain- 
ing out from the vertical uprights of 
the body—is not as resistant to mortal 
wound as its plainer counterpart of 
years gone by. 














WHAT DOES THE DISSTON 
SELECTIVE DISTRIBUTION POLICY 
DO FOR you © 


5 BiG ADVANTAGES 

ENABLE YOU TO GIVE 
OUTSTANDING SERVICE TO YOUR 
CUSTOMERS- AND (INCREASE 

YOUR SALES Volume! 


I. Disston provides you with highly saleable quality products. 
2. Disston supplies tools at prices which allow attractive profits. 


3. Disston refers to distributors all industrial catalogued 
consumer item inquiries and orders. 


4. Disston’s training program is geared to the facts that 
help you sell more Disston products. 


5. Disston backs up your sales efforts with hard-hitting 
advertisements in leading trade and consumer magazines, with 
promotion tie-in material for local use. 


WANT MORE — about oe sciiiiitnanaiiniaails ‘ 
Disston tools? .°.. about now you, 


tn, can benefit by Diston's = H. K. PORTER COMPANY, INC. DL. f\ 
selective distribution policy? "re ™ 423 Tacony, Philadelphia 35, Pa. 
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Users 


aca 


\. Product 


ACCOLOY 


are Enthusiastic about 


-WELD 


125 CHAIN 


Only | year old 


—Already a Proved Success! 


@ When, a year ago, ACCO’s sensa- 
tional new Accoloy X-Weld 125 Chain 
first was offered, “‘proof of the pud- 
ding’ came in fast—and keeps com- 
ing in! 

Men who have bought it and used 
it are loud in their praise of AccOLOY 
X-WELD 125—the chain with welds 
as strong or stronger than the alloy 
material—the chain that hangs 
straight as a die, thanks to its pro- 
jecting lugs which prevent kinking. 
Read these typical reports from en- 
thusiastic users: 

“The Accoloy X-Weld 125 
Chain which we bought as a test is 
still in use [after a year]. Our men all 
swear by X-Weld. We are buying no 
other kind of chain.” 

“For a year, our [ X-Weld | chain 
has had regular use. Its perform- 
ance is superior to that of any other 


co 


chain we have used. We appreciate 
its non-kinking feature. The chain 
is still in use, has needed no repairs, 
and is in Al condition.” 

“We have constantly used and 
abused this chain . . . it has held up 
under all tests . . . it is still in prac- 
tically perfect condition.”’ 


@ACCOLOY X-WELD 125 CHAIN is 
available in five sizes—\%", %", 4%" 


%” and 4%”. It can be furnished in | 


special analyses and heat treatments 
to meet requirements of special ap- 
plications—corrosive jobs, abrasive 
jobs, hot or other tough jobs. 


Write our York, Pa., 
office for Bulletin DH-319 
on Accoloy 
X- Weld 125 Chain 


American Chain Division 
AMERICAN CHAIN & CABLE 


/ Better 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


\ Value 


Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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Sales Analysis 


(Continued from page 99) 





he keeps a record of key personnel, 
titles, addresses, notes on operations, 
and special items which the par 
ticular customer uses and buys. For 
example, one folder notes that the 
customer, a manufacturer of corru- 
gated paper boxes and packing ma 
terial, buys a special thickness and 
length of conveyor belting for the 
purpose of pressing binding tape, 
an unusual application. 

In each customer’s file, Mr. Ahl 
berg keeps copies ot invoices, cor 
respondence, quotations, inquiries, 
etc. When he gets time, he tran 
scribes invoice data to a single sheet 
and disposes of the invoices. Besides 
keeping the file smaller, this enables 
Mr. Ahlberg to glance over a single 
sheet to get a clear picture of what 
and how much a customer is buying, 
instead of thumbing through a 
batch of invoices. 

[he “miscellanecus” file 
15 sheets, one for each of 15 dif 
ferent customers whose potential is 
large enough to warrant keeping in 
formation on but whose business he 
has not yet developed. Each of 
these sheets carries the same sort of 
information contained in the key 
customer folders 

Che file, Mr. Ahlberg says, saves 
himself and customers time and 
trouble, keep him accurately in 
formed on customer buying, helps 
keep mailing lists accurate and helps 
determine whether or not special 
items should be stocked. 


carries 





IRON IN ISRAEL 


Workable quality iron ore for pig 
iron production has been definitely 
established in Israel, reports Engineer- 
ing and Mining Journal, McGraw-Hill 
publication. The deposit, located at 
Manara, has been under study since 
1953, and recent tests in France and 
Germany reportedly indicate 47% iron 
content. 

















Thermoid Hose 


THERMOID “‘P.S.”’ 
HELPED SELL 
THIS JOB 


Matched Thermoid Multi-V Belts installed on 20 h.p. 
motor driven tanning drums in the Geilich Tanning Co., 
Taunton, Mass. 


- oi ie Fd 
. ~—Ea 


Severe wear on V-Belts made frequent replace- 
ment a costly proposition for this tannery. A 
Thermoid Distributor, backed by Thermoid P.S. 
(Personalized Service) solved the problem with 
matched Thermoid Multi-V Belts. Plant personnel 
report longer belt life, smooth, positive drum 
action, less duwn time, lower replacement costs. 


Thermoid P.S. can help you solve difficult and 
unusual applications because you get Personalized 
Engineering Help from Thermoid representatives. 
And that’s not all: 


PERSONALIZED PRODUCTION provides you 
with a complete line of Thermoid Hose, 
V-Belts and Conveyor Belting — built to the 
exacting requirements of any industry. 


Thermoid Conveyor Belting 


~ 








PERSONALIZED PROMOTION supplies you with 
effective sales help, tieing your program to 
intensive Thermoid industrial advertising. 
And Thermoid also helps you conduct sales 


meetings and sales training sessions. 


Get all the facts now on why it’s good business 


to do business with Thermoid. 


Thermoid Company 
Trenton, N.J. 


hermol 


Thermoid Brake Blocks, Clutch Facings 








Where cleanliness counts The Salesman’s Wife 


Speaks Up 


sell new ond . 
———— (Starts on page 82) 
y% i 
S TA # C [ r A N a : husband already has one, termed 
; two-cars-in-the-garage a major bene 
, fit of the sales career.) 
Caster Wheels 4 


Bond STA-CLEAN Caster Wheels 

are the first wheels designed and built : SES 

to help your customers maintain the i. : 

highest sanitary conditions in their ’ . 13. The Inside Staff 
plants. The smooth, even contour of 7 t t] 
Bond STA-CLEAN Caster Wheels means that flour, food parti- ee ee ee ee 
cles and other materials ‘““Keep Off’’! 

If your customers are in the bakery, candy or food processing 
business you'll want to sell them Bond STA-CLEAN Wheels for bands’ paperwork is excessive and 
their trucks. They’re available for Bond 1-A, 36-A, 40-A and 41-A much of their order-chasing un- 
Series Casters in 4, 5 and 6 inch diameter sizes. warranted. 

Where cleanliness counts, your customers should count on [hese are typical comments: 
Bond STA-CLEAN Caster Wheels. Tell them about them... ‘The company needs more and 
and you'll sell them! Write today for the facts. better office personnel. Mv hus 


BOND FOUNDRY & MACHINE COMPANY band spends tco much time expedit- 


Manheim, Pennsy!vania ing things which should have been 





not surprising, perhaps, in view of 
most wives opinions that their hus- 


— 


taken care of days earlier, sometimes 
weeks.” 

We need inside people who can 
follow the orders through.” 


SALES ie “Orders are sometimes held up 


for weeks before the purchasing 
FOR 


PROFITABLE SELLING 


= gent gets around to sending for 
LEAD-MATIC TAPPER the items. This could be smnatied 


— by hiring an assistant, but the com 
; pany is trying to keep the budget 
trimmed to the bone.” 

One wife suggests an inside staff 
The Commander Léad-Matic Tapper is an man (preferably engineer) be de 
automatic electrically controlled lead screw . a ; 

, : tailed to take care of emergencies 
tapping attachment that makes any drill press 
a precision tapping unit. A touch on the con- 
trol button, foot or fixture switch selects cycle 
or jog tapping action . . . fast tapping cycle operation with customers: “Tell 
makes it equally effective for general purpose them truthfully when shipments are 
Or precision tapping. late and handle them diplomat- 


ically.” 


on weekends. 
Another just asks for better co 


BB Hondies widest range of taps—#0 to %-16 


Bl Avtomatic tap reversal . . . no reversing switches 
- « +» mo reversal of drill press motor. FASTER 
TAPPING 

we Fits any drill press 


14. Management 


The complaint that rankles first 


with wives against management is 
MFG. CO. the same as the gripe against the 
4217 W. KINZIE STREET, CHICAGO 


inside staff. They hold management 
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responsible for failure to organize 
inside operations so salesmen will 
have better support and won't waste 
creative selling time on snafued 
orders. ‘They think improvements 
suck as better stocking policy, faster 
expediting, better training of per- 
sonnel and faster delivery are not 
only possible but necessary. A few 
suggest “improved sales direction” 
and “territory re-arrangement” (this 
latter, of course, having much to do 
with equitable distribution of good 


WITH THE Ccvage lo” 
Doorcale MULCONROY 
HOSE COUPLING SYSTEM 


accounts among salesmen) as major 
changes needed. 


The Communications Gap 


Several wives cite a need for im 
proved between 
management and salesmen. Con 
scientious delivery of messages and 
phone calls for salesmen is vital, 
some point out. Others urge more 


communications 


sales meetings—at least “regularly 
scheduled ones that they don’t call 
off at the last minute.” Several 
stress the need for more punctuality 
in delivery of invoice copies and 
sales reports to salesmen. 

Many wives feel that their hus 
bands are kept in the dark most 
of the time about what goes on at 
the office. 

The more critical wives tend to 
attribute this alleged low state of 
cooperation and communication to 
management's conservatism, near 
sightedness, parsimony, or simply 
lethargy. 

Yet many women excuse supposed 
shortcomings in the light of their 
husbands’ good income or other 
satisfactions. “The management is 
fine, but . . .” is the way many wives 
begin their comments, and most of 
them are apparently sincere—like 
the woman who writes that her hus 
band’s bosses “encourage him in 
every way and have faith in him” 
though she feels that they could be 
“more reliable and conscientious” 
on their own jobs. 

As the following comments sug 
gest, human relations in some com 
panies are not what they should be: 

“My husband’s employers do not 
have a single social event that in- 
cludes the family. Lack of opportu 


Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 
with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 
ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL" 


HOSE COUPLING 


Attached quickly and easily by the hydrav- 
lically-operated “Mulcoram”, this unique 
coupling is there to stay... virtually molded 
to the hose by a multiple gripping arrange-. 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
buffing or cutting of the cover. 


"MULCONROY Siar... 
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With the “Mulcoram” and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply ond rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup 
plied, been available. It will pay 
you to get all the details. 


* 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it con be 
operated ...in your own shop, with- 
out skilled labor ...to provide coupied 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continvous flexing at connecting points. 


WHERE OTHERS 





nity for employees’ families to 
mingle with officers and other em- 
ployees’ families has eliminated the 


B-lele these Ele) a last feeling of belonging, which the 


Industrial Revolution helped erase.” 


Reprimands and Privacy 


“When reprimands are necessary, 
they should be conducted privately 
instead of saying, ‘If you don’t pro- 
duce, I'll get some one who can.’” 

“We could have friendlier social 
relations with the boss’s family.” 

“Keep an open mind about sug- 
gestions instead of just repeating, 
‘Get out there and sell.’” 

“The management should take a 
course in personnel management for 
better understanding between em- 
ployers and employees.” 

“Hold a company meeting once a 
month to discuss all problems. They 
have one a year, when they tell the 
salesmen they'd like to raise their 
pay but can’t afford it.” 

“Management should tend more 
to business and less to social and 
civic affairs.” 


15. Best Career for a Son 


Less than a fifth of the wives 
would want a son to be a salesman. 
A professional career as an engi- 
neer or doctor is favored by all odds 
(engineering slightly more than 


- ; pre eee,  ae sient » medicine); but a fourth of those 
very sales and profit making factor is working for w 
7 4 S olin apelton ss questioned would leave the career 


ou sell Atlantic flexible m se. You low j 7 ‘ 
. ; fe ; b > ~~ rae nne dagtaies Pins break-even choice to the boy himself. 
oin one-source buying. Your customers c a ss he ae 
P ; J : yim yee iene epend on the Personal _ satisfaction, pres- 
uniformly high product quality — and delivery when requested. ” 46 : 9” “ 
; tige”, “good income,” and “oppor- 
. eg tunity to help others” were the 
flexible hose a buy-word in industry. - : 
chief reasons cited for these pref- 
There is an Atlantic flexible metal hose for every movement erences. As one mother puts it, “If 
and conveying application. Look to Atlantic engineers to solve you have a technical education, you 
your flexible metal hose problems. Write for Catalog 500. have the world by the tail.” 


And over 40 years of product advertising have made Atlantic 


Flexible metal hose in all workable metals — %” ; i 
=— 36” I.D. with standard or special couplings. Profession Rates Highest 


Few of these women who want 


ATLANTIC METAL HOSE CO., INC. sons to be professional men appear 


304 DYCKMAN ST., NEW YORK 34 to be deprecating their husbands’ 
career by this choice. They do View 


a profession as a step up. But the 
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“HI-CARB” 


The cap screw for use where mild steel satisfies the requirements of the job 
and special appearance is not required. Threads are accurate for perfect fit. 
Hexagon heads are clean cut, uniform and true for wrenching; machined cham- 
fered points for easy assembly. 


"'HI-CARBS” {or <Uumath 


These cap screws of high carbon steel are skillfully double heat treated in our 
own modern atmospherically controlled furnaces to have maximum strength 
and toughness. The accurate threads, uniform and true hexagon heads, and 
machined chamfered points make for perfect fit and easy assembly. 


““SHINYHEADS” her Looks “America’s best looking cap screw” 


For that finishing touch on any high quality product where appearance counts 
it pays to use “Shinyheads” — made of high carbon steel for extra strength. The 
hexagon heads are finished machined top and bottom and faces burnished 
mirror smooth. Accurate and uniform threads and machined chamfered points 
make for easy assembly and perfect fit. 

Only Ferry Cap supplies three lines of hexagon head cap 

screws forall needs. Carried in stock for prompt shipment. 

Also Set Screws—square head and headless; Fillister Cap Screws; Flat Head Cap Screws; 
“Shinyland” Studs. 


2) ei eB 
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Sell ONE Grinder to 
Sharpen ALL Drills... 


@ 90° to 140° Included Angle 
@ Ye" to 22" Diameter 

@ 2-3-4 Flutes 

@ Without Chucks or Collets 


Write for complete details and 
information on selective dealerships. 


STERLING 
Model “DV” 
Variable Angle 
DRILL GRINDER 


Sell MORE Tool and 
Cutter Grinding Capacity 
at LESS Cost 


Sterling Model “RK-2" provides more 
capacity at half the cost of a Universal 
Grinder. Write for details. 


McDONOUGH MFC. CO. 


1510 GALLOWAY °¢ EAU CLAIRE, WISCONSIN 








there’s volume and profit in 


packaged assemblies and factory 


CONCO 


JIB CRANES 


built overhead handling equipment by 


I-BEAM TROLLEYS 


Plain or geared types, ball or roller bearings, 1 
to 10 tons. Write for bulletin 1100 


fH). 


Wali bracket type, '% to 3 
tons, complete cranes, or pack- 
aged assemblies. Write for 
bulletin 2400. 





CHAIN HOISTS 


Spur geared types, high 
speed and light weight, '/ 
to 25 tons. Write for bulle- 


Rea 


PUSH TYPE UNDERHUNG 
CRANE ASSEMBLIES 
Packaged assemblies for single trolley models 


to 1 ton, and multiple trolley models ‘4 to 2 tons. 
Write for bulletins 1400 and 1440 








CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company, Mendota, Iii. 
VU Division St., Mendota, lil. 


AFFILIATES: Conco Engineoring Works — Domestic Heating Equipment 


Conco ding Products, inc. — Brick, Tile, 


same wives take great pride in the 
engineering part of their husbands’ 
selling jobs. This in fact may ac 
count for the preference of so many 
for engineering degrees for their 


Ons. 


Spotlight on Wives 


Writers, researchers and social psycholo 
gists have subjected wives of salesmen and 
executives to a great deal of scrutiny re 

ently 

Psychologist David Reisman, 
book, “The Lonely Crowd,” focuses at- 
tention on conformity in the modern 
world, devotes many pages to a study of 
wives. After many “depth interviews,” he 
concludes that both wives and their spouses 
are sublimating much of their inherent in 
dividuality to conform to behavior norms 
set by subtle outside influences ranging 
from the boss to the TV announcer. Wil 
liam H. Whyte paints a similar picture of 
executive wives in his book “Is Anybody 
Listening?” an account of tribal customs 
in big-corporation society where life, the 
author thinks, is closely patterned on an 
Army post 

The book, “Big Business Leaders in 
America,” contains a chapter on “The 
Wives of Ambitious Men.” The status 
of salesmen has been studied in several 
recent projects. Professor Raymond W 
Mack of Northwestern University started 
off a hot controversy in print after a talk 
before the New York Sales Executives in 
which he claimed that American salesmen, 
in terms of family and background, were 
moving “down the ladder of success rather 
than up.” ‘To which the Research Insti 
tute of America replied with conclusions 
from a survey purporting to show that he 
was 89.16% wrong (that percentage of 
salesmen said they would be salesmen all 
over again if they had the choice). The 
American Trucking Association has had 
wives of the industry’s salesmen polled on 
various subjects. In this industry, too, it 
appears, wives don’t want their sons to be 
salesmen, but approve of their husbands’ 
income and job satisfaction 


Ww hose 





BIG REQUIREMENTS 


A single day's shipments of oil 
products in 1956 would fill 18,100 
miles of 10-in. product pipeline and 
it would take 378 trains, each of 100 
tank cars of 10,000-gallon capacity, 
to move one day’s petroleum demand 
by rail, reports Petroleum Processing, 
McGraw-Hill publication. Total de- 
mond at U. S. refineries for all prod- 
ucts in ‘56 will reach a new high of 
9,009,000 barrels-per-day, according 
to the magazine's forecast. 
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Texas Distributor ha 
s sold 
YB&P Products to three generations 











...And ; - 
d all three generations “have 
— — ne used nothing but NYB&P Ind vial 
—— g I ndustrial 
-- imps Products,” according t 
. K. Patte i  B. 
Mr. psephaA Conlon, vice President February 27. 1956 Haye ee x thee dy : 
New York Belting & Packing Company ayes Machinery Comp N 

) any, Mar- 


| Market Street 
Passaic, New Jersey 





INDUSTRIAL AND PLUMBING 
MARSHALL, TEXAS 


shali >Xi 
rt Texas, has been a New York 
elting & Packi * | 
ng & Packing Company D 
Dear Mr- Conlon: utor for 40 years — 


ew York Belting & Packing 
ere still considered | That s , 
< so many ind ° 
. ustrial distri 
ribu- 


mission tors, like N 
a e Mr. Patterson’s company 
ave represente >is 
presented us continuously for 


wagon! 
three 
NYB&P transmission ’ four or more decades is an 
eld, New York, at a most 
Texas by facti ree 
ion with NYB&P products and 
anc 


| NYB&P’s di 
B&P’s distributor-centered policy 


ation with N 
pot bellied stoves “ 

Our first piece of trans 
cking were delivered in 4 one -horee 


when we first began our associ 
Company over forty years 48°: 
the ultimate in heating appliances 
belting and our first box of rod pa 


By way of contrast, recent shipment of - ‘ : 
belting, weighing 560 pounds, left La Guardia Fi convincing testimonial to the 

11:00 A.M. by 4*F and was installed on 4 mill drive ** ler salis- 
7:00 P.M. that game day- 

one of our customers -~ 
s. The mill wae 

ter for three weeks 
We told the customer 
ites normal life! 


may be interested in the experience which 


6 saw mill -- had with one of your belt 
d the main drive wae under wa 

e done with the belt. 

He did. and the belt lasted 


You 
an Arkansa 


We were a8 

to wipe it dry and start up- 

down the road together and we really feel that 

& Packing Company family 
grandsons of the founders 


ber Products 


We have gone 4 long way 
we are a part of the New 
Some of our customer firms, 


have used nothing but NYB&P Industrial Rub 


Yours very truly. 


E. B. uN MACHINERY COMPANY 
OK th 


w. K. Patterson 
General Manager 


This is another i 
er in a series of i 
te : advertisement 
: a a NYB&P Distributors with whom = 
ave i oe 
een associated for several generati W. K. Pate G 
an atterson, General Manager 


E. B. HAYES MACHINERY CO 


tad 


0) V-BELTS AND ‘‘TIMING’’’ BELTS 
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ideas on: 


How You Can... 


... Gress up your quotations 


Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


FLEXCO FASTENERS 


... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 


ALLIGATOR 
CONVEYOR 
BELT LACING 
is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 4 
to conveyor , 
belts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 


FLEXIBLE STEEL LACING CO. 





Quotation binder used for major quotations by Allen & Reed Company of Provi- 
dence features bright yellow cover with company name and location in bold red let 


tering 


In the binder the company provides printed proposal form giving complete 


specifications, general data, shipping date on special equipment, terms of sale, and 


manufacturer’s bulletins, 


advertising reprints and catalogs on products involved 


Inside back cover lists some of the 10,000 items stocked and sold by the distributor. 


William §. Allen, president of 
Allen & Reed Company, Provi 
dence, says, “When we receive a 
worthwhile inquiry we think it’s 
important to make our quotation as 
complete and outstanding as possi 
ble. While you may think all the 
customer wants is a price, you 
should realize that’s all he’ll get from 
most everyone and usually the prices 
won't vary too much. At any rate, 
we've concluded it’s worth putting 
some effort into presenting our quo- 
tations in an attractive, informative 
manner.” 

While the Providence firm spe 
cializes in designing and installing 
industrial heating and process pip 
ing systems, and often quotes on 
large equipment like unit steam gen 


... divide counter and 


lo speed up city sales service, 
the J. M. Tull Metal & Supply Co., 
Atlanta, divides its counter in two 
sections. 

One section is only for orders 
that have been previously phoned 
in and are ready for counter delivery 
when the customer calls 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 


erators, Mr. Allen points out there 
are many engineered lines handled 
by general line and specialty dis 
tributors. 

“Often our salesmen deliver the 
quotation personally,” Mr. Allen 
advises. “And our binder presenta- 
tion gives our proposal dignity; it 
impresses the prospective buyer 
with the time and effort we've put 
into our recommendation. It takes 
the proposal out of the class of a 
mere competitive price offering. 

“Before the final decision is made, 
quotations are usually circulated to 
influential plant personnel. Your 
quotation, therefore, has the oppor- 
tunity to be a silent salesman for 
your company. Why not dress it 


up?” 


speed up service 


At the regular city sales counter, 
where orders are given and filled, 
there is often a waiting line. To in 
sure serving Customers in proper or- 
der, a pad of numbers is available 
and the customer takes a number 
The man with the 
lowest number is served first 


when he enters. 





Sy LON Pee 
bs ABRASIVE CO). 








ABRAS 









JMASIMONDS Ba, 








Pienty to SELL 


. . . just about every kind of grinding wheel your customers 
use .. . from the smallest mounted wheel to the largest roll 
grinding wheel. Simonds makes them all—all top quality 


and engineered for top performance! 


Get the Simonds Data Book and Stock List 
with Consumer Net Prices and you're set 


to build grinding wheel business! 


—— 


ZL YOUR SIMONDS 
DISTRIBUTOR 


4 






OCAL STOCK 
FAST SERVICE 


SIMONDS ABRASIVE COMPANY «+ PHILADELPHIA 37, PA. 


Branch Warehouses: Boston, Detroit, Chicago, Portland, Son Francisco. Distributors in Principal Cities 


Division of Simonds Saw and Stee! Co., Fitchburg, Mass. 


Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here's an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 53. 


MECHANICAL AND 





LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 
LINE INCLUDES : 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 


New Rol-Toe lifts 


full capacity on cap 
or toe 


Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks— 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 





Manufacturers’ 
Activities 


(Starts on page 120) 





of the National Retail Hardware 
Assn., the display consists of a metal 
tray with adjustable dividers. Ar- 
ranged in three tiers, it provides 
product and price tag slots for iden- 
tification. It will display as many 
as 33 different items. 

\ feature of the unit is its built-in 
measuring gages to measure the 
diameter and length of a customer’s 
sample. 


Republic Rubber Film 
Depicts Distributor Policy 


Republic Rubber Div., Lee Rub 
ber & Tire Corp., Youngstown, O., 
has produced a 16 mm. sound mo 
tion picture entitled “A Matter of 
Policy.” The 15-minute film pic 
tures the production of hose and 
belting, and outlines main features 
of the firm’s “5-Point” distributor 


sales policy 


SLEDGES—Warren ‘Tool 
Warren, O., has developed five new 
cartons for shipping and displaying 
its “Warren-Reed” line of sledges, 
picks, mattocks, wrecking bars, and 


other contractor and garden tools. 


Corp., 


l'UBING—General Electric Co., 
Conduit Products Div., Bridgeport, 
Conn., has issued a bulletin describ- 
ing and illustrating its electrical me 
tallic tubing. Applications, specifica 
tions, and installation problems are 
discussed and illustrated. 


MOTORS Allis Co., Mil 


waukee, has issued a bulletin on a 


Louis 


blower-cooled rapid-reversing muor. 
Engineering information given con 
sists of formulas on inertia and mo 
tor reversal calculations. 


CONVEYORS Rapids-Standard 
Co., Grand Rapids, Mich., has is 





sued a brochure on its “Rapistan 
Controlled Flow” conveyor systems. 
Meaning of Controlled Flow and its 
benefits are discussed. Another pub- 
lication gives details on the firm’s 
galvanized steel conveyors. 


PUMPS -C. H. Wheeler Mfg. Co., 
Philadelphia, has issued an 8-page 
bulletin on its “Type M” pumps 
for medium and high head service. 
Cross sections are shown of bottom 
suction and side suction types. Con 
struction details are included. 


PUMPS—Modernair Corp., San 
Leandro, Calif., has issued a folder 
on its series J] portable air compres 
sor and vacuum pump for powering 
pneumatic equipment, supplying 
clean instrument air, and powering 
vacuum lifters, apparatus and equip 
ment. It has also issued a folder on 
its series DU hydraulic pumping 
unit for pressures to 200 psi. 


FITTINGS — Sherman-Hoft 
Co., Wynnewood, , has issued a 
bulletin covering be ine of metal 
pipe impact fittings for pneumatic 
materials handling systems. In 
cluded in the data sheet are dimen 
sion drawings and tables for available 


types and sizes. 


CONTROLS ~— International Reg 
ister Co., Chicago, has issued a four 
page folder describing the use of 
automatic time controls with oil 
burners, gas units, and stokers. A 
section discusses wiring, and applica 
tions are shown. 


BELTING-—C. R. Daniels, Inc., 
Daniels, Md., has issued a 44-page 
catalog covering its line of “Dan 
dux” belting. The first section of 
the publication lists belts by their 
uses, followed by a section on 
specific belts. ‘There are two sec 
tions on the use of stiched canvas 
and solid woven belting, and on 
technical data for stitched canvas 
conveyor and elevator belting. 


CARBIDES—Carboloy Dept., Gen- 
eral Electric Co., Detroit, has issued 
a 66-page catalog covering cutting 


SLEDGES and HAMMERS 
Re 


, Faces 
 corrtour- ground | 


Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points. 

Woodings-Verona tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality materials by 
modern manufacturing methods, Woodings-Verona tools 
meet every industrial requirement. 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


- a » X» S > > ) 
os ff 2 2 = A\ Kf 


Shown above are some of the more widely-used Woodings-Verona Tools 
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BARNES 


SALES ENGINEERS 
INCREASE 


DISTRIBUTOR SALES 


Each BARNES SALES ENGINEER has one big objective—to increase 
your sales of Barnes hack and band saw blades. 


Besides being a metal sawing expert, thoroughly trained at the 
factory, the BARNES SALES ENGINEER also serves in the capacity 
of a salesman, an instructor and a “merchandise advisor.” 


As an expert, he offers reliable advice on your customers’ metal 
cutting problems. 


As a salesman, he sells your customer on the advantage of buying 
Barnes blades from you. 


As an instructor, he trains your salesman either by working with indi- 
vidual salesmen on-the-job or through group sales meetings. 


As an advisor, he works closely with you to maintain inventory at 
the proper level. He assists you with display material and other 
sales aids; and readily keeps you informed of new sales promotion 
material and techniques. 


Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to you—AND to your customers. For 
every Barnes distributor, there isa BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
SALES ENGINEER. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


uhen cutting counts <p> count ou Sarnes 
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speeds for carbide tools, machine 
tool horsepower requirements, how 
te determine shank size of single- 
| point tools, carbide tool geometries, 
carbide grade selection, and other 
technica] topics. Price and specifi- 
cation information for the firm’s 
carbide tool products is also in 
cluded. 


METAL FINISHING-—Hanson- 
Van Winkle-Munning Co., Mat 
awan, N. J., has issued a four-page 
bulletin on the application of its 
cleaners in preparing metal surfaces 
for electroplating, anodizing, paint 
ing, and other decorative or protec- 
tive coatings. The firm has also 
issued a four-page bulletin on its 
new universal carbon pile tank rheo 
stats for electroplating. The publi- 
cation contains rating charts, close 
up photos, and a wiring diagram. 





| INSULATION — Owens-Corning 
| Fiberglas Corp., Toledo, O., has 
| issued a 12-page publication describ- 
ing Fiberglas and “Kaylo” products 
for maintenance and supply. Illus- 
trated by photos and sketches are 
block and pipe insulations, indus- 
trial insulations, reinforced tapes 
and waterproof papers, etc. 


FASTENERS—National Screw & 
Mfg. Co., Cleveland, has issued a 
| new distributors’ discount sheet ef- 
fective February 27 and covering its 
slotted machine screws, slotted stove 
bolts, and machine screw nuts. 


CONVEYORS — Stephens-Adam- 
son Mfg. Co., Aurora, IIl., has issued 
a bulletin on its “Speedwalk” pas 
senger conveyor system. ‘The 8-page 
publication shows photos of exist 
ing installations as well as basic de- 
sign and application. data. 


CUTTING TOOLS —Firth Sterling 
Inc., Pittsburgh, has issued a bul- 
letin on its “Method X” tool sharp- 
ener. Selling points, specifications, 
and case histories are illustrated and 
detailed. 


| METALS—Federated Metals Div., 
Americal Smelting & Refining Co., 
New York, has issued its latest 








— “One of the best 
tool investments 
we ever made! 











The SIOUX Impact Wrench can easily cut 
nut running time to 4 of what it was ) 

by hand. When you think of the number a REVERSE CAP 

of jobs requiring nut running, and the SWITCH LOCK 

time involved, it’s easy to see why men, who Prevents reversing 

have been buying tools for a long time, say ip: brn outon 

“It’s one of the best tool investments we’ve : ing commutator, 

ever made!” bp > eras 

Expect to cut your labor cost substantially 

=> with any impact wrench. 

Look to SIOUX for 

leadership in power, per- 

formance and endurance. 


Model Number 325 $ 99.75 
Model Number 330 127.50 WRITE TODAY 











for more information 


ALL THE w 
ous AY r 
use s' STANDARD THE WORLD OVER... "Rouc, 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


ELECTRIC IMPACT WRENCHES « GRINDERS + FLEXIBLE SHAFTS + POLISHERS » DRILLS 
HAND SAWS © SANDERS » VALVE FACE GRINDING MACHINES + ABRASIVE DISCS 
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| “Metals Digest,” containing articles 
on die cast camera parts, a cast 
magnesium rotor, and _ soldering 


fluxes 


ES ia a your pick of 7,000—that’s , ; 
- “seven thousand’’—-sizes. , 7 : . 
Hy te Orr THE SHELF! re RUBBER-—E. I. DuPont de Ne 


=~ e speedy sevice von vapecil.” _— & te haar gm nue 
‘ testomers’ inquiries om speciai || sued an S-page booklet describing 
». Wits stanlny we can moke || how * ee 

Sead, stump end can be used in hose, belting, seals, 


get oft to @ quick coatings, and other products. 


start from ei @ blueprint or 


gD sample. 
stockroom * > STOCK OF SPECIAL Loox V-BELTS —Allis Chalmers Mfg.Co., 

FASTENERS RIGHT OFF THE Milwaukee, has issued a 36-page 

SHELF TO YOU: : ‘ 

STAINLESS STEEL pocket-size booklet discussing the 
or Bolts and Cop Screws origin, history, and development of 
tain! 

° - ’ ae whiny fications in drives. The firm has 
asten] ] 1gS \. , also issued a bulletin on its “Man- 





Socket, Set and Cap 
multiple V-belt drives. It tells how 
Pipe Fittings to engineer a V-belt drive, provides 
Machine Screws tables and data, and describes modi- 
lift,” a device for interfloor trans- 
. . 7 ortation of people and materials. 
Write, wire, ee rs _ - Steinless — 
. Stan says: 

copy of the new catalog. stor Stainless | 

screws have 

CLEAN, 

Xe eh are, 
y STAR STAINLESS SCREW CO. | 
’ 645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4-2300 


¢E Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia: ENterprise 6231 ~ 
MANUFACTURERS’ REPRESENTATIVES: A Few Cholce Territories Open. Inquiries Invited. 


q 


| 


FITLER 


PURE MANILA 


ROPE 


STRONG — DURABLE 
FLEXIBLE | 
Automotive Rubber Co., Detroit, 


Special lubricants have long been added to Fitler Manila Rope has issued a booklet containing ac 
to reduce internal friction under load. ; oa i. 
tual samples of its line of “ARco 
Fitler research now has added to these lubricants, waterproofing ratios andi alediin Uninn ceesieiende 
to keep the rope flexible whether wet or dry, also a powerful eo er. 
new substance — called a “Fungi-static’ which arrests the , 
growth of fungi, mold, mildew and bacteria — thus giving fittings, duct work, fans, and other 

; ‘ r ; 
— stronger life to Fitler Manila wateenoren equipment. 
pe. AND 
“Sold by Industrial Distributors ROWROOTED FITTINGS—Armmstrong Machine 
“a 
Everywhere Works, Three Rivers, Mich., has is 
For your protection choose the Pure Manila Rope sued a bulletin (no. 602) covering 


that has withstood the test of time . . . identified by P : d 
the Blue and Yellow Trademark. its line of Y-type pipe strainers. De 


sign features, dimensions, and prices 
THE EDWIN H. FITLER CO. jammies cattle, Whtiesiaans a 
Est. 1804 six sizes of carbon moly steel strain 

NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. ers are given. 





Automotive Rubber Book 
Discusses Linings 


for industrial tanks, vessels, pipe, 











| COMPRESSORS—American Brake 
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Chain Sellers everywhere are profiting with the ORIGINAL 


‘EASURE MARC 




















A CAMPBELL CHAIN éxclusive/ 


° Exactly-marked every 5 feet . . . quick, accurate measurement! 
® Color-Coded. . . instant identification of chain grade! 
© Standard-footage in every pack! * At no extra cost! 











Green ""Measure-Mark" for 
Campbell Proof Coil Chain 


—— ee ee ee ee eee 
‘ 


éé ‘a ; “wi a “—s 









Red ‘'Measurée-Mark'"’ 
for Campbell BBB Chain 


Blue *‘Measure-Mark"’ for 
Campbell High Test Steel Chain 






4 ———— —_— “I. ra 


_ ' 
—- er er -- 








Orange "‘Measure-Mark"’ for 
Cam-Alloy Steel Chain 











Take advantage of the exclusive ease, speed and profit of Get all the details on this new, 
this revolutionary new method of selling chain. Just count time-and-labor-saving method 


the colored, exact, five-foot markings! Think of the time of exact chain handling — in 
and trouble you'll save . . . think of the assured accuracy exact-footage containers 
. and what this means to you in gross profits. Your cus- color-coded for identification 
tomer will be sure, too, that he’s getting just the right Available only from Campbell! 
length of chain—and the identifying color-mark will assure Write today, or ask your 
him of the right grade. Campbell representative 


Makers of the famous Lug-Reinforced Tire Chains 











No. 10 
$7 89 Thy 


STAR HACKSAW FRAMES 
Colorful Functional Design 

GREEN Tenite handle. Long-wearing rustproof crackle finish 
similar to that found on most expensive office machines. Every 
frame complete with 12-inch genuine Star Unbreakable Spe- 
cial Flexible 18-tooth blade. 

RED Tenite handle. Smooth, easy-to-clean, high gloss, rustproof 
finish for lifetime protection. Comes complete with 12-inch 
Star “Moly” High Speed 18-tooth blade, that outlasts standard 
blades 10-to-1. 


No. 15 


$449 st 


Look At These Exclusive Features 
of BOTH New Star Frames 


One-Piece S | Heat-7 ted eel f 
the most rigid construction known. No ex- 
ternal lever or other side projection. Cuts 


closer to work. 


Instant Blade Chang cam-action lever- 
lock automatically tensions blade correctly. 
Flip it open, blade’s released. Snap it shut, 
blade’s locked in tension. To change from 
10-inch to 12-inch blades, release the lever, 
lift it out of tension bar, slide bar forward, 
snap lever into second hole—and you're all 
set for shorter blade. 


Tenite Handle — molded right around the 
steel back for greatest strength. Comfort- 
able, attractive, easily wiped clean. 


No. 20 
Completes the Star Frame Line 
Long a favorite with mechanics, this gun- $325 LIST 


metal finish adjustable pistol-grip frame 
with lever for lock blade feature extra . — 


@ 149 
CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines. 
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Shoe Co., New York, has issued a 
folder on its “Utility” line of air 
compressors for general industrial, 
automotive, and farm use. Nineteen 
models from 4 to 1} hp. in the 
125-150 psi. range are illustrated and 


described. 


POWER TOOLS-—Skil Corp., Chi- 
cago, has issued a new catalog of 
industrial portable power tools, list 
ing more than 100 models and ac 
cessories. Described and pictured are 
application and performance of port 
able and radial saws, drills, drivers 
and nut runners, belt, oscillating 
and dise sanders, portable and bench 
grinders, valve seat grinders, refacers 


and polishers. 


RUBBER GOODS-—New York 
Belting & Packing Co., Passaic, 
N. J., has developed a sales portfolio 
for distributor salesmen, containing 
a selection of literature covering the 
firms transmission and conveyor belt 
ing, V-belts, packing, timing belts, 
and hose. Packaged in an envelope 
printed to simulate a briefcase, the 
literature is filed in a pocket with 
tabs indicating each product line 
covered. Each piece of literature has 
provocative cover copy leading into 
a spread of application and product 
photos with brief, bold-face explana 


tions 


WIRE ROPE—MacWhyte Co., 
Kenosha, Wisc., has issued a circular 
no. 5610) containing specifications 
and information regarding the 
proper use of the firm's plastic 
coated wire rope. Minimum safety 
factors, sheave and drum diameters, 
and tread pressure formulas are in 


( luded 


PT UBE—W olverine ‘Tube Div., Calu 
met & Hecla, Inc., Detroit, has is 
sued a booklet on the economics of 
using the firm’s ““Trufin W/H” 
integrally finned tube in the manu 
facture of tankless water heater coils 
for the water heater industry. 


RAMMING MIX-—]. !1. France 
Refractories Co., Snow Shoe, Pa., 
has issued a bulletin describing its 
ramming mix for industrial refrac 





NEW SALES OPPORTUNITIES FROM WILTON! 


WILTON PowRlock AIR-HYDRAULIC CLAMPS 
make men and machines more productive! 


the old way the PowRlock way 


PowRlock provides instant, automatic clamping on most existing 


; oar vates a piston, which exerts up to 7500 Ibs. locking force. Comes 
CLAMPING . . . . 
bey EAD with complete air-hydraulic system, in 18 models. Get the facts 


NOW, and tell your customers! 


€ machines and fixtures. Eliminates nuts, bolts, manual tightening, 
va CLAMPING slashes “reloading” time. Hydraulic pressure in the head acti- 
i 


The new PowRlock clamp is another 
reason why Wilton is the vise line to carry! 


ee — ec, 


wi 7 Industrial MilOmatic “ - — Machine Wilton PowRarm 
Clamps Work Positioner 


Wilton Milling Machine Vises WiltOmatic Powered Wilton Universal 
Bench Vises Air Fixture Locks 


Wilten Rapid Titan 
C-Clamps 


Wilton Machinists’ Vises 


the only complete line of manual and powered clamping tools! 


Write f | 
956 auc | WILTON TOOL MFG. CO. « 


(48 illustrated pages) 





SCHILLER PARK, ILLINOIS... The perfect line for industrial distributors! 
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Te venik 


6-POINT 


LOCK WASHER 
SALES BUILDER 


WHAT YOUR 
CUSTOMERS WANT 


U NITIZED PACKING 
IN © DETERIORATION 
INSTANT IDENTIFICATION 


PRICED NO HIGHER 
ACCURATE COUNT 
KNOWN QUALITY 


You'll make MORE Lock Washer Sales when 
you handle this new packaging development of 
the Philadelphia Steel and Wire Corporation 

No more counting out small quantities for your 
customers 

Your inventory will be simplified. The Inven- 
tory Control Tab on the companion container 
indicates at a glance whether it is a full or 

broken package 

Reduce your shortages and l/osses—eliminate 
mixed sizes. 

Sell UNI PAK and you sell the finest and 
most up-to-date useful package of Lock Washers 


PHILADELPHIA 


STEEL & WIRE CORP. 


5242 BELFIELD AVE. 
PHILADELPHIA 44, PA. 
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tory lining applications. Recom 
mended applications are presented, 
together with technical data listing 
fusion points. 


CONT ROLS-—General Controls, 
Co., Glendale, Calif., has issued a 
new automatic heating controls cat 
alog. Some of the items have been 
listed for the first time, such as the 
firm’s line of oil, coal, and electric 
heating controls. 


WELDING — [nternational Nickel 
Co., New York, has issued a four 
page booklet on the repair of cast 
iron parts, outlining the latest infor 
mation on the welding of cast iron 
with the firm’s “Ni-Rod” and “Ni 
Rod 55.” Case histories are given. 


TUBING—Tubular Products Div., 
Babcock & Wilcox Co., Beaver Falls, 
Pa., has issued a folder on the weld 
ing characteristics of austenitic and 
ferritic types of stainless steels, and 
includes a table indicating elec 
trodes, preheating, 
heat treatments in joining stainless 
steels to each other and other steels. 
The firms have also issued a four 
page folder giving case histories re- 
lating to use of electric-resistance 
steel mechanical 


and post-welding 


welded carbon 


tubing. 


RUST PREVENTION—Rust 
Oleum Corp., Evanston, IIl., 
issued a new general catalog (no 
255) containing a treatise on rust 
prevention, color chips of the firm’s 
protective coatings, and a summary 
of radioactive tests of the product's 
penetrating ability. 


has 


COLLOIDS—Acheson Colloids 
Co., Port Huron, Mich., has issued 
a bulletin (no. 425) describing the 
use of “dag” colloidal dispersions in 
permanent mold casting, die casting, 
sand casting, and similar operations. 
Various characteristics and applica 
tions of the dispersions are dis 
cussed. 


MOTORS-—Century Electric Co., 
St. Louis, Mo., has issued a new 
price list covering its squirrel cage 
induction motors, wound rotor in 
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cuction motors, gear motors, and 


single phase motors. 


CABINETS—Borroughs Mfg. Co., 
Kalamazoo, Mich., has 
folder covering its line of storage 
warehouse 


issued a 


cabinets for office and 
use. Photos and drawings show con 


struction features. 


HANDLING-—Oster Mfg. Co., 
Cleveland, O., has issued a catalog 
sheet detailing its new 112” tele 
scoping portable lift. The sheet 
shows product and operating photos, 
together with specifications. One 
section lists factors in choosing a 
portable lift for specific operating 
requirements. 


FASTENERS-—Socket Screw Div., 
Bristol Co., Waterbury, Conn., has 
issued a bulletin covering its full 
line of socket cap screws, showing 
typical installations. Another bul 
ietin describes the ““Thru-Broached” 
socket set screw. 

FITTINGS—Pittsburgh Nipple 
Works, Inc., Pittsburgh, has issued 
a catalog covering its line of pipe 
nipples. Price charts list pertinent 
information on each class of nipple 
discusses nomencla 


and a section 


ture 


HACK SAWS-Sales Service Ma 
chine Tool Co., St. Paul, Minn., has 
issued a bulletin (no. 10-55) cover- 
ing its new “Jefferson 601” power 
hack saw. Specifications and sug 
gested applications are given. 


CUTTING TOOLS—M. A. Ford 
Mfg. Co., Davenport, Ia., has issued 
a 12-page catalog on its complete 
line of cutting tools. Appearing for 
the first time in the publication are 
the firm’s 11 new end mills ground 
from the solid as well as its new 
“Uniflute” carbide countersink. Ex- 
planatory illustrations, styles, shapes 
and sizes are given. 


VALVES-—Airmatic Valve, Inc., 
Cleveland, has issued a “quick-ref- 
erence” guide to 17 lines of air con 
trol valves and accessories. The four- 
page guide pictures each valve and 


acCessory. 





FOR MANY OF YOUR CUSTOMERS. 


ARE YOU TAKING ADVANTAGE of the 
strides which Brightboy, the pioneer in 
rubber-cushioned abrasives, has been mak- 
ing over fifteen years? 


DO YOU KNOW that for more and more 
phases of finishing Brightboy is continually 
superseding costlier methods? 


DO YOU KNOW that an increasing num- 

ber of dealers and their salesmen are really 

hitting the jackpot with initial orders and multiplying “ 
peats” by suggesting new Brightboy uses to customers? 


ALL THIS is due to Brightboy’s unique abrasive-and-rubber 
action which has brought a completely new, wider concept, 


new applications, to abrasive finishing. 


Nationally advertised, nationally demanded, volume-use 
Brightboy has a very profitable place in your sales-picture. 
Write today for the new Brightboy catalog and inviting dealer 


proposition. 


Brightboy is available for QUICK DELIVERY in 
wheels as well as in a full range of accessory prod- 
ucts—trods, sticks and blocks—for machine and 
manual operations. 
SILICON CARBIDE and 
ALUMINUM OXIDE GRAINS 

Each in combinations of grain sizes 

and textures from extra fine to extra 

coarse, in soft, firm and tough rubber 

binders. 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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WHAT YOU SHOULD TELL YOUR 
CUSTOMERS ABOUT MULTIPLE-USE, 
RUBBER-CUSHIONED BRIGHTBOY 

BURRS ¢ FINISHES « CLEANS ¢ POL- 

ISHES ALL METALS—FREQUENTLY 

IN ONE OPERATION 

Often Achieves Time-Savings Up to 

50% 

Bridges the Gap Between the Grind and 

the Buff 

Often Serves as the Final Polish 

Standard-Stock, Job-Matched Grains & 

Textures That Do the Work of 

“Specials”, and the usual jobs, too. 

No Before-Use Preparation or Dressing 

Required. 

A FEW OF MANY BROAD USES 
Removing light digs, tool and heat marks. 
Cleaning and smoothing welded and sol- 
dered joints. Burring and finishing cast- 
ings, molded and machined parts. 








 — from / 
BESLY,. 


CGNRBIDE TIPPED 
TOOLS 


Designed and Quality-Made for 
HEAVY DUTY and FINISH cutting at LOW COST! 


standard carbide tools 


accuracy last longer. 


‘-BESLY 
METRO 


of close tolerances and 
special features — 
our specialty! 


consistent uniformity 


BESLY 
METRO 
BESLY , 
METRO gives good results tool 
after tool. 


DISTRIBUTORS! 


Check the new volume and profit potentials 
of this new line of Besly-Metro Carbide 
Tipped Tools as well as New Besly-Metre 
Gages and Besly Taps, Twist Drills and 
Reamers. Call or write today. A few selec 
tive territories are still open. 


because of workmanship and 


special carbide tipped tools 


STANDARDS and 
SPECIALS for a wide 
range of cutting jobs 





BESLY-WELLES 
CORPORATION 


Est. as C. H. Besly & Co. 1875 


106 Dearborn Avenue ® 


South Beloit, Illinois 
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FROM THE 


om FILES 


25 YEARS AGO 


W. B. Du Mont, vice president of 
Greenfield Tap & Die Corp., 
told distributors in an article they 
were “passing the buck to manu- 
facturers” by failure to keep ade 
quate stocks. 





[he National Association of Pur 
chasing Agents warned members 
that too many buyers were buy- 
ing on price alone. It sponsored 
a nationwide contest to find yard- 
sticks for efficient purchasing. 


Pittsburgh Gage & Supply Co. sold 


its washing machine department. 


Providence Mill Supply Co. added 
a speed reducer line. 


Sidney F. Woodbury bought out his 
partner's interest in Woodbury & 
Wheeler Co., Portland, Ore. 


Fuller Supply Co., Utica, N. . 
added welding equipment, abra- 
sives and lamps to its stock. 


Scattered reports from distributors 
indicated business was improving 
in the winter of 1931. 


John Pritzlaff Hardware Co., Mil- 
waukee, took on the Stanley Elec- 
tric Tool lines. 


Perth Amboy Hardware Co., Perth 
Amboy, N. J., held an industrial 
exposition on its 22nd anniversary. 
[. T. Madsen presided. 


Holley-Mason Hardware Co. and 
Marshall-Wells Co. merged to 
become Holley-Mason Hardware 
Co. in Spokane, Wash. 


Wardman Park Hotel, Washington, 





25 Years Ago (Cont'd) 





D. C., was picked for the next 
Triple Convention. 


Distributors ought to get busy and 
weed out duplicate and compet- 
itive lines, said F. W. Knott in a 
national ad sponsored by Detroit 
Belt Lacer Co. 


Ross-Willoughby Co., Columbus, 
Ohio, opened a _ construction 
equipment department. 


Yale & Towne Mfg. Co. moved its 
New York and Stamford offices 
to the new Chrysler Building on 
Manhattan. 


The Bolt, Nut & Rivet Manufac- 
turers Association was embroiled 
in litigation over the Sherman 
Act. A Federal judge ordered it 
dissolved, and plans were an- 
nounced for a new association 
“which will operate so as to be 
free from any criticism.” 


Henry C. Graton, a founder of 
Graton & Knight Mfg. Co., died 
in Worcester, Mass., at the age 
of 100. He had started the com- 
pany with Joseph A. Knight in 
1852 with cash capital of $800. 


10 YEARS AGO 


Inflation was a major national prob 
lem. Hearings began in Washing 
ton on whether to extend OPA 
for another year. 


“There are no short cuts in sales 
training—beginners must start at 
the bottom rung of the ladder,” 
said Howard Learn, manager of 
supplies at Charles H. Besly & 
Co., in describing the Chicago 
firm’s training program. 


Officers of Industrial Supply Co., 
Minneapolis, reported a 1,000 
percent rise in city desk sales since 
moving into new quarters the 
previous year with an adequate 
parking lot. 


A policy of protecting secondary 





50 tons of power... 


positioned in seconds! 
‘It’s a cinch with the new HEIN-WERNER 


model 50.12AA hydraulic jack 


No “spotting” drudgery here! 

The sturdy positioning handles 

on this new HEIN-WERNER Model 50.12AA 
offer a firm, secure grip. ..permit easy 
maneuverability. Handles of new 50-ton and 
100-ton Hein-Werner Jacks fall flush 
against jack housing when not in use. 


This HEIN-WERNER model of 50-ton capacity 

is ideal for industrial use to move heavy machinery, 
pull gears and pinions, bend pipes, and as the 
power unit for presses. Like all HEIN-WERNER 
hydraulic jacks, it is powerful...safe...easy to 

use. Tandem pump speeds jacking and saves effort. 
Base is drilled for installation of pressure gauge. 
For further details, write us. 


Made in models of 12, 3, 5, 8, 12, 20, 30, 50 and 
100-tons capacity. ..Hein-Werner also makes “Push and 
Pull” Hydraulic Jacks of 4, 10 and 20-tons capacity. 


HEIN-WERNER 
Weer 
Lee nigy CORPORATION 
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10 Years Ago (Cont'd) 





outlets was being continued at 


John Day Rubber & Supply Co., 


Omaha. Whenever the firm made 
a counter sale to a customer of 


one of its country dealers, the 
dealer received a check to com- 
pensate for the normal resale 
markup. 


Large distributors reported that 
visits from factory representatives 
had increased tremendously since 
the war. One firm, McJunkin 
Supply Co., Charleston, W. Va., 
worked out a written policy to 
conserve its own and _ factory 
men’s time by requiring prior 
notice of calls, scheduled intiner- 
aries, weekly meetings on Satur- 
day. 


The five-day week was getting more 
popular. But a sampling by Mill 
Supplies of distributor opinion on 
Saturday closing found it still di- 








INDUSTRIAL 


BRUSHES ».> BROOMS 
ALWAYS IN 


vided. Most distributors said it 
depended on their customers. 


J. A. McDonough and Irving H. 
Buck, founders of the two-year- 
old Tool Engineering & Supply 
Co. in Dallas, Texas, said they 
were pinning their future hopes 
on specialization, for three rea 
sons: 1. The area was sufficiently 
industrialized to support such a 
house, 2. broad stocks were 
wanted, and 3. they felt special- 
ized sales training was a must. 


The War Assets Corp. offered 460, 
000 heavy duty pipe wrenches and 
480,000 pick mattocks to priority 
claimants, veterans and industrial 
supply houses. 


Business Week predicted a sharp 
rise in unemployment because 
strikes had delayed creation of 
new jobs for returning veterans. 


Businessmen were concerned that a 
runaway boom might be in the 
offing with a big depression fol- 
lowing it up. But a noted econ- 
omist pointed out that the situa- 
tion was different from the 
1920’s. Then, prices and living 
costs had risen faster than wages. 
In 1946, the reverse was true. 


C. Lindsay and M. R. Ober- 
holzer, former L. H. Gilmer Co. 
sales executives, organized Lind- 
say, Oberholzer Co. in Phila- 


delphia. 


Quantity differential pricing holds 
the key to volume business and 
the small order problem, said 
Arthur H. Squier, Squier, Schill- 
ing & Skiff, Inc., Newark, N. J., 
in Mill Supplies. He warned: 
“Without positive cooperation 


between manufacturers and dis- 
tributors in developing effective 
pricing policies, both will see the 


volume business slip away to di 
rect selling manufacturers in the 
competitive days ahead.” 


Samuel Harris & Co., Chicago, 
leased space for a Rockford, Ill., 
branch. 





DEMAND :- - 








The long wearing qualities of CAP- 
ITAL Brushes and Brooms are well 
known by the majority of plant man- 
agers. They always specify CAPITAL 
when additional maintenance equip- 
ment is needed. Our distributors strive 
to have a good stock of CAPITAL In- 
dustrial Brushes and Brooms on hand 
to meet any demand. It pays them 
well too. 

* We urge users to buy thru their local 
distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH and BROOM STS. 


Est. 1890 INDIAMAPOLIS 7, !ND. 





SUNSET BONANZA 


Sunspots, which improve the ability 
of the upper ionosphere to reflect 
signals, are due to reach their 11-year 
peak next winter. Already they are 
disrupting communications for certain 
industrial two-way radio users, who 
get far away stations instead, and are 
jamming some police radios for hours 
at a_ time, reports Electronics, 
McGraw-Hill publication. Communi- 
cations operators are being urged to 
move out of the 25-to-50 megacycle 
region into the higher bands. Since 
it is impracticable to convert 50 mega- 
cycle equipment to 150 mc or higher, 
nature's freakishness may prove a 
business bonanza for new equipment, 
the magazine declares. 
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An industrial distributor asks 


3 leading questions about V-belts 


i “I’m tired of ‘one belt’ sales! 


Can Veelos build my volume?” 

Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts. 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 


in storage. And Veelos stores in mere inches! 


3 “With Veelos, can I meet 
customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100° reels—each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There’s a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er’s. With Veelos, nobody has to maintain a huge in- 
ventory . . . and you can meet customer requests quickly 


and easily! 


VEELO> 


LINK V-BELT MANHEIM 
Manufacturing & Belting Company 
114 Stiegel St., Manheim, Pa. 


> “Is it true that Veelos cuts 
installation and down-lime?” 


Yes! You've got a terrific selling point here—Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length. Your customer doesn't have to tear down out- 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—and you don’t have to stock hundreds of matched 


sets to meet customer emergencies! Veelos cuts cost 


Veelos is sold exclusively 
through distributors. For 
information, write to: 


Veelos is known as 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


© M.M.4 8B. Co. 1956 


Adjustable to any length e Adaptable to any drive « Balanced power « Constant power e Vibrationless power 





Hammerlok- 


COUPLING LINK 


Make your own 
HERC ALLOY 


Chain Assemblies 


with all components furnished from 


your distributor's stock. 


NO PEENING NO WELDING 


BY, 


Rugged... 
RE-USEABLE 


@ Hommerlok is made of alloy 
steel...is stronger than Herc- 
Alloy chain.. 
field tested. 


is thoroughly 


@ Write for literature or ask 
your industrial distributor 
about Hammerlok. 


@ MADE BY the makers of Herc-Alloy... 
the original alloy steel chain. 


HOISTS AND CHAIN 


COLUMBUS McKINNON 


CHAIN CORPORATION 
TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK 
CHICAGO *« CLEVELAND 


in Canada: McKinnon Columbus Chain Limited, 
St. Catharines, Ontario 





Operations Ideas — 
Can You Use Any? 





Printing Guide 


Flooring Compound 


Portable Lift 


Dock Ramp 


Carton Paint 


Salesman’s Pocket File 


Portable Dictation 
Adhesive Machine 
Flood Light 
Pallet Lift 


Adhesive Applicator 


Carton Sealers 


Developing Unit 


Printing Guide 

Simple price table in easy-to 
read form for making printing esti 
mates is available from a big print 
ing house. This is a new and more 
complete 16-page offset and letter- 
press printing price list which en 
ables anyone to estimate the cost of 
most printing jobs by simply know- 
ing the size and quantity. That in 
cludes brochures, circulars, book- 
lets, letterheads, price sheets, en 
velopes, imprinting, etc.; also fold 
ing, padding, punching, 
stitching, etc. 


saddle 


Flooring Compound 


An improved flooring compound 
that the maker says will stand up 
under extra-heavy steel-wheel truck 
ing is made with newly-discovered, 
tough granular plastic resins and 
extra-fine non-stone aggregates 
Heavy hand trucks and trucks with 
narrow steel wheels roll quickly and 
easily over the surface which can 
handle 20-ton loads. It can be used 


to patch or resurface any concrete, 
indoors or out and is recommended 
for loading platforms and aisles 
which are subject to heavy traffic. It 
is applied without chipping o1 
roughening the old surface and can 
be used from 4 to 6 hours after ap 
plication. It is light gray in color 
and blends with adjacent concrete 


Portable Lift 


\ 1,000-Ib. capacity, telescoping 
portable lift, which can be used as 
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a straddle fork truck, a portable 
elevator, or a shop crane should be 
a helpful piece of equipment in any 
distributor's stock or warehouse 
room. The unit which is manually 
propelled by a man, features a bat- 
tery-powered full lift of 112-in., but 
has a collapsed height low enough 
for operation in rail cars and high- 
way trucks, in elevators, under 
balconies and in other low head 
room areas. The push-button con- 
trol station is connected by a re 
tractable cord permitting control of 
the lift itself when it is employed 
as a portable elevator. This lift also 
features a built-in taper charger 
which operates from any 110-v. out- 
let 

Large diameter roller bearing 
wheels and casters coupled with 
scientifically designed steering grips 
make moving and controlling this 
lift an easy matter for one man, 
even when fully loaded. 


Dock Ramp 


An easily installed, low cost 
powered dock ramp in one compact 
unit combines a strong adjustable 
steel ramp and a powel activating 
mechanism. There is no piping, 


HERC-Alioy 


SLING CHAINS aie 


@ Herc-Alloy is the only exact-size alloy chain 
on the market. This uniformity gives you a lighter 
and easier-to-handle chain without any sacrifice 
in working load limit. 


@ Herc-Alloy, the original alloy steel chain, is 
available in running lengths as well as in all types 
and sizes of slings made to customer specifications. 


@ Write for Bulletin 
100 covering Herc- 
Alloy Sling Chains, 
including helpful 
information on 
their core, use 
and inspection. 


@ CM also produces a complete line of chain 
attachments and welded chain of all types in- 
cluding stainless steel and bronze. 


1G 


COLUMBUS McKINNON 


CHAIN CORP. 


Tonawanda, New York 
Regional Offices: NEW YORK « CHICAGO « CLEVELAND 
H 0 S T S AN y C H Al N in Canada: McKINNON COLUMBUS CHAIN LTD. 
Herc-Alloy® ST. CATHARINES, ONT. 
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© BroumG 


GRIPBELT DRIVES 


a 


The most complete V-Drive Line . . . 
Cuts maintenance time, lowers costs 


From this one great integrated line Browning 
distributors supply the V-Drive most efficient and 
economical for any use. Browning produces a 
most extensive line of sheaves—single and multiple 
groove, variable pitch, die cast, pressed steel, cast 
iron. And the widest selection of V-belts—from 
FHP to steel cable, including versatile Griplink 
and Griproll, and new Poly-V. Incorporates same 
split taper compression bushing used in Browning 
couplings, paper pulleys, sprockets. Standardizes 
on one-type bushing, reduces your inventories, 
simplifies orders and deliveries. Economizes for 
your customer, yields better profits for you. Write 
for free Catalog GCIO1. 
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special wiring or pit construction re- 
quired. It is operated by a flip of 
the Up-Down lever switch. It can 
be installed in any location. The 
base of the cylinder is mounted on 
the bottom of the pit with the entire 
mechanism above the ground. A 
spherical, self-aligning bearing as- 
sures efficient operation of the cyl- 
inder even if it is now correctly 
aligned. The power cylinder is a 
single action piston type hydraulic 
assembly. The construction pro- 
vides sealing and packing surface 
protected from dirt and mechanical 
damage. A filtering device is fur- 
nished to prevent dirt and moisture 
from entering the cylinder. 


Carton Paint 


You can make a good thing out 
of re-usable containers by covering 
any marking or printing with a 
paint that completely covers in one 
application. Its tan, carton-match 
ing color is ideal for renewing cor 
rugated cartons, fibre containers and 
drums of all kinds as well as wooden 
boxes and metal drums. It dries in 
less than five min. and is ready for 
stencilling again with your own im 
prints. It is water soluble when 
wet (brushes and tools are easil; 
cleaned) and it dries to a smooth, 
color-blending, waterproof finish. 
It can be sprayed or brushed on 
and lends itself to fast, easy, neat 
shipping room practices. 


Salesman’s Pocket File 


Che salesman can now carry his 
customer and prospect file with him 
in a pocket with this handy loose 
leaf binder that holds up to 300 





CON 


$s 
NDLESS BELT 
pe ystomers --- 


cus 
per Dollar” and 
busi iness to yor 


Condor Whipcord Endless Belts Boost Production 


Steady, unfailing power delivery with high overload 
capacity, long life, and freedom from stretch or shrink- 
age result in greater efficiency at lower cost for machines 
equipped with Condor Whipcord Endless Belts. These 
all-purpose belts offer exceptional advantages for hard 
wearing installations—on drives with short centers, 
small take-up, small pulleys, reverse bends, high speeds 
and heavy loads at high tensions. Extremely flexible, 
they are ideal belts for machines where serpentine drives 
supply power for several operations. Condor Whipcord 
Belts feature an endless-wound, sealed-in cord con- 
struction which is de-stretched during manufacture. 
They will not shrink on the drive and are virtually 
unaffected by atmospheric changes. On many drives 
they have outlasted 3 to 10 ordinary belts. 


EXTENSIBLE-TIP COVER SPLICE 
R/M’s exclusive Extensible-Tip cover-end splice 
“elasticizes’”’ the splice area with a series of rubber 
rivets to dissipate stress when rounding pulleys. This 


MANHATTAN 


6 ® 


Flot Belts V-Belts Conveyor Belt 


RUBBER 


RAYBESTOS-MANHATTAN, 


Be Gt OW tee S&S 


eliminates cover separation ...adds further to the 
longer service life of Condor Whipcord Belts. 


CONDOR COMPENSATED BELT 

On closed drives where belt fasteners are required, 
Condor Compensated Belt eliminates fastener trouble. 
A patented Manhattan process equalizes belt ply 
stresses when rounding pulleys. Every ply is under 
uniform tension and every ply pulls its full share of the 
load to eliminate ply rupture and separation—espe- 
cially at the fasteners. Condor Compensated Belt holds 
fasteners up to 4 times longer than ordinary belt! 


SELECTION OF DRIVING SURFACES 
Both Condor Whipcord Endless Belts and Condor 
Compensated Belt are available in a selection of four 
driving surfaces to meet various machine tension 
requirements. Let an R/M representative show you 
how to boost production . .. get ““More Use per Dollar”’ 

. with Condor Endless Belts and Condor Compen- 
sated Belt at your mill. 


RM 604LD 


JERSEY 


INC. 


DIVISION — PASSAIC, NEW 


Roll Covering Tenk Lining Abrasive Wheels 


Other R/M products include: Industrial Rubber * Fan Belts * Radiotor Hose * Brake Linings * Broke Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Laundry Pods and Covers * Bowling Balls 
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specially designed _ prospect-cus- 
tome: sheets. These sheets are 
filled out, one for each prospect or 
customer, and arranged in the book 
so that the company name is al- 
ways visible. A flip of the index 
tab and 13 names appear, each on 
a sheet with all the important data 
the salesman needs to organize and 
plan his calls. Various colored 
forms and index sheets can be 
broken down in many ways to fit the 
salesman’s own selling methods and 
requirements. The book can be at 
ranged by territories, products, S1Ze 
of companies or by weekly or semi 


monthly calls. 


Portable Dictation 


Salesmen wishing to make copious 
notes after important calls can now 
do it simply with a completely elec 
tronic dictating machine which is 
claimed to be the smallest, lightest 
and most compact in the world. It 
weighs only six lbs. and can be 


worn over the shoulder or carried 
like a portable radio. It’s 
enough to fit into a briefcase, being 
2% in. high, 6} in. wide and 10 in 
long. 


small 


Adhesive Machine 


A continuous supply of pressure 
sensitive cellophane tape could be 


You can BE HEADQUARTERS for 
EQUIPTO DRAWER UNITS a 


Thousands of types to suit every demand 


The vast and varied Equipto line includes everything 
from simple 2-drawer units to giant multi-drawer 
combinations. Several different types of interchangeable 
drawers permit thousands of arrangements within the 
units to satisfy your customers needs. Some of the 
drawers are shallow for tiny parts... others are deep 
for medium sized parts. All have adjustable compart- 
ments ... labelholders to assure instant indentification of 
every part. Heavy gauge steel construction protects parts 
... prevents sagging or sticking of drawers ... prolongs 
life of units. Finish is baked enamel. Clip and mail 
coupon today for full details on complete line for resale. 


DIVISION OF AURORA EQUIPMENT CO 
825 Prairie Avenve, Aurora, Illinois 


Rush full details on profit producing line of drawer units 


NAME 

FIRM NAME 
ADDRESS. 
city 


ZONE STATE 
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made available fer office or ship- 
ping department by the installation 
of a new machine for which it is 
claimed that it saves half or more 
of the cost of using prepared tape 
in rolls. The machine produces 
freshly-made tape as you use it, in 
colors or clear. It can be stopped 
and started up again for any length 
of time without fuss and is always 
ready for operation the next day. 
Easy to feed, economical to run and 
maintain, the manufacturer says. 
The latest model is a small size unit 
which can be placed on a table, 
stand or floor and is ready for use. 


Flood Light 


Here’s an automatic flood light 
that goes on instantly when it gets 
dark and shuts off automatically at 
daybreak, or when the lights are 
switched on. It is used for night 
displays, safety lamp and as a deter 
rent to burglars. Operation cost is 
said to be low, about 2 cents per day. 


Pallet Lift 


Improved by the addition of a 
foot pedal lifting mechanism which 
requires only a few strokes to raise 
the forks from 34 in. lowered posi- 
tion to 54 in. maximum lifting 
height, is a pallet lift which is 
manually maneuvered. The load is 
raised to a level position by the use 
of six lifting cams. Four-point sus- 
pension moves high loads without 





For distributors 


of Jewel 
Brand 
Abrasives 


SAL EONMEM with an 
eve OW senvice 


COATED ABRASIVES 


HWROA awe stwtt GaaneEt NEw PROCES sere. tmmeey Puce hit 


° 
Abrasive 
Products, Inc. 
South Braintree 85 ae 
Massachusetts — eon 
Makers of 
Jewel Coated Abrasives 
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We definitely don’t recommend it... no doubt neither do you, 
but almost everyone at some time or other misuses a screw 
driver and wallops it with a hammer. Stanley is first with this 
“Cushion Core” screw driver. The green core absorbs the 
impact of hammer blows and makes the screw driver last longer. 


NEW 


“CUSHION CORE” 


Here’s the new ‘Cushion 
Core” that cushions hammer 
blows. See how it is placed at 
the end of the blade where 
force of impact is otherwise 
directly transmitted to handle. 


2008 
2006 
Standard blade and tip 3, 
4, 6 and 8 inch blades. 
2007 
Square bar, standard tip 
4, 6 and 8 inch blades. 
2008 
Light blade, cabinet tip 
3, 6 and 8 inch blades. 





swaying, and tandem rear wheels 
prevent sticking in floor cracks or 
elevator crevices and minimize sway- 
ing on rough floors. Rigid, upright 
handle increases operator vision and 
reduces necessary aisle space. Lift 
has 2250 Ib. capacity, double 
welded frame, rubber-tired guide 
casters. Fork length is 54 in., width 
between forks is 18 in., and width 
of forks is 6 in., making overall 
width 30 in. 


Adhesive Applicator 

\ new pen-type adhesive appli- 
cator is a handy aid for the office 
mailing staff. It ejects a dot of rub- 
ber cement, each time it is tapped 
where cement is needed. It is 
equipped with a cap, and comes in 
the form of a pen. Handy for 
fastening checks to remittance slips. 


Carton Sealers 


The “two-strip” method of seal 
ing cartons for shipment is being 
introduced by a manufacturer of 
tape reinforced with glass fiber yarn. 





STANLEY | 
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You just glue one piece of tape on 
the top, one on the bottom, and 
the carton is ready to ship. The 
manufacturer claims his shipping 
department saves six cents for each 
10 cartons sealed this way. The 
glass fiber yarn gives added strength 
where it is most needed. 


Developing Unit 


A compact, self-contained de- 
veloping unit eliminates the need 
for special darkroom and develop- 
ing facilities and can be used with 
any contact printer. The machine 
features stainless steel construction, 
permanently affixed guides, and 
automatic turnoff when the cover 
is lifted. Cover lifts from one side 
to expose rollers and pre-positioned 
tray. Weighs only 20 Ibs., and con- 
nects to any 110-v. a.c., 60-cycle 
outlet. 


The Buyer Looks 
at Business 


Composite opinion of purchas- 
ing agents who comprise the 
N.A.P.A. Business Survey 
Committee 








Production Still High 

The February survey confirms the 
slight leveling off in industrial busi- 
ness conditions that was reported in 
January by purchasing executives. 
While the February figures on pro- 
duction (better 32%; same 56%; 
worse 12%) remained about the 
same as the January percentages 
(33%; 54%; 13%, respectively), the 
new order position for February is 
reported to have declined slightly. 
Only 30% see improvement: 52% 
report the position to be the same, 
and 18% show a decrease, in com- 
parison with last month’s 34%, 
48% and 18%, respectively. 

Commodity prices remain high, 
with a minor modification of the 


“STANLEY 


Here’s a complete new line .. . 


3 heavy duty builders saws 


with new work-saving features and new money-saving prices. 
8” H85, Now only $79.95, cuts 2%” at 90° 2%” at 45° 
7” H70, Now only $69.95, cuts 2%” at 90° 134” at 45° 
6” H65, Now only $59.95, cuts 2” at 90° 1%” at 45° 


O49 a 


Power plus protection! 
Exclusive Stanley drive pro- 
tects saw motor against im- 
pact shock when blade hits 
nails, etc.; ensures full cutting 
power at all other times. 


Ease of operation! 
Exclusive Stanley blade guard 
makes starting cuts easy. 
Guard never sticks regardless 
of angle of cut... no “hang- 
up” or “drift” in starting. 


Extra, easy-to-use features of new Stanley builders saws are: 


@ Two position handle 
@ Polished dirt resistant finish 
@ Least blade exposure 
e Stanley-made motors 
e Anti-friction bearings 


: 


e “Tru-View™ vision from 
both sides 

e@ Easier depth adjustment 

e@ Easier bevel adjustment 

@ New functional steel base 


STANLEY 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

ok ace e) 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


SOLENOID VALVE 
Heavy duty, dur- 
able valve that will | 
handle the toughest — 
jobs. For viscous 7 

i 
® 


ee ee a 


uids, resins, syr- 
ups, varnishes as 
well assteam,water, 
_ oil and gas. Sealed, self-cleaning, ex- i 
| plosion proof, renewable disc, visible 
action, emergency manual operation. 
i \%" to 12", 300 psi. A.C. or D.C. : 
_ Send for Bulletin 700. 
ble. oR DROS 
No. 60 FLOAT VALVE 
GLOBE OR ANGLE 
A valve for many 
different services, 
simple in con- 
struction, accu- 
rate in opera- 
tion. Single 
seat, = 
stem. Tight closing, no water hammer, 
non-sticking. No internal packing. 
Sizes 44" to 12”. Brass or semi-steel 
bodies, pressures to 125 lbs. hydraulic. 
Send for Sulletin 1018. 
a a owe. een ee S| 
ETE er > . ¥ 
No. 164D 
PACKLESS 
FLOAT BOX 
For handling 
» volatile or 
) flammable fluids. 
Leakproof, packless, thanks 
to Davis Dia-Ball unit (see below). 
Sealed, flexible joint, minimum main- 
tenance, higher sensitivity, less fric- 
» tion. Operates control valves from 4” 
to 8". Pioat sizes— 6", 8” or 10”. Pres- 
=) sures to 250 psi. Temperatures to 
© 300° F. Write for Bulletin. 


a 


sat HO 


| 
4 
; 
5 


+ 


DAVIS 
DIA-BALL 
TRANSMISSION 
UNIT 


Packless diaphragm ball transmission 
arm for Davis level controls, float 
boxes and lever units. Patented, leak- 
proof construction. Eliminates fric- 
tion, accurate transmission, mini- 
mizes maintenance due to cking, 
less hazardous for baal og fluids 
because of leakproof feature. 
Write for details. 


= ae a 2 . 
SEND FOR COMPLETE FILE OF LITERATURE 


2544 So. Washtenow © Chicago &, Illinois 
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rate of upward trend. Inventories of 
purchased materials climbed slightly. 
Employment continues good, with 
many again expressing concern over 
the shortage of skilled and technical 
personnel. Buying policy reflects a 
middle ground pattern, with produc 
tion materials and MRO supplies 
strongest in the 30- to 90-day range. 

On a special question asked last 
month, the predominant opinion is 
that the supply-to-demand ratio for 
materials will improve. Of those 
who reported, 62% feel it will defi- 
nitely ease, while 28% expect no 
change in the next six months. Only 
10% anticipate any worsening of 
the situation. 


Prices Leveling 


The reports last month show a 
slight reversal of the previous 
month’s trend in price advances. 
This month, the number mention- 
ing price increases dropped 5%, to 
58%, from 63% in January. Sim 
ilarly, price decreases were reported 
by 3% in February, as against none 
in January, while 39% found prices 
remained the same, compared with 
37% who so reported last month. 

Although the reporting percent 
ages indicate a slight weakening in 
the general price structure, most 
Committee members comment that 
they see no immediate prospect of 
relief from current high prices. 


Inventories Higher 


In February, 30% of the purchas 
ing agents surveyed report inven 
tories higher than a month ago, 
compared with 23% : 
They indicate the movement reflects 
seasonal patterns, automotive cut 
backs and lowered consumption of 
stocks. 55% reported inventories to 


in january 





STAINLESS STEEL MONEY 


They're using stainless steel for 
money down in Costa Rica, where it's 
claimed that new five- and ten-cent 
pieces not only look pretty, but out- 
last all other coins, American Mo- 


chinist, McGraw-Hill publication, says. 
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be the same, compared with 60% in 
January; and 15% reported them to 


"707 


be lower, against 17% a month ago. 


Employment Steady 


Chere is still no indication of a 
reduction in employment rolls. 
While 9% reported in February 
against 8% in January) that em 
ployment was lower than a month 
earlier, the slight rise is generally 
considered to reflect seasonal or local 
conditions. Again last month, 71% 
report employment to be the same, 
and 20% (against 21% in January) 
say employment is up over a month 
previous. Skilled and professional 
help, especially engineers, remain on 
the scarcity lists. Many also con- 
tinue to mention shortage of com- 
petent stenographic and clerical ap- 
plicants. 


Buying Is Middle-of-Road 


I'he committee’s February reports 
indicate a middle of the road trend 
in purchasing policy. For produc 
tion materials, there were 36% re 
porting in the 90 days plus level and 
5% on a hand-to-mouth basis; last 
month, the figures were 44% and 
3°, respectively. However, reports 
show 21% in the 30-day bracket and 
38% planning 60 days, while in 
January those percentages were 24% 
and 29%, respectively. On MRO 
supplies, 13% say hand-to-mouth; 
40% plan 30 days; 30% report 6() 
days, with 17% at 90 days plus. For 
capital goods, 74% report coverage 
of 90 days or better. 


Specific Commodity Changes 


Steel continues to dominate the 
price and supply situation. 

On the price up side are: Brass, 
copper, steel, castings, steel plates, 
steel bars, steel pipe and fittings, 
zinc, selenium, linseed oil, paper, 
fuel oil, coal, some insulating mate 
rials, cement. 

On the down side are: Steel scrap, 
mercury, cocoa, rubber. 

In short supply: Aluminum, cop- 
per, nickel, steel (structural, cast 
ings, plate, sheets, stainless, wide 
flange beams, pipe), titanium di 
oxide, selenium, paper, kraft paper, 
fuel oil, glass, cement, bearings. 





Here’s to you — and *671 worth of business 


That’s what these Bristol No. 0 socket screws (shown 
in the 2-ounce shot glass above) bring in for you. 

Think about it—$671 worth of business from an in- 
ventory you can store in your vest pocket. With a net 
weight of 4% oz. that comes to $2382 per pound. A 
pretty profitable business, these Bristol socket screws — 
and you also pocket the savings on handling, ware- 
housing, shipping and delivery. 

No two ways about it—the Bristol line is a money 
line. And it’s worth pushing—especially when Bristol 


supplies a part of the push with: 
Advertising aids—national ad campaigns, hard hit- 
ting direct mail, publicity, and copy and cut services 
Sales aids— window display stands, shows and dis- 
plays, smart packaging, bulletins, price sheets, data 
sheets, and salesmen’s correspondence courses 
There’s no better, easier, nor surer way to profits 
than Bristol's original multiple-spline and hex socket 
cap and set screws. A few distributorships are still 
open. Write for complete information. rv 


Precision socket screw manufacturers since 1913 


tol 


Bristol’s Hex Socket Screws 


Fic! 


Bristol's Multiple- 


i Spline Socket 


Screws 


B's 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 


THE. BRISTOI 
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Obituaries 





C. L. Gairoard 
Camille L. Gairoard, 
Kraeuter & Co. 

Camille L. Gairoard, 79, president 
of Kraeuter & Co., and former sales 
manager of J. Wiss & Sons Co., 
died Feb. 24. 

He started his career in the hard- 
ware business in 1896 with Charles 
R. Ruegger on Manhattan and in 


1897 joined John H. Graham & Co., 
also in New York. He was made 
ofice manager of the National 
Shear Co. in 1899, and a year later 
became the only salesman for 
J. Wiss & Sons. He was manager 
of sales for J. Wiss for 43 years, 
when he resigned to devote full 
time to Kraeuter & Co., which he 
had purchased in 1933. 

Until he resigned from J. Wiss, 
Mr. Gairoard was president of the 
Shears & Scissors Manufacturers 
Association. He was also an execu- 
tive of the American Tariff League. 


E. A. Moore, 
Stanley Works 
Ethelbert Allen Moore, 91, 
former president and board chair- 
man of The Stanley Works, died 
Feb. 13 in Ormond Beach, Fla. 
He started with the company as 


a clerk in 1889 and became president 





© Leaders in their class 


ton ~ 5 ton Ne 4 


’ PRESS-RITE 


Compare 
Feature 
for 


Note how many “Long- 
Life” Features you get 
with “Juniorline”’ Press- 
Rite Presses . . . these 
are top-quality features 
you'd expect only on 
larger presses—at much 


opularity 


Leaders i" 
© POWER PRESSES \ SALE 


Press-Rite Ads 
appear in leading 
Trade Papers 





Medel © £ Ton 


@ Special High-Strength 
Frame with reinforcing ribs 
at all vital points. 

—Reduces die-wearing de- 
flection. 

Increases Production be- 
tween die grinds. 

—Gives 2 to 3 times longer 
die life! 


@ Special Bronze-Bushed Fly- 
wheel. 


@ Bronze Bearings in both 
the main bearings and con- 
necting rod. 

@ Bronze Wear Pilate on back 


of ramways. 


Feature 


higher cost! 


@ Greatest Shut Height for 
their size! Permits using 
larger, more bulky dies. 

@ Adjustable Ram Gibs for 
more precise alignment. 


@ Open Back, Inclinable. 
@ Single Stroke a (ma 
.. y 


be quickly arranged for con- 
tinuous operation. 


@ Steel Bolster Plate. 

Yes, Press-Rite Power Presses 
are built-for-the-job. Save money 
in your plant, switch to PRESS- 
RITE . . . Top buy in the field! 


Write for Bulletin 955 and Name of Distributor 
SALES SERVICE MACHINE TOOL CO., 2347University Ave., St. Paul W14, Minn. 


OPEN BACK—INCLINABLE ocuer 











-These are the Top 
Features thzt make 
Press-RHe Junior. 
Line” Presses so 
Easy-te-Sel/. 


Write Today 
for the Money - 
Making Facts 
on the Complete 
Press-Rite Line 
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in 1918 and board chairman in 1923. 
He held both posts until his retire- 
ment in 1929. 

Mr. Moore was also a poet and 
painter and author of biographical 
and historical works. He served on 
many civic bodies and gave much 
of his property in New Britain, 
Conn., for the city’s park system. 

He leaves three sons, two daugh- 
ters, 16 grandchildren and ten great 
grandchildren. 


Arthur H. Symons, 
Symons Clamp & Mfg. 


Arthur H. Symons, 83, founder 
of Symons Clamp & Mfg. Co., died 
jan. 31 in Oak Park, IIl., after a 
long illness. 

He organized the construction 
equipment firm in 1910 and was 
active in the business until his 
illness. Besides his wife, he is sur 
vived by a son, John G. Symons, 
vice president of the company, and 
wo daughters, Mrs. Helen Jones, 
of Anchorage, Alaska, and Mrs. 
Sally Brandt, Park Ridge, Il. 


H. B. Wilson, 
Mathias Klein 

H. B. Wilson, 78, general sales 
manager of Mathias Klein & Sons, 
died Feb. 16 in Kenilworth, Il. 

Born in England, he joined 
Mathias Klein in 1915 after wide 
experience in the hardware field. He 
was a past president of the American 
Hardware Manufacturers’ Associa- 
tion. 

Mr. Wilson is survived by a son, 
Harry B. Wilson, and a daughter, 
Margaret Humphreys Wilson. 


Harold M. Long, 
H. M. Long Ltd. 


Harold M. Long, president of 
H. M. Long Ltd., Montreal, Que., 
died Feb. 20. 

He was also president of Harold 
M. Long & Co and Steel Beech 
(Canada) Ltd. and director and 
vice president of Stuart Bros. Co. 
and Conant Paints Division of Com- 
bined Enterprises, Ltd. 

During World War II he served 
the Canadian Government in the 
war program. 





DIAMOND ROLLER CHAINS 


) / YES, that’s the 
DIAMOND trade mark! 


THE SIGN OF UNIFORM QUALITY 
Ever since Diamond Chain Company was established 
over 65 years ago—all effort has been focused on one 
product—Roller Chain. 
The high wniform quality, the extreme smoothness of 
operation, reserve strength and long-life 
dependability of Diamond Roller Chains now 
mean more than ever before—good 


Pay 


reason for their constantly increasing use 
on the finest machines and equipment 
made by America’s leading 
manufacturers. 
Because of the ever-widening field 
of application, you, too, will find it 
helpful to get practical 
recommendations from our 


experienced engineering staff. 


DIAMOND CHAIN COMPANY, inc. 


Where High Quality is Traditional 
Dept. 480, 402 Kentucky Ave., Indi polis 7, indi 





The user of Diamond Roller Chains and Sprockets is as near to your 
stock as his teleph . Dia d national industrial advertisements 
include this message—"“See the classified section of your local 
telephone directory for the address of your Diamond distributor.” 


DIAMOND ie CHAINS 
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“Dayton showed us how 


Teamwork sells V-Belts to southern industry” 


“Close cooperation makes sales volume 
climb year after year", says John R. Foster, 
President, The McLeod Companies, Inc. 


“A real selling ‘partnership’ — that’s 
what we’ve got with Dayton! We’ve been 
working and selling together for five 
years, increasing our volume substan- 
tially every time. 

“Dayton provides a complete line of 
the highest quality V-Belts — one for 
every application. We—as textile supply 
specialists — sell them to the industry 
we know best. It’s a ‘natural’. . . espe- 
cially since we can call on Dayton’s 
V-Belt Engineers to help us solve a par- 
ticularly tough drive problem. 

“A large part of our increased V-Belt 
volume comes as a result of the tremen- 
dous job Dayton’s exclusive Cog-Belt* 
does for the textile mills. It establishes 
Dayton’s reputation as the best buy for 
lower maintenance costs and increased 
production. 

“Best of all, we like the way both our 
outlets, Greenville Textile Supply Co., 
Greenville, S.C., and Odell Mill Supply, 
Greensboro, N.C., are protected from 
over-distribution in their trading areas 
by the Dayton Selective Franchise.”’ 


fe 


“Working together has really paid off for us. 
With Dayton’s help we’ve increased our sales 
every year since taking on the Dayton line.” 


“We've set up a special power transmission 
department at Odell Mill Supply, Greensboro, 
N.C., to handle drive problems in both textile 
and general industry.” 





“Plant Survey help like that Ken Sparks, Day- 
ton, (right) gives John Mason, Greenville Textile 
Supply Power Transmission Manager, is the 
kind we really appreciate because it builds better 
customer relations.” 


“Dayton gives us sales backing all along the 
line. John Hubbard, Dayton Regional Megr., 
(left) flew in for a conference with (L.R.) 
Hugh Graham, Greenville Textile Supply, Ken 
Sparks, Dayton, and John Mason, Greenville.” 


v 


“In our Greenville Textile Supply Warehouse 
we carry complete stocks of V-Belts to meet the 
needs of surrounding mills.” 


“Many of our problem drives are solved while 
still in the blueprint stage through conferences 
between Charles Price, Odell’s Chief Engineer 
(left) and Dayton’s George Steele.” 


“To smooth our operations Charles Price, 
(center) Karl Fisher, Vice-President, (right) 
and I work out problems together as often as 
possible.” 


W 


> 








7/ 
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YEARS OF PROGRESS 


World's Largest Manufacturer of V-Belts 


Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 
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NEW LINES 
-<--<- taken on by 


~.. Slash Cut-off Costs with DISTRIBUTORS 


~ 
bagel WELLS QUALITY 
~ METAL CUTTING Hall-Perry Machinery Co., Butte, 
BAND wae “a Chain Balt Cos Rex 
SAWS Belt line in the state. 


W. S. Nott Co., Minneapolis, has 
been named distributor for Bos- 
ton Gear Works. 





I'he Fairmont Supply Co., Fair 
mont, W. Va., has been ap 
pointed distributor for The Jef 
frey Mfg. Co. 


Briggs-Weaver Machinery Co., Dal 
las, ‘Texas, has been appointed 
distributor for Aeriol Products 
Co. 


Murray Equipment Co. has ap 
Model 1200 pointed the following distributors: 
¢ Transmissions, Inc. 
All Wells Saws have one thing in common. THEY DO A BETTER CUT- Dayton, Ohio ; ; 
OFF JOB AT LOWER COST! Each saw is quality built for capacity and * The Walter A. Wood Supply 
performance, and engineered to deliver long, dependable service at a low Co. 
operating cost. The rugged, heavy duty construction, plus fast, continuous Citetiimsies “T 
band saw cutting, make Wells Saws economical and practical. Use Wells ao, Scam. 
va and you will be a low cost operator. . az rhe Taft-Peirce Mfg. Co. has ap 
ig jobs, or little jobs, there’s a Wells Saw for every metal cutting job in he foll listrit 
your shop: pointed the fol owing ¢ istributors 
® For heavy duty production, the Model 1200 features a completely auto- ¢ The General Tool Co 
- cutting cycle and Finger Tip Control. haaee tis a ae Portland, Ore. 
e actical-to-operat o-mo > m9 = " 
wo: 1 gaat tera uct 2; “% ¢ Industrial Tool & Supply Co. 


general production and utility. 
®@ The new rugged and versatile Model 600, designed te save more time and l'uscon, Ariz. 


money on medium production jobs. 
® And the two-way economy saw, Model 49A, for cut-off or light contour work. \Moore-Handlev Hardware Co.. Bir 


Also Wells Special Machines with capacities to 48” for Extra Heavy Duty oie A] ee fine om 
and Unusual jobs. Ask your Wells Distributor for complete information RMNGRS, fB-, - — I 
pointed distributor for Westing- 


and assistance. 
MODEL 1200 aos mODE ane a) house Electric Corp. ventilating 
x 6” sets and industrial fans 








Capacity, Rectonguior........ | 12” x 16” 8” x 16" Be ww | 3%" 
| Capacity, Rounds... ~ ae 124%,” a 8” : ae A Bo, cia. an a eeu 
"Speeds: Ft. Per Minute... 0, 115, 50, 100, , 90, | 54, 100, Central Supply Co 

200, 300 175, 275 , 190 


Motor Size ns ih 4. ’ PRR “nP. Andover, has been appointed min- 


— + 
| Blade Size vets oO Sits Wis, 2a bs «| ing tool distributor for Carboloy 
| Height to top of Bed 24%," 25%" 24” yen f Ls 
“Width ef Bed 12y," 10%" ' : re Division of General Electric Co. 
| Floor Space lh a ae 24” x 72” | 16%” = 38” 
| Shipping Wt. (approx.).... | 1950 Ibs. 640 Ibs. 425 Ibs. 135 Ibs. Garrett Supply Co.. Los Angeles, 


has been appointed distributor for 


Vhe Pioneers of Mortzoutal General Electric Co. motors and 


control equipment. 


METAL CUTTING [he Cameron & Barkley Co., 
B A N D Ss A W & C harleston, S. C., has been ap- 


WELLS MANUFACTURING CORPORATION pointed distributor for Grinnell 
606 ADAMS STREET, THREE RIVERS, MICHIGAN Co. 


of Virginia, 
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INVESTIGATE THE 
SALES OPPORTUNITIES AND 


PROFIT POSSIBILITIES 


WITH THE myb LINE OF 
All business is specialized 


...and nothing specializes FANS and BLOWERS 


on your business like your 


business paper 

The nyb line offers everything you have been looking for 

This profit-wise peddier looks for 4 , é 

the wettest crowds. Bis business is @ Complete selection of types and sizes in both direct and 

specialized. Like yours. belted drives. 

And like your business, this bus- 4 nt _ i : 

iness paper of yours specializes, too. Rugged welded steel construction featured. 

It packs into one place the current All fans skillfully engineered and laboratory tested. 

facts you want. It scouts out, sorts ; 

out, reports and interprets the specific All wheels dynamically balanced for smooth operation. 

news and information you need to _— : ; Ae . 

keep posted and keep ahead in your Certified ratings in strict accordance with NAFM Test 

field. Cover to cover, editorials and Codes. (myb is a member of NAFM. 

suiseatuunermenainnion = Guaranteed, dependable merchandise that will bring re- 

else. Read it thoroughly . . and put peat orders and satisfied customers. 

we wok. @ Generous discounts. (Ask about our distributor policy.) 
This business paper in your 
hand has a plus for you, 
because it's a member of 


the Associated Business 

Publications. It's a paid cir- ; 
culation paper that must 

earn its readership by its 

quality . . . And it's one of 

a leadership group of busi- 

ness papers that work to- | 

gether to add new values, 

new usefulness, new ways 

to make the time you give 


GENERAL PURPOSE FANS JUNIOR FANS PROPELLER FANS 


to your business paper stil} 
more profitable ume. 


Two types, ten basic sizes 
Totally enclosed motors. 
Square steel panels sim- 
With SLOW SPEED plify instalation. Wheel 


Made in three types, eight 
basic sizes. Capacities 


| 
from 1200 to 19,000 cfm 


, Non-overloading wheel 
seeeer eee ev ane ee) Wheels. Rotatable hous- diameters 10 in. to 48 in 


| ings. Five sizes. Capacities Capacities from 675 to 
from 160 to 4100 cfm 23,500 cfm 





Why not identify your sales with this old-line dependable company 
with 65 years of manufacturing skill and experience back of it? Write 
today for bulletins and full details. 


THE NEW YORK BLOWER COMPANY 


SALES OFFICES * 3173 SOUTH SHIELDS AVENUE * CHICAGO 16 
FACTORY, LAPORTE, INDIANA 


A copy of this quick-reading, 8-page 
booklet is yours for the asking. !t con- 
tains many facts on the benefits de- 
rived from your business paper and 
tips on how to read more profitably. 
Write for the “WHY and HOW book- Send at once ADDRESS 
let.” Room 2710. descriptive literature 


McGRAW-HILL PUBLISHING COMPANY on your line of fans CITY 
330 W. 42nd St., New York 36, N. Y. and blowers. 


One of @ series of ads prepared by 
THE ASSOCIATED BUSINESS PUBLICATIONS 
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[ee 
etter-buil 


Trade-Merk Registered 


SODA-ACID 


_ STAINLESS STEEL 


 \EXTINGUISHERS 
Stance RADIUS ELBOW 
\ LEAD STOPPLE 


“%, 
eS. \ POSITIVE BOTTLE CLAMP 
na, NY sTaMttss STEEL CAGE 
ye WATER LEVEL MARKER 
Se 8 OZ. BOTTLE 
STAINLESS STEEL, 
ELECTRIC WELDED CONSTRUCTION 
LIGHTWEIGHT . . . 7 Ibs. or % 
lighter than ordinary types. 
STRONG .. . tested to 500 Ibs., 
ordinary types tested to 350 Ibs, 
ihe: DURABLE cae rust, acid, 
oe corrosion resistant. 

KINK-PROOF HOSE 
if __-—— CONVEX OAT is: ts 
—~____——PLASTIC NOZZLE 

wee 


_ CONVENIENT HANDLE 


for strength 





2%. GALLON SIZE AND 
20 & 40 GALLON WHEELED ENGINES 


UNDERWRITERS’ LABORATORIES, 
AND FACTORY MUTUAL APPROVED! 


W... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible. 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


SINCE 1895... 
BUFFALO FIRE APPLIANCE 


c 
, & 1-3 on | as OO 8 8 @& 
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Book Reviews 





BIG BUSINESS LEADERS IN 
AMERICA, by W. Lloyd Warner 
and James C, Abegglen, Harper & 
Brothers, 49 E. 33 St., New York 
City, $4—This is a group portrait of 
some of the nation’s major execu- 
tives and the forces that apparently 
made them leaders. The authors 
probe into social and occupational 
origins and motives. The objective 
is to discover what kind of men they 
are, how they climbed to success, 
and what significance their story 
holds for the future of business and 
the nation. The development and 
influence of the executive wife is 
also discussed. Like other serious 
studies of this type, the book tends 
to refute some of the currently pop 
ular theories that the patterns for 
success are Clearly delineated. 


SUCCESSFUL PATTERNS FOR 
EXECUTIVE ACTION, Harvard 
Business Review, Soldiers Field Sta 
tion, Boston 63—A portfolio of 12 
articles from the Harvard Business 
Review, this study is outlined in 
three parts: How to Build the Man 
agement Team, How to Make 
Sound Decisions at the Top, and 
How to Get Action through the 
Organization. Operations research, 
automation, communications, ex 
ecutive committee management, and 
operation of a decentralized com- 
pany are some of the subjects treated 


in detail. 


U.S. GOVERNMENT PUR 
CHASING DIRECTORY, Super- 
intendent of Documents, U.S. Gov- 
ernment Printing Office, Washing 
ton 25, D.C., 50 cents—This 89 
page guide was first published by the 
Small Business Administration last 
vear. It has been revised and im 
proved to help small firms sell to 
the Government; with some 4,000 
classes of commodities covering the 
more than 5,000,000 items that Gov 
ernment agencies purchase listed ac- 
cording to agencies that buy them. 
It also includes a listing of military 





installations, by states, where local 
purchases could prove a source of 
orders for small firms in the area. 


GOVERNMENT STATISTICS 
FOR BUSINESS USE, John Wiley 
& Sons, 440 Fourth Ave., New York 
City, $8.50—This the second, re 
vised edition of a 440 page book 
designed for those who need to 
know the methods and purposes of 
Government statistical reporting so 
they can apply them more intel 
ligently to business decisions and 
research work. The major fields of 
economic activity are included, 
among them agriculture, distribu 
tion, industry, prices, transport, la- 
bor, population and finance. Econ 
omists and other specialists have 
contributed several chapters. 


THE 1954 CENSUS OF MAN 
UFACTURES, Bureau of the Cen- 
sus, U.S. Department of Com- 
merce, Washington, D.C.—A num- 
ber of advance industry reports are 
complete and ready for distribution, 
among them: the cane sugar refining 
industry, the cigarette industry, col- 
lapsible tubes, flat glass, hard surface 
floor coverings, pianos, primary alu- 
minum, primary batteries, synthetic 
fibers, and wallpaper. Individual re 
ports are 10¢ each. The complete 
census will cover 450 industries and 


will se!l for $35. 





D-A-T-E-§ 
TO REMEMBER 


April 4-7—National Meeting, Na- 
tional Screw Machine Products 
Association, Hotel Schroeder, 
Milwaukee. 

April 5-7—Electrical Industry Show, 
Shrine Exposition Hall, Los 
Angeles. 

April 9-12—A.M.A. National Pack- 
aging Exposition, Auditorium, 
Atlantic City. 

April 9-12—Society of Automotive 
Engineers, Aeronautic Display, 
Aircraft Production Forum and 





A New Method of Repairing 
Stripped, Worn and Corroded 
Threads 


ee NEW PROF 
HES for you 


Your customers will want these Shop-packs the minute they see them. 

In the past the only way to repair threaded holes and thereby sal- 
vage expensive equipment has been to weld, plug, re-drill and re-tap 
—or go to oversize. 

Now, with Heli-Coil* Shop-pack the job is a simple one. All it 
takes is: DRILL out damaged or broken bolts and threads. TAP 
with Heli-Coil Tap, and INSTALL Heli-Coil Insert. On the spot, 
in seconds, for pennies, you have a better-than-new, original size 
hole with stainless steel threads ready for new bolt or screw. 

Each Heli-Coil Shop-pack contains a supply of Heli-Coil Inserts 
plus all the necessary tools. Shop-pack sizes range from 6-32 to 142-6 
NC and 6-40 to 42-20 NF. (14 mm spark plug size also available.) 


Send coupon today so that your profits can start. 
*Reg. U.S. Pat. Off. 


HELI-COIL CORPORATION 
304 Shelter Rock Lane, Danbury, Conn. 


Send me details on your Shop-pack program for Industrial Distributors. 


Nome. ; —— - 





Company . Se a 


Address " ; 2 a 


ee ree ee ee ee ee ee ee ee ee ee ee 


City anaiiedl a Zone___ State_ 


| Ean 


IN CANADA: W. R. WATKINS CO. LTD., 41 Kipling Ave. S., Toronto 18, Ont. 
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Hn a 
Evans King-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
-—- fy 10-ft. White-Tape. The 33% wider blade 
3° Reef (full %") stays straight up without bending 
RULE CO, oF buckling. You get a free belt clip and Tenite 
© EVANS 1955 utility case with every tape. Sliding end hook 
__ Yoel 1955 _ for inside or outside measuring and... 
it's marked so you don’t have to figure! 
no other tape is marked this Evans way. 


TTTTTTTtitistiititce 
eden ome 1 UY A 
Ts tad ince tom 11 120" Mf 
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Whichever way you work, in inches or feet and inches, 
you read instantly without having to stop ond figure 
The EVANS King-Size White-Tape Is the Top 10-ft. 
Tape value at only $2.39. Retail everywhere in U.S.A. 





another 
EVANS 
value— 
THE 
ONLY 
12-FOOT 
POCKET | 
WHITE-TAPE | 


“Standard blade 
” wide” 


Now, a ket steel SS , This L-O-N-G-E-R 
tape ee a wr Pocket White-Tape only $ T 89 
\ 


full 12 feet — elimi- Retail everywhere S.A 
nates the inconven- aU 


ience and inaccuracy of adding two measurements as you do with shorter 
tapes. Exclusive EVANS double markings (same as King-Size above). 
Chrome plated case is no bigger than cases for shorter tapes. Self-adjusting 
sliding hook for 100% accurate inside or outside measurements. Each tape 
packed in FREE transparent Tenite utility case. 


Let us help you sell more tapes. 
Write for tree supply of leaflet 10-ID 


Ewatea RULECO. ©” 


400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Makers of Evans “Long Tapes” —25-50-75-100 tt. and Evans 6-4t. Folding Rules 
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Aircraft Engineering Display, 
Statler Hotel, New York City. 
April 15-19—Southern Hardware 
Convention, Hotel Roosevelt, 

New Orleans. 

April 26-29—World Oil Exposition, 
Coliseum, Houston, Texas. 

April 29-May 2—44th Annual Meet 
ing, Chamber of Commerce of 
the United States, Washington, 
D.C. 

May 3-9—American Foundrymen’s 
Society, Castings Congress & Ex 
hibit, Auditorium,Atlantic City. 

May 9-11—Welding Show, Ameri 
can Welding Society, Memorial 
Auditorium, Buffalo, N. Y. 

May 9-11—Western Material Han- 
dling Show, American Materials 
Handling Society, Western Live- 
stock Exhibit Building, Los 
Angeles. 

May 14-17—Design Engineering 
Show, Convention Hall, Phila- 
delphia. 

May 18-25—First Annual Interna- 
tional Industrial Exposition, Lake- 
wood Park, Atlanta, Ga. 

May 20-23—National Association of 
Purchasing Agents “Inform-A- 
Show,” Auditorium, Cleveland. 

May 20-23—Annual Triple Indus- 
trial Supply Convention, Atlantic 
City. 

May 21-24—National Office Man- 
agement Association, “All-Pur- 
pose” Business Show, Convention 
Hall—Commercial Museum, Phil- 
adelphia. 

Sept. 25-28—Iron & Steel Exposi- 
tion, Public Auditorium, Cleve- 
land. 

Oct. 8-12—National Metal Exposi- 
tion and Congress, Public Audito- 
rium, Cleveland. 

Oct. 23-25—Exposition, competition 
and short course, Society of Indus- 
trial Packaging & Materials Han- 
dling Engineers, St. Louis. 





LIGHTNING HELPS 


Lightning, scourge of man’s electric 
systems, is now thought to perform 
the vital service of combining atmos- 
pheric nitrogen with oxygen to fall 
in rain and nourish crops, says Elec- 
trical World, McGraw-Hill publication. 
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Starts on page 124) 





TYPE IND 


Cholaoa General Ventilating 
eee 


FOR CUSTOMERS WHO 
DEMAND PERFORMANCE 


Chelsea gives you quality! With a fan 

model for every cooling and ventilating 

application, you can satisfy every cus- 

tomer’s needs. And when you sell TYPE OPJ 
Chelsea, you sell peak operating effi- Multiple Space Ventilation 
ciency and guaranteed performance on 

any job. | 


J. J. Sweeney 


Atkins Saw Division 
Names Executives 

Atkins Saw Division of Borg 
Warner Corp. has appointed Joseph 
J. Sweeney director of marketing 
and B. L. Owens director of sales. 
J. E. Butler was named sales man 


ager. 

Formerly with Skil Corp., M1: 
Sweeney has been active in indus 
trial and wholesale hardware dis 
tribution for 20 years. He was Phila 


delphia branch manager and later | Chalaoa 
Wholesale D ales manager | . ; 
101eSaic vision Sales manager ef TYPE PLDX 


for Skil. At Atkins Saw he will | 
FOR DISTRIBUTORS WH Sett Dinstes 


supervise all marketing and met 


chandising activities EXPECT PROFITS 
Mr. Owens will be in complete 


charge of all sales of Atkins prod 

ucts, including sales at branch ware- Chelsea fans give you the ‘extra’ fea- 

tures that help make sales. Intensive 

national advertising, and engineering 

maateomee service that is always available locally, 
% makes your selling job easier too. It 


Mr. B anage sales les 
I butler will manage ile ieee inne — more profits. 
policies for both Atkins divisions, TYPE PH and PHD Units 


Industrial and Hardware. Recently Sold only through authorized industrial distributors Penthouse 
field sales manager, Industrial Divi a 


sion, he has also been Eastern man- 
ager for both divisions C ; i E | S E ya\ 
Representative Named FAN & BLOWER CO. . INC. 


Mortensen Industrial Supply Co., PLAINFIELD. NEW JERSEY 


houses. With the company 33 
years, he was recently general sales 


Milwaukee, _ has appointed Lee | 1926-1956 — More than 30 years of service to the ventilating industry 
Abrecht to the sales staff. 
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YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade—an accepted blade—a blade you can prove is 
better by actual test. 
2. Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how bes! 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex — 
a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Perhaps you are already a part of Griffin's Griffin 

; P ‘ Blodes 
Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 

THE TRIANGLE > Industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Groham & Co. Inc., 105 Duone Street, New York 8, N.Y. 
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Somers, Fitler & Todd 
Promotes Three on Staff 


John P. Llewellyn has been ap 
pointed assistant purchasing agent 
of Somers, Fitler & Todd Co., Pitts- 
burgh. Also promoted recently were 
Joseph G. Regester, ]r., now office 
manager, and W. J. Gelzhiser, Sr., 
named assistant shipper. 

\ir. Llewellyn joined the com- 
pany as office manager in 1951. A 
West Virginia University graduate, 
he had worked for the du Pont Co., 
Koppers Co. and Jones & Laughlin 
Steel Corp. 

\ir. Regester has been with the 
firm five years as expeditor, claims 
idjuster and assistant office man- 
iger. He did veterans’ claims work 
previously. He is now doing night 
tudy on personnel administration 

the University of Pittsburgh. 

Mr. Gelzhiser first worked in the 
ompany’s shipping department be 
tween 1927 and 1931, rejoined 
the firm in 1936, and has since been 
ittached to various departments in 
luding purchasing and shipping 


Carboloy Appoints 
Atlantic District Manager 

Robert J. Mason has been pro 
moted to manager of the Atlantic 
district for Carboloy Department 
of General Electric Co., succeeding 
E.. R. Almdale who resigned to go 
into business. His headquarters will 
be in Newark, N. J. 

Mr. Mason joined Carboloy in 
1948. For the past six years he has 
been a carbide sales and service en 
gineer in the Philadelphia area 


Indiana Sales Manager 
Named by Etteo 


Ettco Tool Co. has appointed 
Byron Confer as Indiana district 
sales manager. 

\ registered engineer, he has spe 
ialized in industrial sales in the 
irea for the past two years. He has 
ilso had plant engineering expe 
rience and design and methods work 
in the automotive and aircraft in 


dustries 





R. D. Case, Jr. 


Harrington Co. 
Names Representative 


The Harrington Co. has ap 
pointed Ralph D. Case, Jr., as rep 
resentative in New York State, 
western Pennsylvania and Canada. 

He has 13 years’ experience selling 
through industrial distributors, 
most of the time with The Allen 
Mfg. Co. and Browning Mfg. Co. 


Warren & Bailey 
Expands Operations 


Warren & Bailey Co., Los Angeles, 
has expanded operations in the San 
Francisco Bay area by acquiring the 
Skinner Supply Co., San Francisco 
contractor's supply firm. 

Warren & Bailey is building a new 
headquarters for the San Francisco 
area at Emeryville, which is sched 
uled for completion in June. Facili 
ties of both the parent company’s 
San Francisco branch and Skinner 
Supply will be combined there. 

Jack Skinner, former owner of 
Skinner Supply, has been named 
sales manager of Warren & Bailey's 
Northern Division. 





RUSSIAN PIPE DREAM 


Russia’s only producer of automatic 
machine tool lines has been ordered to 
triple its output by 1960 and increase 
its gross output by 50% without any 
increase in working space, says 
American Machinist, McGraw-Hill pub- 


lication. 











DISTRIBUTORS: 


* leoking for a 
key line of 
inspection 

devices? 


Sell these profitable 
products to your 


AAcime = 


MONOCHROMATIC LAMPS 
and OPTICAL FLATS 


@ MEASURE IN MILLIONTHS WITH LIGHT WAVES 
@ DETERMINE SURFACE FLATNESS AT A GLANCE 
@ EASY FOR AVERAGE WORKMAN TO USE 


@ SEND FOR FREE ILLUSTRATED LITERATURE 


AND DEALER PROFIT STORY 


Write for folders on Acme 
Chamfer Micrometer Gages for 
direct reading of chamfer end 
diameters and computing chamfer depths 

. also, Acme Portable Bench Centers 
designed to speed inspection right at the 
production machine. 


Special inspection instruments also manufactured. Quotations on request. 


A CiN€ Scientific Company 


1450 West Randolph Street + Chicago 7, Illinois 
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the right dresser for 


EVERY WHEE 


F. J. Kobus 


Sales Engineer 
Assigned by Capewell 
lhe Capewell Mfg. Co. has ap- 


pointed Fred J. Kobus sales engineer 
covering Wisconsin, Miunnesota, 
lowa, eastern Nebraska, southern 
Illinois and the Michigan Peninsula, 
with headquarters in Milwaukee. 

He has worked in sales _ for 
Brainard Stee) Division of Sharon 
Steel Corp. and Simonds Saw & 
Steel Co 


Only Desmond can furnish you with the correct dresser for each 
type grinding wheel. Some are shown above, left to right: 
For large coarse wheels—the Desmond Heavy Duty, in two sizes. 
For abrasive belts and drums—the Desmond Beltbrasive, in three 


sizes. 
For general utility—the Desmond Huntington, in three sizes. 


| For precision work—Desmond diamond hand tools. 


For fine work—Desmond Ball Bearing Precision, which does the 
work of diamonds in many applications. He succeeds Walter Dixon, who 
Also—Desmond Hex, Desmond Rearwin, Desmond Sherman, has retired after 40 yrs. with the 


Desmond Diamo-Carbo, Desmond diamond nibs for all makes company. (At the time Mr. Dixon 
started work in 1916, the company's 


of grinders, Desmond Crackerjack—and special dressers and 
only product was horse shoe nails.) 


cutters for unusual applications. 
Write for new Desmond Dresser Catalog, and name of your 
nearest Industrial Distributor. Porter-Cable Marks 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 90th Anniversary 


[he Porter-Cable Machine Co. is 


nm < ¢¥ 50 vears old this year. 

lo celebrate the golden anni 
THE DESMOND-STEPHAN MFG. URBANA, OHIO versary, the company is holding a 
series of press receptions in a num 
ber of leading cities where past 


growth is being reviewed and future 


| 

| plans are being outlined by the 
firm’s executives. 

| Porter-Cable was founded in 
Another sales-building advertisement from Svracuse, N. Y.. by three men, R. E. 
| Cah Desmond, addressed to your prospects Porter, G. G. Porter and F. E. 
ig through Mill & Factory, American Machinist, Cable, with capital of $2,300. Its 
| Modern Machine Shop, Foundry, and other first products were milling machine 
publications. Total circulation more than ae attachments and end mills. In 1916 
| 135,000. For steady repeat business— t Walter A. Ridings joined the firm 
| promote Desmond. as president and a few years later 
—_ the Syracuse Sander Co. was pur- 


chased 
sii tenets First of the company’s line of 
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power hand tools was the portable 
electric belt sander, invented in the 
early 1920's. The firm branched out 
into floor sanding and edging equip- 
ment, and in the 1930's entered the 
home-owners’ market. 

DeAlton J. Ridings became pres- 
ident at the end of World War II. 
The company launched a new ex- 
pansion program at the time, and 
reorganized its distribution setup 
from a regional basis involving man- 
ufacturers’ agents to a nationwide 
organization of 100 factory repre- 
sentatives and some 6,000 distrib- 
utors and dealers. The Unity Elec- 
tric Tool Co. was purchased in 1948 
to add new lines. Later, floor sanding 
and abrasive belt operations were 
disposed of so the firm could con- 
centrate entirely on portable elec 
tric tools. During recent years the You Can only get SO much 
company’s plants have been ex- 
panded considerably and six factory 


branches have been established as = from an acre of ground! 


well as a Canadian subsidiary. 
Under the most favorable conditions, a lush acre of 


New Plant Purchased . pasture land will sustain only a given number of sheep 

Latest Porter-Cable expansion 
move has been the recent purchase J 
from General Motors Corp. of the When it becomes overgrazed, none of the animals 
Brown-Lipe-Chapin plant on West 
Fayette St., Syracuse, at a cost of 
about $1,100,000. The plant con- Quality deteriorates. Profit to the farmer Jessens be- 
tains 465,000 sq. ft. 


or cattle . . . no more. 


get enough to eat. They grow thin and emaciated. 


cause of a poor herd. 
r There is a parallel to this in product distribution. 
Each industrial area, or market has a maximum sales 
potential. When that potential sales volume is spread 
too thinly among too many distributors, no one profits 
. . . everyone is dissatisfied. 

The Foregoing was taken from a brochure issued 
by the National Industrial Distributor’s Association. 
Beaver’s Selective Distribution Plan provides the ad- 


vantages you have been looking for. 


HESKET H. KUHN, The Hardware oly E EV 
& Supply Co., Akron, Ohio, has been for complete information. 


elected a director ofthe Akron, — There ave some fine B b P = oO L R 
Guector of The F. E. Myers & Bro. franchises still open. 236-400 DANA AVE. . WARREN, 0, U. S. A 
Co., The Ohio Injector Co., Akron "55 Years of Highest Quality 


Porcelain Co., and the First National 
Bank of Akron 
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For Arbor Spacers 


and Shims, 
Feeler Stock 
or Shim Stock... 


sell top-quality 


20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) ” to 3” long in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 


FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 4%" x 25’ 
coils packaged in transparent plastic boxes, 
except above .020". Strips 44” x 12", in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032". (For use in precision 
fitting, checking clearances, inspection 
and production work 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001" to .032”. Sheets 
6” x 12"; coils 6” x 120". Available also in 
assortment package of 12 thicknesses 
001" to .015". 


Write for complete 
deoler information 


DETROIT STAMPING CO. 


332 MIDLAND AVE, e@ DETROIT 3 MICH, 


232 








Petroleum Production Climbing 





Daily Averages by Weeks 
( Right hand } 
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National Research Bureau 


he petroleum industry long since recovered from its 1954 slump and crude produc 
tion in mid-February was at the 7,100,000 gallons-a-day level, 44% higher than the 
same week last year. Editors of Petroleum Week, McGraw-Hill publication, have 
predicted an over-all 3.5% gain for this year over 1955. To meet this demand, both 
drillers and refiners will have to increase facilities; some $5,320 million is earmarked 
by the industry this year for new or modernized equipment, according to McGraw 
Hill surveys. By 1965, it is estimated, 70,000 wells will have to be drilled annually 
if the industry is to maintain its present ratio of wells drilled to oil reserves in the 
ground, and to producing capacity. All of which is good news for industrial supply 
houses in the oil fields and those near centers where petroleum products are refined 
or distributed. The industry is a major source of sales for pipes, valves and related 
lines plus a wide range of miscellaneous products 





Appointed by Byers Handles Rivett Lines 


A. M. Byers Co, has elected ] Rivett Lathe & Grinder, Inc., has 
Frederick Byers, Jr., executive vice appointed H. A. Jones Co., Dayton, 
president and Albert R. Frame vice Ohio, to represent it in the Dayton- 


president in charge of operations. Cincinnati area. 





Ekedahil Quarters Ready for Business 


Ekedah] Tool & Supply Co., Pittsburgh, has completed renovations and increased 
stock at its new headquarters at Library Road and Milford Drive. Howard J. Eke- 
dahl, Louis C. Miller and Charles E. Shafer started the firm last fall 
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CLEVELAND (Q@WUH&é TOOLS 


. / a . 
Dytlls ° BAeaumers ° € wd e Vt : ae unlerlc VOI 


These superior tools retain a sharp edge under high temperatures 
and have excellent resistance to abrasion. In addition to regular 
tools, both solid carbide and carbide tipped, there are many 


CLEVELAND Carbide Tools for special purposes. 


I bert nut CLEVELAND wrist om co. 


2 Gone eqpening 1242 East 49th Street Cleveland 14, Ohio 
in the leading metal- Stockrooms: New York 7 * Detroit 2 « Chicago 6 * Dollas 2+ San Francisco 5 * Los Angeles 58 
working magazines. £. P. Barrys, Lid., London W. 3, England 
Request your copy of 
this descriptive new 
booklet on CLEVELAND 
Carbide Tools 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





Ever try to figure 
pipe service in 
dollars and cents? 


Probably not. But we have — because we feel it’s 
something our customers should know. 

Here’s what we’ve found out: For all-around use, 
in every type of building and industrial application, 
National Steel Pipe gives you the ultimate in service 
for every dollar you spend. 

Where strength, durability, ease of installation 
and quality are concerned, National Pipe is “tops.” 
That’s why it is the largest selling pipe in the world! 
Here are some of the more specific advantages 
of National Steel Pipe, that make it, dollar for 
dollar, your best buy in pipe. 

1. Completely Uniform— in metallic structure, ductil 
ity, strength, corrosion resistance, surface finish, wall 
thickness and diameter 
Threads and Cuts Easily — unvarying quality of 
the metal eliminates slag inclusions, laminations, and 
blisters. The steel cuts clean—retains its characteristic 
strength even in the lightest part of the smallest 
thread 


. Makes Sound Joints—for permanent soundness and 
tightness, the uniformity and accuracy in manufac 
turing have made unequalled pipe jointing records for 
National Pipe . . . whether welded or coupled 

4. Coils and Bends Well 
of strength and ductility needed for smooth coils and 
bends. With National Pipe you can estimate time, 


labor and material closely without worrying about ex- 


possesses that full measure 


cessive loss 

. Rigidly Controlled—from raw material to finished 
product, one organization has rigid control over the 
manufacturing steps that produce National Pipe. 


a 


a 


>, 


6. Thoroughly Tested—the most painstaking tests and 
inspections that can be applied are constantly main- 
tained throughout National Tube Division plants. 
The result is a product in which the user can put his 


complete confidence 


For further information, write to National Tube Division, 
United States Steel Corporation, 525 William Penn Place, 


Pittsburgh 30, Pa 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 
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DISTRIBUTORS! 3 ; 
Sell Nationally Advertised 

SHAKEPROOF . 

Lock Washers . 
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a” 
FLEXIBLE 
BELT 
GRINDER 


10” 
THROAT 


DEPTH 


BENCH MODEL F-1 


re de! 


POLISHING GRINDING DEBURRING 


Here is the answer to costly hand fil- 
ing and costly grinding, polishing and 
deburring. It is amazing the uses 
found for this machine. 


DISTRIBUTOR INQUIRIES ANSWERED PROMPTLY 


oA 


kim mone , “ Ate he nity Lialdees 


1617 Douglas Avenue @ Kalamazoo, Mich 


Four Distributor Groups Adopt Catalog Program 


The National Wholesale Hard 
ware Association and the National 
Association of Sheet Metal Dis- 
tributors have joined with the Na- 
tional Industrial Distributors Asso 
ciation and the Southern Industrial 
Distributors Association in an agree 
ment on catalog material standards 
to be used by manufacturer suppliers 
who wish to provide distributors 
with materials to prepare their own 
catalogs. 


Joint Statement Made 

The agreement was announced in 
a joint statement addressed to manu 
facturers and distributors and signed 
by the president of each of the four 
distributor groups. They are: C. L. 
Hildreth, National Wholesale Hard 
ware Association; C. E. Gollwitzer, 
National Industrial Distributors As- 
sociation; Roger K. Becker, National 
Association of Sheet Metal Distrib 
utors, and Paul J. Stine, Southern 


"WIRECO” 2 Brown Shand 


wire rope gives you 


MORE WIRE ROPE PROFITS! 


and here’s why 


Wireco builds sales and satisfies customers through: 


1. Prompt Delivery 


2. Factory Sales Support 
3. Unsurpassed Quality 


4. 22 Warehouse Stocks 
5. Competitive Prices 
6. Full Profit Margins 


GOOD TERRITORIES STILL OPEN! 


WRITE NOW! for complete information 


Gentlemen: 


(J Please send your catalogs 


NAME 
FIRM 
SE nsivtereeies 
CITY. 


[) Please send factory representative 














WIRE ROPE CORPORATION OF AMERICA 


ST. JOSEPH 


. MISSOUR 
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Industrial Distributors’ Association. 

The joint statement reads: 

“By unanimous action of our Of- 
ficials, the four distributor associa- 
tions have adopted uniform specifi- 
cations for Catalog Page Standards. 

“Our associations have given study 
to the problem of reducing the cost 
of distributors’ catalogs. Our pur- 
pose is not to transfer the cost of 
producing catalogs to the manufac 
turer-suppliers, but rather through 
standardization and cooperation, to 
bring about economies and reduced 
cost to all concerned. Further, this 
plan gives the distributor a free and 
open choice of producing his own 
catalog or employing the services of 
a catalog publisher. 


Photo-Offset to Be Used 

“Surveys of the catalog practice of 
our member companies show that 
a great majority are preparing cat- 
alogs by the photo-offset process. To 
cooperate with distributors using 
this process, it is only necessary for 
the manufacturer-supplier to send 
his distributors a printed page, 
rather than expensive electrotypes. 

“By adopting uniform specifica- 
tions for all four groups of distrib- 
utors, the manufacturer-supplier is 
thus able to get maximum repre- 
sentation in distributors’ catalogs at 
minimum cost. 

“We feel that this is a program 
in which both manufacturer-sup- 
pliers and wholesaler distributors 
will benefit and no one lose. 

“We hope manufacturers receiv- 
ing this will write us of their willing- 
ness to cooperate in making copy 
available to distributors.” 

The specifications agreed on by 
catalog committees from the four 
associations cover: page size, printed 
area, margins, copy content, unit 
size, illustrations, suggested type 
composition, and printed sheets for 
Copy. 

Further information about the 
program may be obtained by writ- 
ing to: E. L. Pugh, secretary to the 
Joint Committee on Catalogs, 
N.I.D.A. and S.1.D.A., 1626 Fulton 
National Bank Bldg., Atlanta 3, Ga. 





TEAM of Noah Gordon (outside sales) 
and R. G. Hammell (inside sales) starts 
on a call for Patron Transmission Co., 


New York City 





Heinn Co. 
Honors Salesmen 


A large display folder eulogizing 
salesmen for their contribution to 
the economy has been published by 
The Heinn Co. of Milwaukee. 

The 26 by 174 in. folder contains 
a photo reproduction of a typical 
salesman and a message entitled 
“Tribute to a Salesman.” The theme 
is that a salesman “creates sales by 
finding new markets” and “keeps 
the machines turning.” He is de 
scribed as “smart, not ‘smart-alecky,’ 
personable but not ‘personal’ except 
with good reason, aggressive but 
never offensive, considerate under 
any condition. . . . His opinions are 
strong but he keeps them to himself 
until he finds a chance to tell every 
fact with tact.” 

The folder was distributed free 
on request for displays tieing in with 
National Salesmen’s Week recently. 





ELECTRONIC DIMMERS 
GAIN 


The extra push for safety that the 
auto industry is now emphasizing may 
help push the automatic electronic 
headlight dimmer business, according 
to Electronics, McGraw-Hill publica- 
tion. Indications are that sales of 
these electronic auto eyes will move 
ahead next year 





His briefcase “carries” a 


FAMOUS FACTORY 


When a Penco dealer calls on you, 
he knows that he can supply you with 
more than the equipment you need in 
steel shelving, cabinets and lockers. 


Prompt delivery, for instance, because 
Penco—a division of Alan Wood Steel 
Company—has an assured supply of 
quality steel. The Penco dealer repre- 
sents a firm which has pioneered in 
sheet metal products since 1879... 
knows the problems of space and 
economy facing its customers . . . and 
has developed units of sturdy con- 
struction and standard component 
parts which give you low-cost equip- 
ment “‘custom-tailored”’ to your needs 
by the experienced Penco Planning 
Service, available without charge. 


Write for Catalog ID 











| jk 

\ = 
penco 

Steel Lockers 


Steel Shelving Steel Cabinets 


the Perma-Built Line— 











puts efficiency at your 
workers’ fingertips. Its 
variety of standard 
sizes and interchange- 
able units makes S- 
sible a flexibility of ar- 
rangement that will 
exactly meet your needs. 


the Quality line—offers 
a complete range of 
sizes... all with elie 
able shelves . . . in stor- 
age, wardrobe, combi- 
nation, counter-high, 
desk-high, and tool 
cabinets. 


enable your dealer to 
offer you more than 60 
types and sizes. You'll 
find a design that fits 
your space needs and 
gives satisfaction to 
your workers. 


Planning for Your Service — Swift Service for Your Pians 


Penco specialists in storage equipment 
engineering are available—at no cost to 
you—to assist in planning an efficient, 


practical shelving in- 
stallation to meet 
your needs. 


STEEL LOCKERS 


CABINETS: SHELVING 


As a division of Alan Wood Steel Co.., 
steelmasters for 130 years—Penco is 
assured the full supply of high-quality 


steel which enables it 
to make prompt de- 
livery on all orders. 


penca METAL PRODUCTS DIVISION 


ALAN WOOD STEEL COMPANY 
Oregon Ave. & Swanson St. « Philadelphia 48, Penna. 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


\ 

BUILT RIGHT—Best materials throughout... . . tool, 

steel cutters . ... Right and Left hand Threaded Bushings \ 

for Automatic Tightening. \ 7 
pe. 3 


. \ 


\ \ ; }* . \ : 4 ‘ % ‘ \ 
- EASY TO HOLD— Extra \ 
Weight well distributed ; 


\ 


\ 


for smooth handling. 


Also’ CALDER Fine Diamond Dressing Tools, ‘ 


SOLD ONLY THROUGH LUT ACLERNNN 
7 , ea \ \ . . ® \ \\ Ye 


\ 


CALDER MANUFACTURING CO. 


- 2049 Narth Prince Street . Lancaster, Pennsylvania 





DEKA-BORE Mode 


Offset Boring Heads 
sell themselves and 
your other lines! 


Super accuracy makes Deka-Bore easy and profit- 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 
vertical or horizontal, fixed or rotating principle. 
Repeats to .0001” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter 
(without backlash) as easily as reading 1/16” on 
a steel rule. NOT A VERNIER OR SCROLL ADJUST- 
MENT. Deka-Bore is the first and only boring head 
to provide this accuracy and speed of adjustment 
Workmanship and accuracy 100% guaranteed! 
You'll be profitably surprised with Deka-Bore’s 


selling action, tool 


Attach this ad to your letterhead for 
catalog and prices! 


PRECISION 


TOOL & MFG. CO., of ILL. 
1305 S. Laramie, Cicere 50, Ill. 
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Chase & Cooledge 
Names General Manager 

Donald McCorkindale has been 
named general manager of The 
Chase & Cooledge Co., Holyoke, 
Mass. 

His father, Roy E. McCorkindale, 
who has been president and general 
manager, will continue as president. 

Donald McCorkindale joined the 
firm in 1949, after working for two 
vears with Lewis E. Tracy Co., Cam 
bridge, Mass. Before that he taught 
at Fessendon Schoo] for a year. A 
Dartmouth College alumnus, he 
served in the Navy in World War 
Il. At Chase & Cooledge he has 
headed the firm’s pricing depart 
ment and inside sales, and served as 
secretary. He will continue in the 
secretary post. 

He recently resigned as chairman 
of the Holyoke Republican Com 


mittee after a two-year term 


Threadwell Tap & Die 
Appoints Manager 


Roy H. Heldenbrand has been 
appointed divisional manager of 
lhreadwell Tap & Die Corp., sub 
sidiary of The Sheffield Corp., suc 
ceeding Paul W. Polk, now execu 
tive vice president of Shefheld. 

Mr. Heldenbrand has been as 
sistant manager of ‘Threadwell since 
last November and office manager 
ind controller since 1946 





LOCAL BANK is where M. Den Bley 

r (left), credit manager of H. W 
Mills & Co., heads when he wants con 
fidential information for his firm in 
Passaic, N. J 








EARL C. HUGHES, vice president of 
Bay State Abrasive Products Co., has 
been elected a director of The L. S$ 
Starrett Co 


Precision Steel 
Plans New Plant 

Precision Steel Warehouse, Inc., 
has purchased a seven-acre tract in 
the Franklin-Mannheim Industrial 
District in Chicago for a new strip 
steel processing plant. 

To cost more than $1 million, the 
building will measure 81,000 sq. ft 
and will include rail and truck fa 
cilities and air-conditioned offices 
Space for future expansion is pro 
vided George C. ‘Tinsley, Preci 
sion Steel president, said the firm 
expects to occupy the new quarters 
in early summer. ‘The company’s 
Grove plant will be unaffected and 
no move from there is contemplated, 
he said. 

The Franklin-Mannheim Dis 
trict is 14 miles from the Loop, near 
the Milwaukee Railroad and new 
expressways. 


SKIDLESS ROADWAYS 


To prevent skidding, the New Jersey 
Highway Department is placing a 
“coarse sandpaper finish” on the road- 
way of heavily traveled Pulaski Sky- 
way between Newark and Jersey City 
The new surface consists of successive 
layers of hot tar, stone chips, hot tar 
again and finally a light topping of 
grits, Construction Methods and 
Equipment, McGraw-Hill publication, 
says 
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LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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Coal Mining Shows Recovery 


MILLIONS OF 


Meet today's changed 





industrial plier = “7 = a 
requirements 


_.. STOCK KRAEUTER 








® 


Source: U.S. Bureau of Mines 




















140 19 1950 1953 1955 

No. 81—Midget Diagona.> «2 National Research Bureau 
Almost 20% more coal was mined last vear than in 1954, though oil and gas compe 
tition has helped dethrone the coal industry from its World War II heights. The 
recovery in coal that began in mid-1954 has carried over into 1956, preliminary esti 
mates show, and bituminous production in recent weeks is still reported high for this 
time of year due to relatively low stockpiles of consuming industries in February 
The improvement directly affects distributors in the coal areas, where mines are 
major customers, and coal production is still an important barometer of the nation’s 
industrial activity, which affects all distributors. If the widespread modemization of 
coal mining techniques now under way can hold the cost of coal competitive with 
other fuels, as industry leaders hope, the industry still has a solid future. Shortage of 
railroad cars was a limiting factor in coal production last year, but a 5% increase in 
bituminous production in 1956 is expected over last year’s total output 





Vice President Elected Analyst Named 


The Union Chain & Mfg. Co. has Le Roi Division of Westinghouse 
elected J. W. Anderson as vice presi \ir Brake Co. has appointed Charles 
dent. S. Hempelman market analyst. 





Standard Pressed Steel Graduates a Class 


No. 710—Tongue and Groove Joint 


New catalog illustrates the 
tools now in demand by industrial 
users, describes “‘cushion grips,” 
dimensions, finishes, and other 
features. 


Seven distributor representatives and four suppliers’ men were in this recent factory 


KRAEUTER & CO. INC. training group at Standard Pressed Steel Co. Included were C. W. Neal, R. G 


Wallace Co., Culver City, Calif.; A. J. Abel and W. B. Kurtz, The Hawley Hardware 


585 - 18th Ave. Newark 3, N. J. Co., Bridgeport, Conn.; W. J. Kotchish and R. W. Huston, H. R. Huston Co 
; ; New Castle, Pa.; J. D. Nall, Wilson-Garner Co., Detroit, and E. W. Smith, Ji 
Fine Tools—Since 1860 not in picture) E. W. Smith Machinery Co., Columbus, Ohio 
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WATSON-STILLMAN 
FORGED STEEL FITTINGS 


FOR: fen Tig it Connections 
in pressure piping 


@ In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures. 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they’re drop-forged of high quality steel to 
produce a dense, tough, forged-fiber structure that can 
really take it. 


Extra strength is built into W-S fittings in other ways 
too...such as the heavy reinforcing bands extending 
well beyond the threads or sockets. 


e Process Liquid 
and Gas Piping 


Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements. Send today 
for Free Catalogs. 


Bulletin A3-50—Forged Stee! Fittings 

Bulletin S-1-55—Stainless and Alloy Fittings 

Bulletin U-1—Forged Steel Unions 

Bulletin S$-3-55—150 Ib. Stainless Fittings p igh Frecmue Lines 


Sold Through Leading Distributors 





H. K. PORTER COMPANY, INC. 
Roselle, New Jersey 
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1. “THREE GREAT NEW PRODUCTS in the past year 
gave us an opportunity to do a powerful job of advertising 
for our distributors,’ says Melvin W. Pauly, Vice President 
in Charge of Sales at THE LUNKENHEIMER COMPANY. 
“The three new products were the LQ600 Bronze Globe 
Valve, the Luncor PVC Valve, and a new line of Solder- 
End Valves. In introducing them, we set our sights high. 
We aimed at helping our distributors open new accounts 
and win new business with these new products." 


ANNOUNCING 


Valves ond Fittings 
The Lunhenhwiner PvE Vebve 
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4. TRADE PUBLICATION ADVERTISING is the keystone 
of every ‘Coordinated Promotion."’ Each ad pre-sells the 
distributor's prospects and contains a bid-for-inquiry in- 
viting the interested prospect to contact his local distribu- 
tor for more information, 


eFACTORY | 


MANAGEMENT AND MAINTENANCE 
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PRODUCT LITERATURE is the first step in Lunkenheim- 
er's ‘‘Coordinated Promotion" technique. Each new prod- 
uct is covered in a folder packed with the facts that dis- 
tributor salesmen need. The distributor's needs set the 
pitch not only in product literature, but also in Lunken- 
heimer advertising, sales promotion, and publicity. This is 
the basic idea of the ‘‘Coordinated Promotion." 


“FACTORY has been at the top of our media list for 
over 36 years,"’ says Mr. Pauly. ‘It has been especially 
valuable in helping us to introduce our new products be- 
cause it reaches and sells the Plant Operating Men who 
are our distributor's best prospects. FACTORY covers 
many of the ‘hard-to-contact’ key men who have a power- 
ful influence on purchases in almost all plants.” 
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PUBLICITY and SALES PROMOTION — New products 
are a ‘‘natural’’ for news coverage in trade publications, 
and all Lunkenheimer's new product releases refer the 
reader to his local distributor for further information. Sales 
promotion pieces urge the distributor and his salesmen to 
cash in on the Lunkenheimer campaign by putting their 
own sales efforts behind the product Lunkenheimer is cur- 
rently advertising and promoting. For distributors who 
want to tie in to the campaign with their own local direct 
mail, Lunkenheimer provides suggested sales letters and 
literature to accompany them. 


NEW YORK 





THIS FELLOW IS TRAINED IN YOUR BUSINESS. His 
main duty is to travel the country — and world 
— penetrating the plants, laboratories and man- 
agement councils . . . reporting back to you every 
significant innovation in technology, selling tac- 
tics, management strategy. He functions as your 
all-seeing, all-hearing, all-reporting business com- 
munications system. 


THE MAN WE MEAN IS A COMPOSITE of the editorial 
staff of this magazine. For, obviously, no one 
individual could ever accomplish such a vast 
business news job. It’s the result of many quali- 
fied men of diversified and specialized talents. 


AND, THERE’S ANOTHER SIDE TO THIS “COMPOSITE 
MAN,” another complete news service which com- 
plements the editorial section of this magazine 
— the advertising pages. It’s been said that in a 
business publication the editorial pages tell “how 
they do it” — “they” being all the industry’s front 
line of innovators and improvers — and the ad- 
vertising pages tell “with what.” Each issue un- 
folds an industrial exposition before you — giving 
a ready panorama of up-to-date tools, materials, 
equipment. 


SUCH A “MAN” IS ON YOUR PAYROLL. Be sure to 
“listen” regularly and carefully to the practical 
business information he gathers. 


Otto Schmidt 


Sales Engineer 
Named by Dumore 

The Dumore Co. has appointed 
Otto Schmidt sales engineer in the 
Chicago area covering Illinois, Wis 
consin, Iowa, Minnesota, Missouri 
and northeast Indiana. 

For the past 16 years he has been 
with Delta Power Tool Division 
and Ettco Tool Co. as district and 
regional sales manager. 


Strand Division 
Sold to R. G. Haskins 


R. G. Haskins Co. has purchased 
the N. A. Strand Division of Frank- 
lin Balmer Corp. and will continue 
it as a wholly owned, independent- 
ly operated subsidiary. 

G. R. Haskins, president of the 
Haskins firm, said the merger was 
expected to effect economies for 
both the two concerns and their 
customers. 

E. P. Grismer has been named 
general manager of the new divi- 
sion, which will be called N. A. 
Strand Flexible Shaft, Inc. He will 
continue as chairman of the board 
of R. G. Haskins. 


Executive Promoted 

Permacel Tape Corp. has ap- 
pointed John S. DeNoia as auto- 
motive sales manager. He has been 
New York division sales manager 
and assistant manager of Industrial 


MCGRAW-HILL PUBLICATIONS 
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Continental Supply 
Makes Staff Changes 


Continental Supply Co., Dallas, 
l'exas, has made a number of new 
appointments. The following were 
affected: 

E. H. Austin, former production 
equipment salesman in Corpus 
Christi, named district sales engi- 
neer at New Orleans; 

E. W. Longmire, formerly in 
Houston, now Corpus Christi sales 
engineer; 

P. W. Parker, former Houston 
field salesman, named production 
equipment salesman at Houston; 

L. R. Walker, from city salesman 
at Houston to store manager at Lake 
Charles, La.; 

W. O. Mahaffey, former Houston 
field salesman, now Houston city 
salesman; 

C. L. Erickson, from field to city 
salesman at Shreveport, La. 

Carol L. Gillit has been named 
manager at the Hadacol Corners, 
Texas, store. Loren J. Stang is store 


manager at Russell, Kan. DISTRIBUTORS: 


~. . . Ads like this appeor 
Service Pins Awarded ae ae 


: : : in leading magazines 
Continental Supply Co. awarded 
. month after month 
service pins to seven employees at 
~ ! 
its annual awards dinner. Frank I. | *% help you sell! 
Brinegar, executive vice president, 
was honored for 35 years’ service. 
Five-year awards went to other 
employees. 





with cutting 
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cently held all the water used for 
drinking and cooking by a Michigan 
community of 1800, notes Fleet Owner, 
McGraw-Hill publication. For four days 
the town of Utica was kept from draw- 
ing water from its usual source, the 
nearby Clinton River, because poison- 
ous chromium wastes dumped in the 
river upstream made the water unfit 
for use. Three fleet operators supplied 
four tank trucks as stationary storage 
units at points about the town and a 
fire truck transferred a total of 16,000 >» Drills 
gallons of pure water from a safe 


; Reamers 
water supply to the thirsty citizens. S&S Latrobe Countersinks 
o- Counterbores 


DOUBLE CIRCLE Carbide Tools 
Toots 435 WEST ONTARIO STREET + CHICAGO 10 Special Tools 
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NATIONAL SANDERS 


METAL 
WooD 
LEATHER 


LIGHTWEIGHT 
ACTION 


POWERFUL ... 
MODEL 400 ORBITAL 


4 


PHOTOGRAPHY is a major hobby 
for Ross R. Browne, assistant manager, 
W. L. Smith Co., Newburgh, N. Y 
He has done pro work with industrial 
photos. He has been with Smith firm 
since 1910 








MODEL 300 TWO-PAD 


Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 lbs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation . . . in many types of industry. 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 


U. S. Rubber 


Appoints Managers 


New district managers in 
Cleveland, Detroit and New Or- 
leans have been appointed for the 
mechanical goods division of United 
States Rubber Co. 

They are: 

Cleveland—Howard A. Holleman, 
former salesman in the firm’s Chi- 
cago branch who joined U. S. Rub 
ber in 1947; 

Detroit—Paul S. Bigby, former 


sales 


sizes of pad shoes are available. 


Write for details. Cleveland manager, with the com 


pany since 1936; 

New Orleans—Delwood C. Lee, 
forme.ly assistant district manager 
and Dallas salesman who began with 
the company as a trainee in 1950. 


MODEL 500 ELECTRIC 





Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge rubber and 


felt pads available. 


MODEL 600 SINGLE-PAD 





A straight-line action, single pad, air 
driven block sander. Weighs only 
5 lbs., but operating at 3200 rpm. 
A 5/16” pad stroke assures rapid 
stock removal. Has built-in water at- : 
tachment for wet sanding. Both 


rubber and felt pads available. 


Write for literature 
NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 
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Plans New Boston Branch 


Rubber is building a new 
branch office and warehouse on 
Route 128 in the Dedham-West- 
wood industrial area near Boston to 
replace its downtown Boston facil- 


U.S. 


ities. 

Governor Christian A. Herter of 
Massachusetts and officers 
took part in recent ceremonies as 
Chester J. Noonan, company vice 
president, turned the first shovel of 
earth. The 106,200 sq. ft., single 
story plant is scheduled to be com 
pleted in September. 


town 





NEW SKIL SUPER-DUTY SAW VALUE 


Extra-Ordinary Power and Speed 
--- At Ordinary Saw Price 


of only *95°°! 


SKIL offers distributors another great addi- 
tion to the finest quality, most complete saw 
line on the market! At only $95.00, the new 
Super-Duty Model 367 compares in price with 
ordinary saws. Yet it has power and speed to 
spare fora bigrangeofcutting ... giveseasier, 
safer handling... assures greater accuracy 
and control. 


SKIL helps you sell the new Model 367 
Saw with double-page and full-page ads in 
these leading magazines: AMERICAN BUILDER, 
PRACTICAL BUILDER, CONSTRUCTION METHODS 
AND EQUIPMENT, WOOD AND WOOD PRODUCTS, 
CARPENTER, and BOATING INDUSTRY. 


The Model 367 Saw, with powerful adver- 
tising backing, is just one example of constant 
SKIL support. 


Here are more ways SKIL helps distributors 
sell every product in its complete line of qual- 
ity power tools: 


®@ Planned Sales Help! Fully illustrated, complete 
catalogs, envelope stuffers, store displays and 
other sales literature. 


Selective Distribution Help! Each distributor is 
assigned carefully to assure each a satisfactory 
and profitable volume with SKIL. 


Active Branch Help! Local SKIL factory service 
facilities and sales assistance from branch repre- 
sentatives ... including “‘missionary”’ calls. 


For Complete Details on SKIL Tools and SKIL Sales 
Support, Contact your SKIL Representative Today! 





New Super-Duty Model 367 


Ideal for plant maintenance and production sawing jobs. 
Cuts most problem materials... metals, plastics, lami- 

PORTABLE gel ere nates and stone. Also makes every residential rafter cut! 
SKIL 367 has new light weight for easy handling plus high 
blade speed and power to spare. New features give safer 
handling, greater accuracy and control 


Over One Million SKIL Saws in Use 
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SKINNER 


precision independent 


CHUCKS 


POWERFUL! 
ACCURATE! 
SAFE! 


Skinner Independent Chucks are 
available in various models for 
medium and heavy duty tool room 
and general machine shop work. 
Sizes range from 442” to 36”, 
with semi-steel or steel bodies. All 
other parts are heat-treated alloy 
steel. Jaws are solid reversible or 
two-piece with reversible tops for 
either internal or external gripping. 
Soft blank top jaws available. The 
body surrounds more than 60% of 
each operating screw for the full 
length of the screw, to assure 
proper alignment and long life. 


Write Skinner or your nearest 
Skinner distributor for 
illustrated folder. 


oes 


THE CREST QL- QUALITY 
mOKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 
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Work Week Fluctuates after Upward Trend 


HOURS PER WEEK 
a 


HOURS PER WEEK 
420 














Beecnas 


Source: U.S. Bureau of Labor Statistics 














Seasonal cutbacks in automobiles and 


on om 
1965 


National Research Bureau 


construction reduced overtime hours early this 


year, but the average hours worked per week in industrial plants showed an overall 


increase in 1955 over 1954 


industrial customers—a longer week means busier plants 


For distributors, this is one measure of the activity of 


In an era of increasing pro 


duction, the work week would be longer still if plants were not continually improv 


ing and mechanizing their operations 





Reichle Supply Co. 
Elects New Officers 


Reichle Supply Co., 
Mich., elected the following officers 
at its recent stockholders 
meeting: 

Walter A. Reichle, president; Ab 
ner C, Sager, vice president; Walter 
A. Leesch, Jr., treasurer; and Wil 
liam Abbs, secretary. 

Henry W. Graebner was made 
assistant secretary. Named 
ary vice presidents were Ernst L 
Reichle and Charles J. Shea, both 
original officers of the 30-year old 
house. 


Saginaw, 


annual 


honor 





FASHION IN TOWELING 


New uses for terry cloth in products 
other than towels will take 25% of 
the production compared with 2% in 
1947, reports Textile World, McGraw- 
Hill publication. Uses fast gaining in 
popularity include fabrics for auto- 
mobile seat covers, curtains, couch 
covers and aprons. The latest thing 
is terry cloth coveralls to protect Air 
Force ground crews whiie refueling jet 
fighters. 
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Equipment Distributors 
Report Profits Down 


Construction equipment distrib 
utors’ profits for the past year have 
been “less than normal,” their trade 
association reports. 

Officers of the Associated Equip 
ment Distributors announced at 
their recent annual convention in 
Chicago that increased efficiency in 
would be a major 


The past year’s 


management 
project this year. 
margin reports were based on 
the group's Cost-of-Doing-Business 
surveys. 

Stanley F. of Northwest 
ern Equipment, Inc., Fargo, N. D., 
was elected president of the associa 
tion. More than 3,400 distributors 
and manufacturers attended the five 


Laskey, 


day meeting. 


Penco Building Plant 


Penco Metal Products Division 
of Alan Wood Steel Co. has started 
construction of a new 154,000 sq. ft. 
plant at Oaks, Pa. to cost about $2 
million. It will be about 24 times 
the size of the division’s present 
plant 





Worthington Acquires 
Mason-Neilan 


Worthington Corp. of Harrison, 
N. J., has acquired the net assets, 
name and goodwill of Mason-Neilan 
Regulator Co. of Boston in exchange 
for Worthington stock. 

Hobart C. Ramsey, Worthington 
chairman, and Eldon Macleod, Ma- 
son-Neilan president, announced the 
merger jointly. They said Mason- 
Neilan will be operated as a Worth- 
ington division under the same name 
and the entire work force and man- 
agement staff will be continued in 
present posts. 

Mr. Ramsey said the merger 
unites manufacturers ‘in comple- 
mentary fields, since Mason-Neilan 
control valves and regulators in con- 
junction with Worthington pumps, 
compressors, turbines and other ma- 
chinery can be used in automatically 
controlled production systems. ‘The 
full Mason-Neilan line will be con 
tinued, he said. 

Mason-Neilan’s predecessor, Ma 
son Regulator Co., was founded in 
1882. A new plant in Norwood, 
Mass., was recently acquired and 
operations will be transferred there 
shortly. Worthington, founded in 
1840, has 29 plants, 17 of them in the 
U.S. 


Wales-Strippit 
Appoints Wilcox 


Merrill C. Wilcox, former adver- 
tising manager of R. C. Neal Co., 
Buffalo, has been appointed adver- 
tising manager of Wales-Strippit 
Corp. 

He joined the company a year 
ago after 13 years with R. C. Neal. 


A Correction 

Mr. C. T. McGraw was incor- 
rectly identified as Vice President 
and Sales Manager of Wm. F. 
McGraw & Co., Detroit, in the by- 
line of “What Makes A Good In 
dustrial Supply Salesman?” on Page 
108 of the March issue. 

Mr. McGraw assumed the office 
of president of the company on 
March 24, 1955, and should have 


been so identified. 


WILLIAMS 
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INDUSTRIAL TOOLS 
2. "The Broadest Line of Its Kind" 


Shown in detail in Catalog 302 
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New Black & Decker Division Holds Meeting 


First meeting of the newly organized Industrial-Automotive organized setup. John F. Spaulding, vice president and gen 


Sales Division of The Black & Decker Mfg. Co. was held eral sales manager, and Arthur S$. Boehm, who heads Indus 
recently. Hardware Division functions separately under 1e¢ trial-Automotive sales, conducted this session for managers 





Joins Welsh Staff Sales Head Named Ducommun Aids 


Welsh Mfg. Co. has appointed E. D. Bullard Co. has appointed Private Colleges 
William D. Gross to its Eastern Paul W. O'Donnell sales manager. Ducommmun Metals & Supply 
sales staff. He has been a salesman He has been in charge of distributor Co., Los Angeles, has allotted $6,500 
for Willson Products, Inc., for the sales East of the Mississippi since for contributions to various inde 
1952. pendent, privately endowed colleges 
and universities in California. 

Institutions and groups benefiting 
include Stanford University, Uni 
versity of Southern California, Cali 
fornia Institute of Technology and 


¢ the working end of ) Independent Colleges of Southern 


KONA | evinie eutet 3 California, Inc. 
PEEAIOCE SHAF! MACHINE Charles Ducommun, president, 


Many of YOUR customers with said that this contribution plus $96, 
“SMALL-WORK" GRINDING and 000 of the corporation’s 1955 tax 
FINISHING PROBLEMS will appreciate hal wiht the ettiekihds oil tet ened 
your making them aware of how the . a wae Oe ene 
FATIGUE-ELIMINATING qualities of 
this featherweight handpiece can in- the company’s total contribution 
crease output and reduce costs. furthering education to more than 
$100.000. 


past 12 years. 


for support of public schools brings 








Many of YOUR customers can 
PROFITABLY USE Foredoms. POW- 


ond their ERFUL ADVERTISING in leading WILD OATS GROWING 


$ . 
atl MACHINE J d industriel publications BUILDS 
gLEXIBLE SK dy, easily con d ACCEPTANCE f rod 
weight and honey, er) make . in its 34th ang pg ot om Wild oats this year will add up to 
teather or lord of : : icp ad more than a $0.25-billion loss among 


et 3 e 
; (pencil s% - LOW INVESTMENT (less thon $100) 
pieces ° ders. Unhampe e you can give effective represento- United States and Canadian farmers, 


influence a produc - . tion to this fast-paced line. Foredom reports Chemical Week, McGraw-Hill 
- OPP ATIGUE ! a : prices ere scoled fer competition publication. This costly weed has al- 
F 18 Of OREDO Fal end YOUR PROFIT. ready spread across 60 million acres 

M line 's oe . of the spaded plains like a prairie fire 

for distribute and is responsible for a greater reduc- 

tion in farm income than any other 
REPEAT BUSINESS ON ACCESSORIES! weed. With farmers willing to pay 

For details of our pony i Here are just a few of the many accessories listed up to $10 an acre for the needed 
Sacien te "NID write for in ovr catalog to make your sales of Foredoms chemical pesticide, a $600-million 
BUILD PROFITS. market waits for any company that 


QnaHsw ELECTRIC COMPANY comes ep with o formule thet cn 


A Lane a See N31D | NEW YORK 7, N.Y 
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U.S. GASKET - BELMONT PACKING 
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MAK-A-KEY. 
THE PACKAGED KEY STOCK 


Sell steel key stock the new, 
profitable way — packaged in 6 
most commonly used sizes for 
industrial use. Cold finished 
steel — zinc-coated to prevent 
rust * Over-size to assure snug 
fit—no back-lash. + Greaseless 

clean to handle + Easy to cut 
* Standard assortment in sturdy 
self-service display carton, 12 in. 
lengths: %»o, %, “eo %,. Ae % 
in. squares. Also rectangles and 
additional sizes, Write for de- 
tails. 





DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
Aurora, Illinois 


INDUSTRIAL CASTERS 


Rapistan’s specialized line of 
casters offers you a quick-turn- 
over, fully competitive line for 
the most profitable wheel and 
caster market. And Rapistan’s 
“concentrated”, top quality line 
eliminates the expense of main- 
taining a larger slow-moving 
stock, and keeps your invest- 
ment paying off steadily and 
most satisfactorily. 


WRITE FOR FULL DETAILS on the Rapistan 
Money-Beck Guaranteed Caster Franchise 
+ + + and the new caster catalog. 


The RAPIDS-STANDARD CO., Inc. 


744 Rapistan Bidg., Grand Rapids 2, Mich 





Virginia Distributor Marks 90th 


I AME oe \W ING * | 
eaten = SRAW ING MA< HINE? 


Present quarters of 90-year old company have long been a center of distribution 
activities in Richmond, Va 


Additional warehouse space behind the firm’s headquarters was required as Rich 


mond'’s industrial activity increased 


ees purchased all the common stock 
ind continued the business 


Hunter T. Wagener and R. W. 


The firm of James McGraw, Inc., 
Richmond, Va., distributor of ma 
chinery and supplies, is marking its 
90th year in business during 1956. 

The founder, McGraw, 
emigrated from England and opened 


James 


a hardware store in Richmond in 
1866 when Virginia, which had not 
yet returned to the Union, was Mili 
tary District No. 1. At the time, 
General Robert E. Lee was president 
of Washington College (now Wash 
ington & Lee University) in Rich 
mond, and Jefferson Davis, pres 
ident of the Confederacy, was in 
the Federal prison at Fort Monroe 

Mr. McGraw died in 1916 and 
the business was sold to two brothers 
—Oscar and Zeb Hooker. When 
both owners died in 1922, employ Hunter T. Wagener 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 





Your motor sales opportunities 
are greater with 


Jb 


DRIP PROOF—1/20 to 3/4 HP. 


AC., Single or Polyphase 
Send for Bulletin 1-5P1 


RIGID BASE, OPEN TYPE, PROTECTED 
1 to 400 H.P.—A.C., Single or Polyphase 
May be used in ploce of splash proof... 
screens available for rodent protection. 
Send for Bulletin 6-1P1 


FLANGE BRACKET (NEMA “D”) 
Round, short frame—for horizontal 
or vertical operation 
Send for Bulletin 6-1P1 


SELECTIVE SPEED DRIVES 
1 to 150 HP. 
Offering a Wide Range of Closely 
Controlled Speeds 
Send for Bulletin 11-1P1 


GEAR MOTORS—1 to 125 H.P. (parallel) 
Ye to 3 H.P. (right angle or parallel) 
A.C. or D.C., Speed to fit your need 

Send for Bulletin 4-1P31 








CUSHION BASE, OPEN TYPE, 
PROTECTED—1/20 to 5 H.P. 
A., Single or Polyphase 
Send for Bulletin 6-1P1 


FACE TYPE BRACKET (NEMA “C”) 
With feet for motor-mounted equipment 
Send for Bulletin 6-1P1 





TOTALLY ENCLOSED FAN COOLED 
1 to 100 H.P., A.C., Single or Polyphase 
Send for Bulletin 6-1P1 


EXPLOSION PROOF MOTORS 
2 to 100 H.-P. 
UL approval Class |, “C” and “D” 
Class li, “E,” “F" and “G" 
Send for Bulletin 6-1P45 


Century Performance-Rating means that you can select 
precisely the right motor size, speed, frame, mounting and 
torque characteristics to fit the needs of each installation. 


Performance-Rated© 
MOTORS 
Ye to 400 H. P. 


Mail this coupon for FREE bulletins 


CENTURY ELECTRIC COMPANY 


1806 Pine St., St. Lovis 3, Mo. + Offices and Stock Points in Principal Cities 


To CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Lovis 3, Mo 


Please send me the following bulletins: 


(fill in numbers here) 


Nome 
Company 
Address 
City 
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Your business 
is his job 


No other franchise 
gives you 
all these extras! 


Your Porter-¢ able 
represe niative Pe rsonally 

helps you with: 
@ Training of sales people 
@ Store demonstration® 
and promouons 


e Participauon in 
trade shows 
local 


; ay> 
e Displa direct mail 


advertising, 
e Calls on key 
ry control 


prospec ts 


e Invent 


@ Service problems 


There’s no substitute for the 


experienced personal service and help 


you get from your Porter-Cable 
representative. For his only interest 
is in building your tool business. 


He devotes his time and his energies 


to your problems. . . helps train 


your sales force, calls on your major 


prospects when you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 
and special promotions. 


He has a wealth of power-tool 
knowledge and experience — and it’s 
all yours for the asking. A few 
franchises are still available. Write 
for details today. 

Illustrated: New Porter-Cable Model 
148 Bayonet Saw. World’s only orbital 
action portable jig saw — guaranteed 


to outperform any other at any price. 
Complete, $99.50 


Porter-Cable 





e New product 
information 


et selling plans 


e Budg 


SAWS * DRILLS + SANDERS + 


252 


PORTER-CABLE MACHINE COMPANY 
6304 N. Salina Street, Syrocuse 8, N. Y. 


Canada, write Porter-Cable, Ltd Box 5019 


Ont Canadian prices slightly higher 


ROUTERS + SHAPERS + PLANES 
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Johnson, currently president and 
vice president, started their careers 
in the industrial supply and equip 
ment field about 1910 in the same 
building now occupied by the firm. 
However, at that time the building 
was occupied by Smith-Courtney 
Co., headed by the late Alvin Smith, 
by whom Mr. Wagener and Mr. 
Johnson were then employed. 
James McGraw, Inc., still has two 
original customers on its books, 
l'redegar Co. and Cardwell Machine 
Co. ‘Tredegar Co., a foundry during 
the Civil War, made ordnance fot 
the Confederate Army. Cardwell 
Machine Co. is still making ma 
chines for the tobacco industry. 








Larry Smith 


Diamond Expansion Bolt 
Names Representative 
Diamond Expansion Bolt Co. has 
named Larry Smith sales represen 
tative 
Previously in sales work in the 
Midwest, he will cover metropolitan 


New York and Long Island. 


Briggs-Weaver 
Appoints Salesman 

Briggs-Weaver Machinery Co., 
Dallas, has appointed Roy E. Cage 
city salesman in Fort Worth. 

He has been selling industrial 
supplies in Fort Worth and Dallas 
for the past four years, recently with 
John Muller Co., Fort Worth. He 
also worked for Machinery Sales & 
Supply Co. in Dallas 





J. W. Snavely 


Chain Belt Co. 
Makes Promotions 


Chain Belt Co. has named J. W. 
Snavely assistant manager of its 
Conveyor & Process Equipment Di 
vision in addition to his duties as 
manager of conveyor sales. 

R. G. Schneider has been ap 
pointed chief engineer of Conveyor 
& Process Equipment. 

Mr. Snavely, who joined the com 
pany in 1927, has been district man 
ager in Houston, Texas, and man 
ager of engineering for the Con- 


vevor Division 


Representative Named 


Warner Electric Brake & Clutch 
Co. has appointed John F. Gibney 
sales representative covering Maine, 
Rhode Island, New Hampshire and 
northeastern Massachusetts. His 
headquarters will be in Canton, 
Mass 





WELL-LIT CLUB 


A round $100,000 worth of lighting 
equipment in a club is big news any- 
where, even in Ft. Worth, Tex., where 
such an installation has been made in 
a loca! country club, says Electrical 
Construction and Maintenance, Mc- 
Graw-Hill publication. Special dra- 
matic lighting effects include decora- 
tive fireplace lighting and outside 
lighting in planted areas around the 
clubhouse. 














WHETHER IT'S 


BELTING, 


Dr BOILERS 


y, 


YOUR INDUSTRIAL 
CUSTOMERS 
WANT 


YOUR first interest is in giving 
your customers Service, just as 
OUR first interest is in doing 


the same for you! 


Every order gets ‘Special Aften- 
tion” here, whether it's for a 


carload or a handful. 


We're small enough to process 
your orders quickly, without red 


tape— without delay. 


TRY US! 


Write Today for 
FERRY CATALOG 








5 100 
16 sae 
CAP SCREWS 


FERRY GROTHERS 
wm eet Lave ane 6 
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ENTIRELY NEW 
differently NEW 


FEATURING: 


@ Push Button Control 


@ Ultra-Modern 
Regenerative 
Electric Braking 

®@ Self-Adjusting Heavy 
Duty Magnetic Brake 

@ Sealed-in Lifetime 
Lubrication 

@ Overload Prctection 

@ Fully Enclosed 
Components 

@ Lowest Headroom 

@"CM-Alloy” Flexible 
Link Chain 


CAPACITIES: from % to 1 ton. 
Single and 3 phase. 4 ton model weighs 
only 51 pounds. 


$149.50 


and up 
F.O.B. Factory 


FLEXIBLE 
LINK CHAIN 





PUSH-BUTTON 
CONTROL 





Bulit to serve you without costly maintenance 


Lodestar is the first truly “heavy duty” version of the 

small electric hoist. The CM Lodestar is designed to operate 
without costly maintenance or interruptions in your work 
schedules. The initial cost is practically your only cost with a 
Lodestar...an extremely low cost indeed! 


WRITE US or call your CM distributor for literature, 
prices and quick delivery from stock. 


CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
Tonawanda, New York 
REGIONAL OFFICES: NEW YORK @ CHICAGO e CLEVELAND 
la Coneda: McKinnon Columbus Chain Limited, St. Catharines, Ontario 


HOISTS AND CHAIN 
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», Ferrier 


Weatherhead Names 
Field Engineer 

I'he Weatherhead Co. has ap 
pointed Gene P. Ferrier as field 
engineer for its Fort Wayne division 
covering Wisconsin, Minnesota, the 
Dakotas and Iowa. 

He was formerly sales engineer 
for Benlo Chemical Corp. in Mil- 
waukee. 

A veteran of World War II, he 
studied at the University of Illinois. 

Emmett G. Jurgens, who worked 
for the Weatherhead Fort Wayne 
Division between 1951 and 1955, 
has returned to the company as an 
automotive representative. 


Baldock Heads 


lowa Products Show 


\. W. Baldock, of Globe Ma 
chinery & Supply Co., Des Moines, 
has been named manager of the 
second Iowa Products Show, an all 
industry exposition scheduled for 
Oct. 18-19 in Des Moines. 

Ihe event is sponsored by the 
Purchasing Agents Association of 
Central Iowa. Admission is free but 
by invitation only. All of lowa’s 
3,500 manufacturing firms will re 
ceive tickets. Last year 134 firms 
sponsored exhibits. 


Watkins Holds Tenth Show 
Watkins, Inc., Wichita, Kan., 


sponsored its tenth annual show 
Feb. 18 and 19. The regular two 
day affair featured manufacturers’ 
exhibits and product displays. 





H. D. Taylor Co. 
Elects Executives 


H. D. ‘Taylor Co., Buffalo, N. ¥., 
has made several executive changes. 
Mrs. Irene Taylor Wettlaufer, 
wife of Dr. Conrad FE. Wettlaufer 


board chairman, has been named to 
the new post of first vice president. 


She had been vice president. 

Thornton H. McDougal has been ; 
promoted from vice president to / 
executive vice president. He has : 


been with the company 30 years. 

Named as vice presidents were 
William C. Johnston, who con 
tinues as sales manager, and Merrill 
B. Meyer. Mr. Johnston has been 
with the firm 29 years and Mr. 
Meyer five vears. 

Charles K. Ramsey was elected 


treasurer, a post held previously by & 7 A ed DA we D 


Dr. Wettlaufer. With the com 


pany 27 years, he continues as con 
troller END MILLS 


C. Taylor Wettlaufer continues 


as president. § oO RK 


Binks Sessions Start 


Binks Mfg. Co.'s spray painting 
school will hold its spring sessions 
April 2-6, May 7-1] and June 48 
William Beacham conducts the 


25 stu 


course, which is limited to 
dents to a class. No charges are 
made but reservations must be in ad 
vance, company spokesmen stated 
You can select a standard 
Putnam Hi-Speed end mill 
/ especially designed for 


MV] ini lumi d alumi T 
ul? machining aluminum and aluminum alloys. 
=< 





Putnam again leads the field by making available, from 
stock and at standard prices, end mills for machining 
aluminum. These tools have been developed through years 
of research and experience on aluminum applications. 
Correct design, flutes polished all over, finest materials, 
and uniformity insure maximum chip removal, longer tool 
life, better finishes, free cutting and best all around 
performance. 


End Mills for aluminum are offered in a range of diameters 
from %" to 2” in the three popular flute lengths. Other 
diameters and lengths can be furnished as required — 
prices on application. 


on. oe | oy + ee 


CLERICAL WORK at Martin Mill 
Supply Co., Stamford, Conn., is han 
dled by Linda Landow and Doris 2981 ¢ OETROIT 7. MICHIGAN 
Green 


INDUSTRIAL DISTRIBUTION © APRIL, 1956 





A NEW 
LUG-ALL 


Winch Hoist 


2 TON 


CAPACITY 
20 FOOT CABLE 


DISTRIBUTORS SAY THEY LIKE 
THIS NEW LUG-ALL 


Because 


IT FILLS A LONG STANDING NEED (2 
TON CAPACITY, 20 FEET OF CABLE, 
LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 
% SELLS FOR ONLY $49.50—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM % TON 
TO 1% TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistant, salt spray test 
ed LUG-Alls available in all capacities 
WRITE TODAY FOR MORE INFORMATION 
Because LUG-ALL Is The Best, It Is The Most 
imitated Winch Hoist On The Market 


THE LUG-ALL COMPANY 


HAVERFORD 11, 





PENNA. ¢ | 


Long Island City Firm Modernizes 


Major innovation at Haupt Paint & Hardware Co 


Long Island City, N. Y. is newly 


equipped paint department which has mixing machine with range of 2,000 colors 


Frank Piraneo weighs out elements on scale for five 
g 


olor formulas 


l'esting booth is another feature of the paint department adjoining the main Haupt 
display room. Company also handles perishable and hand and portable tools and 


other industrial lines 





Industrial Show 
Planned in Atlanta 

Atlanta, Ga., will be the scene of 
an International Industrial Exhibi 
tion May 18-25, featuring exhibits 
of the Southeastern states and 
foreign countries. 

Planned as an annual event, the 
show is billed as the first of its kind 
in this area since the turn of the 
century. Governors of the South 
eastern states will comprise the ad 
visory committee. Invitations to 
consular representatives of foreign 
states to attend were 
elaborate ceremonies 
New Orleans. The site will be in 
Lakewood Park, Atlanta. 


issued in 
recently in 
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Executive team behind modernizing 
ind enlarging headquarters of the Long 
Island City distributor were Herbert 
G. Haupt, vice president, and Charles 
|. Haupt, president 











as 


~~ / 
an 


ss fo | 
ING MUST OD ise LA 


EVERYTH a 


No Bargain Sales For Us! 


We expect every Ohio Brass distributor 
to make a fair Profit on the O-B valves that 
he sells. 

To make a fair profit, it’s necessary to 
have a stable price Structure. 

Publish price lists covering all 


and we stand by those Prices. There are ne 





“bargain” sales on O-B valves. 


We don’t believe in selling on Price. We 
believe in making q quality product and sell. 
ing on the basis of the service that we and Our 
distributors can give the customer. And on 


the basis of the Performance of O-B products. 


The entire story on O.8 distributor Policy is contained 
in the booklet, “KEEPING FAITH ‘+ We'll be glad to send 
you a free copy, if you'll mail the coupon below. 


ca 


&. i 
MANSFIELD © | OHIO, U.S.A. 


Ohio Brass Company 
380 North Main Stree: 

Mansfield, Ohio 

Please send me a free copy of Keep. 
ing Faith”. 

Nome 

Title 

Company 

Address 

City 

State 


4623-V 


1956 
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COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 


FOR ALL MASONRY 


©... ivi wr 


¢ 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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Hajoca Selling Assets 
Of 10 Branches 


Continued from page 124) 


going concerns. In most of them, 
inventory is being liquidated or 
transferred to other branches and 
real estate is being offered for sale. 
Customers in most cases can be serv- 
iced from other branches, they 
said. For example, for one of the 
branches, in Philadelphia, the com- 
pany’s Camden, N. J., and Chester, 
Pa., outlets will cover metropolitan 
area sales 

he 10 branches will be closed 
down gradually, Mr. St. Clair said, 
ind where possible personnel, espe 
cially employees with long service, 
will be retained in the company. 

He said directors were confident 
that adequate funds would be avail 
able to cover the costs of stock re 
tirement by Dec. 15 from inventory 


and real estate liquidation. 


Noland Takes Over in Florida 


Noland Co., which acquired the 
former Hajoca branches in ‘Tampa 
and Jacksonville, has already an 
nounced its plans for the ‘Tampa 
operation. It has re-opened under 
the Noland name with J. H. Green 


continuing as manager. 


Western Machinery 
Names Executives 

H. J. Mayer has been appointed 
executive vice president of Western 
Machinery Co., San Francisco. 

Other recent appointments in 
clude C. F. Skinner, named general 
manager of manufacturing, engi 
neering and construction; R. B. Utt, 
chief executive engineer, and W. H. 
Newton, general sales manager of 
Wemco products and Western 
Knapp Engineering Services 


Electrical Show Planned 


he Electrical Maintenance Engi- 
neers Association of Southern Cali 
fornia will hold its Eighth Biennial 
Electrical Industry Show April 5-7 
in the Shrine Exposition Hall, Los 
Angeles. It is open to the public. 





tal 


BAND SAWS 


Sold Only Through Distributors 


Spartans give increased efficiency, faster 
production and greater economy in Metal 
Cutting. Made of the best steel obtainable. 
Spartanized Heat Treatment and their 
teeth are milled accurately, evenly and 


R. J. Yochum 


Bay State Abrasive 


Appoints Engineer 


Bay State Abrasive Products Co. 
has named Robert J. Yochum, of 
St. Louis, as an abrasive engineer. 

A graduate of the Missouri Uni- 
versity School of Mines, he worked 
six years for St. Louis Shipbuilding 
& Steel Co. He recently completed 
Bay State training courses in West 


boro, Mass., and Chicago 


Order Index 
Gains 12 Points 


The American Association’s new 
order index has started to climb 
again after dropping off for three 
months. ‘The index, which measures 
the volume of new orders for indus 
trial supplies and equipment, was 
12.7 points higher in January than 
in the previous month. 

Except for September 1955, this 
was the highest of any month since 
the Korean War, and almost double 
the order rate for the base month 


of July 1948 


carefully. 


Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 


ting and Wood Cutting Styles. 


What more do you need for Profitable bu 


It might pay 


SPARTAN SAW WORKS 


you to write us 


SPRINGFIELD, MASS. 








LATEST VENDING 
MACHINE 


A coin-operated motor oil dispenser 
is being tested for weather durability 
and maintenance costs in a Swedish 
gas station, reports Petroleum Week, 
McGraw-Hill publication. The device 
can be adjusted to give different 
amounts of oil and to accept a variety 
of coins 


PLATEGRIP 
Fasteners 


make smooth water and dust tight 
joints in conveyor belts of any width, 
from V% to Ve” thick. Permits 
natural troughing 


ARMSTRONG-BRAY & CO. 


for j joining Power or Con pres Belts anywhere 


PLATEGRIP 
Fasteners 


for separable conveyor belts of 
from %” to V2 thickness, any 
width. Permit instant changes of 
belt length 





aS STEELGRIP Flexible 


Belt Lacing 


11 sizes for light con- 


Es 
veyor and power trans- 


mission belts from 1/16’—5@” thick- 
ness, any length. Applied with 
hammer anywhere. 


Write for Catalog 











ARMSTRONG-BRAY & CO. 


WIREGRIP 
Belt Hooks 


6 sizes on 

patented double 

aligning cards no card end waste. 
Applied with any standard lacer. 


5356 Northwest Highway 
Chicago 30, ill. 








INDUSTRIAL DISTRIBUTION © APRIL, 1956 








specify MILWAUKEE 


the complete line of quality valves 
for all plumbing and heating 





MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


gate valves 

globe valves 

angle valves 

check valves 
manifold units 
needle point valves 
anti-hum valves 
relief valves 

foot valves 

vertical check valves 


angle check valves 


Proved best for 
by- 
y-pass pressure trouble-free service 


relief valves 


Milwaukee valves are first choice of 
smart plumbing and heating men 
everywhere. That’s because their 
reputation for quality and depend- 
ability is your assurance of satis- 
faction. Add to this superior design, 
rugged construction and trouble-free 
service. It’s plain to see why so 
many contractors standardize on 
Milwaukee valves. Stocked and sold 
by leading jobbers and wholesalers. 
Write for catalog B255. 


air check valves 


radiator valves 


miscellaneous 
equipment 


THE COMPLETE LINE OF PERMANENT QUALITY VALVES 
A subsidiary of Controls Corporation of America 


2375 South Burrell Street @ Milwaukee 7, Wisconsin 
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H. C. Cutright 


American Machine Names 
Sales Executive 

Harold C. Cutright has been ap 
pointed director of sales of Ameri 
can Machine & Foundry Co.’s Gen 
eral Products Group 

He has been with General Elec 
tric Co. since 1948, recently as 
manager of its sales services and 
marketing personnel services depart 
ment. 

The General Products Group in 
cludes DeWalt Inc., Cleveland 
Welding Division, Leland Electric 
Division, AMF ‘Tool Division, 
Lowerator Sales Department and 
other manufacturing subsidiaries. 


Small Business Agency 


Publishes Aid Leaflets 


Several new leaflets and other aids 
have been published recently by 
the Small Business Administration. 
(Among them are: 

Records Retention in Small Busi 
ness; which gives general rules for 
greater efficiency in bookkeeping. 
Emphasis is on the construction of 
a records retention schedule or table 
showing the life span of various 
records so that as a business grows 
it will not become snarled in un 
necessary paper. ‘The leaflet points 
out that as more 
cumulated, the usual solution is to 
buy more filing cabinets, rather than 
weed out those that are superfluous. 
This is Management Aid No. 70 

How Good Plant Housekeeping 


records are ac 





Practices Will Increase Production, 
l'echnical Aid No. 41, concentrates 
on housekeeping costs and methods 
to keep them in line by routine pro- 
cedure. A more orderly plant so 
that time will not be lost searching 
for misplaced items and improved 
sanitary conditions to cut main 
tenance expense are the objectives. 

Pointers on Government Con 
tracting explains Government buy 
ing methods and tells how to obtain 
information on prime and subcon- 
tract opportunities. Preparing bids, 
planning a subcontracting program 
and inspection are among the sub- 
jects covered. 

New Product Introduction for 
Small Business Owners, No. 17 in 
the S.B.A. Management Booklets, 
gives pointers on recognizing in ad- 
vance the right product for a firm, 
marketing problems in introducing 
the new line, and judging whether 
the product or line is successful. 
Typical cases of failure are described. 


Wendt-Sonis 
Launches Contest 


A “Cut Costs Contest” has been 
announced by Wendt-Sonis Co. to 
arouse interest in the company’s 
lines among plant personnel. 

Some $5,000 in prizes will be of 
fered for the best documented cost 
cutting story using the company’s 
equipment. 





PERSONAL ATTENTION is given 
by Larry Kincaid, salesman, J. E. Hasel 
tine & Co., Spokane, Wash., to de- 
livery of an electric tool for a customer. 


UPSON- WALTON 


announces... 


New U-W 


GaldI Giip 


certifies quality, 
strength, safety 





HE new U-W GOLDCLIP line is gold-chromate coated 
over galvanized—for extra protection—and for your 
quick identification of top quality. ALL GOLDCLIPS are 
drop-forged from high grade forging steel . . . designed for 
the toughest heavy duty service. 
Specify GOLDCLIP . . . engineered for safety. Available in 
stock in %” through 1%” sizes. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e CLEVELAND 11, OHIO 
NEW YORK ° CHICAGO ° PITTSBURGH 
MANUFACTURERS OF WIRE ROPE, ROPE FITTINGS, TACKLE BLOCKS + ESTABLISHED 1878 
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@ A challenge to distributors who have the 
courage to do something about their profit picture ... 
Featured in the May Convention issues 
of INDUSTRIAL DISTRIBUTION, 
a 32-page feature article showing — 


How to boost 
Net Profits 


For Every 


@ The story of how one distributor 
beat the net profit problem 

and raised the sales efficiency 

of his entire organization. 

Sales analysis and key line selling 
are two important aspects 

of this program. 

And the salesmen love it. 
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Industrial distributors are caught in an 
ever-tightening vise. The jaws are rising 
operating costs and static gross margins. 
The result is a net profit squeeze which 
has brought the industry’s average net 
profit to a very slim 1.16% of total sales. 
This net profit squeeze is the most im- 
portant and universal problem in the 
field today. 


But some distributor firms have licked 
the problem. Orr Iron Company of 
Evansville, Indiana, as an example, has 
not only “maintained” net profit mar- 
gins, it has added .98% to these margins. 
It has increased net $9,800 for every $1,- 
000,000 of sales. 


The salesmen are 100% behind the pro- 
gram. They not only make more money, 
but have improved their product knowl- 
edge and sales techniques. 


How this company did it . . . and how 


any progressive distributor can do the 
same... will be explained in detail in a 
special 32-page report in the May Con- 
vention issue. 


This feature article will show distribu- 
tors how they can: 


® Analyze sales 


— by product 
— by industries 
— by salesmen 


Select key lines 
Establish quotas 
Motivate salesmen 
Co-ordinate inventory 


Promote sales 


@ Be sure to read the complete story 


in the May Convention issue. 


ndustrial 
istribution 


PUBLICATION 


M<cGRAW Witt 


Serves the men who Supply industrial Clmerica 


33€ West 42nd Street, New York 36, New York 
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W. T. Hopf 


Tf they cut wood, you can sell them Chicago Latrobe 
Names Representatives 
. 
Yates-American Chicago Latrobe has appointed 
jJ-Line two new representatives in Central 


territories. 
e * 
Woodworking Machines William T. Hopf has been as 
signed to the Midwest in addition 


Prospects are all around you in: to the Chicago metropolitan area. 


Schools Sign and Display Shops Harry T. Strodtman has been 


Cabinet Shops Pattern Shops ; 
i aoe Weade Planing Mills named Indianapolis representative 
Toy Manufacturers Boat Builders covering the greater portion of In 


Sash and Door Plants Building Contractors a 
diana and Kentucky. 


Furniture Manufacturers General Woodworking Shops 


... and in all these departments of large plants: 
Parts Production Assembly 

Shipping Pattern Shop 

Maintenance Research or Experimental! 
Many a small building houses an operation that’s made 
to order for Yates-American J-line machines. 

You're sure of an interested listener — and often a 
quick, clean sale. Yates-American machines fit a wide 
variety of applications in working wood, plastics, and 
light metals. And every sale develops another supply 
account that has a continuous need for accessories, in- 
dustrial supplies, etc. 

Do your men unknowingly pass by these doors? Why 
not check and see? 

If you're not a Yates-American dealer now, tear out 
and mail the coupon below for complete information 
on a franchise in your area. 


Yaler- Clnmeucan 


BELOIT, WISCONSIN 
Branch Offices: CHICAGO, ILL., HIGH POINT, N.C., MEMPHIS, 
TENN., PORTLAND, ORE. 
H. T. Strodtman 


First with the Finest in woodworking machinery 
Established 1883 





Tear out coupon and mail today! 
Sales Engineer Appointed 


YATES-AMERICAN, Dept. L, 725 N. Fourth St., Beloit, Wis. Nicholas Chochran has been ap 
C) I am interested in a J-line franchise. Is my territory open? pointed sales engineer in the Cen 
() Send me bulletin on new Saw-Jointer-Sander Combination. tral territory for Engelberg Huller 


Co. Formerly with Minnesota Min 
ing & Mfg. Co., he will cover Minne 
sota, Wisconsin, northern Illinois, 
Indiana and Western Michigan 
from headquarters in Chicago. 


BRAND NEW 


Saw-Jointer-Sander 
Combination 
Entirely ewe 


Name 
Company Name 
Address 


City _ 
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New Loans Designed 
for Wholesale Firms 


A new loan program tailored to 
the needs of small firms in the re- 
tail, wholesale and service trades has 
been launched by the Small Busi- 
ness Administration. 

Known as the Limited Loan Par- 
ticipation Plan, it provides term 
bank-participation loans at not more 
than 6% interest to a limit of $15,- 
000 in Government funds. The bor- 
rowers bank must take at least 25%. 
Designed to permit longer loan 
periods than the regular assistance 
program permits for very small con- 
cerns, the plan underwrites loans of 
up to 5 years for firms that have 
good past earnings records and as- 
surance of repayment. 


$4 Million Loaned in Two Weeks 


Latest loan report figures of the 
Small Business Administration show 
that 137 additional loans of all types 
were approved during the last half 
of January for a total value of 
$3,976,576. Largest loan in the list 
was $500,000 to Hammer Tool & 
Die Co. in Detroit. Smallest busi- 
ness loan was for $505 to a small 
shop for disaster rehabilitation. 

Altogether, some $159,391,000 in 
loans has been approved by the 
S.B.A. under the current program. 


Fair Share Assured 


Wendell B. Barnes, Small Busi- 
ness Administrator, said recently a 
policy agreement had been worked 
out with the Veterans Administra- 
tion to assure small firms of VA 
business. The agency spends about 
$200 million a year and more than 
50% of this business now goes to 
small firms, he said. In the future 
the VA’s centralized purchase re- 
quirements will be reviewed by 
S.B.A. officials to determine what 
can be set aside for small companies. 


Detroit Manager Named 


Electro Dynamic Division of Gen- 
eral Dynamics Corp. has named 
Lloyd Van Buskirk, Jr., Detroit dis- 
trict manager. He was formerly with 
Dodge Bros. automobile plant. 


‘ 
curTrtrine mera 


the BASY WAY--> 


NAME 


COMPANY 


STENT 7 tenistninntesnsitiinmmansiis 


CITY #5 smd 


Pe 
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YES! We would like to mail the book "Cutting Metal the Easy Way" to our 


customer list. Please tell us more about it. 


ZONE STATE 


— with hand tools on the job or 
in the shop? 


Porter hand power cutters cut up 
to and including 


34" bolts — hard or soft 
¥,"" chain 


5,"" rod 

3," wire rope 

as well as steel strapping, insu- 
lated cable, spring wire, etc. 


This book shows your customers materials 
to be cut and cost comparisons between 
various cutting methods, It will be sup- 
plied FREE to you for your entire cus- 
tomer list. Fill out coupon below. 


saa lh in, Oia sanenmummias | 


H. K. PORTER, INC. 


Somerville 43, Mass. 


TITLE 


s ] 


265 








NOW Distributors can offer 


a complete line of performance-proven 


J&S DOWN-HOLDING DEVICES and Live centers 


Powerful, versatile J & S Machinist Jaw Clamps are easy to use, 
do not obstruct readings, eliminate U-clamps, straps and fingers. 


Faster set-up for lathes, millers, shapers, and planers. DO 
YOU NEED A DOOR OPENER? The uniqueness and quality of 
our products has proven to be just that. 


New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground swivel 

vise. Mounts low, swivels, needs no pedestal. 

Patented down-holding clamping jaws give many 

times the holding power of an ordinary vise, yet 
only half the weight, with twice the openings. 


PERFECTION FREE 
CENTER 


guarantee 2,000 hours or 1 year 


The only guaranteed self-adjusting live centers, with runout less 
than .0001” under load. For grinding machines and lathes. 


if you sell to the metal working field, write for 
free literature on the complete J & § line. 


== 4S == ===== CLAMPCUT= 


873 DORSA AVE. 
J & $ TOOL CO., INC. LIVINGSTON, NEW JERSEY 
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J. H. Collamore, Jr. 


New Representative 
Named by Fairbanks 


lhe Fairbanks Co. has appointed 
John H. Collamore, Jr., to its Rhode 
Island sales territory. He will assist 
S. G. Redfield, Jr. 

Recently vice president of G. W. 
Dahl Co., Bristol, R. I., he has also 
worked in tool and equipment de 
sign for Abrasive Machine Tool Co., 
l'aft-Peirce Mfg. Co. and Wash- 
burn Wire Co. 


Fire Damages 
Waterbury Firm 


Chas. A. Templeton, Inc., Water 
bury, Conn., narrowly escaped ser- 
ious damage recently from a fire that 
swept through the office and part of 
a stockroom before it was brought 
under control. 

Though the office had to be 
moved temporarily and some fasten- 
er stock had to be replaced, com 
pany officers said there was no inter- 
ruption of business. They credited 
prompt action of the Waterbury fire 
department with preventing further 


damage. 


Vice President Retires 


Mathew Keck has retired from 
a vice presidency of Borg-Warner 
Corp. after 36 years with the corpo- 
ration and its predecessor company, 
Borg & Beck. He has been a Borg- 
Warner director since 1932 and a 
vice president since 1950. 





American Steel & Wire 
Marks 125th Anniversary 


American Steel & Wire Division 
of United States Steel Corp. re 
cently celebrated the 125th anni- 
versary of its founding and the 
beginnings of American wire man 
ufacture. 

Ichabod Washburn, a Worcester, 
Mass., blacksmith, developed a wire 
drawing apparatus in 1830 and 
started manufacture of screw and 
card wire in a six-man shop. The 
firm of Washburn & Moen was 
formed in 1850, by which time piano 
wire and women’s fashions had in- 
fluenced the wire industry’s expan- 
sion. The telegraph was a new 
source of sales. 

In 1868 Washburn & Moen con- 
solidated several plants into a corpo- 
ration with $1,000,000 capitalization 
and installed newly developed Bed- 
son continuous rolling mills. Sev- 
eral years later one John (“Bet- 
a-Million”) Gates became active 
selling barbed wire to Western cat- 
tlemen, and after numerous feats of 
selling showmanship, formed his 
own company which eventually ac- 
quired Washburn & Moen patents 
for barbed wire. His American Steel 
& Wire Co. of Illinois expanded 
rapidly until 40 plants were com- 
bined into a new American Steel & 
Wire Co. of New Jersey. Automotive 
and oil production led to further 
growth of the wire industry to its 
modern status. 

The current president of United 
States Steel Corp., American Steel 
& Wire’s parent company, is Clif- 
ford F. Hood, who started his career 
in the Worcester plant of the Wire 
Division near the site of the black- 
smith shop where the division’s first 
predecessor company was launched. 


Plan Cleveland Expansion 


American Steel & Wire has 
started construction of a new welded 
wire fabric mill which will add up 
to 40,000 tons of finishing capacity 
annually to its Cuyahoga Works. 
Part of the division’s expansion proj- 
ect for construction steel, the new 
plant will cover an area of 53,000 
sq. ft. 


| 
| 
| 


| 
| 
| 


AIR FILTERS 


Now Sold 
Through 


INDUSTRIAL 
DISTRIBUTORS 


@ Rapid expansion of sales has necessitated the establishment 
of industrial distributorships. 


@ ADAMS Air Filters have had wide product acceptance for 

over 20 years. 
ae a 

National advertising creates ready recognition of this 
popular line. 
Competitive pricing for maximum sales . 
Attractive discount schedule to stocking distributors . . . 
Wide use of compressed air in utility, motivation, auto- 
mation and other applications insure continued market - 
rapid stock turnover . . . 
Several prime territories are still available to qualified 
distributors. Don’t miss this opportunity. Take advantage 
of this high profit potential today 


ACT NOW! Fill in the coupon below and get full details. 


R.P. ADAMS CoO., INC. 


255 EAST PARK DRIVE 
BUFFALO 17, NEW YORK 
me Eee ee tm ee ee mmm 
R. P. ADAMS COMPANY, INC. A-56 


255 EAST PARK DRIVE 
BUFFALO 17, NEW YORK 


Gentlemen: 
We would like full information on the Adams Poro-Stone Air Filter for 
sale through our industrial distribution firm. 


Name 
Company 
Street 
City 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades. . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


_ Gorkan TOOL COMPANY 





© “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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D. G. Matthews 


Wilton Tool 


Names Executive 


David G. Matthews has been pro 
moted to assistant sales manager of 
Wilton Tool Mfg. Co,, filling the 
post left vacant when William Fer 
rick was made sales manager in 1955. 

Mr. Matthews was formerly sales 
engineer in Upstate New York and 
New England. 

Albert Burke will now take over 
Upstate New York. New England 
has been made a separate territory 
and will be assigned later, accord 
ing to Alex Vogl, general manager. 
He said the sales realignment was 
made to keep pace with company 
growth. 





DENIM SUFFERS 


Denim will suffer further losses of 
markets this year as boys continue 
their present swing away from blue 
jeans to dress-up clothes, says Textile 
World, McGraw-Hill publication. 
Shocked by the loss of the sportswear 
market, riffled when tomboys took to 
Bermuda shorts instead of jeans, the 
once-lush denim market is now really 
gasping as the young lads turn Faun- 
tleroy. Worsted flannels and gabor- 
dines and washable twills are de- 
manded for pants and suits, washable 
fabrics for shirts and sweaters. 














Rheem, Richmond. Fitms SPECIFY CULLMAN 


To Merge Operations 

Shareholders of Rheem Mfg. Co. 
and Richmond Radiatior Co. have a “a 
voted to merge the two companies 
in a stock exchange. 

John J. Hall, Richmond presi 
dent, will become, a_ vice-presi 


dent of Rheem in charge of a sepa- | a ee 

rate Richmond Division 
Rheem, which has 16. domestic 

plants and 17 abroad, makes a va 

riety of industrial and home prod | 

ucts, including containers, water 

heaters, automative parts, farm 





tools and military equipment. Rich 
mond makes heating and cooling 


equipment and home, fixtures in 
four East Coast plants. : § 
To Sell Ramset Line 


Ramset Fastening System, a part 
of ‘Olin Mathieson Chemical Corp., 
has appointed Austin Powder Co., 
Cleveland, to sell its powder-ac ON 
tuated tools and fasteners for the 


coal mining industry ROLLER CHAIN 





CONVEYOR CHAIN 


To Sell for Taft-Peirce 
‘The ‘Taft-Peirce Mfg. Co. has ap SPROCKETS 


pointed Charles K. Farley, Roch 


ester, N y ‘ and Joseph Monahan ¥ | 3m» 41-48 2 


Co., Grand Rapids, Mich., to han 


dle certain of its lines COUPLINGS 





In fact, anything else you may need 
in chain drive equipment is available 


Investigate on short notice from Cullman’s complete 


CULLMAN’S stocks. Yor immediate results on 
DISTRIBUTOR PLAN your chain drive requirements write 


Write today for catalogs 
and complete details on 
the advantages of 
handling the Cullman 
line. Distributorship 


* available in a few 
PRESIDENTIAL ADVISOR in the select localities ul i i rri an 
Young President's Organization is the POWER TRANSMISSION 
cw IT Oo 30b on gv 
a See Sees, ie ROLLER CHAINS AND SPROCKETS 


president of The Dumore Co. He is 66400-A 
shown at a party honoring Hal Carr 


(left), of North Central Airlines CULLMAN WHEEL COMPANY 1347 ALTGELD ST. CHICAGO 14, ILL. 


today or see your Cullman distributor. 
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UTS 


Will your catalog open and lie flat for the convenience of the 
buyer? Willit stand up and still look respectable after years 
of hard use in the buying office? A well compiled and printed 
book surely deserves to be bound for the convenience of the 
customer and for durability. And it will be when it is a 
Donnelley-built catalog. Good binding is a standard feature 
of our catalogs—a quality you can always count on. 

When you begin planning that next catalog, please call us 
in. It will be a pleasure to give you the full advantage of our 
service and ideas for a selling catalog tuned to the times. 


The Lakeside Press 

R. R. Donnelley & Sons Company 
CATALOG COMPILING DEPARTMENT 

350 East Twenty-second Street, Chicago 16 


CAlumet 5-2121 


THREE NEW 
DONNELLEY-BUILT 
CATALOGS 
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New Warehouses 
Built by Thermoid 


Thermoid Co. has completed a 
20,000 sq. ft. warehouse addition at 
its Trenton, N. J., plant and two 
new warehouses in Atlanta, Ga., and 
Los Angeles. A new Houston, 
Texas, warehouse is also planned. 

The Trenton addition, according 
to company spokesmen, will help 
speed direct shipments in the East 
and provide more balanced stocks 
for field warehouses. Production can 
also be increased and planned more 
efficiently with the added space, 
they said. It has pallet and fork- 
lift handling and trackless trains for 
movement of goods. 


Flintkote to Expand 


he Flintkote Co. has completed 
plans for a $20 million expansion 
program to include production ex- 
pansion, new products and the pos- 
sible acquisition of new business 
officers announced. 


Chicago Office Moved 


The Colorado Fuel & Iron Corp. 
has moved its Chicago office and 
warehouse to larger quarters at 3838 
West 51 St. 





SKI JUMP FOR FISH 


A “ski jump” water chute provi -s 
safe passage for fingerling -<:imon 
past dams of medium height, notes 
Engineering News-Record, McGraw- 
Hill publication. A fish ski jump has 
been built at Baker Dam near Con- 
crete, Wash., after studies indicated 
the spill was necessary to prevent 
young salmon from being dashed fa- 
tally on the face of the dam during 
their down-stream passage. The chute 
extends 18% feet from the face of 
the dam, producing a water spout that 
carries 130 feet beyond the face into 
the deep pool below the dam. Small 
fish can land with minimum shock in 
the water. 














Here's your 


Buyers Guide 


to the world’s 


se bal-¥-) at -S ated lol-i-Yo Me (-1-b ale a hia-t— 


standard enclosed 
gear drives 





a 4 


Foote Bros. 
Line-O-Power Drives 


Available in straight line and right 

angle units, Line-O-Power drives Foote Bros.— 

feature Duti-Rated gearing. Foot or ' 

flange mounted, single, double, triple Louis Allis Gearmotors 

or quadruple reduction. Cast housing Famous, dependable Louis Allis 

assures permanent alignment. Ra- motors and Foote Bros. quality Duti- 

tios to 2726 to 1. CATALOG LP NO. 2. Rated Gearheads form a perfect com- 
bination for power. Capacities range 
to 150 h.p., output speeds to 780 
r.p.m. Available foot or flange mount- 
ed, horizontal or vertical models 
CATALOG MD 






































Foote Bros. 
Maxi-Power Drives 


Compact, rugged helical geared units 
provide years of trouble-free, de- 
pendable performance. Designed for 
severest service. Available in ratios Foote Bros. Hygrade Drives 
up to 360 to 1, capacities to 1550 h. p Here's high efficiency and load car- 
CATALOG MPB rying capacity for heavy duty. Preci- 
} sion worm geared Hygrade drives are 

available in ratios up to 4108 to 1, 

capacities to 260h.p. CATALOG HGB. 











For complete details on 
any one, or all, of the 
drives shown here, 
This trademark write for informative 
__ Stands for the finest literature . . . note 
industria! georing mode specific catalogs 
designated. There's a 
Foote Bros. size and type Foote Bros 
Worm-Helical Gear Drives drive to meet every need 
Designed for heavy-duty stirring, S 
mixing or agitating applications, 


Foote Bros. Worm-Helical Drives are : 

available with horizontal input shaft, i, 4 o 

vertical up or down or both output 

shaft. Ratios range to 285 to 1, ca- . 

pacity to 128 h. p. CATALOG WHB U.S. PAT, OFF Beller Tower Trae oon Through Gates Toon 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


4545 S$. Western Bivd., Dept. 1D, Chicago 9, Iilinois 





















































— 
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® Compact, cooperative organization gives 
prompt, individual attention to your inquiry 
or order. 

®@ Packaging designed for immediate identifica- 
tion, protection and convenience. 


® Careful, consistent quality control. 
®@ Manufacturers For Over Half a Century. 


THE RISDON MANUFACTURING CO. 


JOHN M. RUSSELL DIVISION —ts. 1904 
Naugatuck, Conn. 


Write For New, Free, 16-page, illustrated catalog. 
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R. L. 


Stanton 


American Mfg. Co. 
Appoints General Manager 

American Mfg. Co. has appointed 
Robert L. Stanton general man 
ager. 

Formerly assistant general man- 
ager of Jones & Laughlin Steel 
Corp.’s wire rope division, he will 
direct sales engineering and product 
development for American’s Eastern 
mill operations at Brooklyn, N. Y. 


Eutectic Directors Named 


Eutectic Welding Alloys Corp. 
has elected Joseph Hambuechen, 
Boston financier, and Noel B. Mc- 
Lean, president of Edo Corp., as 
directors. 


Screw Machine Meeting Planned 
[he National Screw Machine 
Products Association will hold its 
1956 meeting April 4-7 at the Hotel 
Schroeder in Milwaukee. 





MUFFLER MARKET 
BOOMING 


Increased use of dual exhaust sys- 
tems on cars is causing a booming 
market in the muffler and tailpipe 
industry, reports Product Engineering, 
McGraw-Hill publication. An even bet- 
ter replacement market is helped by 
the increase of city driving, which cuts 
muffler life by 25% 














Stanley Works 
Honors Judd Veterans 


Eight employees of the H. L. 
Judd Division of The Stanley Works 
were honored recently for 50 or | 
more years of service. : 

Some 104 Judd employees were 
admitted to the Stanley 25-Year 
Club at a dinner in Cheshire, Conn., 
where John C. Cairns, Stanley pres- 
ident, and Erwin T. Clark, Judd 
general manager, presented watches 
and miniature tool boxes containing 
50 silver dollars. Edwin Cowen, 
Sr., with 61 years’ service, and Mary 
E. Ward, with 59 years’, hold the 
longest records at Judd. 


Judd was acquired by Stanley in 
~ P "I used by Biscuit and 
1954. Cracker Industry 


Wherever Cotton Belting 


suggest 


American Steel 
Names Executive 
Super Corrugator 
~ , . TR ~~ us r x 
Theodore C. Norris has been ap- i ew ———— 


pointed assistant manager of the 


Cleveland district office of United 
States Steel Corp.’s American Steel behgey fy more dependable 


& Wire division. for 

Starti in the division’s plant i 
1923, he transfered to sates two | MPU ROME SERVICE + SALES 
years later and has been selling in BELTING PROFITS 


the Cleveland area since 1931. 





Square D Expanding Alert distributors know there’s no substitute for quality in 
Square D Co. has allocated $9 belting — and FRANKO is the belt that won't break down. 


million for new plants and other Stock and sell this fast-selling, profitable line . . . known 
expansion to be completed during 


for over 80 years as the finest belting on the market. . 
the next 20 months. 


used by many of the nation’s leading industries. 





Sell maximum production and minimum downtime . . . less 
stretch, less shrinkage, no peeling . . . greater strength 
and longer life. Recommend FRANKO — finest for long, 


trouble-free service. 


Innerlok 
for Industrial 


Conveyors Write — TODAY .. . Learn how YOU 
can PROFIT WITH FRANKO! 


THE FRANKLIN 
COTTON MILL COMPANY 


PLANS FOR CALLS are mapped out | 1117 Central Parkway 
by Ken Andrews and Frank Maker, : ia Cincinnati 10, Ohio 
Providence Mill Supply Co., Provi- , 

dence, R. I., with Frank Whittemore, 

Norton Co. (center). 
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TOOL HOLDER 


ea “Cut- Costs” : 


CONTESTS 


WIN } 2 000” 


* FIRST PRIZE $2,000 
* TOTAL PRIZES $5,000 
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DISTRIBUTOR SALESMEN 
SELL MORE 


... because of Wendt-Sonis incentive programs, 
like the contest running now. (Salesmen and 


customers both win prizes.) 





WENDT-SONnIS 


COMPANY 


Dept. 1D-456 
HANNIBAL, MISSOURI + ROGERS, ARKANSAS 
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T. C. Venable 


Texas Representative 
Named by Lunkenheimer 


Lunkenheimer Co. has appointed 
Tollie C. Venable as Houston, 
Texas, sales representative. 

He had previously been in sales 
with Norvell-Wilder Supply Co. of 
Houston, Crane Co. and Corbett 
Corp. 


To Handle Murray Line 


Murray Equipment Co. has ap 
pointed the following firms to han- 
dle its motor base line: Chicago 
Electric Co., Chicago; Wallin Mfg. 
& Supply Co., Chicago; Schachner 
Leather & Belting Co., Charlotte, 
N. C., and T. A. Weldon, Chat- 
tanooga, as manufacturers agent 
covering ‘Tennessee, Alabama and 
Mississippi. 


Managers Appointed 


Minneapolis-Honeywell Regula 
tor Co. has appointed Vince Tassi 
industrial manager for Hartford, 
Conn., and Lyle Russell, industrial 
manager in Chicago. 





MORE GAS IN ITALY 


Italy expects a 25% boost in nat- 
ural gas output this year, reports 
Petroleum Week, McGraw-Hill publi- 
cation. A pipeline network stretching 
2,484 miles is now carrying Italy's 
rapidly growing natural gas output to 
some 1,800 major industrial outlets 











Weston Instrument 
Appoints Executives 


Weston Electrical Instrument 
Corp., a Daystrom, Inc., subsid- 
iary, has appointed Samuel J. 
Childs vice president and general 
manager. 

He is former president of Day- 
strom Furniture Division and 
Friend Mfg. Co. 

John D. McNamara has been 
named field sales manager of Wes 
ton. He has been with General 
Electric Co., Minneapolis-Honey- 
well Regulator Co. and Beckman 
Instruments Inc. 


Plan Management Session 


The Society for the Advancement 
of Management and the Manage- 
ment Division, American Society of 
Mechanical Engineers, have sched 
uled their 11th Annual Management 
Engineering Conference for April 
26-27 in the Hotel Statler, New 
York City. Among the topics will 
be Automation, Operations Re 
search, Cost Reduction and Main- 
tenance Control. 


Robertshaw-Fulton 
Names Division Head 


Robertshaw-Fulton Controls Co 
has appointed George L. Ogdin, Jr., 
general sales manager of its Fulton 
Sylphon Division. 

With the company since 1940, he 
has held various sales posts in Knox- 
ville and Detroit, lately as assistant 
general sales manager. 


Opens Welding Lab 


Worthington Corp. has com- 
pleted a new Welding Research 
Laboratory at its Harrison, N. J. 
plant, with facilities for fabricating 
and welding structures as heavy as 
ten tons. It will also be used for 
training. 


To Sell Ames Lines 


B. C. Ames Co. has appointed 
Korest-Peterson Co., Grand Rapids, 





Manip R-PeC Valves are 


~ 


ay To BOUL / 


e For over 86 years R-P&C has been ani 
honored name in the valve business; one 
unsurpassed for quality and dependability. 
As a result customers readily accept R-PaC 
valves and fittings. They are easy to sell — 
which boosts your sales, saves your sales- 
men’s time. 


Sales Aids 


And R-PaC backs up your selling effort 
with a complete array of sales aids unsur- 
passed in the valve industry. An extensive 
advertising schedule in industrial publica- 
tions, a quarterly house organ, complete 
up-to-date catalogs, free wall charts and 
other giveaway items, valve selector slide 
rules—all help you get the order with 


R-P&C, 


A Complete Line 

The R-P«&C line includes gate, globe, angle 
and check valves in all standard valve 
materials in an extremely wide variety of 
sizes, styles and pressure classes. A come 
plete selection of cast steel fittings and 
numerous specialties such as bar stock 
valves, asbestos-packed cocks, Lubrotite 
gate valves and automatic stop and check 
valves all offer extra profit possibilities. 


Engineering Help 
R-Pa&C sales engineers give distributors 
technical assistance —help you sell the big 
orders. 


Easy to Stock and Ship 
R-PeC’s unit packaging system keeps 
stocks neat, cuts down handling time and 
costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


R-Pac Valve Division 
AMERICAN CHAIN & CABLE / Better 





Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, \ Value 


Mich.. to handle its lines in west 


Yar Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
ern Michigan. Bridgeport, Conn 


' 
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QUALITY 


(HHL AMMAL 


AT YOUR 


FINGERTIPS! 


Blue Devil Socket Screw Products 
form the kind of a line that any 


distributor can sell with confidence 


because they're genuine quality from 


top to bottom. You'll find your 


customers are always well satisfied 


when you supply them with any 


of these products from the quality 
line — Blue Devil! 


Industrial Distributors 


Plu Dovil 
SOCKET SCREW 
PRODUCTS 


Sold only through Authorized 


ex 
FZ 


4 


ACTUAL CROSS-SECTION DIAGRAM shows how 
cold forming of Blue Devil Socket head in- 


sures unimpaired fiber continuity 


6500 North Avondale Avenue, Chicago 31, Illinois 


Socket Screws Exclusively! 
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Black & Decker 
Opens Branches 


\ new branch in Columbus, Ohio, 
and a re-located branch in Pitts- 
burgh have been opened by the 
Black & Decker Mfg. Co. 

Located at 488 East Main St. in 
the heart of the city, the Co 
lumbus branch has 1,000 sq. ft. of 
space. Dale E. Banfill has been ap- 
pointed manager. 

The Pittsburgh branch has been 
moved to a new 4,200 sq. ft. build- 
ing at 5437 Baum Blvd., twice the 
size of its former quarters. ‘Thomas 
W. Hartzell is manager. 

The company now has 39 service 
stations in the U.S. 


Flexonics Corp. 
Names Executives 


Flexonics Corp. has appointed 
Frank J. Rupp sales manager of its 
Bellows Division succeeding Howard 
W. Griesbach, named vice president 
in charge of aircraft and bellows 
manufacturing. 

With Flexonics five years, Mr. 
Rupp was formerly senior project 
engineer in the Cleveland area. 


Named by Phillips 


Phillips Control Corp., 
Corp. subsidiary, has appointed 
Fred L. Schwab general sales man- 
ager and Stanley McClean works 
manager 


Thor 





s 


MAKING A POINT to Larry Winters, 
office manager of Ardun Supply Co., 
l'ulsa, Okla., is the firm’s vice president 
and sales manager, H. W iailes 








<o 
po —— 


There’s a 
new baby 
Tame ial 
CLEMENTS- 
oy -V oe) | & a .\ 
Tiel =e) | 


Industrial Vacuum Cleaners 


We named it 


‘‘VAC-MASTER" 








Plenty of power for fast, thorough pickup — 
wet or dry. 

Instantly convertible for blowing operations. 
Sound engineering and simple construction 
for easy, trouble-free use. 

2-SPEED OPERATION provides 2-blower 
utility —an exclusive Vac-Master feature. 
EZ-Roll swivel-type wheels (four oversize, 
rubber covered, ball bearing casters). 

Power unit is demountable for use as a port- 
able blower-suction cleaner. 

Hose can be attached to dirt container inlet, 
power inlet or exhaust, without the necessity 
of additional couplers and hose—an exclusive 
V ac-Master feature.* 


* Pat. applied for 


The famous 2-Speed Model HP portable 
. Blower-Suction Cleaner. Unbeatable for 
removing dirt, filings, etc. from hard- 





EASY TO-SELL because ... 


Clements - Cadillac advertising 


Sanitation magazines reaches 


ndustrial cleaning equipment 


Mail the coupon for sample catalog pages, 
advertising literature, and complete information 
about the Clements line. Do it now! 


Actachments and optional 
equipment for use with 
either the new Vac-Master 


Suction cleaners. Designed 
to handle a broad variety 


blowing operations, the 
attachments and optional 


Clements-Cadillac cleaners 


* 








¢érc 


=a ee 
\ =. & @ °e 


©. ir 
- 


or portable Blower 


of vacuuming and 


equipment make 





44. 


the most versatile 








| 


CLEMENTS - CADILLAC 
Vac- Master and 
P- Portable Blower-Suction Cleaners 


on the market 








© 208 OLHODHLODOALOOLOLAAD LOS 2 DOLO DOG 


Industrial Cleaner Division 
CLEMENTS MFG. CO. 
Dept. F., 6650 S$. Narrogansett Ave., Chicago 38, Ill, 
Please send mote & information about the 
Clements-Cadillac 


Name Title. 


Addr, 


0 Ea Ree ee 
Vacuum cleaning equipment for nearly a half century 
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ARE OUR SALES FORCE! 


OUR SALES POLICY... 


100% through Distributors 


YOU ASK ABOUT... THE LINE? 


WE SAY .. . complete as can be . . . Bench and Pedestal 
Grinders e Tappers e Screw Drivers e Bench and 
Pedestal Buffers e Routers e Electric Drills e Abrasive 
Cut-Off Machines e Nut Setters e Portable Grinders 
e Air Master Dust Collectors e Speed Lathes e Tool 
Post Grinders. 


YOU ASK ...0DO 1 HAVE TO STOCK YOUR COMPLETE LINE? 
WE SAY .. . of course, not. We will be guided by your 
requirements. 





‘YOU ASK ABOUT... QUALITY! 
WE SAY .. . assured by over 50 years experience in making 
fine electrical tools. 


YOU ASK ABOUT. . . PRICE! 
WE SAY .. . competitive with other quality tools—most tools 
built in two or more price ranges to fit your cus- 
tomer's budget. 


YOU ASK ABOUT... DELIVERY! 
WE SAY .. . excellent! Usually from stock. 


YOU ASK ABOUT... ADVERTISING! 

WE SAY... THE CINCINNATI advertising will pave the way 
in 8 publications: Modern Machine Shop, New Equip- 
ment Digest, Metalworking, Mining Ads; additional 
promotional space in Thomas’ Register, McRae’'s Blue 
Book, Conover-Mast Purchasing Directory and Machine 
and Tool Blue Book Directory. 


YOU ASK ABOUT. . . LITERATURE! 
WE SAY .. . complete catalogs and other promotional mo- 
terial available to you and your salesmen on request. 


It Pays To Sell...When You Sell Saleable Products... Manufactured By 


THE CINCINNATI ELECTRICAL TOOL CO. 


2686 MADISON ROAD CINCINNATI 8, OHIO 
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Vickers Plans Forum 


Vickers Inc. will hold its second 
Production Machine Tool Hydrau- 
lic Forum May 24-25 at the Engi- 
neering Society of Detroit Building 
in Detroit. Louis F. Polk, president 
of the National Machine Tool 
Builders Association, will be key- 
note speaker. Panel discussions will 
be held. 

Nevin L. Bean, of Ford Motor 
Co., will discuss a recent visit to 
Soviet industrial plants. 


Opens Building 


Vickers has completed a new 
150,000 sq. ft. administrative and 
engineering center in suburban De- 
troit to house its application engi- 
neering and advertising departments 
as well as Detroit industrial ma- 
chinery sales office. 


Wins Salesman’s Award 


Aaron Rupp, Eutectic Welding 
Alloys Corp. district engineer in 
Michigan, has received the Dis- 
tinguished Salesman’s Award of the 
National Sales Executives Club 
for outstanding performance in 
his company. The first represen- 
tative of a welding manufacturer 
to be cited for the honor, he was 
presented with the club’s Victor 
Trophy by James A. Farley, Coca- 
Cola Export Corp. board chairman, 
at ceremonies recently held in New 
York City. 





PINK SOCKS OUT 


Pink socks are definitely out of the 
market picture for next summer, ac- 
cording to Textile World, McGraw- 
Hill publication. Mills with stocks of 
pink socks are redyeing them black 
and charcoal gray. However, socks 
with splashes of red will outsell all 
other socks, and new pastel shades, 
such as bamboo, moss green and ice 
blue, will make up about 20% of the 
market. . 














WORKING HIS WAY up for a sales 
career, Lee Smith learns about the 
shipping room of J. E. Haseltine & 
Co.s branch in Spokane, Wash 





Whitman & Barnes 
Makes Staff Changes 


Whitman & Barnes has appointed 
a new district managet and trans 
ferred four sales engineers to new 
posts. 

Don Anderson, former Indian- 
apolis sales engineer, has been made 
New York district manager. 

Joseph Rodecker, formerly at San 
Francisco, succeeds Mr. Anderson 
at Indianapolis. Don Parker, former 
Los Angeles sales engineer, is now 
at San Francisco. Harry Peche and 
John Weirs have been appointed 
sales engineers at Chicago. 


Completes Plant Addition 


Jones & Laughlin Steel Corp. has 
completed a $9,000,000 plant addi- 
tion for seamless specialties produc- 
tion at its Aliquippa, Pa., works. 
It was erected with high tensile 
strength bolts, of which some 70,000 
were used for the 132,000 sq. ft. 
structure. The company is also erect- 
ing an addition to its seamless mill 
and a new shipping building. 


To Handle Yale Line 


The fabricating division of Kaiser 
Steel Co., Montebello, Calif., has 
been appointed West Coast sales 
and service depot for Cable King 
electric hoists of The Yale & Towne 
Mfg. Co. 


sire SOAR 20: 


in 3 Montks 


After one experience with a “do- 
nothing” catalog, the Acme Sash 
& Door Co., progressive Cincin- 
nati distributor, switched to 
Heinn loose-leaf. Results were 
almost instantaneous—sales up 
20% in 90 days! And the extra 
sales volume offset Acme’s entire 
costs of new catalogs in six 
months. 





Excerpt from Heinn's copyrighted 
“Tribute to a Salesman" 
A salesman’sinterestsareas broad 
as the lives of the people he con- 
tacts. Hisopinionsare strong, 
but he keeps them to him- 
self until he finds a 
chance to tell every 
fact with tact. 
The complete text 
is yours on 


Copyright 1956, by 
The Heinn Company, Milwaukee 
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Loose-Leaf 
Binders 


When you have loose-leaf cata- 
logs in Heinn binders equipped 
with easy-to-use indexing, all 
selling facts stay up to date and 
in sequence. Buyers quickly 
learn your line and follow your 
sales arguments — and respond 
with orders. Quotas that once 
seemed impossible become 
realities. 


Thousands of manu- 
facturers, wholesalers 
and service firms 

now depend on Heinn 
Loose-Leaf Binders for 
catalogs, price lists 
and manuals. A coupon 
like this started many 
of them toward 
improving their 
competitive 

positions. Jt can 

start you, too. 


“4 
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HARDWARE ° 


¢| 


* yours rl 
efor the asking! 


@ This new fine FANNER Catalog illustrates and | 


A, oth 





a plete range of industrial hard- 
ware items — only a few of which are shown 
below. In Fanner, you get a combination of 
facilities unequalled for quality, dependability 
and service in cast iron, malleable iron and 
drop forging products. As a result every fine 
FANNER product is produced by the method 
which makes if most suitable for the purpose 
. ~~ and the most economical, Get acquainted 
with the complete line by sending for this free 
catalog No. 19 today. 





———— 
SS 


TURNBUCKLE BODIES 
STUB END TURNBUCKLES 


HOOK AND EYE TURNBUCKLES 


FIGURE “*8"" LINKS 


FYE BOLTS 


<0 ee 


FAST EYE BLOCKS 


PHILADELPHIA HARDWARE AND 
MALLEABLE IRON WORKS, INC. 
Established 1852 
division of 
THE FANNER MANUFACTURING CO. 
Executive Offices Philadelphia Plant 

and Plant and Warehouse 

Brookside Pork 2207 Bridge St. 

Cleveland 9, Ohic Philadelphia, Po. 
ATA SAREE A NS LI 
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Yale & Towne Names Branch Heads 


J. R. Manning 


Yale & Towne 
Names Branch Heads 

The Yale & Towne Mfg. Co. has 
appointed new managers of sales 
and service branches in Detroit and 
San Francisco. 

J. Russell Manning, former Cin- 
cinnati manager, now heads the 
branch serving Detroit and the lower 
Michigan peninsula. With the com- 
pany since 1946, he held various 
executive posts before being ap- 
pointed a branch head in 1952. He 
succeeds David Wirth who has been 
named national automotive account 
director. Neil J. Kemp manages the 
hoist sales office. 

L. W. Goldenson has been ap- 
pointed San Francisco branch man- 
ager succeeding Harold N. Stiles, 
named acting electric truck sales 
manager in Philadelphia. For the 
past three years Mr. Goldenson has 
been president of Industrial Truck 
Sales, the Yale San Francisco repre- 
sentative prior to establishment of 
the factory branch. 

The branch is temporarily located 
at 563 Second St. pending comple- 
tion of plans for a move to new, 
larger quarters. Yale hoist sales of 
fices are maintained at the branch 
under Harry F. Rose. 


New Firm Organized 

Southern Mill & Foundry Supply 
Co., a new firm, has been organized 
in Gastonia, N. C., for sales and 
service of Shallway Corp. products. 
John J. Elias is manager. 
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L. W. Goldenson 





Orr to Errect 
Two-Story Sign ° 

Orr Iron Co., Evansville, Ind., has 
contracted for a multi-color neon 
sign, to be erected over the front 
entrance of the building. The sign 
will extend from the second through 
the fourth floors. 

In addition to the company name, 
the sign will carry product classifi- 
cations stocked by the company. It 
is expected to be completed this 
month. 


Representatives Appointed 


R. C. Metzler & Associates have 
been appointed sales representatives 
for Robertshaw-Fulton’s Fielden In- 
Buffalo and 


strument Division in 
Syracuse, N. Y. 





PLASTIC TELEPHONE POLES 


Plastic telephone poles, to come 
into use in 1956, may someday be 
commonplace, says Chemical Week, 
McGraw-Hill publication. Made of 
glass-reinforced resin, the laminated, 
hollow pole weighs only about 125 
pounds and promises many advantages 
to offset a relatively high initial cost. 














Abrasive Engineers 
Assigned by Norton 


Norton Co. has promoted Charles 
A. Bailey from field to abrasive en- 
gineer in the Teterboro N. J., dis- 
trict office. 

He is assigned to the former ter- 
ritory of Winton A. Vagedes, abra- 
sive engineer, who has taken over 
special accounts in New Jersey fol- 
lowing the retirement of H. Carle 
Steele after 39 years’ serivce. 

Calvin K. Kirk, former distirct 
sales engineer of the Grinding Ma 
chine Division in Chicago, has been 
named to the new post of product 
research engineer in Worcester. 

Named to the foreign section of 
the Grinding Machine Sales Engi- 
neering Department were Emens 
Guernsey, sales engineer, and 
Oakley C. Walker, sales and service 
engineer. 


Merchandising Head 
Named by Bruning 


James E, Patas has been ap- 
pointed to the new post of director 
of merchandising of Charles Brun 
ing Co. 

A member of the company’s 
Seattle sales staff for the past five 
years, he first joined the firm in 
Seattle in 1946. He attended Cen- 
tral Washington College of Educa- 
tion and served in World War II 
in the army. 


To Sell in New England 

Chicago Nipple Mfg. Co. has ap- 
pointed T. A. Rockett Co., Allston, 
Mass., to represent it in New Eng 
land. Also named were: Frederick 
K. Bullard, Florida district sales 
manager at Tampa, and John R. 
Patton, Atlanta manager. 


Nielsen Opens Branch 

Nielsen Hydraulic Equipment, 
Inc., Pelham Manor, N. Y. has 
opened a new warehouse in West 
Hartford, Conn., in charge of 
Gerard Lopez. The firm represents 
Parker Appliance Co. 


OFFICE AND WAREHOUSES IW NEW TORR CHICAGO SAN FRANCISCO ATLANTA SALES PEPRESENTATIVES 


KENNEDY presents 


the NEW Look in 
Bronze Gate Valves 


Fig. 427 Fig. 42785 Fig. 427SJ 


Standard 125-ib. $.W.P. Bronze Standerd 125-ib. S.W.P Standerd 125-ib S WP 
Gate, Non-Rising Stem, Inside 
Screw, Wedge Disc, Screwed Stem, Inside Screw Stem, Inside Screw 
Ends Wedge Disc, Brazing Wedge Dis« Solder 


Bronze Gate, Non-Rising 


Socket Ends Joint Ends 


KENNEDY’S NEW Cylindrical Design 


Means Greater Body Strength, 


Far Longer Leakproof Valve Life ! 


RUGGED BODY DESIGN ... assures superior resistance to dis- 
tortion as proven in high pressure steel valve design; Kennedy's 
grueling Accelerated-Wear tests conclusively prove this con- 
struction guarantees more than |0 times longer leakproof 
operating life than oval-body valves. Increased weight assures 
greater durability and longer valve life. 

KENALLOY STEM .. . a special Kennedy stem material of 
silicon bronze with high tensile strength, accurately machined 
for ease of operation. The bronze alloy prevents seizing or 
galling and is entirely free from any tendency to dezincify 
PISTOL-GRIP HANDWHEEL .. . non-heating malleable iron 
provides firm, easy three-way grip on top, sides and bottom 
Indented rim notches top, side and bottom eliminate slip even 


with greasy gloves. 


DISTRIBUTORS! 
e Write today for complete details. Ask for Circular 


rs THE KENNEDY VALVE mec. co. - Exmira, N. Y. 
PY, VALVES + PIPE FITTINGS « FIRE HYORANTS 


i PRINCIPAL CITIES 
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AFFILIATE OF | 
GENERAL CERAMICS 


agnetic. ae pom 
nip liflers -INC 
announces its new 


VARIABLE 
SPEED DRIVE 


| 
| 
j 


a” 
COMMUNICATION from a supplier 
is discussed by Phil Hodges, salesman, 
and Hank Register, branch manager, 
Harry P. Leu, Inc., Miami, Fla 





Sales Executives 
Named by Schramm 
Schramm, Inc., has appointed 
P. F. Smith, TV, as dealer sales 
manager and John P. Powell regional 
sales manager in Eastern territories. 
Joseph E. McGrogan continues 
as Southern and Central regional 
manager, Arno O. Witt as Canadian 
SIZE 1— and export manager and Donald M. 
1/4, 1/3 and 1/2 HP Thomson as Western manager. 
Mr. Smith was formerly manager 
of Pneumatic & Electric Equip 
ment Co. 


SIZE ll — 
3/4, land 1-1/2 HP 


Stepless, instant 
starting, compact, 
50:1 speed range, be 
good regulation with- beariek ‘ | Viking Pump 

out tachometer, long . | Buys Plant Site 

life, virtually mainte- : ADs Viking Pump Co. has purchased 
nance free service, low cost, a 40-acre tract two miles south of 
fast response, reversibility, dynamic brake, local Cedar Rapids, Iowa, as a future 


or remote control. Write for Bulletin SS80-5-55. plant site. 
The management plans to in- 


tegrate all three of the company’s 


WANTED BY My) divisions at the new site, where 


room for expansion is provided. The 


R dl P R ES E N TAT | V ual Ss A N D construction date will be announced 


DISTRIBUTORS FOR OUR“ 
MAGNE-SPEED LINE 


Liberal commission and discount— write for copy of 





Thorp Elects President 

H. F. Jorgensen has been elected 
president of John N. Thorp Co., 
Brooklyn, N. Y. R. C. Hoag was 
Magnetic Amplitiers «inc named treasurer and Alfred P. 


Tel. C¥press 2-6610 * 632 TINTON AVE., NEW YORK 55, N. Y. . Emery manager of East Coast 
}' marine sales. 


our sales policy and state your other lines carried. 
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Leschen Wire Rope 
Assigns Representatives 


Leschen Wire Rope Division of 


H. K. Porter Co. has appointed | 


new district representatives for New 
York and Pacific Northwest terri- 
tories. 


Richard M. McKenna, formerly | 
with Edward Ehrbahr Equipment | 


Co., has been assigned to the Man- 

hattan-Bronx-Long Island area. 
Deane Courtright, who is rejoin- 

ing the division after two years’ sell- 


ing insurance, will cover Washing- | 
ton, Montana and northern and | 


western Idaho. He formerly sold 
for Leschen in Denver. 


Presstite Sale Agreed on 


Directors of American Marietta 
Co. and The Presstite Engineering 
Co. have approved an agreement 
providing for the sale of the entire 
assets and business of Presstite to 
Ametican-Marietta. William C. 
Ferguson, who founded Presstite in 
1924, will continue with the organ- 
ization as an American-Marietta di- 
vision. 


Plans Production Increase 


Firth Sterling Inc. will install a | 


new consumable electrode furnace 


at its Trafford plant to increase sub- | 


stantially its capacity for vacuum 


melting of reactor grade ziconium | 


sponge, the management has an- 
nounced. The new facility will 
double present capacity. 





HIGHER PRICED 
APPLIANCES 


Higher prices for appliances are cer- 
tain to follow recent wage pacts, even 
though these pacts are confined to the 
auto industry right now, says Elec- 
trical Wholesaiing, McGraw-Hill pub- 
lication. Ranges, refrigerators, washing 
machines all will cost more next year 
because manufacturers say they’li have 
to pass along some of their higher 
wage and material costs to consumers. 


smart apple 


. is the mechanic who knows AERO-SEAL 
Hose Clamps — the new quick attach JET or 
REGULAR. They never shake open! The pre- 
cision worm gear drive assures positive self-lock- 
ing under toughest stress and strain. No thin, 
pinching, hose-damaging clamp here! AERO- 
SEAL’s wide, smooth band provides even pres- 
sure all around. No leaks. Stainless steel band 
resists corrosion. AERO-SEALS are re-usable 
many times and available in a complete size 
range. 

Insist on genuine AERO-SEALS —first choice 
today as always. Make more money with the 
world’s finest quality hose clamps. 


fpero Seal SE, 7 


Quick ATTACH Ni NOSE Clangp 


and AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 





BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 
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Your customers deserve the best— 


HARRISBURG 
FLANGES and 











Drop-Forged Steel Pipe 


Flanges are made to A.S.A. Standards. 
The Seamless Steel Pipe Couplings are 


manufactured to A.P.I. 


and A.L.S.I. 


Specifications. Both are top quality 
products that distributors can offer to 
their best customers with utmost confi- 
dence. Flange threads are accurate in 


height, angle, taper, and gaug- 
ing . . . coupling threads in 
form, height, angle, and lead. 


SEND FOR CATALOGS AND PRICES. 








arrisburg Steel 


CORPORATION HARRISSURG 


PENNSYLVANIA 











Every plant needs a SHOPLIFTER 


THE ORIGINAL 
LB. HAND LIFTER) 


500 


More than 10,000 have 

been supplied to over 

50 different types of 

a industrial plants 
dn Ween Pears 15. _ 
all over America 


SS 


Only *197°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep. 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available 
Write Don Subr for salesmen’s catalogue 

sheets and re-sale information. 


Performance guaranteed. 
Sold with a 10-day 
free trial offer. 


ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, Ill. 
Eastern Sales Office: 342 Madison Ave., New York 17, N. Y. 
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T. J. Anderson 


Federal-Mogul 
Appoints Managers 


Federal-Mogul-Bower Bearings, 
Inc. has appointed new managers 
in two Federal-Mogul service dis- 
tricts. 

thomas J. Anderson, 
Calgary, Alberta, manager, has been 
re-assigned to head the Minneapolis 
district. He succeeds R. J. Me 
Donald, who will be assigned to 
another district managership in the 


former 


ruture. 

R. Ryrie Smith, formerly on the 
Detroit — staff, 
Calgary district manager. 

Mr. Anderson has been with the 
years, working as a sales 
man in Atlanta until 1952. Mr. 
Smith, who joined the company in 
1950, has worked in Portland, Ore., 
and as manager of the Calgary and 


has been named 


firm 22 


Winnepeg branches. 


R. R. Smith 





Plomb Tool 
Buys TAC Wrenches 


Plomb Tool Co. has acquired cer- 
tain assets of Tubing Appliance Co. 
including essential machinery, tool 
ing patents and inventories of TAC 
ratchet wrenches. Physical assets 
have been moved to the Proto plant 
in Los Angeles where manuacture of 
the wrenches as Proto-Lac tools has 
been started. 

Addition of the line expands the 
Proto hand tool coverage by some 
200 items, company officials said. 
Included are ratchet wrenches in 
four basic types, open socket, closed 
socket, and “Hy-Tork” 
box. 


crowtoot 


Salesmen Win Awards 


Springer McCully, of Dallas, 
Texas, has been judged first 
place winner of the Plomb Tool 
Co.’s Salesman-of-the-Year competi 
tion for “a perfect record of achieve- 
ment for every month of the year.” 

John Simmons, Tampa, Fla., won 
second place, and John Adams, of 
Los Angeles, third place 

The prizes were all-expense vaca- 
tion trips. M. S. Bandoli, vice pres 
ident in charge of marketing, sales 
and distribution for Proto Tools, an 
nounced the winners. 


New Warehouse Planned 

Regula- 
tor Co. has completed preliminary 
plans for a new 200,000 sq. ft. ware 
house in the Minneapolis area to 


Minneapolis-Honeywell 


serve as a distributing depot. 





TAKING DICTATION from J. K. 
Lewis vice president of Hollis & Co., 
Little Rock, Ark., is Mr. Lewis’ secre 
tary, Josephine Bushkuhl 


Profit FROM THE 


TOOL REPLACEMENT TREND 
and the 


SHELDON Distribution Sales: Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive... 


Sheldon-Built 
Sebastian 13’ and 15" Geared Head 
Precision Lathes 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 
ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales. 


How fo select your 
SHELDON LATHE 


Builders of Fine Machine 
Tools Since 1917 


Sheldon Territory Men ore available to 
assist Distributors at all times. 


SHELDON 


U.S.A. 


SHELDON MACHINE CO., INC. 
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THE SHELDON LINE 


. .. And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 





13° Swing 
Precision Lathe 


SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 
shows. 


4232 KNOX AVE., 
CHICAGO, ILL. 





ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS 


TWO-WHEEL AND PLATFORM HAND TRUCKS 


Rugged construction, smoother operation takes the load 
off your customer’s mind. The most complete line of hand 
and platform trucks for every kind of service. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that’s pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Two-Wheel and Platform Hand Trucks. 
This means extra business, extra profits for you if you tie 
your own promotion and selling in with our “Product of 
the Month”. You chalk up extra sales! Extra profits! 


™ Fairbanks 
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Hanson-Van Winkle 
Names Sales Engineers 


Hanson- Van Winkle- Munning 
Co. has appointed new sales engi- 
neers in three Midwest territories. 

Gordon R. Lyons, former Day- 
ton salesman, has been named con- 
veyor sales engineer for the Midwest 
sales area. Richard H. Wolf, who 
recently completed a factory train- 
ing course, succeeds Mr. Lyons at 
Dayton. 

Robert P. Pygli, Jr., has been 
added to the Cleveland sales staff. 
For the past four years he has been 
with Pioneer Electric Supply Co. 
of Cleveland. 


Armour Foundation 
Plans Conferences 


Armour Research Foundation of 
Illinois Institute of Technology is 
holding a series of conferences this 
year in industrial and other fields. 

Included will be a Conference on 
Computer Applications on Oct. 
9-10, a National Conference on In- 
dustrial Hydraulics on Oct. 18-19 
and the Modern Builders Con- 
ference on Dec. 6-7. All will be held 
in Chicago. 


Safety Specialist Retires 


George L. Seth, product line man- 
ager in Mine Safety Appliance Co.'s 
Sales Planning Department, has re- 
tired after 33 years with the com- 
pany. He held executive posts in 
both the company’s production and 


sales divisions. 





EXPENSIVE 
DEMONSTRATIONS 


It will cost up to $2 million just to 
install and dismantle machine tools 
on exhibit at this year’s Machine Tool 
Show in Chicago, according to Ameri- 
can Machinist, McGraw-Hill publica- 
tion. This figure does not include ship- 
ping to and from the show. 














STOCK RECORD KEEPING and 
inside sales work give Earl Harry 
training for outside sales at Mill Supply 
Corp., Salem, Ore 





Welding Show Planned 


New products will be featured at 
the American Welding Society's 
fourth Welding Show, scheduled 
for May 9-11 in Memorial Audito- 
rium in Buffalo, N. Y. The Weld- 
ing Conference will be conducted 
the first two days. 


Iig Elects President 

Ilg Electric Ventilating Co. has 
elected W. H. Rietz president suc- 
ceeding J. M. Frank, now chairman 
of the board. J. J. Friedler was 
named executive vice president, and 
C. W. 


charge of sales. 


Dexter, vice president in 


Plans Shore Dinner 

The annual Shore Dinner and 
entertainment of the Hardware 
Square Club of New York will be 
held May 3 in the Hotel Sheraton 
Astor. Allen A. Hecht, A. Hecht 
Co., is ticket chairman. 


Opens New Plant 


Resistoflex Corp. has occupied a 
new 55,000 sq. ft. plant and re- 
search facility at Roseland, N. J., 
after moving from its former loca- 
tion at Belleville, N. J. More plant 
additions are planned, officers said. 








® Handy Packs are one good answer to the small 
order problem (if you have one). But whatever your 


. if it concerns bolts . . . chances are 


that Buffalo Bolt can be of help 


problem is.. 


Why not give us a chance to prove it 


@ 3 CONVENIENT SERVICE CENTERS 


EASTERN OFFICE CENTRAL OFFICE 


New York City North Tonawanda 
REctor SRB JAckson 2400 (Buffalo) 


WESTERN OFFICE 
Chicago 
HArrison 7-2179 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 
NORTH TONAWANDA, WN. Y. 
Making both Fasteners rds f 
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famco 


DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. : 


ARBOR PRESSES 


Famco Arbor Presses offer many intermediate sizes 
not ordinarily available . . . this makes possible 
the economical selection of the right type and 
capacity for any given operation. Frames are 
semi-steel constructed. Rams and pinions are cut 
from especially selected steel. Heavy stub teeth in 
rams and pinions reduce possibility of breakage 
to a minimum. 


| : COMPOUND RATCHET TYPE 


PLAIN LEVER TYPE PLATEN TYPE FLOOR MODEL 





DRILL PRESSES 


Famco’s line of 15” Drill Presses 

are constructed for long trouble- 

free service. Extra large, 23¢;” quill, 

affords greater rigidity for more 

accurate drilling. Quill and column 

bearings are line bored in one op- 

eration for greater accuracy and 

machine trueness. A shorter spin- 

dle constantly supported in its ball 

bearings affords greater spindle 

alignment yet gives an extra long 

stroke; 4% inches. Graduated 

depth control gauge, adjustable 

through full 444 inch stroke. Four 

sealed-for life ball bearings that NO. 87 FLOOR MODEL 
NO. 80 BENCH MODEL require no lubrication. Table tilts Sendtten table end Me. 1 
Tilting table and Jacobs any angle Morse taper. Shown with 
chuck. Shown with motor motor. 


This ability to give a prospective customer the exact machine he needs to 
solve his problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselves! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





* 
famco machine company 
3130 SHERIDAN ROAD e KENOSHA 46, WISCONSIN 


Ait Presses © Arbor Presses © Band Sows © Drill Presses © Foot Presses 
Milling Machines © Power Presses ® Squaring Shears 


FASTENER STOCK gets the atten- 
tion of R. M. Grant, president of 
R. M. Grant Tool Supply Co., Hart 
ford, Conn 





Southern Screw Co. 


Moves Chicago Warehouse 


A new Chicago warehouse has 


been opened by Southern Screw Co. 
at 4240 West Peterson Ave., Chi 
Cago 

Of modern, single floor design 
with parking lot attached, it pro 
vides about double the floor space 
of the company’s previous quarters. 


Handles Sealkote Lines 


Superior Metal Moulding Co., 
Baltimore, has been appointed to 
handle lines of The Wooster Seal 
kote Co. in Central Marvland. 


To Manage Peeco 

George A. Naab has been ap 
pointed manager of Pneumatic & 
Electric Equipment Co. succeeding 


P. F. Smith, IV. 





ACROSS THE BORDERS 


Border problems seem to have been 
worked out in Europe as far as bus 
travel is concerned, says Bus Trans- 
portation, McGraw-Hill publication. 
The longest international motor coach 
line on the continent—from Oslo, Nor- 
way to Madrid, Spain—has been auth- 
orized by a working party of the UN 
Economic Commission for Europe. 
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Distribution Research 
Started by University 


New York University has estab- 
lished a Research Institute in the 
Economics of Distribution under 
Dr. Emanuel Stein, head of the 
university’s economics department, 
as director. 

The new institute will “seek more 
efficient ways to move goods from 
farms and factories to the con- 
sumer,” according to Dr. Stein. It 
will conduct research in the distri- 
bution field, study specific problems 
and maintain a clearing house of 
information, including a specialized 
library. 


Stephens-Adamson 
Opens Warehouse 


Stephens-Adamson Co., 
Standard has 
opened a regional warehouse in At- 
lanta, Ga., to serve distributors and 
territory sales offices in the South- 
east. 

The unit to be 
opened by the firm in the past six 
months, the warehouse will be avail 
able to Al Steele, Atlanta sales man- 
ager, Don Dolan, Raleigh, 
N. C., sales manager. 


Mfg. 
Products Division, 


second such 


and 


Opens New Plant 


Stainless Welded Products, Inc., 
has opened a new plant and offices 
in Clifton, N. J. 





BUSY DAY at Bayonne Plumbing 
Supply Co., Bayonne, N. J., finds Harry 
G. Beslow, industrial sales manager; 
Marvin B. Epstein, domestic sales 
manager, and Morton B. Epstein, treas- 
urer, catching up on desk work. 


KEEPS 


ROLLING! 


It’s good to know you can 
always depend upon Kester 
Flux-Core Solder to keep pro- 
duction rolling. That's be- 
cause Kester makes solder 
quality a never-swerving 


Middl 


WAIVED 


habit, insisting on constant 
solder alloy control and con- 
sistent flux formulae. When 
you want dependable solder 
and soldering, Kester Solder is 
the right name to remember! 


SELL YOUR CUSTOMERS ON KESTER 
... 8 fluxes in cored solder, all available in 
5 core sizes. 


G O MPA NY 4214 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, New Jersey + Brantford, Canada 
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Allis-Chalmers 
Names Representatives 


Allis‘Chalmers Mfg. Co. has ap 
pointed six new sales representa 
tives. 

Harvey D. Hill has been assigned 
to the Cleveland district in the 
company’s Industries Group, and 
James H. Stoltz has been named a 
representative in Pittsburgh. Robert 
W. Venn has joined the Chicago 
staff. Richard K. Sexton and Evan 
F. Reynolds have been assigned In- 
dustries Group sales posts in Kansas 
City. S. C. Vaccarella has been ap- 
pointed to the Los Angeles general 
purpose equipment staff. 


General Sales Manager 
Appointed by Grobet 


lhomas J. Quinn has been named 
general sales manager of Grobet 
File Co. of America. 

With the firm four years, he has 
recently been assistant to the presi- 


MADESCO TACKLE BLOCK CO., Easton, Pa. 


dent. He plans to travel extensively. 





HEINRICH 


WORK HOLDERS 





Heinrich Band Saw Vise. Capacity, 12 
Hands are clear for safe operation. 


Your profit opportunities grow as the 
HEINRICH TOOL LINE continues to 
grow. New Heinrich tools such as these 
new WORK HOLDERS get consistent ad- 
vertising support beamed directly to your 
customers and prospects! Best of all, more 
new precision-quality Heinrich tools are 
coming ... watch for them! 


rl, 


FLASH! 


Heinrich Safety Drill Vise. Capacity, 6”. 
Fits any style drill press. 


GET THIS NEW 
FULL-LINE CATALOG 


Be sure to get your copy of 
this new Heinrich Tool 
Catalog describing the 
complete line. It will an- 
swer all your questions... 
all your prospects’ ques- 


Go kems 


tions too. | 


HEINRICH TOOLS, Inc., Dept. 226-D Racine, Wis. 
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Expansion Planned 


The Colorado Fuel & Iron Corp. 
has formulated plans to spend some 
$23 million in the fiscal year end- 
ing June 30 for plant modernization 
and development in both its East- 
ern and Western divisions. New 
power facilities. and production 
equipment at Roebling are part of 
the program. 





FASTER AUTOMATIC 
COMPUTERS 


Automatic computing speed can now 
be even faster, reports Product Engi- 
neering, McGraw-Hill publication, 
since scientists in the computer lab of 
the National Bureau of Standards have 
now packed up to 700 digital pulses 
per inch on magnetic tape, as opposed 
to 200-300 pulses per inch on old com- 
puters. 














_— ty serves We 
ap tg eee 


NEW HOME of Mill & Factory 
Supplies, Inc., is at 205 Summer St., 
Worcester, Mass 





Sheffield Opens 
Western Sales Office 


The Shefheld Corp. has organ- 
ized the Sheffield Western Sales 
Corp. in Culver City (near Los 
Angeles), Calif., as a direct sales 
branch. 

The new office will be staffed 
by Donald A. Benbow, manager; 
Richard A. Broerman, assistant; 
Charles G. Tucker, sales engineer, 
and Mrs. Velma Wheeler, secretary. 

The branch will serve Southern 
California, Arizona and Nevada on 
the complete line except for Mur 
chey self-opening dieheads, collapsi- 
ible taps and chasers which will 
continue to be handled by Reuger 
Co., of Los Angeles. 


Screw Machine Products 
Show Rise in Orders 


New orders of screw machine 
products in January were up 10% 
over January 1954 and 1% over the 
previous month’s orders, the Na- 
tional Screw Machine Products 
Association reported recently. 

The January 1956 level of orders 
was the highest for this month in the 
past four years. Shipments for Janu- 
ary were 8% over December and 
22% over shipments for the previous 
January. 

The association represents some 
270 producers. 


— 








PEERLESS PACKET HOIST IN HEAT TREAT DEPARTMENT. Many plants find these 


easy-pull hoists (42 lb. for ‘ ton; 56 Ib 
servicing soaking pits and other heat treating equipment. Sturdy enclosed housing 


withstands rough handling, and keeps out 


for 1 ton; 60 lb. for 2 ton) ideal for 


thus reducing maintenance. 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying % to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads— 176 to 4000 Ib. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON |-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good, 
Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
GRAVERS Roap at THE TURNPIKE, PLymoutH Meerine 11, Pa. 
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TRADE MARK 


REGISTERED 


W. A. WHITNEY 
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Counter display showroom was constructed and set up by two handy executives of 


- Most Powerful of Its Type Silliter-Holden, Inc., Hartford, Conn. 


Depth of throat 5” . . all rts are 
dropped forged except Jaw which is made 
of steel plate. Notching attachments may 
be iy for notching right Sag # bends in 
#4 beach iron on this and t . a. , 93, and * 
h Punches also. All parts, includ. Brewer-Titchener 
interchangeable among these four tools. Promotes Sales Head 
® No. 92 Punch—10” depth of throat 
® No. 93 Punch—18” depth of throat 
® No. 94 Punch—24”" depth of throot 








Frederic A. Celler has been ap 
pointed vice president in charge of 
sales of The Brewer-Titchener Corp. 

Previously a consultant, he joined 


W. A, WHITNEY MFG. CO. the firm in 1954 as general sales 


626 RACE ST. ROCKFORD, ILI.. 


Send for our catalog and 
see your local distributor 


manager. 


PROFITS RUBBLE 
GO UP AS GOES DOWN . New office extension at Silliter-Holden, 
: 9 was built during evenings and weekends 
by A. G. Messenger, vice president, 


and F. R. McClure, secretary of the 


SPROUT-WALDRON Sar company. They panelled entire office 


and fitted bookcases and closets to their 


BELT-SAVER Aaa 
PULLEYS ° 


Both you and your customers 
can profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 








Named by SKF 


SKF Industries, Inc., has ap- 
pointed TEK Bearing Co., Bridge- 


Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 

In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys, 


3 LOGAN STREET, MUNCY, PA. 


S Fi SPROUT-WALDRON 
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port, Conn., to distribute its ball 
and roller bearing lines in its terri- 
tory. TEK has 14 stock-carrying 
sales branches in New York, New 
England and New Jersey. 


Wins Safety Award 

Permacel Tape Corp. has received 
the New Jersey State Industry 
Safety Award for 24 years without 
a lost-time injury at its New Bruns- 
wick plant. 





INDUSTRIAL PROGRESS in Miami, 
Fla., cannot be halted, in the opinion 
of John Kegan, manager, S. B. Hub 
bard Co. branch there. The firm’s head 
quarters are in Jacksonville, Fla 





American Supply 
Opens New Building 


The American Supply Co., Alex 
andria, La., recently moved into a 
new one-story building at 3333 
Broadway Ave. 

A two-day open house was held 
for customers and suppliers. The 
firm, founded in 1945, operates in 
most of Louisiana and parts of Mis 
sissippi. Afhliated firms are American 
Supply Co. of Lafayette, La., and 
Amenican Supply Corp. of Eldorado, 
Ark. John Swanson is president. 





“Of course these tips in salesmanship 
are only suggestions—you don’t have 
to use them unless you want to con- 
tinue working with us!” 


“AS 


RAWLPLUG'S 
ANCHORAMA 


2500 


A &X 


“FIRST PRIZE $1,000.00 


Yes Sir. . . COLD CASH . . . NO NEW HATS (WE THINK NEW HATS ARE 
OLD HAT) you get CASH . . . to put in the bank or pay off your bills .. . 
CASH will be handed out to 43 winners in this contest for distributors’ 
Sales Personnel only. That cuts down the number of folks who can 
compete—so you have a better chance to win. 


RULES 
To compete in ‘“‘ANCHORAMA 2500" you need only: 

1. Be registered with Rawlplug New York office as having seen 
ANCHORAMA. 

2. Fill out a short questionnaire, (which will be mailed to you), 
tell us how you showed a user customer a way to do a masonry 
anchoring job better by using a Raw! product—in other words 
how you helped your customer. The 43 best answers will win 
cash prizes. 

Contest ends midnight September 30, 1956. All entries must 
be post-marked before that time. 


>? 500. in PRIZES 


FIRST PRIZE: $1,000.00 . . . 6 SECOND PRIZES—$100.00 each, 36 
other prizes of $25.00 each. The first prize is the national grand 
prize, the others are regional prizes. In case of ties duplicate prizes 
will be awarded. JUDGES 

Walter F. Crowder, Editor, Industrial Distribution Mogazine; George Ganzenmuller, 
Editor, Electrical Wholesaling Magazine; George G. Felt, President, Felt Advertising, Inc 


See your Soles Manager for further details or write us. 





THE 
SF sccasevovs| RAWLPLUG Co., Inc. 





= 


RAWL-TAPERS 


> RAWLDRILLS 


RAWLPLUGS 














Box 406K, New Rochelle, WN. Y. 
‘ tw 7 
RAWL RAWL 
LAG SCREW _ CARBIDE 
Mu Oris 


" RAWL-DRIVES RAWL-ANCHORS SHIELDS 
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Whos handling 
public relations for you 
behind the Iron Curtain? 


— a 
= te = - 


It’s not an easy assignment—or the kind you'll find many 
people volunteering for. 


But there is an important “public relations” job to be done 
behind the Iron Curtain—for you . . . for America . . . for the 
whole concept of freedom, free enterprise and individual 
rights. This job is an opportunity and a challenge as well as 
a serious responsibility for American business. Fortunately, 
with your help, there is an agency that can do the job— 
Crusade for Freedom, which supports Radio Free Europe 
and Free Europe Press. 

Both these powerful, privately operated organizations 
continually challenge the barrage of Communist misstate- 
ments and false truths. Using saturation radio broadcasts 
and mass newspaper drops from message balloons, Radio 
Free Europe and Free Europe Press are constantly on 
the offensive against the Red campaign to annihilate 
right, reason and national pride. 

Continued and heated Communist protests testify to 
the tremendous effectiveness of Radio Free Europe 
and Free Europe Press. Support freely given by free 
American business and private citizens will increase 
this effectiveness and the scope of their operations. 

A contribution now is perhaps the best investment 
you can make towards a peaceful, prosperous world. 


Give generously. It’s your future! 


Check list for business executives 
in the Crusade for Freedom 


() Order display material for your company bulletin board. 


[) Plan a paycheck stuffer to fully acquaint your employees 
with the importance of the Crusade for Freedom. 


C) Plan to conduct an in-company solicitation. 


[-] Match employee funds with your Truth Dollars. 
For campaign material {J and information write CRUSADE FOR FREEDOM, || 345 [east 4éth St., N. Y. C. 17. 
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YOUR CUE TO FEATURE STARRETT 
DECIMAL GRADUATED STEEL RULES 


There's a red hot sales lead inthe __ be first with the finest. full-flexible, semi-flexible, spring 
shift to decimal dimensioning. The Starrett now offers a full line of tempered and heavy spring tem- 
aircraft, automotive and electronic standard steel rules and shrink pered types in both standard and 
industries have already adopted the rules precision graduated in quick shrink graduations. 
decimal system as standard and reading 10ths and 50ths in accord- Right now, while mechanics and 
other industries are falling into line. ance with approved industry stand- companies are actively buying, is the 

You can cash in on the big de- _ ards. These are now available in all _ time to let the world know you are 
mand for new rules which this popular types and lengths in stand- _ headquarters for new Starrett deci- 
trend creates among mechanics and ard steel or with the popular no- mal graduated steel rules. Feature 
company buyers. By featuring the glare, hard-wearing, multi-plate them in your advertising, your 
complete new line of Starrett deci- Satin Chrome Finish, pioneered by counter and window displays, in all 
mal graduated steel rules, you can Starrett. The complete line features _—your selling. 








TTT 


DECIMAL GRADUATED BLADES seene 1 oat ieee. a 
FOR STARRETT COMBINATION ues nl Lite Lt ltt 
SQUARES, BEVEL PROTRACTORS oi sn 


New decimal graduated blades are also available 
for Starrett combination squares, combination 
sets and bevel protractors. Blades to fit any 
Starrett 4, 6, 12, 18 or 24-inch square or protrac- 
tor feature distinctive machine-divided decimal 
graduations — uniformly clear cut, precisely 
spaced, easy to read. 

The tremendous number of Starrett combination 


squares and sets makes the market for replace- mete hs £ efereelae anne i ain 











ment blades particularly attractive ... and you can 
now sell squares and sets with decimal graduated } 
blades. No. 606R—12” Spring Tempered, Quick Reading 50ths (.02) — Edges One Side, 10ths (.10) 
Two Edges Reverse Side 

















ini l 
NEW DECIMAL RULE Mayer enya yey yuu Li uu 
FOLDER NOW AVAILABLE |) Aaa G2 e 9: (jeees 
oe Na eet > | ” 
A new 3's" x 614” folder tells 
the complete story, lists all types 
and sizes available. Use it as a 
package insert, in your mail a 
vertising, as something to leave 
on sales calls. It will help you 
cash in quick on the demand for 
new Starrett decimal graduated 
steel rules. Available with your 
imprint. Arrange for your supply 
rc 








No. 406R — 36” Heavy oes Tempered, Quick Reading 50ths (.02) Two Edges One Side, 
s (.10) Two Edges Reverse Side 





Here 1s ACCO’s creat NEW 


Shaped Section Master Link 


STANDARD 
ROUND 
SECTION 
IMPROVED 
SHAPED 
SECTION 


Holds its form under loads up to 18% greater! 


ACCO—long a recognized leader in 
the design and manufacture of slings 
and attachments—now comes up 
with the sensational new SHAPED 
SECTION MASTER LINK for slings. In- 
stead of having the conventional 
standard round section, this new 
master link has a shaped section 
which withstands deformation un- 
der loads up to 18% greater! 


Just as a structural I-beam can 
handle greater loads than a solid 
beam (of the same weight), so does 
acco’s Shaped Section Master Link 
give better performance under 
greater loads than does a link with 
a round section. 


Better Quality —Costs No More 
The new Shaped Section Master 
Link is a better quality link. It has 
a smoother surface. It provides 
greater safety for men, machines and 
materials. It costs us more to make 
—yet there is no increase in price! 


Made of Accoloy, the Shaped Sec- 
tion Master Link is made in all sizes 


AECO 


from 4%” through 1%”. It is avail- 
able as a component of American 
Chain slings—also separately, for 
use with any make of chain or wire 
rope sling. This new Master Link 
gives American Chain distributors 
another definite competitive advan- 
tage. If you haven’t heard about it, 
write our nearest District Office for 
full information. 


American Chain Division 


AMERICAN CHAIN & CABLE 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 





